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Connecting New York with Rio de Janeiro, Santos, 
Montevideo, and Buenos Aires, the Moore-McCor- 
mack vessel URUGUAY re-entered passenger service 
in February, this year. In drydock 16 months re- 
fitting from troop transport duty during the war, 
this unit of the ““Good Neighbor’”’ fleet has passenger 
capacity of 477, cabin and first class, as compared 
with pre-war accommodations for 432. 

The 33,000-ton, 18'/.-knot URUGUAY was first 
commissioned in 1938 for the South American run 
in luxury passenger and cargo movement. Her war 
record began March, 1942 and ended June, 1946, 














Moore-McCormack's URUGUAY, tied up at Havana harbor during 
9-day cruise before starting regular South American Service (Moores 
McCormack photo) 


with service in Atlantic and Pacific theatres. Recon- 
version was at the Federal Shipbuilding yard in 
Kearny, N. J. 

Passenger quarters and public rooms provide an 
interesting combination of pre-war design and equip- 
ment with post-war materials and color treatment. 

Power and navigational equipment is, of course, 
top grade throughout. For rigging ... COLUMBIAN 
—The Rope of the Nation. 


COLUMBIAN ROPE COMPANY 
400-70 Genesee St., AUBURN, "The Cordage City", N. ¥, 











Mount Shasta — raises its regal head 
14,161 feet into the sky of northern 
California. 














OOSTER SHASTA solid-center brushes, though repeatedly imi- 

tated in appearance, have never been duplicated in actual 
construction and quality. The name Shasta is a registered trade fe 
mark covering this solid-center brush construction as originated 2 
by The Wooster Brush Company, Wooster, Ohio. 




















EDGE SECTION 
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There are no “Shasta-type” brushes. There is only one — 
the original, genuine Shasta Brush as made by Wooster. 







For enameling, under-coating, varnishing — no brush excels 
the famous Wooster Shasta. Ask for it by its full name — Wooster 
Shasta. Experienced painters recognize the fullest brush satisfac- 
tion in the original — the only genuine Wooster Shasta Brushes. 








THE ORIGINAL AND GENUINE FEATURES WHICH DISTINGUISH 
’ WOOSTER SHASTA* BRUSHES We Shasta” and “Shastette” 


are registered trade names 
of The Wooster Brush 
Company, Wooster, Ohio. 
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'F §T’S WORTH PAINTING IT’S WORTH A WOOSTER BRUSH 


MAY 6, 
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Display each new YALE 
advertisement in SATUR- 
DAY EVENING POST. It 
sells the extra value repre- 
sented in the name YALE. 


for Selling 
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Give the “Silver Six” Mer- 
chandiser a prominent 
place in your store. The 
display board is free (ask 
your jobber about it.) 





SIX SUGGESTIONS 


More Silver Sixes 









Set up the big silver-and- 

blue counter and window 

displays (sent free on re- 

quest). They call attention 

to three grades of lock pro- 

tection—at three different 
price levels. 














Use the large “dummy 

padlocks which illustrate 
the modern design and 
ruggedness of YALE 
“Silver Six” Padlocks. 













Stock “Silver Six” padlocks 
so as to get the full display 
value of the new silver-red- 
and-blue boxes. 








And remember—for bigger 
profits, urge your customer 
that a lot more lock pro- 
tection costs just a few 
More pennies 





THE YALE & TOWNE MANUFACTURING CO. 
| : - Stamford, Conn., U. S. A. 
he Name Yale Helfs Make the Sale 


MAY 6, 1948 794368 


Hardware Age, published every other Thursday by Chilton Co. (Inc.), Chestnut and 56th Sts., Philadelphia 39, Pa. Entered as second-las matter March 
a the Post Office at Philadelphia under the Act of Mar 879 (Printed in U.S. A.) $1.00 per year. Single copi 25¢ each. Vol 
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is America’s 





Biggest-Selling Oil Heater 


B 
(Based on heaters made and sold in 1947) 


because people want the 













Saving Oil Heater 


COMING IN JUNE: 
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.- AN EVEN GREATER 
PADLOCK VALUE 


NOW . 


lei URES. Soto e 





ampletely Redesigned 


My Master NO. 





Larger - 20% Heavier 





Smarter Appearance 





More Heavily Laminated 





6 New Features for 
Even Greater Security Oh. 


breater Value Same Price A 
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and ow new 


No. 4 IN BRASS 


(Same Size as New No. 3) 


An overshadowing new 
value in Master's world- 
famous Secret Service 
Series .. . a brand new No. 3! Here are advancements 
you can see, measure, feel — smart new styling — 
liberal new dimensions —a full pound of hard wrought 
metals added to the weight of every dozen! Here's 
greater security throughout .heavier armoring around 
cylinder larger steel shackle, greater clearance 

shackle imbedded more deeply in case 
heavier where it counts: at the point of locking long- 


shackle 


er shackle spring, greater snap mechanically refined 
for even smoother action. Along with this new No. 3, 
Master offers a striking companion value—NEW No. 4 
— same size in brass, identical in every advancement! 
And here’s the big news: Master brings you these two 


great padiocks at no increase in price! Ask your jobber! 


Make sales faster with 


Master Padlocks 


Outs TANDING VALUE 





(he Tew 
AMES LOCK SOCKET 


Features of New “Ames” 
LOCK SOCKET Shovels & Spades 


Blade and front strap a single unit. No weld. 


# SOCKET ff 
7 COMPLETELY} 
Back strap is electrically welded to blade. Vi L re) C % E D F 


Blade and straps forged from High Carbon Steel. 


Straps are pre-formed. 


Blade and lower section of socket carefully heat 


treated. 


Uniformity in lift and balance of every 
tool — hang and balance never change. 
Pre-forming of straps the guarantee. 


Handle is driven to the point of 


frog. 


Unequalled strength insures 


maximum value. 


STRAP 
ELECTRIC- 
ALLY 


APPROXIMATE 
WELDED 


WEIGHT 3-1/2 
TO 3-3/4 LBS. 
NO. 103 LSF 
PREFORMING OF STRAPS 
PATENTED 


4 1774 p 
PARKERSBURG, W. VA. AMES BALDWIN WYOMING CO. NORTH EASTON, MASS 











Among the many types of socket wrench sets made by the 
Plomb Tool Company your customers will find the right , 
ones for any requirements. They can get big sets with a 
wide range of socket sizes, or inexpensive basic sets con- 
taining only the most-used sizes. 
Drive sizes range from midget '/,” to 
extra heavy-duty 1”. And all sockets. 
handles and attachments in these 
sets are of the highest quality. 
a ; j To take care of your customers’ needs. be sure you have an 
ample stock of socket sets, along with individual sockets 


\CK 

RAP and attachments for customers expanding their basic sets. 
ECTRIC- 

LY 


ELDED 


2227T Santa Fe Avenue, Los Angeles 54 
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30,000,000 





A brand new wardrobe that | 
has 9 miracle features... | 


The Super-Miracle was originally 
made fo sell for $7.98—and the 
Giant size for $8.98. You will be 
able to retail these wardrobes dur- 
ing the next two months as a special 
for the miracle low price of $4.98 
and $5.98 (slightly higher in West 
and far South). Order at once so 
that you may be among the leaders 
to promote it in your town. Mats © 
are available upon request. 


We 
we 


The extra sturdy Gator 
Hide Board is treated with 
5% DDT solution. 


The wardrobe has the 
famous refillable E-Z-DO 
moth humidor, contain- 
ing pure Paradichloro- 
benzene” to kill moths, 
larvae and moth eggs. 








The wardrobe is mildew- 
processed. 


4 Exterior of wardrobe is plastic- 


coated, to resist dampness, mak- 
ing it washable and durable. 


This handsome, walnut-colored, 
knotty pine finish wardrobe has 
a wood frame that is finished 
in a high lacquer to harmonize 
with the exterior. 


The interior is lined with a cedar 
color. 


CLOSETS HAVE BEEN SOLD SINCE WE INTRODUCED THE FIRST 
STORAGE CLOSET IN THE UNITED STATES SINCE 1936! 


WARDROBE 














MADE ACCORDING TO Of Em. 


BOOTING On 
THE FOLLOWING U.S. PATENTS 


2.37) 680 2,384 896 
OTHER PATENTS APPLIED FoR 





Includes Famous 49¢ ; 
£-1-00 MOTH HUMIDOR — 


Spacious bottom compartment for 


' ao i> ot 
itt Sic storing blankets, sweaters, woolens 
ead hae Lovee 


and many other valuable possessions. 


sells everywhere for 49¢ 
(Pull instructions 








package.) 











Simple two-piece construction for 
easy assembly. 

Size: 60 x 29 x 22 inches. Giant 
super-miracle with hat shelf. Size: 
66 x 29.x 22 inches. 


SEE US AT 


THE SHOW ( 
IN 
ATLANTIC CITY Sav 
BOOTH 306 & 308 








NO OTHER CLOSET—AT ANY PRICE—HAS ALL THESE FEATURES! 


YOUR CUSTOMERS KNOW AND 
LOOK FOR THE E-Z-DO NAME 


National advertising in leading magazines, and on the 
radio has stressed the quality of E-Z-DO products. 


E-Z-DO 261 Fifth Avenue, New York, N. Y. 


After many years of research we have finally developed a 
closet that we believe is the most scientific storage closet 
that was ever made since we originated the first storage 
wardrobe. We feel that every customer that has ever pur- 
chased a storage wardrobe will be ready to replace it 
with this new scientific closet. It is our opinion that this 
wardrobe at our special low price will reach the masses. 


1128 Merchandise Mart, Chicago, Ill. 
1855 Industrial Street, Los Angeles, Cal. 
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FIRST 


eae MAKE HAPPY CUSTOMERS WITH FINEST QUALITY STOVE MATS 


Larger Unit Sales Mean Larger, Quicker Profits! 


Reprint of Full Page Ad in WOMAN'S DAY 





ROBE 


SEE US AT THE NATIONAL HOUSEWARES 
& APPLIANCE EXHIBIT—ATLANTIC CITY, 
MAY 30 TO JUNE 4—BOOTHS 511 & 513 


Guards the 
precious beauty 


of your new stove 


...adds gay, cheery 
charm to an old one! 














Keep gleaming new enameled stove 
surfaces lovely with Aristo-mat’s protection 
from heat, scratches, spilled foods. 
Aristo-mats do wonders, too, in glamorizing 
any stove top, by doubling your work 

space and adding a gay note of cheerful 
color. Be sure to ask for Aristo-mat 

















by name—wherever fine housewares are sold, 


Hee. every kitchen needs 
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ONE OF MORE OF . iy 
LOWING U5. PATENTS 


1.680 2.384 89 
ATENTS APPLIED FoR 





Shown on Stove, CHROME QUEEN—No. 1030 


nent for Va, > 
woolens is , No. 1009 No. 1004 
sessions. . : UNDER APPLIANCES, Aristo-mats 
Cieye Love” pay for themselves by protecting tables 
tion for from heat damage. Heavy asbestos 
cushion prevents scratching, scorching. / 
FINEST QUALITY MONEY CAN BUY! 
- 1. Kant-Kut Korner.No 3. Metal Can’t Touch, 
Giant sharpedgestocutorsnag.  Super-thick asbestos pad- 


lf. Size: 


ES! 


cago, Ill. 
jeles, Cal, 


RE 


Paten design provides 
smooth, rounded edges. 


2. New “Quad-Coat” proc- 
ess enamel finish is bak 

on to stay on. This special 
Aristo process, on heavy 
Gauge steel body, is heat- 
resistant, wears longer. 


ding protects! Can’t 
scratch or mar, 


4. Original decorator de- 
signs are underglazed for 
permanence, Guaranteed 
not tochipor peel. Aristo- 
mat designs and colors 
stay fresh and bright. 





AGE 


Manufactured by 


PHOENIX TABLE MAT CO. 
Chicago 7, Ill. 





MAY 6, 1948 
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GC 
Guaranteed by > 
Good Housekeeping 
WOEFECTIVE OR ow 
S45 soveansto THs 















No. 1003 

TOP YOUR REFRIGERATOR with a 
gayly patterned Aristo-mat and you'll 
find extra space for a cookie jar, kitchen 
radio or handy supplies. 


A Vegi v1te 





No. 1006 

FLOWERS AND PLANTS can brighten 
your home safely! No more worry about 
leaky pots, overflowing vases. Aristo- 
mats make charming table decorations. 





No. 1008 

SPARKLING PLACE MATS save time, 
temper and laundry, when used to serve 
grown-ups and youngsters, too. Aristo- 
mats wipe clean with damp cloth. 
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MUFFINAIRE JR. 


Tea-Biscuit Size 





THE ONE-PIECE 
SEAMLESS 
MUFFIN PAN 


EVER BRIGHT— 


" THEY SELL ON SIGHT! © 


* IT’S ALUMINUM 


Patented one-piece construction, 
Spun, Not stamped, Not crimped. 


* IT’S SANITARY 


The housewife calls for Muffinaire. 
They're easy to clean. No cracks or 
crevices where dirt can hide. 


* THEY’RE BIG, LIGHT 
AND STRONG 





HERE ARE THE PANS THAT WILL SELL 
ON SIGHT; THEY'RE NEW; THEY’RE 
MODERN; THEY'RE JUST WHAT 
MILLIONS OF WOMEN HAVE BEEN 
WAITING FOR. EVERY WOMAN KNOWS 
A BARGAIN WHEN SHE SEES ONE— 
AND BUYS ONE! MUFFINAIRE IS THE 
PERFECT PAN FOR PERFECT MUFFINS 
—AND A PERFECT ITEM FOR QUICK 
SALES. 











DISTRICT REPRESENTATIVES 


ROWILL PRODUCTS FRANK C. STORRIE CHARLES C. DeBRULER 

37 Wall Street, New York, N. Y. 19437 Murray Hill, Detrait 26, Mich. 1012—15th Street, Denver 2, Colo. 
SOSNA SALES ASSOCIATES WM. R. LYON, INC. W. B. REYNOLDS CO. 

170 Franklin Street, Buffalo 2, N. Y. 744 Ponce De Leon Ave., Atianta, Georgia M & M Building, Houston, Texas 
RALPH THOMPSON GENE O'REILLY CO. FRANK C. HARFORD CO. 


14 Sturtevant Terrace, Medford, Mass. 500 Washington Ave. N., Minneapolis 1, Minn. Merchandise Mart Building 


ALCO SALES E. B. LUNDGREN 


712 So. Olive Street, tos Angeles 14, Calif. 


1222 Arkansas Ave., Pittsburgh 16, Pa. 402 M'frs. Exchange Bidg., Kansas City 6, Mo. J. V. KOEHLER 


GEORGE ROSEN RA ARKIN 


1355 Market St., San Francisco 3, Calif, 


40 Hopkins Place, Baltimore 1, Md. 412 N. Orleans, Chicago, Ill. 0. M. THOMPSON 
MORRIS & CO. FOX ASSOCIATES Terminal Sales Building 
1712 W. Third St., Dayton 7, Ohio 2519 W. 7 St.. Los Angeles, Calif. Ist & Virginia, Seattle, Wash. 


MANUFACTURED BY 


UNITED AIRCRAFT PRODUCTS, Inc. 


DAYTON, OHIO 


OLE AGENTS 


PARAMOUNT INDUSTRIES, Inc. 


412 N. ORLEANS 111 BROADWAY 2579. m. 7 ST 
CHICAGO, ILL NEW YORK 6.N.Y. LOS ANGELES, CALIF 


PRICES SLIGHTLY HIGHER WEST OF THE ROCKY MOUNTAINS 
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D ealers’ displays everywhere are blooming with 
Dogwood — National Can’s popular new housewares 
design. And dealers’ sales are soaring as this fresh, 
colorful design proves a substantial profit builder. 

With delicately tinted white blooms, highlighted 
by green leaves on a background of vivid red, National 
Can’s Dogwood design blends pleasantly into any 
kitchen color scheme. 


is BLOOMING... 


ES 


at the 
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This new matched linejs available in Step-On Cans 
... Round and Oval Waste Baskets ... One and Two 
Door Bread Boxes . . . Four-Piece Canister Sets . . . 
Hooded Dustpans . .. Match Safes. Each item carries 
three characteristics of National Can Housewares — 
beauty with sales-winning eye appeal; utility with 
sound construction; and a price structure which per- 
mits worthwhile profits. 


For prices and other details of these fast-sell- ee 
ing houseware products, address Dept. HA-5. Housewares Division 
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Visit Our Booths 
Nos. 207 - 209 


National Housewares 
Appliance Show 
Atlantic City 


May 30th to 
June 4th 


Eo 
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How to guide more 
buyers to your door 












When people don’t know what brands of hardware and 
other merchandise you carry in stock, your chances 
| of losing sales are increased. He 


| By identifying your business in the ‘yellow pages’ 












: . °© A 
of your telephone directory, you direct more people 
i 9 . ° 
| to your store. It’s a sure way of telling the whole com- tc 
| munity what products you sell and what special Pp. 
services you offer. | 
Why not help prospects find you quickly? e Si 
Why not help yourself to increased sales? 
° Pp 
s¢ 
¢ D 
St 
° |; 
oO’ 
* 











For further information, call your local telephone business office. 


HARDWARE ACE 








NA-MAC 
DEALER PROFIT-PAK... 











A terrific money-maker on any 
counter! This beautiful display will 
put Dripcut dollars in your cash 
register every day. 





ee my ocertm@mesrletirteonme (1m 

all in one package... 24 Dripcut 

servers in two styles, assorted 

sizes, plus beautiful counter dis- 

play that holds six, all at a unit 

” a... ok price that spells quick profit to 

ee aX. Be aA. _ q you. There’s no other way you 
ae oF a. can obtain this assortment of 

i ee . r — Dripcuts at this price... plus, 

>i ; Pape i FREE, powerful, customer- 
1 - ‘ attracting, self-selling display. 


This display will sell and sell 


and for months—you can re-stock it 

Inces again and again. When your 
5 u . ” age é & ) 

Here Ss why Profit-Pak Sells! stock is depleted, your jobber 

















will replenish it immediately. 
¢ A glamorous Hollywood star to catch the cus- 


ople 
tomer’s eye. . DEALER PROFIT-PAK 


10] OF. Vue Be ae (0) 0) 28 LIST PRICE TOTAL 
, : 2 #632 $1.25 §2. 
¢ Printed message tells the Dripcut sales story. ¥s vein.” we $2.90 


6 #616 1.00 6.00 





e Six beautiful Dripcut servers, most popular 4 #608 .75 3.00 
models, three sizes. 2 #148 
. 6 #112 
¢ Puts Dripcuts out where your customers can 4 +106 


see and handle them. ‘Toul serail pics 
¢ Display stands rigid on counter or table, is Dealer discount ....... 
DEALER PROFIT..... $11.00 
Approx. shipping weight 25 lbs. 
Freight Prepaid on 100 Lbs. and Over 


sturdy, durable. 


® Lasts indefinitely, can be restocked over and 


over. FREE! 
oA kli . : Display piece, copper-bronze finish, 
sparkling Ornament to your store, printed in three colors. Dimensions: 


1012"x17'2”"x15". Now you can 


sell Dripcuts in combinations of 
NA-MAC PRODUCTS CORP. abe ge 


SUBSIDIARY OF WILLIAM R. WARNER & CO., INC. 
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LOS ANGELES 38, CALIF. 
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1027 NO. SEWARD STREET 




















ALL- 
ELECTRIC 
RANGES 
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MODEL “56” 
Equipped with ex- 
clusive Monarch 
““‘Deep-Heet’’ 
Cooker — the only 
cooker with side 


MALLEABLE 


RANGES, HEATERS and WATER HEATERS 






ROASTER RANGE 


The famous na- 
tionally advertised 
Roaster Range, 
with built-in Sur- 
face Oven, and 





heat. built-in ‘“Deep 
\ Heet’’ Sauce Pan. 
a a a ssa www ae 
DUO-OVEN COAL-WOOD 
} : _ Coal - Wood - Electric GAS 
COMBINATION Te The only combina- Two complete 
eae : tion coal-wood \ - ranges . . . two 
e A N G E rs range with an auto- ovens ... all in one 
matic oven temper- compact unit need- 
ature control. ing only 4514” 
“=e ATI wall space. 
come ee cee ee wee a a a a aaa aaa ae ee ae er +“ 


my 
{ 


The Monarch-built =u sd 

GAS PARAMOUNT Gas - COAL-WOOD =e 
Range with “Lo-Temp,” Five Ranges in this series— ef 
10-point oven. Main- all with Duplex Draft, ba ee 


multiple walls, and un- 
breakable malleable iron 
construction. 


tains low baking tem- 
peratures efficiently. 


ee lle 


KITCHEN HEATER 


For year-round kitchen 
comfort. Paramount Gas 
Range with built-in coal- 
wood heater section. 


ROOM HEATERS 
Oil Circulator: Ev- 
aporator pan _in- 
sures healthful hu- 
midified heat. 

Coal-Wood Circu- 


lator: Pat. down- 











Se 2D pnd gg 7 
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gaa WATER HEATERS 


So well-built, so simple mechanic- 
ally, and automatic, they are serv: 
ice-free. Capacities from 30 to 82 
—~ gallons. 














Speaking of complete lines, here is completeness at 
highest sales and merchandising efficiency. Every unit 
plays a definite part in performing a complete job ot 
filling every range requirement, every heater demand. — 
It sets you up for volume — and volume is the master 
key to profits. 

MONARCH MALLEABLE RANGE CO. 
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2458 Lake St., Beaver Dam, Wis. 
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is simple little 
weight is a 


BIG sales feature !— 
















Knock it! Drop it! Douse it in soapy dish- 
water! You can’t hurt the sturdy Nesco 
pressure weight because it is so simple 
and rugged that it’s practically inde- 
structible. No delicate mechanism to ‘‘go 


haywire’; 


no glass or moving parts to 


break. Housewives like the Nesco weight 
because it doesn’t get out of order or re- 


quire expensive repairs or replacement. 





Simply 








© 
JUST THE WEIGHT : 


\ 
THE COVER ' 
| 
quelli 
THE GASKET : 
a 





AND THE PAN 
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and safety mark the beautiful new 


NESCO 


Pressure Pan 


OMPARE the Nesco with ordinary 
pressure pans. Notice its freedom 
from complicated weights, gauges and 
locking gadgets that get out of order and 
require replacement. It’s easy to see, isn’t 
it, why the Nesco is known as “the 
simplest pressure pan on the market”! 
To open or close, you just turn the 
easy-grip handles in opposite directions. 


NATIONAL ENAMELING AND 


The Nesco’s outwardly flared pouring lip 
makes emptying and cleaning easier—the 
gleaming surfaces retain their luster in- 
definitely—and the double-lip sealing 
gasket is impervious to grease, needs no 
stretching or reversing. 

If it’s profits you want, it’s Nesco you 
want! See your Nesco distributor today 
or write us for full facts! 


STAMPING COMPANY 


270 N. TWELFTH STREET, MILWAUKEE 1, WISCONSIN 


SALES OFFICES: 1430 CANDLER BLDG., ATLANTA © 1166 MERCHANDISE MART, CHICAGO + 200 FIFTH AVE., 
NEW YORK «+ WESTERN MERCHANDISE MART, SAN FRANCISCO * 901 AMBASSADOR BLDG., ST. LOUIS 
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MONARCH MALLEABLE RANGE CO. 2458 Lake St., Beaver Dam, Wis. 


CAP 


for those who 


Show your customer a CAPITOL SEAT. Capitol 


Seat, made by furniture craftsmen, is acknowl- 





ITOL SEAT 


want the FINEST 






















edged the finest for quality and lasting beauty. 
Six lovely Mother-of-Pearl decorator’s colors 
to please every taste — Pearl White, Dusty 
Rose, Nile Green, Lavender, Black, Celes- 
tial Blue. Durably constructed of selected 
Northern hard maple, “Pyralin” sheet 
coated, and fitted with heavy chrome- 
plated brass hinges. In every respect 
Capitol Seat offers you and your 
customers the finest seat made. 
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MILLION _ 4 
READERS . = 
AMERICAN HOME 7 M 
HOUSE & GARDEN : | 
HOUSE BEAUTIFUL » = 
SATURDAY EVENING POST 
BETTER HOMES & GARDENS : po 
and readers of other leading ° 
magazines are being told all about 2 
\CAPITOL SEAT — creating a national buying . l 
wave for you. Sell CAPITOL SEAT for greater Ge 
‘ered satisfaction and more profits to you! ° 
Write for the tie 


CAPITOL SEAT story today! 
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WASHINGTON WOODCRAFT CORPORATION 


WASHINGTON, NEW JERSEY 
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LYON 


Steel Kitchen Cabinets 


The retailer who sells LYON cabinets can offer 
complete kitchens — virtually custom-built. He 
can also offer single package units in a wide 
range of sizes and types — all with the beauty. 
efficiency and long life finish that is character- 
istic of LYON cabinets. 

With a more plentiful supply of steel, we can 
expand our production. Then we will have more 
of this highly profitable line to offer new dealers. 
Meanwhile... 

Some dealers have found it possible to furnish 
us with cabinet steel — 22 gauge cold-rolled. In 
such cases we will buy the steel from you and 
ship kitchen cabinets promptly — pound for 
pound — at regular published prices. 


LYON METAL PRODUCTS, INC. 


General Offices: 523 Monroe Ave., Aurora, Ill. 
Branches and Dealers in All Principal Cities 


that equal 20 years 
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To carry this seal, a cabinet must meet 
quality standards—of construction, opera- 
tion and finish—based on laboratory tests 

















of use. 


nwLYON 


Ironing Table 
Immediate Delivery 


Today we can make 
good deliveries on this 
fast-selling item. Light. 
strong. convenient to 
open and close — has 
steel understructure and 
wood top. Get your or- 
der in now. Dealer's net 
price — F. O. B. Factory 
$4.26 each. 





A PARTIAL LIST OF LYON PRODUCTS 


* Shelving @ Kitchen Cabinets @ Filing Cabinets © Storage Cabinets ¢ Conveyors © Tool Stands 
© Lockers © Display Equipment ® Cabinet Benches ¢ Bench Drawers © Shop Boxes © Service Carts 
* Wood Working Benches © Hanging Cabinets © Folding Chairs ¢ Work Benches © Bar Racks © Hopper Bins 
* Economy Locker Racks © Welding Benches © Drawing Tables ¢ Drawer Units @ Bin Units © Parts Cases 
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© Flat Drawer Files 

© Tool Trays ¢ Tool Boxes 

© Desks © Sorting Files 
® Stools @ Ironing Tobles 








Now its... 


HOOVER 
fov beth basic types of cleaner. 


No wonder the Hoover franchise 

sought-after property 
miei oem lolohZ=1 mel tel -1e MalohZ-Miil-meolonZelslielel-melmial— g. This spring, Hoover 

trustworthy Hoover name, the name which women ali litelami azole a Milam -solellalemuilole lor 4lal— 

prefer 2 tol over any other make of cleaner Most imp Hoover dealers are confident 
Second, Hoover dealers offer their customers they can give their customers the best cleaner 


ial oMelslol(et Mo} Mofo} isi avd 01:1 Mal Mali -tols1-1al oleh ia aleloha-7 value in the market 


THE HOOVER COMPANY 


This is my type of fim This is the one | want- 


HOOVER- the HOOVER 
<, The Cylinder Gleaner | | Triple-Action Cleaner 


Vhis lady chooses the She prefers the famous Triple- 
Cylinder Hoover, Model 50, Action Hoover, Model 28. It 
which cleans by powerful suc- beats... as it sweeps... asit 
tion. No stooping to attach cleans. *She likes its gentle- 
or detach hose. New but-thorough cleaning 
idea in dirt disposal action. Just a “‘click”’ 
—the Dirt Ejector. Hands and it’s all 
never touch dirt. ready for above- 
No bag to the-floor 
remove. cleaning. 




















Be sure to see the Hoover displays at Sum- 
mer Market, American Furnifure Mart, Chicago, 
July 5 to 17, Room 510-A, and Housewares 
Show, Atlantic City, May 30 to June 4, 1948. 
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~— Now..[mmediate Delivery [i 
of this New GENERAL AMERICAN [|i 


PLASTIC CUTLERY TRAY 
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@ Packaged in self-selling 








carton 
@ Every customer is o 
prospect! ®@ Suggested Retail Price 
$1.50 
@ Priced right for the 
@ 13’ x 10%" x 114" high market! @ In 4 kitchen colors 


DEALERS REPORT SENSATIONAL SALES RECORDS! 





"Sold like hot cakes!" “Had to re-order 3 times!” “Sold out in one 


week!" “Customers buy one for themselves, others for gifts!” 


That's what enthusiastic dealers are saying about this new General 
American Plastic Cutlery Tray. To keep up with this demand we're 
doubling production. Now we can make delivery right from stock 


. no delay. 


Here's a tray designed to meet a real kitchen need . . . with sales 
features that move this item fast, and profitably. It’s made of colorful, 


PLASTICS DIVISION durable Polystrene plastic, rib-reinforced for extra strength. Its smooth, 


lustrous surface will withstand repeated washings. Made to fit any 
GENERAL AMERICAN . 
Transportation Corporation 


size drawer and styled for any kitchen in red, green, blue or ivory. 


Stock up now! If your jobber cannot supply you, ask him to order 


135 South LaSalle Street direct from General American. Packed 12 of one color in a master 
Chicage 90, Ilinols carton, Each tray individually packaged in colorful sales box. Regular 
New York * 10 East 49th Street dealer discounts. 





los Angeles * Richfield Building 
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Every home needs De-Moist — the amazing new 
discovery that absorbs up to 100% of its weight 
in moisture, yet does not drip! 

Simply remove outer wrapper and hang De- 
Moist anywhere in the home. It soaks up air 
moisture like a sponge—helps prevent harmful 
dampness that causes mold, mildew, musty odors, 
rust. Perfectly safe. Economical, too! De-Moist 
can be used over and over again simply by drying 
it in a hot oven. 


De-Moist now comes in two sizes . . . to serve 
every home need. So get your share of profits 
from fast-selling, heavily-advertised De-Moist! 
Order a good supply of De-Moist—doth sizes 
—today! 


1948 
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weer De-Moist 


REG. U. S. PAT. OFF. 


One of America’s*MOST SUCCESSFUL New Products! 





















No. 


D-12 
D-12 
D-50 
D-50 


_ Size 


12 oz. 
12 oz. 
50 oz. 
50 oz. 


List 


Per Case 


$15.48 
46.44 


9.70 


59.40 


List 
Each = 


$ 1.29 
1.29 
4.95 
4.95 





Order De-MOIST through your 


WHOLESALER — Now! 
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Caloric ALONE gives 
all these features 
Fluorescent light - seamless 
porcelain enamel Mono-Top . 
Flavor-Saver Dual Burners . 
one-piece porcelain Hold-Heat 
oven + automatic time and 
heat controls - Veri-Clean 
Broiler completely removable 
* Porcelain Hi-Lo broiler pan 
and rack - patented balanced- 
action door mounting - seam- 
less Burner Tray Compartment 
and one-piece front frame in 
porcelain - America’s easiest 

range to keep clean 








Caloric ALONE does 


this promotion 


First in volume of 
consumer advertis- 
ing on gas ranges « 
Month-after-month 
advertising in lead- 
ing magazines + 
Productive sales lit- 
erature for every 
purpose « Store and 
window displays + 
Dealer advertising 
service * Sales train- 
ing programs « 
Service training 


Feature for feature, dollar for dollar 
... every way your customers look 
at it, there’s more value in any one 
of the new Ultramatic Caloric mod- 
els. From Compacto to Six-burner 
fully automatic, Caloric is America’s 
finest range to own, America’s easiest 


range to sell. 


Caloric Stove Corporation 
Widener Building, Phila. 7, Pa. 


Every Model 
in the Caloric 
Line is Built to 
(YY 
Standards 


All Caloric LP-Gas models have specially 


engineered burners and valves. 


NEW Uttiamatic, 





tHe fXitomalic GAS RANGE 
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Six-burner 
; America’s 
ca’s easiest 
ce ered Using five cage displays in one window, the May Company of Baltimore 
} A SENSATIONAL ; put in this sensational display on Reynolds Lifetime Aluminum Cooking 
ration ee 3 Utensils. It stopped traffic and pulled hundreds of customers into the store. 


red be 
_ TRAFFIC STOPPER! The ‘‘Hottest Idea in Housewares Merchandising" is taking 


the spotlight in windows and on counters around the 

Je] 4y country. It stops traffic. It sells. And word-of-mouth carries it on. 
Each new owner tells her friends that ‘Captive Heat"* 
actually makes cooking easier, with far better results. 


FIC 


Focus on your store this growing interest in the 17-piece line 
to of Reynolds Lifetime Aluminum . . . the cooking utensil 
yf with Triple-Thick Bottom, guaranteed for life. National four-color, 


full-page advertising is breaking this week in ‘‘Life"’ 
(May 3rd issue). Reprints of the ‘‘Life’’ ad and the striking 
DISPLAY “Captive Heat" display are available through the 
‘ Reynolds representatives listed below. Get in touch 
with the nearest one, today! 








S 


ive specially 


valves. 


We Look Forward to Seeing You at the Housewares Show! 


A. S. Hamilton, Jr. Gene A. Becker Roy A. Knight Boyd B. Mahon, Jr David K. Brown 
John Horn Reynolds Metals Co Reynolds Metals Co. Reynolds Metals C Reynolds Metals Co. 
Reynolds Metals Co 1806 Mercantile 1600 Arch Street 2000 S. 9th Street Third & Grace Streets 
19 E. 47th St. Bank Bldg. Philadelphia, Po. Louisville, Kentucky Richmond, Virginia 
New York, New York Dallas, Texas Rittenhouse 4300 Magnolia 4000 Richmond 7-3411 
Eldorado 5-7700 Riverside 3429 
Wm. E. Bloir, Jr. Hunter B. Keck A. G. Cardineauv Henry W. Remmers Sam T. Howie S. 5. Ballard 
Reynolds Metals Co. Reynolds Metals Co. Reynolds Metals Co. Reynolds Metals Co. Reynolds Metals Co Reynolds Metals Co. 
1209 Landreth Bidg. 97 W. Union Street 441 Parks Square Bidg. 1004 Wrigley Bidg. 1202 Watauga Street White Henry Stuart Bidg. 
(St. Louis, Missouri Pasadena, California, Boston, Mass. Chicago, Illinois Raleigh, North Carolina Seattle, Washington 
.Chestnut 4861-2 Sycamore 27153/ Liberty 0655 Whitehall! 2200 Seneca 2777-8 





OLOS METALS COMPANY, HOUSEWARES DIVISION, LOUISVILLE 1, KENTUCKY 


REY WN 


RANGE 
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You stock only ONE Grate _— 
... The Very Finest! 


When you sell Roxdale* Tileboard, you sell not 
two or three grades, but just one grade that is 
guaranteed to be of the finest quality—at a price 
that is truly inexpensive. Here is the really con- 
venient and economical way to sell tileboard. 
You save expensive stockroom space—and your 
customers are certain of getting the very finest. 


Roxdale Is Outstanding In... 


DURABILITY—Made of genuine treated hard board, 
ROXDALE is especially processed so that its 
“show surface” gleams and glistens like polished 
glass. Water-resistant, ROXDALE cannot craze, 
crack, chip or peel. With only ordinary care, 
ROXDALE walls will last for decades. 


INSTALLATION EASE — Any carpenter or even 
handy homeowner can install ROXDALE easily 
and quickly—and at minimum cost. No special 
tools required! No costly preparation of walls 


ROXDALE Metal Mouldings 


In many new de- 
signs for use with 
Roxdale Tileboard, 
adds beauty and util. 
ity to any interior. 





Metal ROXDALE 

A Made of high-gloss 
finished metal to lend 
1) gleaming richness to 
41 kitchen, bathroom and 
nooks, 























Fh 











since ROXDALE is applied right over existing 
new or old walls. 


SHINING CLEANLINESS —ROXDALE cuts household 
drudgery in half as its sparkling surface wipes 
clean in an instant with a damp cloth—and per- 
sistent stains vanish when ordinary soap is used. 


WIDE RANGE OF POPULAR COLORS — In ROX- 
DALE Tileboard your customers have their 
choice of 10 beautiful colors: Ivory, Buff, Blue, 
Green, Peach, Orchid, Red, Black, White and 
Royal Blue, a rich array lending itself to any 
and all decorative effects. 


Send today for your FREE give- 
away copies of our new “idea” ! 
booklet—“So You Want To Re- 
decorate!” It’s filled with infor- 
mation your customers will be 
glad to get—Let us know number 

of FREE booklets needed, and 
we'll see that you get them im- 
printed with your firm’s name. 





NEW ROXDALE For Ceilings 


Watch for our an- 
nouncement of this 
amazing combination 
| ceiling tile! 





* TRADE MARK 


NATIONAL TILE BOARD CORP. 


1314 BLONDELL AVENUE, BRONX 61, N.Y. - TAlmadge 2-8224-5 


Attention Dealers: A few choice territories are open. Write at once for our attractive dealer plan, 
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BEAUTY AND Quality-Suerlacting 


roduction 


Our new plant is now in operation at a rate 
of production double our former capacity. 
This increase enables us to make immediate 
delivery to a larger number of wholesalers. 


The features listed below tell you why 
expansion was necessary within a year after 
the first Century Plasti-Seat was made. 
With greater facilities we are prepared to 
meet the ever increasing demand. Keep up 
with it by placing your orders now. 


* Every detail and dimension conforms to 
conventional design. 

* Smooth polished surfaces that won't split, 
chip or crack. 

* Heavy duty chrome plated brass hinge. 

¢ Highest grade non-staining seat and lid 
bumpers. 

* Available in marbelized white, black, blue, 
green and rose. 

. 


Each part, cover and seat, is fully enclosed, 
with flat under surfaces. 


Oubled 


INJECTION MOLDED SEAT IN CONVENTIONAL DESIGN! 


(ae 
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MANUFACTURED BY. 
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- SALES TESTS SHOW NEW G 


SELL ON 


YOU'VE ALREADY READ that the new G-E 4-Lamp Package 
is great for dealers—because it sells more lamps, is 
easier to handle, takes less space, and is ideal for dis- 
play. You know it’s great for customers—because it’s 
easy to buy, easy to carry, and easy to store. And soon 
you'll read about it in the Post, Life, Colliers, Look, 
and other magazines. 


DEALER COMMENTS FROM TEST CITY 


Here, for the first time, are actual comments from 
retailers who sold the new packages in a selected 
sales test area! Listen: 


‘Most people buy 4 bulbs instead of one.” 





“Selling the package is easy! It’s also easy to handle.” 





TYPICAL DISPLAY USED IN SALES TEST CITY. Displays like this helped 
‘We sold 26 packages the first 2 days without having to test G-E lamps in the new 4-Lamp Package sell on sight. 
any of the lamps!’’ = 


These comments, and scores of others, show that 3. The new 4-Lamp Package is specifically designed 
G-E lamps SELL ON SIGHT—especially in the new to capitalize fully on this consumer preference. 
4-Lamp Package! 


“10 out of 17 bulb customers yesterday bought the package." 





When you get your first consignment of 60-watt 


WHY G-E LAMPS SELL ON SIGHT G-E lamps in the new 4-Lamp Package, be sure to 

1. G-E lamps are presold by consistent advertising cash in on their powerful appeal by putting them 
in magazines and on the radio. 2. They’re tops for up where people will see them. When customers see 
seeing, because General Electric research works con- "em, they buy ’em .. . because G-E LAMPS SELL 


stantly to make G-E lamps Stay Brighter Longer. ON SIGHT! 


G-E LAMPS 
GENERAL 6 
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NEW CHEVROLET 4-SPEED SYNCHRO- 
MESH TRUCK TRANSMISSION 






ob a 






ce: 





This Chevrolet-developed Synchro-Mesh 
transmission in heavy-duty models pro- 
vides new ease and efficiency. 


NEW CHEVROLET ADVANCE-DESIGN 
GEARSHIFT CONTROL 





Steering-column gear shift (on models having 
3-speed transmission) gives new freedom to 
the driver, leaves cab floor unobstructed, 


NEW FOOT-OPERATED 
PARKING BRAKE 


Chevrolet's foot-operated parking brake 
(on models with 3-speed transmission) pro 
vides new clear floor area. 


and have all these new and finer features = ¥« 'mrroven chevroter 


VALVE-IN-HEAD ENGINE 








Yj 


Here are the newest trucks—the latest and the 





greatest features—the biggest values—with the 





lowest prices in the volume field! Model for model, 


and with comparable equipment and specifica- The world's most economical engine for its 
ss : a WN size. Has greater durability and operating 
tions, Chevrolet Trucks list for less than competitive efficiency. 


makes—some models as much as $150! Here is en 

= ‘ NEW MULTIPLE- 
Advance-Design that provides the cab that DEVELOPMENTS 
“breathes,’’* Flexi-Mounted Cab, Uniweld all-steel 


cab construction, fully adjustable seat, all-round 





visibility with rear-corner windows, * extra-durable 
frames, specially designed brakes, and many 
other features that put Chevrolet trucks far ahead 








New splined rear-axle shaft attachment to NV 








of the field. See them at your Chevrolet dealer’s. wheel hubs in heavy-duty models. ... Heavier 
: springs . . . New propeller shaft bearing- N\ 
CHEVROLET MOTOR DIVISION, GENERAL MOTORS CORPORATION support and seal design. NA 





DETROIT 2, MICHIGAN 





Fresh air heating and ventilating system and rear corner windows optional at extra cost. 
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Haorge Larvnen 


'C7-3 mm Loltl a) alo] a- Me) Mm aes itis 


from Domestic Water Systems... 


GEORGE LARSSEN 
knows pumps. For 
more than 25 years 
he has covered his 
territories, making 
friends, selling pumps. 


He is now Sales Man” = @ "'Never before has there been the sales opportunity for domestic water 
systems that exists today. Rural electrification is adding thousands of potential 
new customers. Income is high, debts are being reduced. There is more money 
for home improvements, Suburban housing is booming. Tourist cabins, filling 
stations and vacation resorts are increasing. Everyone needs water . . . running 
water, Everyone is ready to buy!" 

And George Larssen is doing something about it. The production lines at the 
Climax Clinton plant are rolling. Climax dealers can assure customers of 


ager of the huge 
Pump Division at 
Climax. 





Galvanized Horizontal tan 





hour. 





{ CLIMAX SHALLOW WELL PUMPS 
FOR UNIVERSAL SERVICE 


Mounted on 18 or 30 gallon 


as 


illustrated or with vertical galvan- 
ized tank of 12, 18 or 42 gallon 
capacity. Completely automatic. 
Ready to operate. '4 to '/, h.p., 
single-phase capacitor type elec- 
tric motor. 250 or 360 gallons per 


Also -a complete line of Ejector 


Type Pumps. 


PROMPT DELIVERY 
NATIONAL ADVERTISING 
LOCAL ADVERTISING 
DEALER AIDS 


Ls) 





STEADY SALES IN EVERY SEASON 
FOR CLIMAX HAND AND WINDMILL 
FORCE AND LIFT STANDARDS 


Always popular, always depend- 
able . . . that's why you can 
count on a steady flow of profits 
from this model. And the ex- 
clusive Climax Ready-Made Set 
Length feature provides the ex- 
act set length below the base. 
No pipe and rod cutting and 
fitting. Save time, save labor. 
Less warehousing space required 
Six types of Standards available, 
provide a "tailor made‘ pump 
for any need. 
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immediate delivery! That clinches many sales . . 
puts Climax Dealers ahead. 

Get on the Climax saleswagon today! Write for 
complete details, price lists, catalogs, other dealer 
plans. Don't delay . . . sell Climax while the demand 
is greatest! 






DRY-UP WET BASEMENTS IN CITY OR 
COUNTRY, WITH THE CLIMAX SUMP PUMP 





~S 


ay 
» 


Yes, sir . . . there's a ready market for 
this completely automatic Sump Pump. Any 
householder with a wet basement is a ready 


tqdetddadind 


prospect. Top quality design, materials and 


EZ 
<< 
— 


workmanship . . . priced to sell. Compact, 
easily installed. '/4 h.p. electric motor. Per- 





manently lubricated. Complete with cord. 





— 


JOBBERS... 


Distributorships are going fast. Act now to insure 
yourself a share of the profits from the fast-moving 
Climax line. Wire or write today for our complete 
jobber plan, Don't delay! 


| 


CLIMAX ENGINEERING COMPANY 


CLINTON IOWA 
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other 
PURITAN 
PRODUCTS 
for 
every purpose in 
every price class 
PIPING CORD 
WELTING CORD 


RAILROAD BELL & 
SIGNAL CORD 


OTTER MOP YARN 

REGAL SASH CORD 
KENDALE SASH CORD 
PURITY CLOTHESLINE 
PLANET CLOTHESLINE 
BACK BAND WEBBING 
ECLIPSE CLOTHESLINE 
MAGNOLIA PLOW LINE 
MARINE BRAIDED ROPE 
SOUTHGATE SASH CORD 
APRON BINDER WEBBING 
AUNT JOSIE CLOTHESLINE 


oR 5, 


= D Same 


Sea 


Now smart dealers are cashing in on the fact that there are 
dozens of additional uses—plus values—in the Puritan line 
beside the sash cord field. 


There's always a good market for Puritan—as sash 
cord—because of its superior quality, and now our 
dealers tell us many additional dollars are being 
made by pointing out that cord is a requisite 
for the trades, a necessity to the farmer 

and a must for the housewife. 


Call your customer's attention to 
Puritan's uses as well as its quality 
and add sales and profits to your 
business. Sell sash cord and 
cord for emergencies. Sell 

Puritan. 


FREE! Check Puritan your 
self! On your company 
letterhead write for 50 ft. 
hank of time-tested eco 
nomical Puritan Sash 
Cord, without obligation. 
Puritan Cordage Mills, Inc. 
(manufacturers), Louis 
ville 6, Kentucky. 
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@ We know the importance of customer 
satisfaction. We've built a business on it. 
And the business has been progressing 
steadily for seventy-odd years. 

When you push ‘‘Pennsylvania 
Quality’’ in your store, you sell customer 
satisfaction build neighborhood good- 
will. Because these mowers are good grass 
cutters. And they continue to be good 
grass cutters for a long, long time. 

This year your jobber can supply you 
with all of the Pennsylvania Lawnmowers 
you need. 
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Camden, N. J. + Bridgeport, Connecticut 


PENNSYLVANIA LAWN MOWER DIVISION 
AMERICAN CHAIN & CABLE 
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STOPS MISTAKES AND LOSSES 


A modern National Cash Register System stops those 
costly mistakes that otherwise so often occur. Mistakes 
which usually end up against you. But that’s only part 
of the story. Its mechanical computations are as ac- 
curate as they are instantaneous. And its clear, un- 
changeable figures save hours of laborious bookkeeping. 


EXPRESSLY DESIGNED FOR HARDWARE STORES 


1. Issues an itemized and totalled printed 
receipt, or prints a record on the original 
and duplicate sales-slip. 

2. Separate cash drawers for recording the 
sales made by each of 4 clerks. 

3. Purchases of more than one item are 
mechanically—and accurately —added. 

4. All item accounts are automatically dis- 
tributed into 5 department classification 
totals, locked within the register. 

§. Printed audit strip affords you instant 
record, in detailed and total form, as to 
activities by departments, clerks, and 
transactions 


THE NATIONAL 


32 


CASH REGISTER COMPANY, 


These are but two of the advantages which follow 
mechanization of your business figures with a National. 
Attendants’ efficiency is increased. Employee morale 
is improved. And everyone concerned benefits. Ask your 
local National representative for the full story—no cost 
or obligation. Sales and Service Offices in over 400 cities. 


CASH REGISTERS * ADDING MACHINES 
ACCOUNTING MACHINES 


DAYTON 9, OHIO 


HARDWARE AGE 








ich follow 
2 National. 
‘ee morale 
s. Ask your 
ry—no cost 
-400 cities. 


mak 


G MACHINES 
HINES 


OHIO 


ARE AGE 





SINCE 1879 











TRADE MARK 


a 








MANUFACTURERS OF 


PADLOCKS, NIGHT LATCHES & BUILDERS HARDWARE 
NN 




















6-1 


6-3 
SERIES 
BARREL BOLTS 





17. 22-1 
SERIES SERIES 
DOOR PULLS HAND RAIL BRACKETS 


SEND FOR 
THE NEW 
BUILDERS 
HARDWARE ff 
CATALOG 


Tea 






i> PADLO Ks = 
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wi t . ET FRAIM LOCK CO Lance ; 
SASH FASTENERS NO sata i 


AVAILABLE FROM YOUR DISTRIBUTOR 


E. T. FRAIM LOCK COMPANY, INC. 


LANCASTER, PENNSYLVANIA 
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We Have Proof! 
HERE’S WHAT WE DID! 
We didn’t do any guessing. 
We checked! We picked a typ- 
ical small town—nothing spe- 
cial about it—a town full of 
customers just like the ones 
you sell every day. 














HERE’S WHAT WE FOUND! 
WE FOUND THAT BRIDGE- 
PORT AER-A-SOL INSECTI- 
CIDE GOT 97% OF ALL IN- 


SECTICIDE SALES! Dealers | 
in all kinds of stores had the | 
same story to tell. | 
eae weet: ccaataaiih neal 
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Guaranteed by > 
Housekeeping 
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HERE’S HOW WE WORKED IT! 
We didn’t do any special pro- 
motion. Just regular advertis- 
ing. We set up hard-selling 
Bridgeport Aer-a-sol Insecti- 


PDEA LN IIE POOR Le 


cide displays in stores and let 
this combination do the job. 


HERE’S WHERE YOU COME IN! 


You can get the same results 
these dealers got! Order NOW! 
Build displays. Then let our 
advertising work for you. 
Every day that you delay your 
order means losses in easy-to- 
get profits for you! 








BRIDGEPORT BRASS COMPANY -« 


80 YEARS OF QUALITY PRODUCTS 


BRIDGEPORT 2, CONNECTICUT 


HARDWARE AGE 
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HERE’S THE DEVOE BRUSH SALESMAN 





He’s a good man 


TWO REASONS WHY THE DEVOE BRUSH 
SALESMAN IS A GOOD MAN TO KNOW 


He has the full story on the most complete line—the finest line—of 
brushes you’ve seen in years. 

He’s more than just a “‘brush salesman.”’ He’s not only fully trained 
to help you with your merchandising problems, but fully equipped 
with effective displays, smart, sales-building vendors and other helps 
developed by the great Devoe merchandising organization to help you 
make your brush department outstandingly profitable. 


A Brush for Every Job 


There’s a Devoe Superkleen brush for every painting job, large or 
small. Every one is right for the job—made by Devoe master craftsmen 
with a 194-year background of experience in making paints and the 
kind of brushes that make good paint better. For full details on the 

TICUT complete Devoe Superkleen Brush line, write on your business letter- 
head to Devoe & Raynolds Company, Inc., Dept. A, 787 First Ave., 
New York 17, N. Y. 

ARE AGE 








An All-inclusive Line 


NEW PATTERNS! 
EXCLUSIVE PATTERNS! 
SQUGHT-AFTER PATTERNS! 
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This outstanding wallpaper line is but one of the reasons it will pay you to be a Stylecraft Dealer. 
70 distributing points assure prompt service throughout the United States. Write today to Dept. B 
on your business letterhead for full details on this complete and profitable wallpaper line. 


Distributed by Peaslee-Gaulbert Paint & Varnish Company - Wadsworth, Howland & Company 


DEVOE & RAYNOLDS COMPANY, INC. 787 First Ave, NEW YORK 17, N. Y. 





= your customers, the 
“Toastmaster” name stands for 
top quality. It’s the name they 
know best, the one they trust, 
the one they look for on the 


toaster they’re sure will last.: 


This deep-rooted confidence in 
America’s finest toaster helps 
you two ways. It makes your 
selling job easier as constantly 
more and more ‘““Toastmaster’’* 
And 
it helps you move other mer- 


toasters are turned out. 


chandise by making a name for 
you as a dealer in top-quality 
products. 


MAY 6, 1948 
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*ToasTMASTER" is a registered trademark of McGraw Electric Company 


Yietlontialte 
Focesier 


Copyright 1948 


Toastmaster Propucts Division, MeGraw Electric Company, Elgin, Tl! 


NEW SUPERFLEX toast timer 
guarantees perfect toast every 
time. Compensates for a wide 
range of voltage variations 
automatically, Never needs 


_ adjustment. 
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NEW EASY-LIFT HANDLES 

are large, smooth, and 

curved to fit the finger tips. 
Safe... sure-grip... always cool 
to the touch. An exclusive ““Toast- 
master” feature, 








TRAY makes this toaster a 

cinch to clean. Hinged 
tray pops open at the push of a 
button. No tricky catch, nothing 
to remove and mislay. 


Sim POP-OPEN CRUMB 
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HUDSON POWER SPRAYER 





CW Advanced design assures quick acceptance 


Hudson skid-mounted P i 
eee eet Coes by users . . . Quick profitable sales for you 


gallons per minute. 100 gallon ’ : : 
‘enh. Ries quattaite ia & aet- You’re looking at the most advanced line of power sprayers 
lon per minute capacity with ever made! They’re completely new ... with many 
30 or 50 gallon tank. important new features growers, orchardists and farmers 


want and need... and now can have. 


Improved pumps, new agitators, new nozzles on these new 
Hudson Power Sprayers assure greater spraying efficiency 

. set new high standards of dependable, trouble-free 
performance... new ease of operation. 


Your customers will quickly appreciate the many important 

improvements built into these fine sprayers. That means 

easy sales—high unit sales— and high unit profits. Growers 
and farmers have the money to invest in new labor- 
saving equipment that does a better job. They’ll spend 
it in your store if you sell the new Hudson Power 
Sprayers—the world’s standard of value. 


ONLY HUDSON OFFERS ALL THESE FEATURES 


@ All-welded steel tanks Full pneumatic tires on roller bear- 
ing steel disc wheels e@ Rugged, all-welded chassis e Highly 
efficient gasoline engine @ Heavy duty pump 

e Full controllable pressure @ Stainless steel 

mmm, Valve assemblage @ Slow speed long life 

pumps e Constant, positive, liquid agitation 

e Perfect balance assures ease of movement 





Hudson pneumatic tire Power Sprayer. 
Discharge capacity 2 or 4 gallons 














per minute. Available with 30 or 50 


lion tank. 
gallon tan AVAILABLE FOR IMMEDIATE DELIVERY 


Phone or write your jobber—or write to 
Hudson for full information 


© 1948 H. 0. H. MFG. CO. 





H. D. HUDSON MANUFACTURING COMPANY © 589 E. Illinois Street, Chicago, Illinois, U. S. A. 


Sprayers and Dusters ; 4) Hudson ‘*Porta- 


Poultry Equipment ‘ ae — Spray.”’ 15 gal- 
Hay Tools and -h nmr” ton capacity. 
Barn Equipment Farm Ventilation i la 4 With or without 


2 \ tank. 
Livestock Equipment Equipment - Seeet, eouil 


pneumatic of 


TESTED AND PROVED EQUIPMENT full pneumtic 
wheels. 
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New 


Hudson ‘‘Porta- 
Spray.”’ 15 gal- 
“"ion capacity. 
With or without 
pressure tank. 
Steel, semi- 
pneumatic of 
full pneumtic 
wheels. 


WARE AG 


Mboth new and replacement business. This faucet 


arries forward the Barnes tradition of fine crafts- 


NOW READY FOR YOU... 


Barnes Glamorous Tub and Shower Trim 


Style No. 220-0 


Over-Rim Tub Filler “fe - a) 


Style No. 270-0 
8-in., Two-Valve Body, with 
Spout, Transfer Unit, Com- 
plete with Shower Head and 
Style No. 250-0 Arm 
Trip-Lever Waste 


CHOICE 


7 Renewable Valve Seats for 
easy maintenance. 


2 Heavy cast flanges and ec- 
centrics for easy adjustment 
during installation. 


3 Choice of either male or fe- 
male coupling — for wider 
application and time saving. 

@ Choice of with or without 


soapdish for wider customer 


acceptance, 


Ml 
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PITEGOFF BRUSH 


Many painters get a BRUSH OFF from their [ff the pack 


Buy a br 











—using 
store sal 
Reason — Unsatisfactory work. available 
Causes of Trouble — Two things. Both are You'll be 
brushes. Brushes that spread paint unevenly. |§ terest in 
Brushes with loose bristle that stick to the wall and you’ 
instead of the brush. for eellin 
Remer 


Painters prefer Pitegoff because ““A FULL ff just a co 
HEAD OF BRISTLE IN EVERY BRUSH” os- fF with the 
sures you of even distribution of paint and | Package, 
longer life. NO LOOSENING BRISTLE because ff “uminu 
they are held securely by a secret rubber form- ing alum 
ula handed down from fathers to sons. 


INQUIRE OF YOUR JOBBER OR DEALER 


PITEGOFF BROTHERS, Inc. 


320-330 VAN BUREN STREET 
BROOKLYN 21, NEW YORK 


Makers of Quality Brushes for Two Generations 


customers. 
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Buy a brand with the Alcoa Shield on 
the package. Feature it for two weeks 
—using the compelling “3 for 3” 
store sales aids that Alcoa makes 
available through your paint supplier. 
You'll be amazed at the public’s in- 
terest in correct aluminum paints— 
and you'll find yourself well rewarded 
for selling quality. 

Remember, aluminum is more than 
just a color. When you feature a line 
with the Alcoa Albron Shield on the 
package, you're offering the best in 
aluminum pigments. You’re also sell- 
ing aluminum paints that are formu- 
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ALBRON 
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WEAT-RESISTING fur 
COATING INTERIORS 


Alcoa National Advertising 
Helps You Sell These Three 


ALUMINUM HOUSE PAINT 


made with a vehicle rich 
in oil, full-bodied, to pro- 
duce an elastic film that 
penetrates wood, expands 
and contracts with it. For all 
lated for results on the surfaces for , = weather-exposed lumber. 


which they are recommended 
paints your customers will come back ALUMINUM METAL & MASONRY PAINT 
and buy again. 

These high-quality aluminum paints 
are made by many paint suppliers. 
Free 24-page booklet, “Paint It Me ond geding, far tand er 
Bright”, gives full details. Send for faces, indoors end ext. 
your copy, and talk with your paint : 
supplier about the program. And, if 
you have an unusual painting prob- 
lem, let us help you. Paint Service Sons: tiepiditdinn cilities 
Bureau, ALUM:xUmM COMPANY OF ited Cer duets 
America, 1984 Gulf Building, Pitts- interiors, touch-up work, 


burgh 19, Pennsylvania. and protection of heated 
; surfaces. 


Frederick Paint Store, 6113 W. 
Cermak Road, Cicero, Illinois 


— hard-drying, durable, 
waterproof, with sufficient 


oils to prevent cracking 


ALUMINUM ENAMEL 


—satin-smooth, chrome- 


“ ALUMINUM PAINTS 


MADE BY MANY PAINT MANUFACTURERS USING 


ALCOA PIGMENTS 








p’ LOCAL SERVICE 
with MEYERCORD DECAL 











NAME 
PLATES | 


Manufacturers! Distributors! When buyers of your products need quick 
service—where do they find it! Has your customer an ‘“‘orphan-complex?” 


- 





The old problem of the legitimate, authorized dealer versus the hole-in- 






the-wall, ‘“‘wildcat”’ tinker and repairman has at last been solved by the 
use of Meyercord dealer nameplates. At no cost to the manufacturer, 
these colorful dealer Decals ‘‘service-mark’”’ leading makes of home 
appliances, farm equipment and durable consumer goods. 


qwranY 
MACHINERY “0a 


























£ FARM 
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Designs, colors, size and artwork are standardized by the manufacturer. 
Dealers pay the cost—but only 20 per cent of the price of their former 
individual, job-lot orders. Dealers apply the Decals! No added produc- 
tion problem for the manufacturer! Meyercord will even drop-ship 
these Decals after processing the dealer’s name, address and telephone 
number on the nameplate, direct to the manufacturers’ dealer. 





Manufacturers pool dealer’s orders, saving production costs, by direct 
mail solicitation or inclusion of information and order blanks in company 
catalogs on Dealer-Helps. Dealers appreciate the service. 
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\ Millions of Meyercord dealer Decal nameplates 





Benefits multiply. The manufacturer’s good name for reliability and 


already in use have proved their value. Used service is maintained. Customers are pleased. Non-factory parts and 
by famous department stores, like Carson Pirie ¥ " — 9 ° p ° 
Scott & Co.; retailers of home appliances, like irregular repairs are eliminated. Dealer’s profit with follow-up business! 


Firestone ;and leading makersof farmequipment. 


Find out today what Meyercord Decal dealer 
nameplates can do for you! Please address 
inquiries to Cepartment 11-5 


FACTORY TRADEMARKS—IN FULL COLOR 


| | Manufacturers! Use standard Meyercord Decals for nameplates, operating y/ MEYE RC ORD } 
| instructions, patent data, etc., on your products. They’re colorful, durable ye ° 
World's Largest Decal Manufacturer 


| and easily applied, at production line speeds, on any commercial surface 
5323 W. LAKE ST Pads \clomr cme 


. including rubber and crinkle finish. They assure lasting identification 
on flat or curved areas . . . despite vibration, acids, wear. No sharp edges! 
They can be economically produced in any colors, size, or designs. 


ADVERTISE e IDENTIFY @© DECORATE 
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NO. 17WS 


MASTER WIRE 
QA Ys ASSORTMENT 
Pe 6) oe & ya Contains the most pop- 
, a ae ular Wire Cord Sets for lamps, 
ant : LB fans, washing machines, shop 
Vi f - : tools, power lawn mowers, milking 


that will earn 
EXTRA Profits 
for you 












machines, electric irons, vacuum 
cleaners and other appliances. \ 
Also contains 6 combinations of 
connectors, including open ends 
for replacement use; 3 spools of } 


replacement wire and 2 cartons 








(25 each) of 3-way connectors. 
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ig: Contains same selection as + | " 
Fe No. 17WS (above) without ‘ a} 
aL ‘ ~*. Ts 
eed quick © wire spools. eh th Ha | - 
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ufacturer. 


oir former ¥ | GILMER NO. 6-S 
d produc- ae - SPOOL WIRE 
drop-ship 2 ASSORTMENT 


telephone An attractive counter mer- 





chandiser of 6 spools of pop- 
ular wire cord, displayed at 
the point of sale. All Gilmer Wire Products 
cre approved by Under- 
writers’ Laboratories. 


by direct 
company 





GILMER NO. 350 A compact, attractive unit 
TOWER that takes but 18” of 
ASSORTMENT * counter space. Yet, from 


V-belts which it displays, you can supply practically all the 


ility and 
arts and the 35 selected Gilmer 
business! 
most popular sizes for washing machines, oil burners, power 


tools, home workshop equipment and other appliances. 


The Gilmer #350 Tower Assortment includes valuable mer- 


lealer chandising aids at no extra cost: (1) Display stand which per- 
dress mits instant belt selection; (2) Gilmer Handimeter (patented) 


for quick measuring of belts; (3) Attractive window display 
card; (4) Inventory card; (5) Gilmer Belt Catalog, “America’s 


Belt Bible.” 


Cash in on the profitable V-Belt replacement business. Order a 
Gilmer #350 Assortment today, giving name of your Gilmer 


wholesaler who will bill you direct. 


BUY THROUGH GILMER HARDWARE WHOLESALERS 


; eo eS ee ee ee re ee ee me en mee ee ee es ee oy 


uf 
Jin. HW. GILMER COMPANY i 
i TACONY, PHILADELPHIA 35, PA. i 
I DIVISION OF UNITED STATES RUBBER COMPANY | 
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Ahead in design, Rockford Precision-Made Valves are sturdy, 


fast-acting, thoroughly dependable and guaranteed to func: 


tion efficiently on all jobs for which they are recommended. 


No. 819 GATE VALVE 

Capable of handling jobs, with absolute 
safety, up to 125 pounds working pres- 
sure. A sturdy, quality-built valve with 
double disc, rising stem and oil proof 
packing. Thoroughly dependable on oil, 
water and steam lines. Sizes range from 
a” to 2”. 


#- 

No. 830 SWING CHECK 
VALVE Brass disc swing check 
valve for use on steam and water 
lines. Built to handle pressure up to 
125 pounds with absolute safety. One 
of the numerous time-tested Rockford 
Valves that has no superior. Sizes 
range from 1/4” to 2”. 


No. 831 HORIZONTAL 
CHECK VALVE = Horizontal 
brass disc check valve for general 
purpose up to 125 pounds pressure. 
Built to the exacting Rockford stand- 
ard which has been a guarantee of 
quality for 57 years. Sizes range 
from 14” to 2”. 


No. 814 BRONZE SEMI-PLUG 
TYPE = Specially designed for oil line 
service ... also used for water, air, gas, 
steam and general purpose. Note cut-away 
view showing special improved Rockford 
design of stem and seat. Sizes range from 
a” Se 2". 


No. 816 FIBRE DISC GLOBE 
VALVE Specially designed for domes- 
tic hot or cold water systems. Particu- 
larly adapted for water softener installa- 
tions in both homes and industrial plants. 
Pressure up to 125 pounds. Sizes 1/4,” to 2”. 


No. 814A ANTI-HUM VALVE 
The improved Rockford oil burner line 
control valve throttles out objectionable 
burner noise with perfectly balanced con- 
trol. Phosphor bronze ball and spring ... 
special stuffing box with oil proof packing. 
Made in 34” female I.P.S. only. 


ROCKFORD BRASS WORKS, ROCKFORD, ILLINOIS 
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” vo ~ 
FAVORITE AND THE BEST 
SELLER EVERYWHERE... 


‘\ 
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Your customers deserve the best — 
and the one best in aluminum paint 


is SHEFFIELD “SUPER-KROME !" 


One Coat Covers Everything 
For Exterior or Interior Use 
Heat Resisting 

For Wood, Brick or Metal 
Perfect for Undercoating 
Flows on Satin Smooth 
Will Not Lose its Brilliancy 
Ready Mixed—Ready To Use 


— No need to stock 3, 4, 5 or more 

y A grades of aluminum paint, when 
Yaar SUPER-KROME alone does the job— 
ANS and does it BETTER! Your customers 

2 depend on you — justify their confi- 


dence by giving them top quality that 








Write Today for further particulars 
and a catalog of the 40 other Sheffield 
fast sellers, as well as the dealer helps 
Sheffield offers. Window and counter 
displays, window streamers, news- 
paper mats, envelope enclosures, — 
Write Department... 


Shetticld Zronze oa 
WE Beene) stele Bere), | 
CLEVELAND 19, OHIO 
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@ Here’s the new aluminum Thermos brand vacuum 
bottle that catches everyone’s eye. 

It’s striking in appearance, but that’s not all— 
every one of its beauty features has a practical side. 
The ribbed aluminum case assures positive grip . . 3 
the smart Atherlite cup is flexible, breakproof, heat- 
resistant ... every part is rustproof, and replaceable 
if damaged. 

Important, too, the trade-mark “Thermos” tells 


your trade the vacuum-insulated filler is long-lasting emma 
and dependable—that it keeps hot things hot or cold Gi; 4 
things cold in the most efficient way. 


Get ready for a big summer season now. 
Cie VACUUM BOTTLES 


THE AMERICAN THERMOS BOTTLE COMPANY e« NORWICH, CONNECTICUT 
Thermos Bottle Co., Ltd., Toronto Thermos Limited, London 
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Here they are. These two Olin merchan- 







diser displays sell every minute of the oy 

PUT THIS vt bhi . of Olin 
te 7 day right on your counter and floor. Each aaieasgp 

ONE ON ii2 — ig - is a complete flashlight and battery depart- eal 
YOUR ea ment. Each is an automatic salesman that k 
draws no pay and takes up very little space. aan 


COUNTER 
This entirely new counter display (left) and power— 
the better-than-ever floor display (right) are peat or 


HERE'S WHY THEY WILL SET NEW | 


3 THEY ATTRACT ATTENTION ...That’s why they 2 


sell more, because flashlights and batteries are — ° pion 
bought on “‘impulse’’. 1 type 
2 THEY REMIND CONSUMERS OF THEIR NEED FOR batt 
FLASHLIGHTS AND BATTERIES... as protection 
against the many dangers and hazards of i THEN 
darkness. Every home in big town, small ons 
town or farm—needs at least two Winchester ~_ 
choi 


flashlights and extra batteries. 


DYNAMIC ADVERTISING IN SATURDAY EVEN- B pop fy, 
ING POST, AMERICAN WEEKLY, POP. SCIENCE, B wan cj 


Pre-selling your customers on the high quality of 
the new type Winchester modern electronic super 


batteries 
streamlin 





Stands 18 Inches High, REA Dy VOW. ee Both of 


12 Inches Deep... re- 


ere ae Merchandisers .. . Order From 


oot of counter space, 








You Get 1 of These Super Salesmen with Each 
No. 145 WINCHESTER COUNTER MERCHAN- 
DISER ASSORTMENT Consisting of... 


RETAIL PRICE EACH 
COMPLETE WITH BATTERIES 








3 No. 5011  2-cell Fixt-Focus Spotlights..................$1.15 § 
4 No.5418 2-cell Fixt-Focus Spotlights.................. 1.29 3 No. 50 
3 No. 4510  2-cell Junior Fixt-Focus Spotlights............ 1.45 » 4 No. 54 
3 No. 4413  2-cell Power Chief Fixt-Focus Spotlights. ...... 1.45 3 No. 45 
4 No. X-4410 2-cell Power Chief Fixt-Focus Spotlights with 3 No. 44 
Gionne Lem Me Ge... ... ... 5 csc seccvvecnce 1.60 NO. 145 4 No. X- 
4 No. 6410 2-cell Deluxe Fixt-Focus Spotlights........... 1.65 
a 3 No. X-4420 3-cell Power Chief Fixt-Focus Spotlights with WINCHESTER ASSORTMENT ; ; 9 
Bae ‘ eee or eee 1.95 » TOTAL RETAIL VALUE... $51.46 . 
K ee) You receive—1 Counter Merchandiser Display packed with 
ya iel the above 24 Spotlights. DEALER COST......... 34.32 
RETAIL EACH | DEALER PROFIT........ 17.14 _ om 
<4 192 No.1511 WINCHESTER Standard Size HI-POWER 12 Ne. 
] OE SSR ee ee eeeer ee ee 7 
12 No.1311 WINCHESTER Junior Size HI-POWER 
IN hs, inc: <tc Gibb nus Gee wR eee eens 10 F You rec 
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h AND A/-POWER 
oe ol higher-sales-power developments of the type * Aan 
naa ae of Olin flashlight and battery displays that PUT THIS ri 4 5 
ag Tesreary have already proved sensational sales ONE ON Re aaa 
nian ad makers. This type display has proved it y OUR at, 
tle space makes more sales. More than 100,000 have »®. wey 
y already demonstrated their fast-selling FLOOR mw 0% 

(left) and power—proved by constantly mounting re- PLASTIC SEALED og o gy NEED BATTERIES ? 
right) are peat orders for more and more. sat bak Mir ayg Has thy ae 
LL SET — NEW SALES RECORDS FOR YOU 

why they * THEY MAKE CONSUMER SELECTION EASY... be- 





atteries are 





cause they display the widest range of styles, 
types and prices of Winchester flashlights and 
batteries for instant choice. 







. NEED FOR 
protection 
hazards of 
wn, small 
Winchester 






THEIR DISPLAY OF A WIDE POPULAR PRICE RANGE... 
on all 2-cell models from $1.15 to $1.65, com- 
plete with batteries, gives your customer a 
choice AVAILABLE IN NO OTHER LINE. 















JAY EVEN- B pop. FICTION GROUP... COUNTRY GENTLE- 
- SCIENCE, B MAN, SUCCESS. FARMING, PROG. FARMER 
quality of 





batteries and Winchester solid brass and copper 
streamlined flashlights... 









‘oni r “ - 
wanastn. te. complete with batteries, 
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These Fast Selling WINCHESTER 
Your Wholesaler’s Salesman Now. 


And You Get This Other Super Salesman with 
Each No. 183 WINCHESTER FLOOR MER- 
CHANDISER ASSORTMENT Consisting of... 


RETAIL PRICE EACH 
COMPLETE WITH BATTERIES 








































3 No. 5011 ~ 2-cell Fixt-Focus Spotlights.................. $1.15 . 
4 No. 5418 2-cell Fixt-Focus Spotlights................-. isi 22 ASS SSS 
3 No. 4510 2-cell Junior Fixt-Focus Spotlights............ 1.45 proximately 114 square feet of floor 
3 No. 4413 2-cell Power Chief Fixt-Focus Spotlights....... 1.45 space. 
4 No. X-4410 2-cell Power Chief Fixt-Focus Spotlights with NO. 183 
eee eee 1.60 , 
MENT 5 No.6410 2-cell Deluxe Fixt-Focus Spotlights. . ‘sii ae WINCHESTER ASSORTMENT 
51.46 4 No. X-4420 3-cell Power Chief Fixt-Focus Spotlights with 
° PE EE EI IG wc ove renscsnecnsesecss 1.95 » TOTAL RETAIL VALUE.... $54.56 
RETAIL EACH 
34.32 ’ a DEALER COST ca 36.39 
17.1 192 No. 1511 WINCHESTER Standard Size HI-POWER 
+14 0 Eee eter ree rere $0.10 DEALER PROFIT.......... 18.17 
12 No. 1311 WINCHESTER Junior Size HI-POWER 
a ae ee epee 10 
You receive—1 Floor Display Stand with the above Spotlights 
and batteries and 1 Lamp and Battery Tester. / 
i, CONN. 
DIVISION OF OLIN INDUSTRIES, INC. 
lg | WINCHESTER Yee 
J 
$ apy BATTERIES 
oe AcE oe meee a es iit m 
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OUTING KIT 
the Plagtime Snack Ban’ 


*Trade Mark Reg. 



















For Every Picnicker, Hunter, 
Fisherman, Camper and Tourist 


At the beach, roadside or picnic grove, more mil- 
lions of people are having fun outdoors than ever 
before in history. And like every other army, this 
one “travels on its stomach.” It must have food, 
and what bettet way to carry it than in the smart, 
new, lightweight Aladdin Outing Kit. It’s made to 
order for the market—a profit jack-pot for you. 















Holiday and 
Saturday 





Three shining Aluminum models—for 2, 4 or 6 people 









































—will satisfy the demand of your customers to a “T.” And { 

Evening Post there will be plenty of demand! Millions of readers of Satur- FI 

day Evening Post and Holiday Magazine—hand picked pro- 
Carry Aladdin's spects, the cream of the crop— 
i ‘ the best spenders in your com- 

4-Color National munity will see Aladdin’s eye- In F 


stopping 4-Color ads. 








Here’s fast turnover, quick profits 
and sales that zoom all year round. 
Your jobber is ready to make im- 
mediate delivery. Rush your order 
today. Aladdin Industries, Inc. 
Chicago 6, Illinois. 
cago 06, nois A Great 
that wil 
every cc 
Colorful 
window 
Monark 
Model ¢ 
Ads . . 
Nationa 
CU$" 
Aladdin 6-Party Outing Kit—Sturdy deluxe aluminum case ff Super L 
completely furnished with service for six —plates, cups, knives, ; 
forks and spoons with gay colored plastic handles, salt and The Oop 
pepper shakers, can opener-cork screw, two one- ‘ 
quart Aladdin Hy-Lo Vacuum Bottles. No. 156 $2 995 program 
ae bas and prc 
Aladdin 4-Party Outing Kit——The aluminum case is equipped 
with service for four, including plates, knives, forks and spoons Contact 
with gay plastic handles, cork screw-can opener, salt and ou 
pepper shakers, two one-quart Aladdin Hy-lo $ 95 ) *< 
Vacuum Bottles. No. 154 24 ’ informa 
ee 4 Aladdin 2-Party Outing Kit —Handy aluminum case with service 
* oe, for two—plates, knives, forks, spoons with colored plastic handles, . M 
. two one-pint Aladdin Hy-lLo Vacuum Bottles. cS 95 
SE cis scxcansktetecs dese awe 914 
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° 
rist % 
ore mil- % 
an ever % 
my, this by 
ve food, % 
% 
le smart, Bd 
made to x 
u. “ 
people Z 
T.” And ONE YEAR'S 


ont onl FIRE AND THEFT 
P INSURANCE 
INCLUDED 

In Purchase Price 


=“ 
Featuring the New 


ji) | MONARK Space Decee 


A Great Bike . . . and a powerful promotion 
that will put Monark Dealers out in front in 
every community. 
Colorful new Monark Demonstration Week 
window and interior displays . . . new 10-point 
Monark Demonstration Manual .. . new Monark 
Model Check List . . . new Monark Dealer 
Ads . . . plus the greatest concentration of 
National Advertising ever used to tell YOUR 
| CUSTOMERS about the new Monark 
uminum case Super Deluxe bicycle. 
cups, knives, ° ° 
les, salt and The opening gun in a powerful year-round 
$2995 — program that means greater and greater sales 
ecadinead and profits for Monark Dealers everywhere. 
ond spoons Contact your — today! If nt supply 
ye Rage og » you... write, phone or wire us for complete 
$2495 = § information. j . 
r with service 3 Address Dept. B-69 
caane MONARK SILVER KING, INC. 
14 7 6501 W. Grand Avenue, Chicago 35, Illinois 
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NOW: 
a great newcomer 


to. the REX quality line 


REX 


WALLPAPER 



























Here’s the answer to one of the toughest problems your customers [7 
face—how to remove that stubborn wallpaper! Rex Wallpaper Re- Ff 
mover mixes with 16 parts water— penetrates up to 3 or more 
thicknesses of ordinary P — gets paper off quickly and 
cleanly with a minimum of effort 

For your customers, Rex Wallpaper Remover saves time, money 
and labor on every job. To you, Rex Wallpaper Remover offers 
a grand profit opportunity — well able to take its place with 
famous Rex Paste and Rex Wall Size as a fast-selling, — profit, 
repeat-business builder! 



























| REMOVER <p oiecoeee a 
| * 1c 
1c 
a 
LOOK AT THESE FEATURES ; * 
1 c 
@ No Mess . . . No Bother re 
@ Easiiy Applied With Brush Or Spray 1 
@ Quickly Penetrates And Loosens Paste 
@ Removes Up To 3 Or More 0 
Layers Of Ordinary Paper 
@ Saves Time And Money . 
y 
fe: 
Sa 
% cc 
’ It’ 
\ nc 
) st 
y ke 
fA | th 
an 2; 
| 
| y 3 
, 
i | I WY 
Stups ANO sortens P of 
| oa PER COMES of hrs i 
| Wik WoT sy ? 
| ORDER FROM YOUR JOBBER / 
2 SIZES a ad or write: 
Attractivel kaged in ‘4 pint : 
and full + pct ~ Me pe PATENT CEREALS CO., GENEVA, N.Y. 
ly with 16 parts water. 
Cases of 24 "%h-Pints or 12 Full MAKERS OF 
C 
re REX PASTE AND REX WALL SIZE 
52 HARDWARE AGE MAY ¢ 





dia 


| —_- 


"customers 


| pple O-CEDAR'S NEW "CLEAN-UP CORNER” DEAL 


uickly and 
ne, money 


cae th HERES THE DEAL: 


1igh-profit, 


You buy : This customer-choice assort- 


ment of O-Cedar’s best sellers: 





2 dozen 4 oz. bottles of O-Cedar All-Purpose Polish. 

1 dozen 12 oz. bottles of O-Cedar All-Purpose Polish. 

1 dozen 8 oz. bottles of O-Cedar No Rubbing Cream 
Polish. 

1 dozen pints of O-Cedar NEw Self Polishing Wax. 

1 dozen quarts of O-Cedar NEw Self Polishing Wax. 

2 dozen Wax Appliers. 

1 dozen O-Cedar No. 4 Polish Mops. 

1 dozen O-Cedar No. 9 Dust Mops. 


Total retail sales value— $74.52 


You get as a bonus: One Self-Service 


7 Merchandiser 
(It’s an O-Cedar exclusive—would cost you $5 if 
you could buy it!) 





This new Self-Service Merchandiser will be 

featured as O-Cedar’s “Clean-Up Corner” in the 
B Saturday Evening Post, May 29—in a FULL PAGE IN 
F, COLOR! , 

This sturdy, compact wire rack will last for years. 
It’s good-looking, takes little space, and costs you 
nothing when you buy the fast-selling O-Cedar 
Spring House Cleaning Deal. 

Easy to set up, no extra sales help needed. Just 
keep this self-service rack stocked, ring up the sales, 
then pocket the profits! 

Order from your jobber, or write O-Cedar Corp’n, 
2246 West 49th Street, Chicago 9, Illinois. 





<a a 
S Guaranteed by > 
Good Housekeeping 
S * 


Quick Facts About O-Cedar’s “Clean-Up Corner” 









Most practical mop display rack ever offered. Mops Sturdy “welded, galvanized wire construction. 
always in sent cxder. Gives all O-Cedar items eye-appeal—products can be 
BBER | Self-service arrangement speeds on-the-spot buying. seen from any angle. 
: Sage egy entes Con Gpnenes Ceeeeeee. Handsome—always clean and new-looking. Practi- 
Carries only the fastest-selling O-Cedar products. cally indestructible. Lasts for years. 
N.Y Compact—takes only 15x21 in. of floor space. Can’t Lower shelf 53 inches above floor. No chance for 
aie block aisle traffic. goods to become shopworn or damaged. 
SIZE O-Cedar Corp’n « Chicago, Illinois * Toronto, Canada 
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The Mark of 


PATENT 2399115 
OTHERS PENDING 


Wherever you see this distinctive, indestructible 
pressure control, you know you are looking at a 
leader. The ability of the MIRRO-MATIC Control t 
ee Se ey ontrol'to THE FINEST ALUMINUM 
prevent pressure from going higher than recipe re- 

quires...5, 10, or 15 Ibs....has put MIRRO-MATIC 


far out front for flexibility, simplicity, and safety. 


ALUMINUM GOODS MANUFACTURING COMPANY * MANITOWOC, WIS. 


FIFTH AVENUE BLDG., NEW YORK 10 + MERCHANDISE MART, CHICAGO 54 
WORLD’S LARGEST MANUFACTURER OF ALUMINUM COOKING UTENSILS 
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Internal stress shows up 
only under polarized 
light. This piece of win- 
dow glass is not L-O-F 
Quality Window Glass. 




































eereevevreev eee e@eeeneveveereereeeer eee e ee ee ee 


WHAT YOU CAN’T SEE... can hurt your profit! 


You just can’t look at a piece of glass and tell how much 
internal stress and strain are present. An irregular strain 
pattern would be a danger signal to a cutter if he could see 
it with his unaided eye. The best cutter in the world can 
be a victim of strain. Badly strained glass is apt not to 
break along the line of the cut but to follow a line of 
inherent weakness in the glass. Breaks which do not follow 
the line of the cut mean wasted glass—lost profit. 

That’s why it’s good business sense to stock L-O-F 
Quality Window Glass. You know you're getting glass with 
the very minimum internal strain. By longer and slower 
annealing, Libbey-Owens:Ford assures you of that. And to 


you that means easier, cleaner cutting—less waste! Result 








... more profit from glass sales! The next time you order 
Window Glass, call the L-O-F Distributor near you. 
Libbey-Owens:Ford Glass Company, 6458 Nicholas Building, 
Toledo 3, Ohio. 


The L-O-F label gives you the 
inside story on window glass 
quality. This glass is made 
or minimum internal stress. a 

Ta) 


LinBeY Owens: Forp 
$s! 


Dousie STRENGTH 
Quality 
U 











L-O-F also makes polished plate glass, safety glass, 
colorful Vitrolite* glass facing, Tuf-flex* tempered 
plate glass and other flat glasses. Only Libbey- 
Owens‘Ford makes Thermopane*—the first mass- 
produced insulating windowpane. *Q 


LIBBEY: OWENS» FORD 
a Gnedl Name tw GLASS 
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’ America’s new favorite coffee makers. 
Beautiful styling, exclusive features. Made 
of non-porous virgin aluminum and stainless 
steel. Distributed nationally by leading 
jobbers everywhere. 
Standard Model 1608 
P ¥ PS $4.95 
ws up ‘ $s. 
rized In pA re ae Plastics 
f win- . 
O-F 
rvlass. 
Pe ae ee ; Hostess Model 1612 
aie re $7.95 
Exclusive Features On All Duralux Coffee Makers 
uch CUP MARKINGS 
ai Easy to see cup measuring 
ain COOL PLASTIC HANDLES merks eee jadiceced on the 
id see The Deluxe and Hostess coffee maker. The Deluxe 
models have two cool plastic and Standard models meas- 
can handles. The Standard model ure 4, 6, and 8 cups, the Host- 
has a firm-grip plastic handle ess model measures 6, 9, and 
LO on the lower bowl. 12 cups. 
ollow 
EAEN-PURP SSS cover STAINLESS STEEL FILTER 
This besgeitaliy denqned 
7 cover easily snaps on bot 
s with upper and lower bowls of gles pte whee: om Ragan 
r the Deluxe and Hostess paper, no springs, no clips. 
enone. BS seven pod a Guaranteed to filter quickly, 
id to bowl stand and table hot pad. — T, os Set 6 
l These same 3 features are : 
ut used on the standard model 
and the cover fits the lower 
ler bowl when serving. 
See these new models BOOTH 532 NATIONAL HOUSEWARES SHOW Atlantic City, New Jersey 
ilding, 


ALUX oe 


T M REG Ce ee od en ODEs i 


WOOSTER, OHIO 
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WARDS 
drums u 
business 


for you! 


@ Persuasive, punchy advertisements 
like the ones shown here are telling the 
Edwards story to millions of home-own- 
ers .. . paving the way for bigger and 
more profitable chime sales. 













Ne and chimes ; Os 
» SIMeses 


a door ad win Epwanp? Take advantage of the pre-selling job 
Edwards is doing for you. See your dis- 
tributor about the sweetest, smartest 
chimes that ever caught a customer's 


fancy. 


look at this for 
SALES APPEAL! 





¢heo delle W 


gnols 
9 different * 
Feotvrin® 
fron 
’ fot tee ae Normony 
chord 
3 For the Bock 


two sy™ 
ence: 


soni nets SMART . . . Original, eye-appealing designs, 
@ _ beautifully conceived by Lurelle Guild, world. 


famous designer. 


in 09 
ide Door: 

3 banc resonant note. 
ng clepricn’ 
o8 suprly 





TERRIFIC TONE . All Edwards door chimes 
@ are electronically tested for pitch on the Sono- 
scope, an exclusive tuning device. 


VARIETY . . . Edwards offers a complete line 

3. of distinctive electrical and mechanical door 
chimes, including knocker chimes, kitchen 
chimes and decorative hall chimes. 


PRICED RIGHT . All Edwards chimes are 
'@ Priced within the budget-range of America’s 
great middle class market. 


Advertised in: 


Saturday Evening Post 


EDWARDS & COMPANY, NORWALK, CONN. 
Better Homes and Garden: 


. in Canada: Edwards of Canada, Ltd. 
American Home 
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IT’s 
“TWO-IN-ONE” | 








TRAOG MARK 


"GRID-A-BOUT” 





This combination sandwich toaster and waffle baker 
earns a special place in the family affections. It’s both 
handsome and handy. 


(1) Here’s a convenient grill where you can fry 
bacon, eggs, chops, hot cakes or what-have- 
you-to-fry, or, 


(2) You can easily turn the grids and convert this 
“Grid-A-Bout” into a waffle iron for producing 
golden brown waffles which would threaten 
a diet. 

One appliance does the work of two—no need for a 
separate waffle iron or extra set of grids to pay for or 
get misplaced. Saves not only money but valuable stor- 
age space. 

Here is a traffic builder—put it to work for 
you! Available through reputable distributors 
across the nation. 


See these appliances at the Housewares Show 





ATLANTIC 
CITY 


DOMINION ELECTRIC CORPORATION, MANSFIELD, OHIO 
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@ Perfection in Gold Stripe Brushes starts long before manufacture. It 
begins as an ideal in the minds of skilled designers; it is processed by 
hands of gifted craftsmen; it spans an ocean to select the finest China 


bristle. Recognized as America’s Finest Paint Brush, Gold Stripe assures a Pl 

ready sale, volume business, and high profits. Order from your nearest and 
Pittsburgh branch today. Y 

SEL 

up | 
| VALUABLE BOOKLET FREE! give 
or | 


You'll want this valuable book, ‘*How To Sell More 
Brushes’. Page after page of inside information on 
how to sell more paint brushes. Shows the way to repeat 
profits and tie-in sales. Reveals the ‘‘know-how'’ on 
talking shop with your customers. Write for FREE 
copy today. Address ‘Gold Stripe Brushes, Dept. D-2 
Baltimore 29, Maryland’. 


New Gold Stripe 
Life-saver Jacket! 


Improved fiber jacket keeps brush live- 
ly, straight and clean. Complete use 
and care instructions on each jacket. 
And all dressed up in eye-appeal! 


Cpold NShipe BRUSHES 


lp BRUSHES - PAINT - GLASS - CHEMICALS - PLASTICS 


PITTSBURGH PLATE GLASS COMPANY 
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Customers like Hercules’ steam- 

distilled wood turpentine, because it’s 
a PURE, natural product... clear as fresh water 
and free from foreign matter. 

You'll like Hercules turpentine, because it 
SELLS! Sturdy, attractive metal containers dress 
up your shelves, catch the customer’s eye... 
give no packaging headaches through spillage 
or breakage. 








You—and your customers—will like the at- 
tractive price of this reliable thinner. Remem- 
ber, turpentine represents less than 2¢ of the 
paint-job dollar. 

Don’t miss your chance for more sales... 
and greater profits. Stock up with Hercules 
turpentine now! 

HERCULES POWDER COMPANY 

938 Market Street, Wilmington 99, Delaware 


| 
Er HERCULES 
| 

TURPENTINE 
, t mercul , 


: rn RPENTINE 







wire 
rope 
blocks 


manila 
rope 
blocks 


TACKLE 


A quarter 
century 
of service 


MADESCO 
BLOCKS 


stand the gaff 


a block for 
every purpose 
. . . designed to fit 

your needs .. . with prompt, 


efficient service. 


Send for complete catalog... 







MADESCO 


BLOCK COMPANY 


EASTON, 
PENNSYLVANIA 

























handy tool for shops and homes 








The 
SAFE 
WRENCH 
for 
POLISHED 
PIPE 


























RIFLEIbD 
Strap Wrench 





..-Your customers like this 


@ It sells easily because it meets a 
real need —to prevent wrench cuts 
and scratches on polished pipe. 
Strong I-beam handle and head in 
one piece. Handy hang-up hole. 
Easy to attach and use. Special 
webbing strap of unusual strength, 
easily replaced. Two sizes: No.2, /" 
to 2", 17" strap; No.5, 1” to 5”, 30” 
strap. A quality best 
seller—order from 
your Supply House. 


Popular RIFAID 
Pipe Wrench, with 


guaranteed housing. 
ES 
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“tY¥way @Roacnes 





KEYWAY 
BROACH SETS 


The perfect answer for customers whose keyway jobs don’t 
call for an expensive setup. The Little Champ cuts stand- 
ard keyways ina twinkling as easy as this: 1. Place bush- 
ing in bore of piece to be cut. 2. Insert broach in bushing 
and push it through on an arbor press. Desired depth of 








| 





keyway is obtained by insertion of shims behind broach. 
Little Champ Keyway Broach Sets in sturdy metal box 
with wooden filler come complete with broaches, shims 
and bushings in keyway sizes from 1/32” to %4”. Write 
for Bulletin 434. 




















Easy to sell, easy to handle 


= 
THREADWELL 
TAPS we: 
2 ot — a 2 fa’ 
| THREADWELL 9080 a KK 
at ROUND DIE ——— @e 
SCREWPLATES 4 





because of the new Inventory 
Control on new metal edge con- 
tainers. Available in carbon and 
high speed steel with standards 
shipped from stock. Threadwell 
Taps are designed to cut accu- 
rate threads and give long wear 
life. Write for Bulletin 431. 


Sc 


THREADWELL 
SELF-OILING 
PIPE THREADER 

















Incorporates six new advantages in one 
pipe threader. \ 
1, Completely self-oiling with the press \ 
of a button. \ 
2. Direct “In Line” pull over cutting dies. 
3. Interchangeable die heads. \ 
4. Reversible ratchet with the twist of a 
pawl knob. 
5. Increased die life up to 150%. 
6. Ease and simplicity of operation. 
For complete information on this brand 
new Pipe Threader write for Bulletin 439. 
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Ever inexperienced users can cut perfectly straight 
threads by using the pressed steel guides furnished 
with all Threadwell Screwplates. Three screw 
adjustment of stock permits cutting of oversized 
and undersized threads in addition to standard 
threads. 16 models cover the needs of farm, home 
and industrial users. Write for Bulletin 436. 














These precision dies are made of 
carbon steel or the finest high 
speed «steel in fractional sizes 
from 1/16” to 142”. Also avail- 
able in Machine Screw sizes 
from 0 to #14, and Pipe sizes 
from Ye” to 4%”. They have a 
world wide reputation for accu- 
racy, dependability, and long 
life. Write for Bulletin 437. 


“TOOLS OF DISTINCTION 








If you haven't al- 
ready received it, 
write for General 
Catalog No. 47. 


THREADWELL TAP AND DIE COMPANY 
GREENFIELD. MASS, U. S&S. A. 













its KESTER | FREE DISPLAY CASE 


Invites Accessory Sales 


HIGHLY VISUAL CABINET 
_DISPLAYS MORE THAN 
| 1,000 ACCESSORIES 


frersn Dealers! Here's 
|a new kind of grinding 
| point and cutter depart- 
| ment . . . so compact it 
| rejuires less than a square 
| foot of space ... yet pro- 
| vides ample room for stor- 
| age of over 1,000 grinding 
accessories! It's yours... ~ M se 
bk eee wt take ad- | Moto-Tool equa 





































































| for real sales appeal! 


ONEMEL 


Moto-Tool 


vantage of any one of | 4 f 
Dremel's three money-sav- Tt ' ' 
ing accessory deals. pitti 
| Bring Tools to 1 | 
| | Customers nt 


Removable trays save hunting 
for stock . . . make stock 
easy to show .. . easy to 
reach or inventory. No guess- 
work . . . no mispricing. Ac- 
cessory numbers and prices 
are given beneath items dis- 
played. Drawers have desig- 
nated areas for wheels and 
cutters. The cabinet is of finely 
finished hardwood with round, 
transparent plastic front. 
Write today for complete de- 
tails on FREE display cabinet. 


eco | 





BUILD PROFITS WITH  (@qeneett 


OREME| M 0T0-TOOLS. 27,000 R.P.M. 


CUTS CLEANER 
Ii rowEn 
Tools 



















SAVES CUTTERS 





Be Kester Solder wise and handle this 


fast moving, self fluxing cored solder. 


Cash in on a vast national advertising 





-{ Sell Moto-Tool for 
=) Grinding, Routing, 
Drilling, Carving, 

Engraving, Polishing. 


program that keeps Kester Solder in con- 


stant demand as a necessary home work- 


| P 2 te : 

| shop item. BACKED BY 10 YEARS OF INDUSTRIAL USE 
Here's the grinder that is the leader through merit. Backed by 
| ten years of industrial service, it packs years of production for 
| 











industry . . . years of pleasure for hobbyist or expert craftsman. 
we Moto-Tool is a "War Veteran"... used by General Electric, 
. P Westinghouse, Remington Arms, Ford, Nash-Kelvinator, and 
\ many other companies, as well as the Armed Forces. From its 
e y é . . . . 
7 ~ patented automatic chuck lock pin and oilless, sealed bearings 
[we QT) to its dust-filtered air-cooling system, 
ot" Moto-Tool is packed with more con- PREWAR PRICES 
’ K veniences and long life features than STILL PREVAIL 
le any other hand grinder. Moto-Tool Kit No. 2, with 23 acces- 
| | sories (high-speed steel cutters, 
j grinding wheels polishing = 
{ sories) d hea dut »rofessiona 
| KESTER SOLDER pita Ai A Model 2 Moto-Tool in natural-fin 
ish, hardwood case ......... $23.50 


vy, Vv ON MOTO-SAW 
| COMPANY KESTER v¥ Amazing Elec- 
4207 Wrightwood Avenue an SOLDER rS ye ae 

Chicago 39, Illinois $5.85 


Moto-Tool No. 2, with one emery 
RRR TS EELS . ee $16. 

Moto-Tool Kit No. f, with Model 1 
Moto-Tool and 34 accessories. $17.50 


Model | Moto-Tool, with one wheel 
point ... $9.85 


DREMEL MANUFACTURING co. 


DEPARTMENT 158-E RACINE, WISCONSIN, U. S. A. 














Factories also at: 
Newark, New Jersey 
Brantford, Canada 
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7 you, in selecting Fasteners — 
how the _ ) 









| produces Cap Screw: 

















MATELY 
R.P.M. 

LEANER 
-UTTERS 





‘ool for 
Routing, 
irving, 
Polishing. 












L USE 

lacked by necessarily d to know how cap 
uction for are made to judge the qualities of those 
oer" Bu buy. But if you're interested in knowing 
er, and sasupecniiits what “Double Extrusion” is as compared to 
From its aa ordinary cold-heading processes, we'd like to 
bearings send you this folder describing the Kaufman 
RICES Process. Without obligation, of course. 

VAIL 


, with 23 access 
steel cutters, 
lishing acces- 
ty professional 


sheeaeed $23.50 © } 
ith one emery & Teh Qual cal 
$60%500ceee } 

_with Mota s : of A 

agen FA ST E 7 f R S Warehouses: Chicago and Philadelphia 

’ “CO. ‘ Ask your Jobber for Cleveland Fasteners 


N, U. S.A. 


TATE Le) Fe Cevolandt Cap Fore 


2917 EAST 79TH STREET * CLEVELAND 4, OHIO 
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Screw Driver 
Assortment 


“Sure Grip” is a marked 
improvement over all other 
screw holding screw drivers. 
The gripping and releasing 
of the jaws is easier. The 
screw is held more firmly, 
making it tops among tools 
of this type. 


The handles are indestructi- 

ble Amberlite. The Bridge- 

port No. 247 —A Screw 

Driver Assortment contains 

a dozen screw drivers in 

five different sizes. The col- 

orful display box helps the 

dealer move Sure Grip | 
quickly. 


Ask your jobber. 


Bridgeport 
DROP-FORGED TOOLS 


KNOWN FOR FIFTY YEARS 


THE BRIDGEPORT HDWE. MFG. CORP « BRIDGEPORT, CONN. 


KLEINS| 


... Wherever pliers are needed 


Whatever the work—when pliers are needed—the 
job can be done better and quicker with Kleins. 

You will want Klein side-cutters, oblique-cutters 
and long-nose pliers for your discriminating cus- 
tomers who know that good tools mean good 
work. The care with which Klein Pliers are made 
assures closely matched jaws—perfect balance— 
just the right spring to the handles—sharp cutting 
knives that stay keen. 

Check with your supplier on Klein Pliers, the 
quality tools good workmen ask for , 


No. 201. 
husky Klein Side Cutting 


Plier. Square nose. Made 


Original pattern 


in five sizes—5, 6, 7, 8, 


and 9 inches. 


No. 201 NE. The famous 
Klein Side 
Cutting Plier. Made in five 
sizes—5, 6, 7, 8, and 9 in. 


“streamlined” 


No. 202. Klein Oblique 
Cutting Plier (heavy-duty 
pattern). A very useful tool 
that cuts close. Length, 6 


inches. 


No. 203. Klein Long Nose 


Plier. Long reach of jaws 





permits getting into diffi- 
cult places. Made in 6 and 


7 inch sizes. 


Distributed Through Jobbers 


Foreign Distributor: 
International Standard Electric Corp., New York 


The Klein Pocket Tool 

uide, showing the 
Klein line and contain- 
ing useful tool informa- 
tion, will be mailed on 
request, 


Since 1857 


WEEE KLEIN & Sons 
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It Pays to Sell 


QUALITY COUNTS IN SELLING CHAIN . . . and you can be sure you 
sell quality when you handle McKay Engineered Chain. From basic raw 
material through every operation—each step is carried out by competent 
craftsmen using the most modern manufacturing methods. No wonder 
chain users ask for McKay Chain by name. 


COMPLETE SELECTION PAYS DIVIDENDS. More satisfied customers 
and greater sales volume are yours when you handle the McKay line. 
That’s because you impartially recommend the right chain for every 
application from McKay’s complete selection of agricultural, industrial, 
automotive and marine chain and chain accessories. 


McKAY CHAINS ARE LOADED WITH PROFITABLE OPPOR- 
TUNITIES. Quality, service and price are right . . . which means you 
fill every need. That’s why it’s important to stock a full range of chain 
types and sizes. Then both you and your customers gain the benefits 
offered by the complete selection of McKay Engineered Chain. 


CHA 






FOR EVERY USE 


from one source 


® McK-Alloy Chain* 

© Hi-test Chain* 

® Steel Loading Chain* 

® Proof Coil Chain* 

® XX Dredge Chain* 

® Crown Dredge Chain* 

® Steam Shovel 
Hoisting Chains* 


© Twist Link 


® Trace Chains* 

® Repair Links 

© Feed Chains 

® Heel Chains 

© Tire Chains 

© Pump Chains 

® Log Chains* 

© Well Chain 

® Chain Hooks 

© Stage Trace Chains 
© Stretcher Chains 


440 McKAY BUILDING, PITTSBURGH 22, 


WELDING ELECTRODES COMMERCIAL CHAINS 


TIRE 


Machine Chain 
® Victor Pattern 
Coil Chain 
® Ohio Pattern Cow Ties 


® Sash Chain 

® Conveyor Chain 
© BBB Coil Chain* 
© Harness Chains 
® Tie-Out Chains 
® Machine Chain 
© Halter Chains 

© Wagon Chains 
© Breast Chains 

® Sling Chains* 

© Anchor Chain* 


“These chains are always proof-tested 
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your customers 
will ask for 
these 


HEAVILY ADVERTISED 
GARDEN AIDS 


39° NG o? ; 


WOH Gall 


WEEDONE: 


az. U. S. Pat. Of. 
the original 2.4D weedkiller. A 
balanced formula with wetting 
agents and penetrants. 


WEEDUST 


TRADE MARK 


Pack? 


s Whores” LE 
Ge ee ee 


2.4D powder for those here-and- 
there lawn weeds. 


RooTfone 


S. Pat. Off 


the plant hormone powder for cut- 
tings and seeds. 


TRANSPLANTONE 


for safer transplanting. 


FRUITONE 


for seedless tomatoes and for stop- 
ping fruit drop. 

® 
Stock all five for year-round sales! 
Order from your jobber now. 








for the Biggest 
GRILL VOLUME 
COLMA ks 











AMERICAN 


CHEMICAL PAINT CO. 
AMBLER, PA. 
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3 POPULAR SIZES 
LOW Retail Prices 


MASTER 
sae Barbecue 
=a” FOLDING 


Has New Charcoal Grate and 
Removable Folding Windshield. 
Cooking Surface ||" x 22"; stands 
24" high. 





NEW 
EXCLUSIVE 


CHARCOAL 
GRATE 
Controls 
the fire. 
Ashes can- & 
not fall 
out. 


(Models G-22 


ALL 3 MODELS 


are made of 


HEAVY GAUGE 


Carburized 


SHEET STEEL 


Weather Protected 
Aluminous Finish 


HEAVY STRAP 
STEEL LEGS 


Will Net Buckle or Bend 
* 


Cooking Surface, 11” x 18” 


Sold only thru the independent 
trade. Never thru chains or mail 
order houses. 


We will gladly send you 
Literature, Envelope Mailers 
and Promotional Ads. 


MASTER METAL PRODUCTS, Inc. 
273-291 Chicago St. Buffalo 4, N. Y. 


G-16 


Cooking Surface, 10” x 16” 





HARDWARE AGE 





Wherever You live Za207/70 Adverti 
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Inc. 
lo 4, N. Y. 
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Give Your Sales a 


SHARP BOOST 
with SHARP 3. wiz 


B) FISHHOO) 


Once your customer ndchs a fish 
with a DeWitt Fish Hook, you've 

Dinra- Shell | y 

FLY, BAIT and 


hooked a permanent/customer. He 
LEADER BOXES 





comes back again afd again to buy 
these tough, sharp DeWitt hooks 
. . . made in all styles, sizes and 
finishes. 
DeWitt 
Hooks hol 


ay) a Fish 

fir shape — hold their 
Hs the fish every time. 
why DeWitt hooks are so 
g—why your customers 
ing back for more. 





211 CLARK ST., AUBURN, N.Y. 


Feature <)x 
Genuine / 
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SOIL-SOAKER 


- the Original Seepage /rrigator 


Every sign points to a super SOIL-SOAKER year! Folks know 
deep soaking pays. They know SOIL-SOAKER does it better, 
easier! They'll be asking for genuine SOIL-SOAKEx — be 
well stocked. 

Made of porous canvas. Hose-like. 


MOST EFFICIENT Attaches to hose end. Water seeps 

ma entire length, gently. Soaks 

large area, thoroughly. No waste. 

. Nationally advertised 11 years. Hundreds of thousands in 

use. 4 Lengths, each proves better than “multiple lengths". 
No. 0, 12’, 1/2 doz. to case No. 2, 30’, 1 doz. to case 
No. 1, 18', 1 doz. to case No. 3, 50’, '/ doz. to case 

Low price! Hundreds of jobbers carry stocks. 


HASTINGS CANVAS & MFG. CO. 


Dept. 19, Hastings, Nebr. 





UNON7 

nce ere 424 42207 geo rat Le il OTL 
‘ 

°on mgd 00 OP046 0008. 90.6 aN Orbe Leake 











GUN & RIFLE COVERS 


FULL LENGTH AND TAKE DOWN 


No. 2110 


No. 1120 | 


A Complete Line 


SEND FOR CATALOG 


BRADLEY E. GRIMES CO. 


Mfrs. of Hunting, Camping, Fishing & Sports Accessori: 
W. COLLINGSWOOD HEIGHTS, N. J. 














FINEST HOME AND FACTORY SAWS EVER MADE 


@ Made of Finest Alloy Steel 
@ Heavy Gauge 
@ Correctly Tempered to Withstand Heavy Factor) 
Use 
@ Each Blade Attractively Packaged & Labeled kee] 
RIP CROSS CUT & COMBINATION 
6 to 24” Diameter 
Deliveries Made from Stock, Mail & Phone 


Sell These Saws at COMPETITIVE PRICES AND 
Make a GREATER PROFIT! 


LAFAYETTE SAW & KNIFE INC. 


Established 1910 


115 Banker Street Brooklyn 22, N. Y. 


Manufacturers of Circular Saws, Band Saws, H. S. Planer & 
Jointer Knives. Moulding Blanks, Beveled Edge Shaper Steel. 
Dado Sets. 


6 West | 





HARDWARE 4¢ 


s Accessor 
Tuy. the 


Millions of fishermen 
know GEP as the 
World’s Finest Fishing Rod 


, F t 7 " . . . > 
avy Factor Again in 1948—hard-hitting advertising will 


5 Lebeted keep Gep the biggest name in fine steel fishing rods. 
_ These magazines will again carry full schedules of ad- 
vertisements throughout the big rod buying seasons. Is 
virsige it any wonder Gep is the popular choice of experienced 
SES AND fishermen all over the country? Write today for new 
1948 catalog. 
INC. 


Get HEP to these 
—___GEP Trademarks—— 











This Trademark appears 
on all rods which have re- 
ceived Gep’s exclusive 
process of fabrication. This 
process, called “Actioniz- 
ing’, gives the rod “life” 
in the right place, improves 
casting action, resiliency 
and uniformity. 


This Trademark typifies 
the only salt water steel 
fishing rods available that 
are guaranteed against salt. 
water corrosion. 


This Trademark identifies 
Gep’s new Actionized 
Spinning Rod—the first 
one ever made of seamless 
tubular steel. 





22, N. Y. 


| 
4. S. Planer SAY @ Pp 4 a rt Mfg. Co. Speci “is tn Tiel Fishing Rods pr 





e Shaper Steel 
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026 West Adams Street e Chicago 7, Illinois 4/7 caSTING + FLY FISHING + SALT WATER FISHING © SPINNING 









THE No.I20 1S ECONOM- 


“ICAL AND EFFICIENT... 


AREAL LEADER FOR 
YOUR TRADE 


,, & PROFITABLE 
‘RELATED ITEM’ 
TO SELL WITH 


READY FOR YOUR_4 
SPRING ano SUMMER 
TRADE- THE C.Q.No.120 


@ tre “C.Q." No. 120 Grindstone has been de- 
signed to provide hardware merchants a prof- 
itable model to sell at a bargain price. It has all 
the quality and efficiency of higher priced units 
and its strong, tubular steel, finished in attractive 
colors, makes the No. 120 a natural for floor or 
window display. 
Many farms in your territory have fifty-year-cld 
grindstones “on their last legs”. Sell the popu- 
lar No. 120 as replacement and 
you'll make a “C. Q.” booster out 
of every customer. 


Write us about our quick 
delivery service. 


















TM * 
OF CHAIN 


(oes your 
* Trade Want’ 


Your customers 


SN know it is good 

i. it’s the best XN business to use 
CM Chain 

Products...you 


will find it 
equally good 


on the market, 

then CM Chain 
Products are = \ 
answer. For there is ' 
a CM chain to meet business to 
sell them 
CM Chain 


Products, 


every type of appli- 
cation...and every CM 
chain has a service-prov- 
en record for economy, de- \? 
pendability and long life. 
. 
@ For practically every chain 
use there is a CM product de- > 
signed specifically for that job... 
AUTOMOTIVE... AGRICULTURAL 


.. HARDWARE...INDUSTRIAL... 
MARINE. 


COLUMBUS-McKINNO! 


CHAIN CORPORATION 


standard Ste 


GENERAL OFFICES AND FACTORIES: TONAWANDA, N. Y 
SALES OFFICES New York + Chicago + Cleveland + San Francisco + Los Angele’ 


HARDWARE ‘WMAY 6, 1° 






magine selling 
high-speed blade 
like this! 








T LOOKS like a twisted, bent, battered old blade. Actually, it’s an 
amazing new blade by Millers Falls. We deliberately tortured it to 
show you its extreme flexibility and its freedom from breakage in any- 










1 } thing approaching normal use. We then straightened it, put it in a 
ant : frame, and did a lot of useful cutting with it. 

Imagine having a high-speed blade like this to sell your customers! 
You may have it as part of the Millers Falls hack saw blade line. It’s 
an all-purpose high-speed hand blade we’ve named “‘Blu-Flex”® It com- 























mers bines the fast, long-lived cutting qualities of the famous ‘“‘Blu-Mol”’ 
; good with extreme flexibility and unbreakability. It insures getting every 
to use last bit of cutting value out of every blade. And there’s plenty of that! 
ain The sharp teeth are hardened and tempered by an entirely new process 
rts... you that gives remarkable uniformity . . . the consistent uniformity any 
. blade must have to provide maximum value. 

find it Price? Same as “Blu-Mol’’. Profit? Just as much per blade with 
ally good a far greater volume potential. 

siness to You know the Millers Falls line. If you’re not carrying it, ““Blu-Flex”’ 
ell them is another good reason why you should be. Still other reasons are not 
CM Chain far off. Millers Falls Company, Greenfield, Massachusetts. 







Products. Attractive Display with original order. 





MILLERS FALLS 
TOOLS 


OTHER FAMOUS 
MILLERS FALLS BLADES 


“Blu-Mol’’® High-Speed Hand 
Tungsten High-Speed Hand 


“Tuf-Flex”’® Hand | t 'S Hh e WwW I 


andard Steel Hand — All-Hard and Flexible 


NNON It’s “Blu-Flex’! 
on It’s Millers Falls! 
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RUGGED construction, top grade material and many 
new, exclusive features make these four Parker Hack 
Saws your customers’ on-sight, first choices for heavy 
duty, all ‘round service. Each one has a patented, 
forged one piece end and forged one piece stud, 
exclusive features with Parker Saws. There are no 
welded clips to break off and no pins to come loose. 
Square studs completely eliminate blade twist. Blades 
can be faced in four directions. Adjustable frames 
permit use of 8” to 12” blades. Wing nuts allow for 
easy and secure adjustment. Like all items in the 
Parker Line of Quality Small Hand Tools, these im- 
proved Hack Saws are sure-fire profit builders for you. 


{ine 





Gy te| Parker 


PARKER MANUFACTURING 68. 


WORCESTER 1, MASS., VU. S. 
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Here’s a NEW Judd set... 
SHOW it and you’ll SELL it! 


a RAE RRR A ENT ONT: III, 
A RTL ECT 


DD SPACE SAVERS 


_ —- 


S958 


Ever see a household that had really enough places 
to hang things? Never! That’s why there's always 
a good volume in attractive, practical fixtures at a 
reasonable price. This new Judd set gives you 
just that . . . and a display board to boot. Note 
the items: 


"Yes 
inaccura: 
| measurir 


does it 5 
It’s he 


No. 4000 Toilet Paper Holder — Handsome new backplate (match- 
ing towel rack #4001), movable frame of square wire, bright § 
nickel plate finish. Hexagon wood roller in glossy white enamel. 


Ferrules at ends of roller. Has a real quality look, yet retail § lived, ec 
at only 20¢. times, sé 
No. 4001 Towel Bar — Stout 14” wire, 18” long, with backplate  won’t we 


matching No. 4000 above. Bright nickel finish. Retails at 29¢. | want a 


ing devic 
from one 

So far 
but it’s « 
tan be s 
B necessar’ 
Your 


No. 4002 Utility Rack — A new invention. Attached to wall or 
door, it hangs vertical or, at the touch of a finger, stands out 
horizontal. Rigid and durable—half-inch strap steel back and 
side, 3/16” rods (half-round to prevent slippage). Nickel-plated, 
rustproof—ideal for kitchen or bath. Explanatory label tells the 
shopper all. Retails at 39¢. 


No. 4003 Garment Hanger — Fastens to bottom of shelf, slides out 
when needed. Strong one-piece bracket of I-beam design for 
rigidity; heavy rack of %4” wire; bright nickel plate. Flared 
ends of bracket make sliding easy even with load of garments. 
Label tells the story to the shopper. Big improvement over all 
previous similar items, yet retails at only 39¢. 


Display board — 17” x 21”—free with initial order. Ask your 


hardware wholesaler. 
HOUSEFURNISHING 


JUDD HARDWARE 


H. L. JUDD COMPANY, WALLINGFORD, CONN. 
87 Chambers Street, New York 7, N. Ys 
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“My Pocket Veto 


dayd KENNETH E. BUTLER,* 
HOME HOBBYIST 


RETAILS AT 


$900 


408 Streamline 8 ft... $2.50, Spare blade. 


80c each 
.85c¢ each 
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"Yes Sir! My pocket veto of errors and 
inaccuracies! Whenever there’s a job of precise 
measuring to be done—my Master Streamline 
does it perfectly. 

It’s handy, compact, good looking, long- 
lived, easy to use, convenient to carry at all 
times, serves in spots where the usual tape 
won’t work. Legible too—gives the information 
| want at a glance. Also, with the Master brak- 
ing device, it’s a cinch to transfer measurements 
from one place to another. 

So far, | haven’t needed to replace a blade, 
but it’s good to know how easily a new one 
tan be slipped in should replacement ever be 


B necessary.” 


Your customers too, will be quick to appreci- 


* 55 Ardmore Ave. 
Newtown Square, Pa. 


ate these advantages, available in total in only 
Master Steel Tape Rules. 

Write for full information about this line 
of finer steel tape rules — and the unlimited 
profit possibilities they offer alert dealers. 


306 Tufboy 6 ft. tape 
308 Tufboy 8 ft. tape 





306-W Brite Blade 
6 ft. white tape 

306-WC Combination 
package (rule and blade) 

* 308-W Brite Blade 

8 ft. tape 

308-WC Combination 
package (rule and blade 








MASTER RULE MFG. CO., INC. 
201 MAIN STREET e WHITE PLAINS, N. Y. 
General Field Sales Office: 

105 W. Adams St. 7 Chicago 3, Ill. 
BRANCH: P. O. Box 1587 Cakland, Calif. 
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> WORK TESTED 


Geo! 


2) VALUE TESTED 


Yea! iF | 


» SALES TESTED 
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POWER YOUR SELLING JOB! 


agin * For Factory / ( 
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It’s a radio 
It's a clock 


It’s a musical 
alarm 


MUSALAR\M .. . combines 
an accurate, long-life 
Telechron electric alarm 
clock with a wide-range, 
5-tube superheterodyne 
radio. The clock, start- 
ing the radio automati- 
cally at a pre-set time, 
makes this a musical 
alarm . . . and it brings 
in favorite programs that 
are pre-selected, too, 





y 


be 


- 
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It turns a radio—and other 
appliances—ON and OFF 


SELECTOR... an accurate Telechron electric clock that 
turns a radio on and off at pre-set times. It can operate 
an electric roaster, coffee-maker, washing machine, and 
other electrical appliances automatically, as well. So 
versatile your customers will want several! 





These Telechron awakening devices—advertised in leading national 


ore making conversation and sales. Order them from your Telechron distributor. 





The first and favorite electric clock + Telechron Inc., Ashland, Mass. 


. 

Makes a radio a musical alarm 

SWITCH ALARM .. . an accurate Telechron electric clock that : C { { 
turns on a radio or other electrical appliance automatically at ; fs ited 
a pre-set time. It makes your radio a musical alarm, brings in 


your favorite programs. Because it has a standard alarm as 
well, you can sell it to your customers as a two-way clock. 
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eet set now Wi 


No twisting! No tugging! 
No metal or rubber to mar 
pure coffee flavor! 


Less accidental breakage! 


Features found only in the new 


CORY RUBBERLESS 
COFFEE BREWER 


Cory’s exclusive easy-to- see, 
easy-to-sell features put this 
brewer at the very top of 
America's Gifts for Brides lists! 
The word’s gotten around to 
your customers from thousands 
of satisfied Cory users and from 
Cory’s powerful national 
advertising that “Every womag, 
wants a Cory!” 
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FLAME-TESTE D 62 ually 


Ps 
ORY CORPORATION o>, 
ecutive and Sales offices: 221 N. LaSalle St., Chicago 1 oO. 
les and Display Offices: New York, Chicago, Los Angeles, Toronto ; 


port Sales: The A. J. Alsdorf Corporation, Chicago 1 
VA , 49 437 . VA 
The only te Sat Offee Veuve 
/ M/l, 


wit CORY 


in more Gift Plans 
than ever before 


thousands 
s and from 


Check your Cory stock now! Display 


_ Cory products! Write for sales and 


advertising helps—because May and 
June are big promotion months for 
you and Cory. Millions of gift shop- 
ping magazine readers are being sold 
the new Cory Rubberless Brewer and 
all these other famous Cory products 


Cory Electric Coffee Grinder, $19.95 Cory Electric Knife Sharpener, $11.9 





with the theme ‘‘Cory gifts keep new- 
lyweds happy!”’ See Cory’s big full- 
color gift ads in the American Weekly 
and Collier’s..they tie in with Cory’s 
regular campaign in Ladies’ Home 
Journal, Good Housekeeping, Better 
Homes and Gardens, Life and the 
Saturday Evening Post! 





Mi \wH FOR YOUR 
GARDEN HOSE sates! 











ATLANTIC‘S NEW 


.cflquoSite 


PLASTIC GARDEN HOSE. 


OF ‘‘IMPERIALYTE’’ PLASTIC 


Turn those women window-shoppers into customers. 
They'll love this colorful, light-weight plastic hose. It’s 
kind to hands, pleasant to handle, weighs so little it’s 
no burden to carry or roll. Practical, too; won't kink, 
won't crack, promises years of constant use. 


In 25-and 50-foot lengths, 
in a new “Vu-Thru” box, dis- 
play printed in 2 colors. 
Handy Handle mokes it easy 
to carry. 


In GREEN, RED or CLEAR 
AMBER 


ORDER FROM 
YOUR WHOLESALER 











GAS TUBING + BRAIDED GARDEN HOSE + RUBBER PRODUCTS 
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PEERLESS 


Water Ring 


PUMPING SYSTEM 


Capacities: 275 to 860 gals. per Hr. Lifts: 
To 20 ft. Utilizes a positive displace- 
ment action; fully automatic. Designed 





PEERLESS JET SYSTEM 


Capacities: 120 to 7,500 gals. 
per hour. Lifts: To 120 feet. 
Single or double pipe system. 
For Deep or shallow wells. 


exclusively for shallow wells. Can be 
1 installed over well or offset. Easy to in- 
stall, understand and operate. Fully self- 
priming. Descriptive Bulletin Available. 


Peerless DEALERSHIPS ARE PLANNED TO PRODUCE 
MORE PROFITS FOR YOU! 


Peerless DEALERS HAVE MORE TO TELL AND SELL 
WITH 2 UNIQUE WATER SYSTEMS THAT FILL 
EVERY PROSPECT’S NEEDS! 


Write today FOR FULL INFORMATION 





Ce eeeed nes UMP DIVISION 


°rporation 


jot 


Factories: Los Angeles 31, Calif.; Quincy, Ill.; Indianapolis, Ind. 
District Offices: New York 5, 37 Wall Street; Chicago 40, 4554 
No. Broadway; Atlanta Office: Rutland Building, Decatur, Georgia; 
Dollas 1, Texas; Fresno, Colifornia; Los Angeles 31, California. 
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CONNECTING ROD BOLTS 
Made of alloy steel — heat treated — 
threads rolled or cut — finished to 
extremely close thread and body 
tolerances — body ground where 
specified. Expertly made by the 
pioneers in producing connecting 
rod bolts by the cold upset process. 


2155 SCRANTON ROAD e 


“SHINYHEADS” 


America’s Best Looking Cap Screw 


Made of high carbon steel — AISI 
C-1038—to standards for Full Fin- 
ished hexagon head cap screws— 
bright finish. Heads machined top 
and bottom. Hexagon faces clean 
cut, smooth and true,“mirror finish 
Tensile strength 95,000-110,000 
p.s.i. Carried in stock. 


“LO-CARBS” 


Made of AISI C-1018 steel—bright 
finish. For use where heat treatment 
is not required and where ordinary 
hexagon heads are satisfactory. 
Hexagon heads die made to size — 
not machined. Points machine 
turned. Tensile strength 75,000- 
95,000 p.s.i. Carried in stock 


FILLISTER CAP SCREWS 


Heads completely machined top 
and bottom. Milled slots—less 
burrs. Flat and chamfered machined 
point, Carried in stock. 


“SHINYLAND” STUDS 


All studs made steam-tight on tap 
end unless otherwise specified, 
with flat and chamfered machined 
point. Nut end, oval point. Land 
between threads shiny, bright, 
mirror finish. Carried in stock. 


THE FERRY CAP & SET SCREW CO. 


e CLEVELAND 13, OHIO 


“HI-CARBS” 
Heat Treated Black Satin Finish 


Made of high carbon steel — AISI 
C-1038. Furnished with black satin 
finish due to double heat treatment 
Hexagon heads die made, not ma- 
chined. Points machine turned; flat 
and chamfered. Tensile strength 
130,000-160,000 p.s.i. Carried 
in stock. 


SET SCREWS 


Square head and headless — cup 
point. Case hardened. Expertly 
made by the pioneers in producing 
Cup Point Set Screws by the cold 
upset process. Cup points machine 
turned. Carried in stock. 


FLAT HEAD CAP SCREWS 


Heads completely machined top 
and bottom. Milled slots — less 
burrs. Flat and chamfered machined 
point. Carried in stock. 


2K 
ADJUSTING SCREWS 


Valve tappet adjusting screws — 
Hexagon head style — to blue print 
specifications—hexagon head hard; 
polished if specified — threads soft 
to close tolerance— points machine 
turned; flat and chamfered. 


ok 
SPRING BOLTS 


Case hardened to proper depth and 
ground to close tolerances. Thread 
end annealed. Supplied in various 
head shapes, with oil holes and 
grooves of different kinds, and flats 
accurately milled. 


FERRY PATENTED ACORN NUTS 


For ornamental! purposes. Stee! in- 
sert ~ steel covered. Finish: plain, 
zinc plated, cadmium plated. Size: 
9/16", 3/4",15/16" across the flats. 


Tapped 1/4" to 3/4” inclusive 
Cross section of Ferry patented 
acorn nut, showing how steel hexa- 
gon nut iits snugly into shell. 













STANDARD 





carried by 
LEADING 
DISTRIBUTORS 





furnished to 
BLUE -PRINT 
SPECIFICATIONS 


WRITE FOR 
INFORMATION 


SEND FOR SAMPLES 
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BARROWS . . LAWN ROLLERS . . MORTAR PANS 
DRAG SCRAPERS . . MORTAR MIXING BOXES. . 
SALAMANDERS . . CONCRETE CARTS 
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Jackson Dealers have everything 


needed for a profitable repeat business 


Completeness of the Jackson line plus the many 
resale features of each of the individual products 
give dealers all the sales advantages to meet the 
requirements of their customers. Ruggedness and 
utility are recognized characteristics of “Jackson” 
products. Furthermore the name “Jackson”, repre- 
sents seventy years of “know how” and is in 
itself a symbol of high quality. Thus the dealer 
who sells the Jackson line is assured of being in 
position to meet an established demand for prod- 
ucts that are priced right and which will be called 


for over and over again by satisfied customers. 


Get in touch with your nearest 


Jackson Wholesaler. 


Est. 1876 


JACKSON MANUFACTURING CO. 


HARRISBURG, PA. 


9€6,u.5. 9° 








for every need! 


¢ INDUSTRIAL 
¢ MARINE 

¢ FARM 

¢ AUTOMOTIVE 
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INTERNATIONAL 
CHAIN & MFG. CO. 


YORK, PENNA. 
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MYERS WEED SPRA YER 


Outstanding In Design And Construction — 
Equipped With Time-Proved Myers Pump! 


Here’s a Weed Sprayer you can sell with the same confidence 
and enthusiasm that sparks the sales of one of the world’s 
most popular pumps. The heart of this new and different 
sprayer is the famous Myers Reciprocating Pump, sold by 
thousands of water system dealers. Simple, sturdy and eff- 
cient, this time-proved pump is perfectly adapted to weed 
spraying — provides steady, even pressure to insure thorough 
atomization and coverage. It’s a pump that requires little 
service — and when parts are needed they’re always available. 


Engineered Right Throughout ! 


This new Myers Weed Sprayer is tops in every way. It’s 
designed for utmost efficiency, economy and reliability. Steel 
tank is specially built for use with weed sprayer solutions. 
Sprayer is equipped with adjustable, folding, 21-foot steel- 
pipe boom. Frame is welded steel construction, designed for 
easy handling and mobility. Here’s the advanced Weed 
Sprayer your customers are waiting for— another Myers 
quality product way out in front and easy to sell in any 
comparison, Mail coupon for full information. 
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New! Complete Line of Famous Silver 
Cloud Gun and Boom Type Sprayers 


This new full-range Myers line offers types 
and sizes for every spraying need. 2-wheel, 
4-wheel and skid type models designed for 
simplicity and compactness. Standardized 
construction throughout this new line — 
pumps, engines and tanks matched for high 
efficiency in meeting every spraying require- 
ment. New Myers Bulldozer Pumps, extremely 
compact and powerful. Mail coupon for new 
Power Sprayer catalog. 








a 
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THE F. E. MYERS & BRO. CO. 
Dept. M-52, Ashland, Ohio 


Send me the following: 


I 

| 

| 

| 

| 

| 

| [] Full information on new Myers Weed 
| Sprayer. 
| 

| 

| 

| 

| 

| 

i 

' 


[] Catalog on new Silver Cloud line. 

i 
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| Leading Hardware Stores 
| Select STUART 
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- TWIST! 






STUARTS 


ARE SURE TO SATISFY 





- Stuart Closed Back Shovels have the lightness and handling 
“ as ease of the open back, the perfect balance of the plain back, 
bt! the sturdy strength of the solid shank — ALL COMBINED IN / 





ONE GREAT SHOVEL. STUART Shovels have blades of high 
carbon steel and Quality X Grade handles, made 65 per cent 
stronger by WOOD'S Patented Steel |-Beam Handle Reinforce- 

ment. Select Stuart yourself, there's a nearby Stuart Jobber / 
who can supply you. 


“ela, *™™ THE WOOD SHOVEL 


WO ID | AND TOOL COMPANY 


| : ae, PIQUA, fo} ite) 
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Published Every 
Other Thursday 


"The Hardware Dealer's Magazine” 


Established 1855, succeeding and embodying ''Hardware"’ of N 

“Stoves and Hardware Reporter,"' St. oo Me “The Western  ~Bawad 
Journal, Omaha; **Iron Age Hardware,"" New York City; ‘"The Hard- 
ware Reporter,'' St. Louis; ‘Hardware Salesman,"" Chicago; ‘*Hard- 
ware Dealers Magazine,'' New York, and "'Good Hardware,'* New York. 













Just Among Ourselves, by Charles J. Heale 


Helping Salespeople Click, by Briant Sando 





Get Ready for Father's Day! 





Cement Ruling Spurs Attack on Steel Basing Point System, 
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“Chain for your dog? Yes, sir. Lead, runner, 
kennel, choker or coupler? Is it a large dog, 
medium or small?” 

AMERICAN CHAIN offers just about every 
kind of dog chain there is, made of good strong 
Tenso, or Elwel twist link welded chain. 

You might be surprised at how many of your 
customers own dogs—and how many would 
respond to the suggestion that they buy a 
chain for it. Dog chains are ‘in season’’ the 
vear ’round. 

Ask your AMERICAN CHAIN distributor about 
dog chains. 


AMERICAN CHAIN DIVISION 
AMERICAN CHAIN & CABLE 
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“There Are Only Fifteen First-Class 
Hardware Stores in U.S.” 


N the February 26th issue 

of HARDWARE AGE I called 
attention to an article in 
the January, 1948, issue of 
Fortune entitled ‘“‘Home Work- 
shops” which carried a subhead 
which read “Power Tools Are 
Luring More andMore Americans 
Into the Defeaning Solitude of 
the Basement’’. With this 
statement there was no quar- 
rel andevery aggressive hard- 
ware wholesaler and dealer 
knows that this is so. 


However, the article went on 
to explain the difficulties of 
obtaining proper and adequate 
distribution of such equip- 
ment - oneof the reasons given 
was that there are “Only 15 
First-Class Hardware Stores in 
the United States.” 


I said that I could name at 
least 15 stores that could 
qualify in Long Island alone. 
Iwas challenged and furnished 
21 names from memory. There 
was further rebuttal. 


The Grocery 


HE Federal Trade Commission, 

presumably working under the 
regulations of the Robinson- 
Patman Law, is getting very 
active on the discount struct- 
ure on salt. 

This law establishes, to put 
it briefly, the reasonable and 
equitable premise that com- 
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In the meantime, three of 
the 15 stores honored in the 
modest national list of 15 
have written me to state that 
they have that many first-class 
competitors within reasonable 
trading area of their own 
operations. 


An Arkansas wholesaler says 
he can name twice that number 
in Arkansas alone. A Minnesota 
wholesaler claims he can name 
50 - and so on. 


In the meantime HARDWARE 
AGE is making a national 
survey among hardware stores 
in order to find out how many 
stores do how much business in 
power tools and in what makes-- 
also some related data which 
should prove of great interest 
to our readers. The findings 
of this study will appear in 
one of our June issues and, 
judging from the preliminary 
compilations I have seen, there 
are plenty of hardware stores 
in the United States, doing a 
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petitors should be treated 
alike providing quantity 
terms, etc., are similar. It 
permits a better buying price 
(within the trade in any field) 
if and when it can be estab- 
lished that the extra discount 
is a precise reflection of 
reduced handling costs. In 


big job on the sale of power 
tools and related sundries, 

Just where Fortune got its 
data for its broad indictment 
of the efficiency of hardware 
distribution of power tools 
and other home-workshop equip- 
ment is difficult to figure out. 

Among the handful of reports 
there are a number of stores 
in some of the smaller towns 
whose sales in such equipment 
pass the $40 ,.000 mark annually. 
A few come close to the $100, 
000 mark and these do not in- 
clude any of the honored 15 
stores indicated by the article 
in Fortune. 

Watch for the story on our 
study. It will, in all prob- 
ability, appear in the June 
17th issue of HARDWARE 
AGE. Show it to other 
hardware men, the manufactur- 
ers’ and wholesalers’ repre- 
sentatives who call on you. 
Extra copies of this survey 
story will be available upon 
request. 


Trade Is Having Discount Problems 


other words, where there is a 
movable savings, that savings 
may be. passed on to the trade 
customer. 

In a recent news story the 
New York Times reports, in 
connection with the salt case, 
the following conclusions: -- 

“*]-Given a burden of merely 
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‘ reasonable possibility’ the 
FIC seems to be in good 
position to attack success- 
fully any quantity discount 
structure waich cannot be 
justified with considerable 
preciseness by costs sav- 
ings to the grantor of the 
discount. 

“2-Despite the fact that a 
retailer may not compete 
directly with awholesaler, 
a differential in favor, of 
the retailer (whether based 


on quantity purchases or 
not) will be suspect if the 
customers of the whole- 
salers compete with that 
retailer. 

“3-While the decision says 
nothing of alower price to 
a wholesaler than to a re- 
tailer, logic would imply 
that there could bea lower 
price toawholesaler which 
could work as an illegal 
discrimination such as be- 
tween the wholesaler’s cus- 
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tomers and a retailer buy- 
ing direct.” 

There seems to be a little 
complication in this summary. 
I can’t tell whether a “ func- 
tional discount” is getting 
recognitionor not but do feel 
that this salt case may prove 
to be a very important prece- 
dent in subsequent FIC activ- 
ities in connection with dis- 
count structures in many 
fields, including the hard- 
ware business. 


Recent Cement Case Decision Could Outlaw 


All Basing Point Prices 


HE recent Supreme Court 

ruling on the now famous 
cement case may quickly lead 
to a definite f.o.b. factory 
pricing basis for many hard- 
ware distribution products 
that formerly sold on the 
“basing point” system. 

This subject has been dis- 
cussed before in these columns 
and elsewhere in this issue 
there are current reports 
direct from the Washington 
Bureau of HARDWARE AGE. 

Federal Trade Commission 
spokesmen precisely state 
that “freight absorption” 
prices are out or will be under 
the cement case ruling. If so, 
and it looks that way, many 


Basic 


OR several years, com- 

petent authorities have 
been urging a reduction in 
the number of items stocked 
by both wholesale and retail 
hardware distributors: unnec- 
essary duplication of lines, 
unpopular sizes and types, etc, 
yet traditionally hardware 
stock items which have block- 
ed progress toward the goal 
of simplified and reduced 
hardware inventories. 

Several years ago, one whole- 
saler stated at a wholesale 
convention that his post-war 
ainventory would have half as 
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hardware store items will be 
seriously affected. 

The avowed intent of this 
action is to give all comers 
an equitable status in compe- 
tition. However. in many prod- 
ucts sold cémmonly through 
hardware channels, the final 
result may be quite contrary. 
I say this having in mind the 
thought that the removal of 
the basing point system may 
penalize smaller production 
operators (who have but one 
or two'points for shipping 
goods) as opposed to larger 
operators, notably for ex- 
ample, the manufacturers of 
merchant steel products, who 
have several points of produc- 
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tion from which shipment can 
be made. 

Obviously one-mill or one- 
plant operators will have to 
meet this competition with 
price concessions or be con- 
tent to do a more localized 
business. 

Admittedly, these are random 
thoughts on the subject and 
the final showdown may prove 
otherwise. But at the moment 
I do not consider the cement 
case decision when used as a 
precedent for hardware store 
products, as it surely will 
be used, as being in the best 
interests of the hardware in- 
dustry as a whole. I hope I 
am wrong. 


Stock for Hardware Stores 


‘many items as his pre-war 
stock. 

A few weeks ago a far-west- 
ern wholesaler told a group 
of his dealer-customers the 
fol lowing: -- 

“Our company had 85,000 
items in its 1918 catalog; 
65,000 items in its 1926 cata- 
log, and has approximately 
40,000 items in its 1948 in- 
ventory. 

“Your (meaning the dealer’s 
stock) 1948 basic stock has 
about 12,000 items. Think of 
the advantages you have in 
determining your basic stock 
by selecting from 12,000 items 


instead of the 40,000 or 60, 
000 items which your competi- 
ters must select from.” 


This is really something to 
think about; something to study 
and act upon. It is doubtful 
if any basic stock program 
suitable in one area or type 
of store market trading area 
would do for all others but 
the basic principle of a basic 
stock, showing great reduction 
in the number of items, should 
lead to economies that are 
vitally indicated as needed 
in the near future--if we are 
to continue on the profit side. 
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Tighter than a clam 


It just wouldn’t be fair to match a clam against a 
Lockwood screen-door Closer and Latch-set team. 
In any close-it-and-keep-it-closed contest, Lock- 
wood would back the clam right out of the bay. 


The reasons-why are fundamental. Lockwood 
always engineers closers to handle even the heav- 
iest screen doors with a gentle firmness that’s a 
tonic to slam-banged nerves. And doors can click 
shut quietly, to stay shut securely, because Lock- 
wood’s Rim and famous Bor-Loc*® Sets come from 
a long line of latches that were brought up to do 
a latching job right, right from the start. 


Deliveries on all these items are exceptionally 
prompt .. . prices are right. L-86 


*T. M. Reg. U.S. Patent Office 





Division of Independent Lock Company ° 
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Famous Lockwood Bor-loc. Screen Door 
Latch Set—No. 8597 Brass, No. 5597 
Steel. Quickest and easiest of all to 
install. Knob outside and lever handle 
inside operates tubular latch. Stop on 
inside deadlocks latch bolt, 























Screen Door Rim Latch Set— 
No. 4115 Brass Plated, No. 4117 
Bronze. Operates by knob out- 
side and lever inside. Stop on 
inside deadlocks latch bolt. 





FOR EXTRA HEAVY SCREEN DOORS: No. 3002 De Luxe 
Closer. Gun metal finish. Extra powerful spring. 
Installs on either right- or left-hand doors without 
reversing ratchet. Adjustable closing speed. 





FOR HEAVY SCREEN DOORS: No. 3001 Senior Closer. 
Reversible, Adjustable tension spring and closing speed. 


a 


FOR LIGHT SCREEN DOORS: No. 2001A Junior Closer. 
Natural color, dull finish. Compression type spring. 
Reversible. Adjustable closing speed. 





HARDWARE MANUFACTURING CO. 


FITCHBURG, MASSACHUSETTS 
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Helping Salespeople Click 
Sc 
co 
| By BRIANT SANDO a 
Sales Counsellor 
Louisville, Ky. 
| 
Tueres an old hill- says 
: b the o 
billy story I've always liked. It's tivity 
about the mountaineer who went lav - 
to the city dentist with an aching Samati 
| tooth but refused to tell the ex- i ae 
| tractionist which one made him Per 
holler. cnlien 
“You've got the education,” he = 
- told the man in the white coat. at de 
“You figure out which one it is.” ae 
So the dentist wound up by pull- oni 
ing them all out. as 
Havent you known hardware Mo 
| dealers who follow the same sort ne 
of hit-or-miss reasoning? They on tn 
| spend plenty of time lookine heis 
around for help, then when they sents 
take on new people they tell them cums 
a few rules and regulations and an 
turn them loose. tives 
They say. “Now you're on you Ho 
| own. Get in there and pitch.” upon 
| Pitch? With what? They don't entror 
| even know how to hold the ball. of ex 
| let alone the rules of the game. work. 
| Some of ’em don’t even know mixer 
| what game they're playing; they hones 
| may swing a baseball bat when ful te 
| they need a niblick. sistan 
| Here is where a good boss. or a traits 
| good teacher. comes in handy. tice v 
There’s nothing like an adequate It 
| sales training program to lift zood 
standards all around. Even the you | 
salesmen who are ambitious need othin 
| | leadership same as the others: time 
lia | somebody has to guide and help 
them alone. 

Big Job Ahead Sal 
shot 
| | Hardware store owners and man- ; 

' ° ‘ ; conti 
| agers are inclined to spend their ere 
| time on problems that show up nati 
plainest store arrangement, dis- requi 
plays. buying. financing, credits, aidll 
| “Hardware store owners are inclined to spend their time on ioe wagenel their wumes- manu 
| problems tha? show ep pleleest-store errengement, dlepleys, people. knowing they will muddle | bet f 
buying, financing, credits. . . They neglect their salespeople." through somehow or other. 
| F : ie 4 MAY 
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A Nice Red Apple for 


Sales training must be continuous because of 
constant changes. Nobody can handle it in the 
right way except one who knows all the angles 


This is short-sighted. Actually 
the only direct profit-making ac- 
tivity of your store is selling. You 
lay out money for all the other 
functions to get a chance to cash 
in on sales. 

Perhaps you are neglecting 
sales training because you don't 
feel qualified to handle it. One 
of the best ways to improve your- 
self is to plunge right into this 
work; it will help you as well 
as the students. 

Most hardware store owners and 
managers are capable of teaching 
at least the basic fundamentals to 
their own salespeople, supple- 
mented with all the help they 
can get from distributors’ sales- 
men, manufacturers’ representa- 
tives and specialty demonstrators. 

How far you can go depénds 
upon your own make-up, whether 
introvert or extrovert, what kind 
of example you set in your daily 
work. You need to be a good 
friendly, 
honest; alert for extra sales. help- 


mixer, energetic and 
ful to customers, fair to your as- 
sistants. You can't inspire such 
traits in others unless you _prac- 
tice what you preach. 

It is important to provide a 
good teacher or leader, even if 
you have to hire him from some 
other line of business on a_part- 
time basis. 


Give and Take 


Sales training is not a single- 
shot proposition; it must be 
continuous because of constant 
changes in merchandise, improved 
methods or special conditions that 
require attention. Training media 
such as films, booklets. charts and 
manuals are all excellent tools. 
but beyond that salespeople need 
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BRIANT SANDO 


to be kept 

improved. 
Nobody can do this except a 

person right on the job who is 


inspired, corrected, 


dynamic. enthusiastic and adept 
in handling people. Without the 
latter skill. when mistakes or mis- 
understandings arise. it is human 
nature to pass the buck to the 
other fellow. For example, in sell- 
ing gas or electric ranges, refrig- 
erators or vacuum cleaners, if a 
certain demonstration fails it is 
easy to bark out: 

“Sam. thick- 


awfully 
headed today. Can't you get it 


you re 
through your ivory skull that this 
is the way it works and this is 
what you ought to say to the 
prospect ?” 

Or, you can use much milder 
words and. still rub Sam_ the 
wrong way-——even with such a 
simple sentence as, “Sam, you 
don’t That still 
makes Sam the goat: it shatters 


understand.” 


his ego. 
Think how 
tive it is to share the blame and 
say, “Sam. I’m sorry I don’t make 
myself clear. It’s this way 


much more effec- 


Teacher 


In Three Parts 


Part 3 


And then add, “Look, Sam, I’m 
not finding fault with you but I 
guess I’m not teaching like an ex- 
pert today. Evidently I haven't 
made everything quite clear to 
you, so you could follow easily. 
Let's back up and start all over, 
shall we?” 

There's all the difference in the 
world in these two methods of 
handling people. The first implies, 
“Why. you poor stupid so-and-so, 
you cant understand simple 
facts.” The second indicates, “You 
and I are in this situation to- 
gether; let’s both be patient and 
try to work it out right.” 


Perfection Is No Trifle 


Some hardware store owners 
and managers kick about lack of 
progress in certain people, per- 
haps after months or years of 
employment; they forget that they 
never told these folks exactly 
what they wanted nor how they 
expected them to do it. So, like 
Topsy. the help “jest growed.” 
There’s a better way. 

Let's compare selling with bat- 
ting in a baseball game. Almost 
anybody can hit the ball once in 
a while and play scrub. Those 
who work and study and train 
get into the big leagues. There 
they have coaches and trainers 
and managers who polish every 
detail, helping the batters boost 
their averages from 250 to 300 
or 350, and the latter are the stars 
that draw the crowds. 

At the ball park you'll find 
that six out of every ten times 
the runner is safe or he is out at 
first-base by half a step; the rest 
of the time he is safe by a mile or 
out by a mile. You'll soon learn 
that the difference between a 250 
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and a 350 batter seems small but 
there’s a big difference in pay. 
Good coaches have added points 
to the average of many a batter 
by having him bat left-handed in- 
stead of right, so he is a step 
nearer first base; or by changing 
can get off a 
split second sooner with the crack 


his stance so he 


| of the bat. “Perfection is made up 
of trifles but perfection is no 
trifle.” 

Same in selling hardware and 
kindred lines. An ordinary clerk 
can handle the easy sales; its the 
tough ones and the extra ones 
that count, and a good coach or 
teacher can help insure these. 


Start a Regular Schedule 


You can hold regular study and 
practice periods, once or twice a 
week, or meet informally in 
| groups, depending upon size of 
store and number of people. 

If this is supplemented with 





college or university extension 
work, correspondence courses, 
classes at the Y, etc., then the 


store should pay part or all of 
the tuition and book expenses— 
in return for the student putting 
up his time. 
In addition 
work, 


to straight sales 
you may want to tie in 
such related subjects as public 
speaking, personality develop- 





ment, remembering names and 

| faces, ete. 
i . . 
Some manufacturers and dis- 


issue “how-to-sell” ma- 
terial on their own lines; accumu- 
late a wide variety of this material 
and use it for study or reference. 


tributors 


cently combined a training book- 
let with a reduced price plan for 
product ownership by the clerks 
themselves. As they explained it: 

“Our two-fold. 
First, we want the salespeople to 
have a thorough knowledge of 
our products they _ sell 
(personal leather items such as 
| billfolds, travel kits, key cases, 
etc.) 


objective is 


which 


and second, we want them 
to have pride of possession of a 
fine piece of leather goods so 
they will know from personal ex- 
perience its outstanding features.” 


combining 
“pride of ownership” with basic 


business, 


| This : good psychology as well 
as FOO0C 

| 

| 
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A leather specialty company re-, 


knowledge of the product. Manu- 
facturers and store owners might 
well follow this plan on a variety 
of other products, encouraging 
their salespeople to own and know 
more. 

A leading hardware house lists 
these ten traits needed to be a 
successful salesperson: 

1, an appreciative attitude to- 
our kind of 
good appearance and_ physical 
stamina; 3, ability to talk well; 
4, pleasing personality; 5, sound 
ideas with the ability to back 
them up convincingly; 6, aggres- 
siveness and the ability to get 


ward business; 2, 


things done; 7; resourcefulness 
and the will to 
tively; 8, tact to get along with 
others on both sides of the coun- 
ter; 9, average or above-average 
mental ability without being 
smart-aleck; 10, skill in using cor- 
rect selling techniques. 

To be a good leader, a builder- 
upper of others, these are the 


work construc- 


Displays Promote Plastics in California Storc 


Tas may well be called 
“The Age of Plastics,” since so 
many lines of these materials are 
now being manufactured and so 
many new ones being constantly 
developed. An excellent method of 
calling this line to the attention of 
the public has been used by 
Horace Green & Sons, Long 


Beach, Cal. 





This attractive window called plastics to the attention of passers-by. 
























































traits that count most in the hard- 
ware store: 
First, make clerks and _sales- 
people feel important; help them 
realize there are opportunities 
ahead and room for advancement. 
Second, encourage people to 
improve themselves and then help 
them to accomplish it. 
Third, recognize meritorious 
work promptly (not after long 
delays) and reward it properly. 
People can’t stay with you for 
love; fair pay counts. 
Fourth, know and understand 
your different employees — their plays 
problems, their families, their ges 
hopes and ambitions; this helps for 
keep them faithful when they aay 
might be tempted to leave you. — 
Summed up, help your helpers that 
along and they will give you goods 
more appreciation than the leg- both 
endary “red apple for teacher” — hobby 
they’ll add to the good reputation 
of your hardward store and they’l! 
make music with the cash register. 
on Cat 
dener 
When the department was first vegies 
inaugurated the firm called atten- rie ‘ 
tion to it by a colorful window ve 
display. This had pillars of white, — 
hung with garlands of silver and prongs 
gold foliage. A long strip of green hebt 
metalized paper said in big white 9p 
letters “This Age of Plastics.” Fathe 
The display featured clothes line, A sm: 
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of plastic and in many colors. reel o 
a var 
were 
plies 
the m 
at th 
prior 
at the 
“For 
in his 
add 
pleasu 
The 
Yakin 
page | 
day f 
firm 
being 
ad wi 
and | 
listed 
den t 
' sporti 
cial te 
had a 






HARDWARE AGE 





MAY 





the hard- 


nd sales- 
elp them 
ortunities 
incement. 
eople to 
then help 


eritorious 
‘ter long 
properly. 

you for 


nderstand 
_— their 
es, their 
his helps 
1en_ they 
ye you. 
r helpers 
give you 
the leg- 
2acher”’— 
eputation 
ind they’l] 
1 register. 


ore 


was first 
led atten- 
1 window 
of white, 
ilver and 
» of green 
big white 
Plastics.” 


thes line, 
d utensils 
colors. 





sers-by. 


RE AGE 








- Get Ready for Father's Day! 


How four Pacific Coast firms made use of window 
displays and direct mail in promoting the event 


C sieus ads and dis- 


plays should be used to publicise 
gifts for Father's Day—June 20 
-for it offers a splendid oppor- 
tunity for the hardware dealer to 
increase the sale of quality goods 
that appeal to men sporting 
goods of every variety; tools, 
both power and hand; barbecue, 
hobby, and garden supplies. 


Father's Day Ideas 


Catering to the amateur gar- 
dener, the Ernst Hardware Co.. 
Seattle, Wash., last year arranged 
a window with a brick wall in 
the background and a length of 
white picket fence, the floor being 
covered with green turf. A rustic 
sign advised “If gardening is his 
hobby these will please him.” 
Fathers Day, June 15 (1947).” 
A small tractor, lawn mower, gar- 
den shears, hoe, rake and spade, 
reel of plastic hose, sprayer, and 
a variety of small garden tools 
were featured. The garden sup- 
plies department extends down 
the middle of the store, starting 
at the store entrance. A_ week 
prior to Father's Day a big card 
at the front of the section said, 
“For the Dad who takes pride 
in his garden—Give something to 
add to his convenience and 
pleasure.” 

The Yakima Hardware Co., 
Yakima, Wash., ran a quarter 
page ad headed “It’s a red letter 
day for Dad” in red letters, the 
firm name at the bottom also 
being in red. The balance of the 
ad was in black and suggested 
and priced a number of items, 
listed under different heads—gar- 
den tools and supplies, hobbies, 
sporting goods, and tools. A spe-- 
cial table near the main entrance 
had a collection of practical gifts 
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The Washington Hardware Co. played up a variety of potential 
gifts for fathers in this attractive and eye catching window display. 





tools, games, sporting goods. 
The Washington Hardware Co.., 
Tacoma, Wash., arranged a large 
window with fluted white paper 
background, in the center of 
which was a_ green circular 
placque with the card “Remem- 
ber Dad on Father’s Day.” Radi- 
ating from this were five long, 
narrow boards on each of which 
were laid sports items, tools, 
grames, garden supplies, and 
knives. In the store three tables 
were set up, the first holding 
small sports items; the second, 
tools; and the third garden tools 
and supplies. In the center of 

The Triangle Hardware Co., 
Redondo Beach, Cal., chalked up 





a goodly increase in business by 
means of a direct mail campaign. 
Said the manager, “We took an 
ordinary U. S. post card, and 
mimeographed on it ‘Big Sales 
Event for Father’s Day. Tools for 
his workshop; fishing tackle 
largest supply in south bay dis- 
trict; Builders’ supplies; Garden 
tools, paints and enamels.’ At the 
bottom was printed ‘Bring this 
card and receive 50 cents credit 
on every $5, worth of merchan- 
dise. This served a double pur- 
pose—it brought in many who 
were anticipating buying a 
Father's Day gift, and it enabled 
us to check on the effectiveness 
of our mail advertising.” 





The Ernst Hardware Co. featured this display for the garden-minded ded. 
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Cement Ruling Spurs Attack 


Six to one Supreme Court decision against cement industry's 
system of basing point prices threatens to outlaw steel's 
pricing structure as a violation of the FTC act. Freight 
absorption permitted by individual producers to meet com- 
petition but not as a ‘systematic pattern’. FTC powers also 


|= Federal Trade 
Commission is moving ahead with 
renewed confidence in its current 
case against the steel industry, 
charging conspiracy to maintain 
a basing point system of delivered 
prices, as a result of the Supreme 
Court decision of April 26 up- 
holding an FTC cease and desist 
order against the cement industry. 
In upholding FTC, the Court 
agreed in a 6-1 decision that a 
combination employing a multiple 
basing point system of pricing 
violated the FTC act and that 
such a combination results in 
“systematic price discriminations” 
which violate the Clayton Act. 


FTC's Interpretation 


FTC attorneys analyzing the 
effect of the Court’s sweeping de- 
cision told Harpware AGE that 
their interpretation is that basing 
point systems of pricing, single 
or multiple, are outlawed, as is 
“systematic” freight absorption. 
Much hinges on this word “sys- 
tematic.” The Commission inter- 
prets the Court’s decision as per- 
mitting freight absorption by 
individual producers in order to 
meet competition, but not in a 
basing point or other “systematic” 
pattern. Therefore, random, spo- 
radic, non-systematic, non-basing 
point, freight absorption on an 
individual basis appears to be o.k. 
However, FTC states that the 
order makes it necessary for all 
cement producers to establish a 
mill price. 
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seen as revitalized. 


By EUGENE J. HARDY 


Washington Representative 
of Hardware Age 


Contrary to views expressed in 
some segments of the steel indus- 
try, the Commission does not now 
interpret the decision as forcing 
the adoption of a uniform f.o.b. 
mill system of pricing. 

The Commission has noted that 
“the decision has a definite and 
substantial impact upon the status 
of similar systems of identical 
prices used by a number of heavy 
goods industries. In the aggregate 
the commodities priced under 
such systems are important factors 
in the cost of housing and other 
construction and of semi-fabrica- 
ted products used as raw materials 
in a host of other industries.” 

In a warning to such industries, 
the Commission has also gone on 
record as expressing “hope that 
industry in general, and organized 
industry in particular, will avail 
itself of the opportunity now pre- 
sented to conform voluntarily to 
the laws as determined by the 
Supreme Court in the cement 
case.” 


Decisions Awaited 


Meanwhile, the Commission 
awaited decisions in three similar 
cases now pending in United 
States Circuit Courts of Appeals, 
two involving steel products and 
the third, book paper, and at the 
same time proceeded with the dis- 
position of other cases pending 
before it. Handed down on April 
29 was an order directing Amer- 
ican Refractories Institute and 37 
corporations to cease and desist 
from a_ price-fixing combination 


involving the use of a freight- 
equalization. delivered-price  sys- 
tem as well as a zone delivered 
price system. Hearings have also 
been resumed on the Commission’s 
complaint charging American 
Iron and Steel Institute and 101 
steel producers with collusive 
price-fixing through use of a 
multiple basing point, delivered- 
price system. 
An Important Effect 

Lynn C. Paulson, principal 
FTC attorney in the current case 
against the steel industry, told 
Harpware AGE that one of the 
most important effects of the 
Court decision was that it “revital- 
ized the authority of the Federal 
Trade Commission in determining 
what is unfair competition.” In 
backing up his interpretation. Mr. 
Paulson points out that in all 
cases of fact the Court relied 
heavily on the FTC findings. For 
example, Mr. Paulson shows that 
many of the Court’s conclusions 
are preceded by phrases such as 
the following: “We sustain the 
Commission’s holdings***, In so 
doing we give great weight to the 
Commission’s conclusions***. We 
uphold the Commission’s conclu- 
a. 

Along these lines, the Court 
states that it was the intention of 
Congress to create an agency 
“whose membership would at all 
times be experienced, so that its 
conclusions would be the result of 
an expertness coming from ex- 


HARDWARE AGE 








pei 
the 
exa 
her 
pre 
it f 
dut 


E 
thai 
mol 
dec’ 
rath 
pea 
resu 
cou! 

I 
of 
by . 
that 
clar 
stra 
of | 
self: 
the 

lh 
who 
have 
that 
inte} 
held 
two 
in tl 
selli 
a sir 
dete: 
miss 
port 


MAY 





wck 


freight- 
rice Sys- 
lelivered 
ave also 
mission’s 
\merican 
and 101 
collusive 
p of a 
elivered- 


>ct 


yrincipal 
ent case 
ry, told 
of the 
of the 
“revital- 
Federal 
‘rmining 
on.” In 
ion. Mr. 

in all 
t relied 
ngs. For 
ows that 
clusions 
such as 
tain the 
, In sO 
it to the 
owe we 


conclu- 


e Courl 
ntion of 
agency 
d at all 
that its 
result of 
rom. ex- 


-E AGE 











on Steel Basing Point System 


ITH the main body of evidence in the steel case expected to 

be in the hands of the Federal Trade Commission by mid-June, 

Lynn C. Paulson, chief attorney in the complaint against the steel 
industry, is beginning to lay the ground work for the type of cease- 
and-desist order he will present to the full Commission for approval 
prior to being issue. 
Mr. Paulson has signified that he is presently inclined to write an 
order which would call on the industry to (1) sell f.o.b. mill when 
requested, (2) conform to the Supreme Court decisions in the corn 
products and cement cases. which would call for establishment of a 
mill price at every producing point and dissolve the basing point 
system as presently constituted, (3) cease the compilation and dis- 
seminating of freight rate information. The order would also cover 
many other industry practices, but these cover FTC's charges against 


the industry, 


perience. We are persuaded that 
the Commission’s long and close 
examination of the questions it 
here decided has provided it with 
precisely the experience that fits 
it for performance of its statutory 
duty.” 


Sees Faster Action 


Briefly, Mr. Paulson believes 
that this will result in more and 
more cases brought by FTC being 
decided within the Commission 
rather than the courts. It also ap- 
pears likely that the decision will 
result in faster action by the 
courts. 

In the other important sections 
of the majority opinion, written 
by Justice Black, the Court ruled 
that FTC “has jurisdiction to de- 
clare that conduct tending to re- 
strain trade is an unfair method 
of competition even though the 
selfsame conduct may also violate 
the Sherman Act.” 

In replying to two producers 
who claimed that FTC did not 
have jurisdiction on the grounds 
that they were not engaged in 
interstate commerce. the Court 
held that “The fact that one or 
two of the numerous participants 
in the combination happen to be 
selling only within the borders of 
a single state is not controlling in 
determining the scope of the Com- 
mission’s jurisdiction. The im- 
portant factor is that the concerted 
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action of all of the parties to the 
combination is essential in order 
to make wholly effective the re- 
straint of commerce among the 
states. The Commission would be 
rendered helpless to stop unfair 
methods of competition in the 
form of interstate combinations 
and conspiracies if its jurisdiction 
could be defeated on a mere show- 
ing that each conspirator had care- 
fully confined his illegal activities 
within the borders of a single 
state.” 


“Concerted Activities" 


In discussing the historic belief 
that price competition is wholly 
unsuited to cement, the Court 
points out that this belief “has 
resulted in concerted activities to 
devise means and measures to do 
away with competition in the in- 
dustry. Out of these activities came 
the multiple basing point de- 
livered price system. Evidence 
shows it to be a handy instrument 
to bring about elimination of any 
kind of price competition. The 
use of the multiple basing point 
delivered price system by the ce- 
ment producers has been coinci- 
dent with a situation whereby for 
many years, with rare exceptions. 
cement has been offered for sale 
in every given locality at identical 
prices and terms by all producers. 
Thousands of secret sealed bids 
have been received by public 


agencies which corresponded in 
prices of cement down to a frac- 
tional part of a penny.” 

As to individual euilt. the Court 
states that “each of the respond- 
ents, whether all its mills were 
basing points or not, sold some 
cement at prices determined hy 
the basing point formula and 
governed by other hase mills. 
Thus, all respondents to this 
extent adopted a = discriminatory 
pricing system condemned by Sec- 
tion 2” of the Clayton Act. “As 
this in itself was evidence of the 
employment of the multiple bas- 
ing point system by the respond- 
ents as a practice rather than to 
meet ‘individual competitive sit- 
uations we think the Federal 
Trade Commission correctly con- 
cluded that the use of this cement 
hasing point system Violated the 
Act. Nor can we discern under 
these circumstances any distine- 
tion between the “good faith’ pro- 
viso as applied to a_ situation 
involving only phantom freight 
and one involving only freight 


absorption.” 
The Dissenting Opinion 


The lone dissent hy Justice 
Burton. emphasizes the point that 
the Court did not rule on the 
validity of individual freight ab- 
sorption “made in sales by one 
or more producers in the course 
of bona fide competition, where 
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such producers have not acted as 
part of a combination to hinder, 
lessen, restrain, or suppress com- 
petition in the sale or distribution 
of the products so sold.” 

There has been almost violent 
disagreement among attorneys in 
the Nation’s Capital as to what 
the whole thing means to pro- 
ducers of steel, cigarettes, and 
other commodities, as well as 
cement, 


Sticks to Its Opinion 


The Federal Trade Commission 
still sticks to its original opinion 
that individual, non-systematic 
freight absorption has not been 
outlawed. Private attorneys, expe- 
rienced in anti-trust law and Fed- 
eral Trade Commission proced- 
ures, say that in a narrow sense 
this may be true, but the FTC 
can be expected to use the deci- 
sion as another step toward its 
ultimate goal of uniform f.o.b. 
mill pricing. 

In any case, they claim that 
Justice Black’s decision is ambig- 
uous and that it can mean either 
that all delivered pricing methods 
are illegal or only that it is 
illegal to combine in using a bas- 
ing point system. 

In this regard, much hinges on 
the accuracy of Justice Burton’s 
lone dissent in which he states 
that the majority decision did not 
rule on the validity of individual 
freight absorption to meet com- 
petition. Mr. Burton further 
pointed out that the cement deci- 
sion “has neither reversed nor 
directly passed upon the princi- 
pal conclusion of law reached by 
the court below” (the appellate 
court ruled against FTC) so that 
an understanding as to what can 
and cannot be done is_ still 
lacking. 

If Justice Burton’s interpreta- 
tion of the majority decision is 
not correct or is twisted out 
of shape by FTC’s compliance 
efforts, all factory sales eventu- 
ally will have to be made at a 
uniform f.o.b. factory price with 
no freight allowed or prepaid, 
and sales territories will be lim- 
ited to the producing plant’s own 
backyard. 

Illustrative of the confusion 
over the effect of the tenuously 
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arrived at majority decision is 
the fact that the Federal Trade 
Commission plans to establish a 
committee within the agency to 
answer queries from _ business 
concerning the effect of the deci- 
sion. This committee will be 
similar to the one set up when 
the Robinson-Patman Act was 
passed. 

What then can be done about 
a decision which has such poten- 
tially, far-reaching effects on the 
American economy? Two ways 
lie open to the steel and other 
industries — legislative changes 
and future interpretations by the 
courts. 

Justice Burton’s dissent makes 
it possible for another similar 
case, probably the current steel 
complaint, to be argued before 
the Supreme Court and the Court 
will have another opportunity to 
clarify its stand on this important 
issue. 
action is also 
likely, although not at the pres- 
ent session. However, any idea 
that Congress will legalize any 
price fixing system, basing point, 
zone, or what have you, should 
be dispelled for the immediate 
future. The steel industry’s warm- 
est friends in the Nation’s Capital 
cannot foresee such a develop- 
ment, regardless of the political 
complexion of Congress. 


Congressional 


An Oblique Attack 


Therefore, Congress is being 
urged to attack the problem from 
an oblique angle. The Court’s 
decision to bow to the Commis- 
sion’s findings has brought about 
a realization that FTC has be- 
come one of the most powerful 
bureaus in Washington, provided 
adequate appropriations are made 
available. Emphasizing the tre- 
mendous amount of evidence com- 
piled in the cement case, the high 
court placed great reliance on 
the Commission’s findings. 

This portion of the majority 
opinion gives great weight to the 
conclusions, and 
the courts will go slow before 
disturbing FTC orders in future 
cases. It is this portion of the 
decision that probably will result 
in legislation which would apply 
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the “rule of reason” to all Com- 
mission proceedings. One effect of 
such legislation would require the 
Commission to prove that trade 
practices in question are unfair 
to the consumer and against the 
public interest, in addition to a 
pure mechanistic finding of col- 
lective action. 

Such measures as H.R. 3871, 
now before the House Interstate 
and Foreign Commerce Commit- 
tee, which would strip the FTC 
of its judicial functions are not 
likely to get through Congress in 
an election year. However, impor- 
tant background for eventual leg- 
islative action is being laid and 
private attorneys are buttonholing 
Congressmen with their ideas for 
changing the FTC act. 


Conference Program 


In addition, the cement deci- 
sion undoubtedly will stimulate 
more serious consideration of leg- 
islation to permit industry to pol- 
ice itself by means of an ex- 
panded trade practice conference 
program. Such legislation has 
been vigorously backed by Com- 
missioner Lowell Mason, who has 
been extremly critical of current 
FTC procedures. Commissioner 
Mason’s own bill provides for 
trade practice conferences where 
there will be a discussion by 
industry members and _ govern- 
ment officials as to what type of 
trade practice rules would define 
the present anti-trust laws. This 
bill further provides for exemp- 
tion from prosecution if an indus- 
try member follows the trade 
practice interpretation of the law. 
But even in this case, if the trade 
practice interpretation of the law 
is restricted to mechanistic inter- 
pretation of what the courts have 
said, industry will be in no bet- 
ter position than it is today. 
Sound economic principles must 
be applied to such proceedings 
if they are to be successful. 

Before Congress gets around to 
acting on the Mason proposals 
it is likely that legislation which 
goes further than Mason has gone 
will have received strong back- 
ing. The American Bar Associa- 
tion, which now has the Mason 


(Continued on page 180) 
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Fancy vases, colored bowls, figurines and carved woodcraft attract traffic to these wall units. 


$15,000 Stock of Giftwares 


Has Three Turnovers a Year 


Corrwanes show a 


net profit superior to many of the 
other lines of merchandise sold 
by the Holser & Bailey hardware 
store in Santa Maria, Cal., a com- 
munity of 12,000. This depart- 
ment has been responsible for an 
annual growth in gross turnover 
since the firm started about 14 
years ago to stress the line. 

One of the strongest traffic 
attracting sections in the store, the 
giftwares department brings back 
old customers and is constantly 
attracting new ones. “We notice 
this daily”, says R. F. Holser, 
“and we specialize in inviting dis- 
plays of this merchandise. One 
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City dwellers, out-of-town people.and tourists 
have combined to make department a steady and 
increasing source of profit for Holser & Bailey 


entire window is devoted almost 
exclusively to giftwares at all 
times. Tourists traveling Highway 
101 between Los Angeles and San 
Francisco are attracted to the 
colorful displays. Often when we 
open the store in the morning, 
we find out-of-state travelers wait- 
ing to purchase some article 
which caught their eyes as they 
strolled past the store the pre- 
vious evening. 

“When we installed cut and 
pressed glass, colored glass and 
glazed clay poitery, reproduc- 


tions of old antique figurines, 
animal covered dishes. brass and 
copper ware and fireplace novel- 
ties, metal and china book-ends, 
lavishly decorated ornamentals 
such as vases, lamps, fireplace 
pieces and so forth, we soon made 
an important and satisfying dis- 
covery. 

“These lines were bringing 
more and more women into the 
store, women who otherwise had 
no occasion to visit a hardware 
establishment. In Santa Maria we 
are in strictly ranch and farming 
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trade territory. All around us are 
high-pressure vegetable farms 
producing crops the year around 
in carload quantities for eastern 
distribution. Beyond town, we 
have the old cattle ranching pop- 
ulace which has been here since 
the founding of the city. In addi- 
tion, we have a heavy tourist 
travel and so that means three 
distinct and separate types of cus- 
tomers to serve,” says Mr. Holser. 

“For the out of town ranch 
houses. the women demand the 
more practical line of merchan- 
dise from our gift shop depart- 
ment. True, some of them do go 
for the straight ornamental stock; 
mostly. though, they want what’s 
ornamental as well as_ service- 
able. Pottery dishes, brass and 
copper ware they can use the year 
around appeal to that type of 
customer, 


City Dweller Preference 


“The city dweller is a bit more 
lenient, buying heavily of straight 
ornamentals. A pair of _ little 
glazed figurines patterned after 
the antiques makes an attractive 
sight on the fireplace mantle. A 
large flower vase before the win- 
dow serves to tone up the living 
room. Plaques for the wall. col- 
ored glass and chinaware for the 
dining room, even pottery cook- 
ing utensils and dishes or table- 
ware for the kitchen all find 





A wide variety of giftwares is shown 





ready sales to this type of 
customer. 

“The tourist is more interested 
in the fancier and more costly 
merchandise. Our combined brass 
and glazed potter or metal and 
glass or copper and china lamps 
are splendid sellers the year 
around. Little metal novelties 
such as miniature old time copper 
kettles or brass wash boilers sell 
steadily. The animal-covered 
reproductions are popular take- 
aways. Smaller items, which make 
excellent souvenirs or small gifts 
to mail back home, are good 
sellers. 

Since the start of the gift sec- 
tion, Mrs. Mildred Jewett has 
been in complete charge. She is 
assisted in window displays by 
Roy R. Palmer who also has been 
with the store for many years. 

“One of the secrets of our suc- 
cess with this type of merchandise 
is that we keep changing the dis- 
play windows,” says Mrs. Jewett. 
“The psychology of frequent 
change is that if new. fresher 
items are shown, the illusion of 
brand new’ merchandise being 
offered is created. On the other 
hand, if identical pieces are on 
display too long. the impression 
could result in people thinking 
the merchandise is selling slowly, 
that perhaps its popularity is 
waning. 

“By shifting stock about, we 
have steady sales the year around 
in this department.” Mrs. Jewett 


on these five-tiered aisle 
displays. There are five tables devoted to this line in the store, 





adds. “Of course, some material 
will naturally sell faster than 
other types: For instance: with 
considerable new home construc- 
tion either now underway or be- 
ing planned here, we know that 
city dwellers will go heavily for 
the period merchandise — repro- 
ductions of old family heirlooms 
or antiques. 

“Mostly, women do the buying 
in this gift section but, on a 
years run, youd be astonished 
at the turnover we have with the 
men. Mother's Day brings them 
in for presents and when they 
tell us what they’re after, we try 
to help them out by asking them 
what was their mother’s favorite 
years ago. ‘Why, a couple of 
these old shoes, they’re apt to 
say. ‘Mother’s always speaking 
about the mustard that came in 
glass hens, ducks, boats and the 
like. In that way we know exactly 
what will appeal to the male cus- 
tomer. 


Strong Drawing Power 


“This department is a strong 
drawing power. It brings so many 
people into the store. They 
browse around and _ invariably 
wind up buying in some other 
department of the store after they 
finish on our side. That all helps 
in a year’s run. 

“Just to show you how strong 
our trade is with the women, we 
installed a rack of greeting cards 
which has proved to be both pop- 
ular and profitable. And to 
further take full advantage of 
the pulling powers the gift shop 
department has with the women. 
we even carry linens, fancy hand- 
kerchiefs. aprons, pot holders and 
table clothes. In the course of a 
year, our turnover in that mate- 
rial amounts to more than you'd 
think. One line introduces the 
other as customers browse around. 
Invariably we wind up making 
sales from the glass and pottery- 
ware and the linen ware stock 
not to mention the greeting card 
racks.” 

Roughly, about one-third of all 
ground-floor space is devoted 
exclusively to display of  gift- 
wares. Lighting is excellent, wall 
shelves afford fine display and 
all merchandise is easily reached 
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Silverware, dining table pottery and reproductions of old lamps were 
featured in this window display. Windows are changed twice a month. 


and in plain view of the store's 
customers. 

Back a few feet from the long 
shelves flanking the wall are sev- 
eral tiered display tables the 
shelves of which are loaded with 
smaller gift items in the pottery, 


metal and glass lines. These 
tables with graduated shelves: fea- 
ture a wide range of merchan- 
dise. With their glowing colors 
and vivid display of contrasting 
shapes and designs, the tables are 
perfect salesmen. 


Mr. Holser says, “The gift 
department is popular 12 months 
of the year. Other items we tried 
had brief spurts but soon fizzled. 
The gift department is growing 
amazingly for us.” 

Mrs. Jewett attends gift shows 
in Los Angeles where manufac- 
turers, wholesalers and company 
representatives display gifts pro- 
duced from all parts of the country. 

“In this way we actually see 
what they have to offer; we can 
size up the quality, compare com- 
petitive prices, find out what's 
selling well, what's coming into 
popularity and what’s about run 
its cycle of popularity,” she says. 
“We have to watch conditions 
pretty closely. Our last inventory 
showed we were carrying around 
$15,000 worth of this type of 
merchandise alone. You can't 
afford to stock up heavily on cer- 
tain types of material then have 
the bottom fall out of it!” 

The store’s gift inventory turns 
three times a year and has a 
somewhat higher markup than on 
general hardware merchandise. 


Selling Tableware With Flowers 


P cowens add a grace- 
ful touch to any able. or buffet. 
and the way in which they are 
displaved by the Maxwell Hard- 
ware Co., Oakland, Cal., results 
in| many combination sales of 
crystal. pottery, china and flowers. 

The tablewares section is long 
and narrow, and artificial flowers 
are used to increase the sales if 
bowls and vases. At the entrance 
is a table filled with crystal, in the 
midst of which is a crystal bowl 
filled with crimson roses. On a 
table of ivory tone art wares is a 
centerpiece of yellow lillies. 
There are a half dozen tables, set 
for breakfast, lunch or dinner. 
using china of floral patterns and 
crystal etched in floral designs. 
with a bowl or vase in the center 
of each filled with artificial 
flowers. In wall cabinets are china 
and glass containers filled with 
ivy, chrysanthemums or trailing 
nasturtiums, artificial. At either 
end are stepped up fixtures hold- 
ing clusters of artificial flowers. 
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The tablewares. art wares and 
flowers complement each other. 

Tableware displays are made in 
the window from time to time. 
usually with flowers for decora- 
tion. A clever setting showed on 


the rear wall a large green panel 





card on which was a big cracked 
plate, cup and saucer, and in gold 
letters “Time for a New Set of 
Dinnerware.’ In the center was 
shown a complete set of dinner- 
ware, while cabinets at either end 
held a number of patterns. 


Colorful in merchandise and background, this window of vivid china 
is the lure for the large displays of dinnerware inside the store. 
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A Summary of the Triple 





Looking oceanward toward Hamid's Pier, famed landmark of the convention 
city and showing part of the long and wide boardwalk of Atlantic City. 


Record-breaking registration of 1752 delegates at three-day triple convention, April 

26-28, in Atlantic City, N. J., at Traymore, Claridge and Marlborough-Blenheim Hotels 

and Public Auditorium. Conference booth program definitely successful. Better trained 

salesmen, distribution costs reduction, uniform accounting for distributors and inter- 

national affairs considered. Richard Alcott is new president of Southern Association. 

E. H. McLaughlin heads National group and J. G. Geddes is new American Associa- 
tion president. Reject 1949 convention cruise idea favoring Palm Beach. 


Berrer trained  dis- 


tributors salesmen, continued co- 
operation between manufacturers 
and distributors; the importance 
of the Marshall Plan for world 
peace and prosperity, and ways of 
combating the threat of commu- 
nism were among the important 
subjects discussed at the Triple 
Mill Supply Convention, April 
26-28, 1948, in Atlantic City, N. J. 
Both manufacturers and distribu- 
tors were overwhelmingly enthu- 
siastic about the Conference Booth 
plan, since it enabled all to meet 
more customers and prospects and 
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thus save considerable time. Un- 
der this plan, executives and sales- 
men of manufacturers were at 
their booths, (no one company 
having more than two booths) in 
the Public Auditorium all of 
both Monday and Tuesday after- 
noons to meet customers and pros- 
pects. 


The Largest Convention 


Delegate registrations totalled 
1752. With the addition of 300 
ladies, the total attendance was 
more than 2,000, making it the 
biggest Triple Mill Supply Con- 


vention in the history of the three 
associations. Sessions were held in 
the Public Auditorium, Hotel 
Marlborough - Blenheim, Hote] 
Traymore and Hotel Claridge. A 
total of 272 of the 303 American 
association member-firms were 
represented in the Conference 
Booth program. All sessions were 
well attended and interest in the 
addresses and _ discussions was 


high. 


Palm Beach, Fla., was favored 
as the scene of the 1949 conven- 
tion. Although the matter of hold- 
ing the convention on a cruise 
ship was discussed, by all three 
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From the briny deep visitors see this imposing array of hotels, center of which 
are the Marlborough-Blenheim, Claridge and Traymore, scene of meetings. 
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Mill Supply Convention 


associations, the idea was rejected. 
The American Supply & Ma- 
chinery Manufacturers’ Associa- 
tion, National Supply & Machinery 
Distributors’ Association and 
Southern Supply & Machinery 
Distributors’ Association each 
elected or announced new presi- 
dents at their individual annual 
meetings. Richard Alcott. Riech- 
man-Crosby Co., Memphis, Tenn.., 
is the new president of the South- 
ern association, succeeding T. J. 
Kenny. 5. B. Hubbard Co., Jack- 
sonville, Fla. New president of 
the National association is FE. H. 
McLaughlin, Union Hardware & 
Metal Co., Los Angeles, Cal., who 
succeeded F. Marsena Butts, Butts 
& Ordway Co., Cambridge, Mass. 
J. G. Geddes, H. K. Porter, Inc.. 
Somerville, Mass., is the successor 
to Walter H. Gebhart, Henry Dis- 
ston & Sons, Inc., Philadelphia, 
Pa., as the American association’s 
president. Complete details on the 
officers of each association are 
listed elsewhere in this issue. 
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The triple opening session was 
held, Monday morning, in the 
ballroom of the Public Audito- 
rium, with Walter H. Gebhart, re- 
tiring president of the American 
Supply & Machinery Manufac- 


turers Assn., presiding. He said, 
in part, “We come to the close of 
an administrative year during 
which the relationship between 
the distributors and the producers 
has been strengthened. This rela- 


NEW ASSOCIATION PRESIDENTS 


J. G. GEDDES 
H. K. Porter, Inc. 
American Assn. 


E. H. McLAUGHLIN 
Union Hdwe. & Metal Co. Riechman-Crosby Co. 
National Assn. 





RICHARD ALCOTT 


Southern Assn. 
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CUTTING THE RIBBON to mark the opening of conference booth program in 
the Public Auditorium of Atlantic City, is Walter H. Gebhart, retiring presi- 
dent of the American Supply & Machinery Manufacturers’ Association. 
Watching him, in the ceremony is, left, F. Marsena Butts, retiring president 
of the National Supply & Machinery Distributors’ Association and T. J. Kenny, 
retiring president, Southern Supply & Machinery Distributors’ Association. 
Distributors circulated through the huge auditorium and visited 272 confer- 
ence booths maintained two afternoons by manufacturers. 


tionship has never been more se- 
curely satisfactory. It has always 
been a recognized fact that the 
distributor is an independent part 
of our industrial economy but also 
an economic necessity. In the last 
decade this has not only been re- 
affirmed but demonstrated conclu- 
sively and with finality. 

“We have come a long way from 
the primitive pioneering days, to 
this day of effective efhciency in 
the distribution of the products of 
this group. As we expect electric 
appliances to be further improved, 
so we know that the distribution 
of industrial products will be im- 
proved by the joint effort of the 
distributor and the producer. 

“Recalling Robert R. Wasson’s 
words spoken at our last year’s 
Triple Convention. ‘Because the 
problems of manufacturing are 
mechanical. they are easier of so- 
lution than the problems of dis- 
tribution, which are more human. 
Machines and seeds can produce 
goods but it takes men to market 
them. Then he spoke of the criti- 
cism from farmers and factory 
workers, of the cost of distribution 
and followed with this statement 
of truth which we understand so 
well. “The American marketing 
system is complex beyond any de- 
scription that can be offered.’ 
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“We state with emphasis, “The 
present system of distribution of 
industrial products through the 
industrial distributor, is a strength 
in our economic system—in truth 
associated with the reason for our 
high standard of living. Recog- 
nizing the facts that our system is 
complex, it was objectively plan- 
ned through our regional meetings 
in Cincinnati, Newark. Biloxi, 
Boston and Chicago to emphasize 
the solution to some of the com- 
plexities. 

“We acknowledge the very sin- 
cere co-operation and the excellent 
contribution of ‘the industrial dis- 
tributors in making those confer- 
ences successful. 


Peace Not Won 


“America and her allies won the 
war. We have not won the peace. 
We are engaged. in conducting a 
cold war. It would seem to me that 
to lose the cold war means to lose 
the peace. To win the peace we 
must win the cold war. There are 
many indications that American 
industry will have the same oppor- 
tunity to contribute to the winning 
of the peace as it did to the win- 
ning of the war. Congress has re- 
cently created the framework for 
what we fervently hope will be 


the plan by which peace can be 
won. 

“There is an honest difference 
of opinion on the percentage of 
possible success in this enterprise. 
We know that there was an honest 
and earnest questioning in the 
early period of the hot war. How- 
ever, we emerged from that war 
successfully. This concept was 
called the Marshall Plan. The 
American people through their 
representatives and through by- 
Partisan action have made it the 
ERP but regardless of its name 
this is America in action.” 

Brief introductory remarks were 
also made by the retiring presi- 
dents of the Southern and National 
associations. 

On the “European Recovery 
Program From Blueprint to Ac- 
tion.” Hon. Willard L. Thorp, 
Assistant Secretary of State for 
Economic Affairs, Washington, 
D. C.. outlined the purposes of the 
so-called Marshall Plan and made 
a stirring plea for its support. He 
stated as part of his concluding 
remarks that, “I should not want 
to promise that the European Re- 
covery Program will prevent the 
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CLARIDGE HOTEL in which the 
Southern Supply & Machinery Dis- 
tributors' annual meeting was held 
on Tuesday. It was also scene of the 
convention dance, Tuesday evening. 
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spread of Communism, But I can 
assure you that the failure of the 
European economies to improve 
will lead to some form of totali- 
tarianism. Dictatorships grow in 
economic distress. 

. . . American economic aid 
to Europe is not all that is needed 
to bring about the conditions of 
genuine peace for which we all 
are striving. But it is an essential 
element and prerequisitie of peace 
.. . It may well represent a def- 
inite turning point towards a dy- 
effort to maintain and 
develop further the great prin- 
ciples on which western civiliza- 
tion has been based.” 

An outstanding address was de- 
livered by Charles E. Wilson, 
president. General Electric Co. In 


namic 


V 


v2 
V 


his. subject, “America Is Your 
Business,” the eminent industrial- 
ist developed the thought that too 
much distinction is made between 
“big business” and “small busi- 
ness.” He claimed that too much 
thinking about businesses has been 
in terms of square feet of plant 
space, in numbers of employees, 
in volume of trade, and like fac- 
tors without regard to the greater 
problems entailed in the operation 
of bigger enterprises. 

Stating that “all distribution is 
small business,” Mr. Wilson made 
the point that in the final anal- 
ysis” every sale has to be made by 
just one man with another, and 
the vendor and the vendee must be 
close enough for hands to touch 
and minds to meet.” 
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Elect Richard Alcott President of 
Southern Distributors Association 


The annual session of the South- 
ern Supply & Machinery Distribu- 
tors’ Association, Tuesday morning 
in the Claridge Hotel, was pre- 
sided over by T. J. Kenny, S. B. 
Hubbard Co., Jacksonville, Fla., 
retiring president, who reviewed 
the year’s activities. They includ- 
ed formation of new committees, 
increased co-operation in collect- 
ing monthly area sales trends, 
regional conferences with mem- 
bers of the National and American 
associations and activities of the 
Manufacturers-Distributors Rela- 
tions Committee. 


Henry J. Allison, president of 
Allison- Erwin Co., Charlotte, 
N. C., and president of the Na- 
tional Wholesale Hardware Asso- 
ciation, talked on “Controls” at 


the Tuesday morning session of 


Vv 


V 


the Southern Supply & Distribu- 
tors’ Association. 

Mr. Allison told that he finds 
a calculating machine is virtually 
a necessity for use in translating 
daily operational figures into the 
day-to-day, week-to-week, month- 
to-month and year-to-year com- 
parisons of his firm’s statistics. 
By the use of such a machine Mr. 
Allison said it is possible to incor- 
porate a day’s business activities 
into the running totals of the firm’s 
controls in a matter of five min- 
utes each day. He stressed the fact 
that controls should be constantly 
improved in order to get the most 
accurate picture of a firm’s status 
at any time 

Richard Alcott, The Riechman- 
Crosby Co., Memphis, Tenn., was 
elected president of the Southern 
association. 


Vv 


National Association Considers Sales 
Training and Selection Problems 


At the National Supply & Ma- 
chinery Distributors’ Association, 
at its annual meeting, Tuesday 
morning in the Wedgewood Room, 
Marlborough-Blenheim Hotel, F. 
Marsena Butts, Butts & Ordway 
Co., Cambridge, Mass., retiring 
president, reported an estimate of 
distributor’s sales in the mill sup- 
plies field during 1947 of $2.800- 
000,000. That’s about double the 
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revenue of the United States Postal 
System or the entire jewelry busi- 
ness,” he stated. “It’s much more 
than the coal or railroad business. 
“Those few comparisons will 
tell you why it is that you and I 
and the rest of us stay in this 
business. Why we think it is worth 
fighting for. Why we think it is 
worth developing and why we 
think it is worth improving. 


CONVENTION 
SPEAKERS 





JACK KLEIN 


The Klein Institute for 
Aptitude Testing, Inc. 





WILLIAM S. CREAN 
Lacy Sales Institute 





NATHAN H. GIST 


“The 2 per cent cash discount 
on a business of that size repre- 


sents enough money so that every 
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Some of the officers and area representatives of the National Supply & 

Machinery Distributors’ Association. Left to right: Edward K. Welles, Charles 

H. Besly & Co., Chicago, Ill., vice president; W. A. Haseltine, J. E. Haseltine 

& Co., Portland, Ore., vice president; Charles T. Bush, The Chas. A. Strelinger 

Co., Detroit, Mich., representative; E. H. McLaughlin, Union Hardware & 

Metal Co., Los Angeles, Calif., president elect and Harold E. Torrell, Syracuse 
Supply Co., Syracuse, N. Y., representative. 


single one of us should be anxious 
to preserve his share of that cash 
discount. 

“The freight shipments on that 
much business are so many in 
number that prepayment of 
freight, instead of allowing it, 
helps us streamline our many op- 
erations and saves both our manu- 
facturers and ourselves money. 


Doubled in 15 Years 


“Our industry is now estimated 
to be more than twice the size it 
was 15 years ago. And another 
important thing to look at is the 
increase in percentage of indus- 
trial supplies which now goes 
through distributors like ourselves. 
Trends. not figures alone, are what 
we need to decide whether we're 
in a good business or not. The 
trends are with us. We may have 
confidence that the future of dis- 
tributors of industrial supplies is 
bright. 

“Just a few years ago many of 
the men here were interested in 
the Joint Merchandising Commit- 
tee, later known as the Industrial 
Supply Research Bureau. In those 
days it was estimated that the 
market for industrial supplies was 
$1,000,000,000 and we felt very 
proud of the fact that we had at- 
tained the status of that size busi- 
ness, and only about half of that 
business went through distribu- 
tors. Quite a favorable change 
since those days. 

“If you think well of your busi- 
ness, think well also of its future. 
Study the opportunities mentioned 
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in your association’s report. Use 
the data contained in your hand- 
book. Through your association, 
you will be checking with fellow 
members throughout the country 
and getting the benefit, in fact 
we'll all get the benefit of each 
other’s help. 

“Our editor and _ publisher 
friends are constantly helping us 
to gaze wisely into the future. We 
need to read and study the stories 
of inventory, control, store lay- 
out, budget control, salesmen’s 
training, sales analysis and con- 
trol, and the many other articles 
which spell efficiency and hence 
good profits in our future. 

“Let’s keep our costs where 
they belong so we can provide 
distribution for our many friends 
among the manufacturers at less 


cost than they would pay if they 
sold direct to our industrial cus- 
tomers. 

“By the same token,” said Mr. 
Butts, “we can save our customers 
money, and lots of it, compared 
with what they would spend if they 
were obliged to buy all their sup- 
plies and equipment direct from 
the man who made them.” 

H. R. Rinehart, Philadelphia, 
Pa., secretary-treasurer, National 
Supply & Machinery Distributors’ 
Association delivered his report, 
at this session outlining current 
conditions and the association’s 
program, including enlarging the 
scope of the overhead expense re- 
port with supplemental studies “to 
reveal the means by which par- 
ticular items of expenses may be 
curtailed.” He also touched upon 
training for greater sales efficiency, 
through studies and regional con- 
ferences and of the work between 
the National and the American 
and Southern associations. 


Research and Planning 


William T. Todd, Jr., Somers, 
Fitler & Todd Co., Pittsburgh, Pa., 
reporting as chairman of the Na- 
tional association’s research and 
planning committee, told of work 
being done to set up a formula 
for evaluation of lines, a car- 
paign to strengthen the distribu- 
tors’ position, efforts toward hav- 
ing uniform cost data sheets, ef- 
forts toward use of single common 
discounts or the elimination of 


ASSOCIATION SECRETARIES 


HENRY RINEHART 
National Association 





R. KENNEDY HANSON 
American Association 





E. L. PUGH 
Southern Association 


HARDWARE AGE 








varie 
same 
pany. 
ward 
disco 
whick 
ing p 
In 
on m 
C. Ne 
falo, 
and \ 
tion | 
betwe 
and t 
ed ou 
and 
past jy 
respo 
source 
polici 
to eff 
our o 
“7 
was d 
dent, 
tude 
City, 
can b 
men | 
emplc 
Natio 
staff, 
metho 
as use 
and a 
“Wy 
said | 
are il 
aptitu 
chance 


MAY 








y if they 
rial cus- 


said Mr. 
ustomers 
ompared 
id if they 
leir sup- 
sct from 
” 
del phia, 
National 
ributors’ 
report, 
current 
ciation’s 
ging the 
ense re- 
idies “‘to 
ich par- 
may be 
ed upon 
ficiency, 
nal con- 
between 
merican 


Somers, 
gh, Pa., 
the Na- 
rch and 
of work 
formula 
a cam- 
distribu- 
urd hav- 
eets, ef- 
common 
ition of 





H 
ciation 


E AGE 























American Supply & Machinery Manufacturers’ Assn. Officers 


and some of the members of the executive committee stood for their picture following 

election ot their Wednesday morning session. They are, from left to right: James Tate, 

Dumore Co., Racine, Wis.; J. A. Proven, Sterling Tool Products Co., Chicago; K. R. 

Beardsley, Carboloy Co., Inc., Detroit, Mich., first vice president; James G. Geddes, 

H. K. Porter, Inc., Somerville, Mass., new president; W. W. Kemphert, Worthington Pump 

& Machinery Corp., treasurer; Franz T. Stone, Chisholm-Moore Hoist Corp., 2nd vice presi- 
dent, and R. M. Johnson, Norton Co., Worcester, Mass. 


varied discounts on items of the 
same class, from the same com- 
pany. He reported on efforts to- 
ward elimination of fractional 
discounts and chain discounts, 
which he characterized s a breed- 
ing place for errors. 

In the report on the committee 
on manufacturers’ relations, Ray 
C. Neal, R. C. Neal Co., Inc., Buf- 
falo, chairman of the committee 
and vice-president of the associa- 
tion praised the close co-operation 
between the two distributor groups 
and the manufacturers. He point- 
ed out that, “We have emphasized 
and repeated often, during the 
past year, that it is our individual 
responsibility to keep our supply 
sources informed as tad how the 
policies and practices they put in- 
to effect will facilitate or hinder 
our operations.” 

“The Selection of Salesmen” 
was discussed by Jack Klein, presi- 
dent, The Klein Institute for Apti- 
tude Testing, Inc., New York 
City, who told how aptitude tests 
can be used in selection of sales- 
men and executives. Tests of six 
employees, each from a different 
National association member’s 
staff, were used to outline the 
methods and findings of such tests, 
as used to consider both aptitudes 
and attitudes. 

“We can only see tendencies*” 
said Mr. Klein. “Aptitude tests 
are important because men with 
aptitudes they are not given the 
chance to exercise will be unhappy 


MAY 6, 1948 


and thus unsuccessful, for the 
body cannot do what the mind 
doesn’t do.” In testing people, for 
clients, Mr. Klein pointed out his 
organization does not see the per- 
son being analyzed nor even know 
who he is. A salesman, calling on 
a prospect clicks or doesn’t click 
with the prospect in the first 30 
seconds, he said. 

Concluding address of the Na- 
tional association’s annual meet- 
ing was “The Training of Sales- 


men” by William S. Crean, Lacy 


Sales Institute, Boston, Mass. 
There are, he said, “two ways to 
cut costs — by reducing, forces or 


boosting volume.” He classified 
salesmen in three groups—a large 
number earning up to $50.00 
weekly, another large group earn- 
ing up to $75 and a select or 
“star” group earning $100, $200, 


V 


V 


$300 or more. The third group, 
numbering about one-third of all 
salesmen do- two-thirds of all busi- 
ness. Elements making a salesman 
are: (1) technical knowledge—be- 
ing able to tell what and how 
products can meet a prospect’s 
problems and knowledge of mar- 
ket, (2) work—success depending 
on hard work, and (3) personal- 
ity, which controls the quality of 
salesmanship. 





The “star” salesman, said Mr. 
Crean, has great imagination, 
knows how to hold interest and 
has clear enunciation and good 
vocabulary. Such salesmen have 
their knowledge thoroughly or- 
ganized for instant and effective 
use. They know how to relax and 
how to keep their nerves under 
control under all circumstances, 
he declared. 


VW 
Vv 


Tuesday Manufacturers Session Discusses 
Preparations for Tomorrow's Problems 


At the Tuesday morning manu- 
facturers’ Hotel 
Traymore, having for its theme, 
“Today's Preparations for Tomor- 
row’s Problems,” President Geb- 
hart made a powerful plea for the 
greater use of advertising. In his 
talk, “Advertising and Its Power 
to Maintain and Increase Sales,” 
he made the point that advertising 
should be given the same consid- 
eration by top management as 
plant improvements, production 


session, in the 


cost reduction and similar opera- 
tional functions. 

“Our job,” said Mr. Gebhart, 
“is to show management a break- 
down of the factors involved in 
selling our products how the 
application of advertising to sell- 
ing operations performs the same 
functions in cutting the unit cost 
of selling that modern machinery 
performs in reducing the unit cost 
of production. We must give them 
a good clear picture of the steps 
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E. H. McLAGHLIN, Union Hardware & Metal Co., Los Angeles, Calif., presi- 
dent of the National Supply & Machinery Distributors’ Association, receives 
the gavel from his predecessor, F. Marsena Butts. 


involved in ‘manufacturing’ a 
sale and show how, with the prop- 
er use of advertising, we can per- 
form them for less.” 

Another of the public figures 
was Dr. Ralph C. Hutchinson, 
president of Lafayette College. de- 
livered a stirring address on the 
subject, “Human Freedom.” 

Dr. Hutchinson pointed out that 
the present impasse in current 
world affairs is not basically a 
struggle between the two opposing 
ideologies of capitalism and com- 
munism, but is rather the older 
and more fundamental conflict 
that has been raging since the 
dawn of history——that of freedom 
versus slavery. It should be our 
motive, said the speaker. not only 
to keep America free but rather 
to make freedom a reality to peo- 
ples all over the world. even to 
the Russian people. He ventured 
the opinion that even the Russian 
people would not elect their pres- 


ent rulers if they were permitted 
to vote freely. 

F. J. Tone, Jr., vice-president in 
charge of sales, The Carborundum 
Co., discussing, “Interrelation of 
Selection, Training and Compen- 
sation of Salesmen,” said “While 
industrial management has pretty 
well explored the field of training 
of sales personnel it has not given 
as much attention to the equally 
important matters of selection and 
compensation of salesmen. 

He recommended that for the 
sake of organizational morale it 
is advisable to recruit likely can- 
didates for sales positions from 
among a firm’s personnel, but he 
asserted that it is important that 
sound planned recruiting and 
sound selection procedures should 
be followed in hiring personnel 
for jobs below the leve! of sales- 
man. This would insure the avail- 
ability of good sales material as 
needed. 


vvy¥ 
FTC Rules, Distributor Services, Topics of 
Wednesday Joint Distributors’ Sessicn 


A joint session of the National 
and Southern associations was 
held Wednesday morning in the 
Wedgewood Room, Marlborough- 
Blenheim, with T. J. Kenny, retir- 
ing president of the Southern 
association, presiding. He urged 
that more members participate in 
studies of the association and made 
a plea for a standard chart of 
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accounting for industrial distribu- 
tors as well as an accounting pro- 
cedure manual. R. S. Fernley, of 
the National association, distrib- 
uted and outlined details of the 
associations preliminary _ state- 
ment of expenses. 

Reporting, at the same session, 
on the national affairs committee, 
Mr. Butts, retiring president of 


the National association, pointed 
out that some things can be done 
by an industry committee which 
cannot be done by an association. 
Let’s see. he urged, that our sup- 
pliers are not deprived of scarce 
materials, should allocations come 
about. He urged that manufac- 
turers, in their business paper ad- 
vertising, emphasize that their 
products are available through 
distributors. e 

J. H. Ruddell, president, Cen- 
tral Rubber & Supply Co., Indian- 
apolis. Ind.. read a brief report, 
“The Need for a Standard Shart 
of Accounts and a Uniform Ac- 
counting Manual for Industrial 
Supply Distributors.” A standard- 
ization of accounting would aid 
individual companies and would 
help the association in future 
studies and comparisons, he com- 
mented. 

“There were suggestions that we 
do work in the study and evalua- 
the study of the 
cost of handling individual prod- 


tion of lines 


ucts or lines. Committees were 
appointed to study this problem 
and recommend a course of ac- 
tion,” he pointed out. 


Recommends Chart 


“Ray M. Swischer, the certified 
public accountant at Chicago who 
has done valuable work on this 
evaluation of line study for Cen- 
tral States Mill Suppliers’ Asso- 
ciation, firmly recommended that 
we first develop a standard chart 
of accounts and a uniform ac- 
counting manual and adopt it be- 
fore we attempt to make a study 
of industry figures either for eval- 
uation of lines or a more detailed 
cost of doing business. 

“It is my sincere hope that the 
standard chart of accounts and 
uniform accounting manual can 
be developed before the end of 
1948 so that as many as possible 
can start using it with the begin- 
ning of 1949.” 

In a discussion of “Trade Asso- 
ciations and the Law” Hon. Lowell 
B. Mason, Washington, D. C., a 
member of the Federal Trade 
Commission said there must be a 
change in the approach of busi- 
ness to the problem of government, 
and vice versa. Justice, he de- 
clared, should be cheap, quick and 
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equitable. FTC has, in the past, 
he said, operated on a basis of 
force and has never had the statu- 
tory authority to sit down and 
discuss industry and trade matters 
with business. Business wants to 
know the rules in advance, instead 
of learning about them after an 
infraction. Too much central au- 
thority is being built up in this 
country, he declared. 

The concluding address of the 
final joint distributors meeting was 
that of Dr. R. S. Alexander, as- 
sociate professor of marketing. 
School of Business, Columbia Uni- 
versity, New York City. Speaking 
on “The Essentiality of the Ser- 
vices of Distributors” he said 
distributors during the War pro- 
ved that they are a necessity in 
our economy. Manufacturers ex- 
pect their distributors to carry 
adequate stocks of their goods, 
big enough to serve customers 
and also want them to have 
adequate stocks of things they 





(Central Studios) 


ATLANTIC CITY'S big Public Auditorium, scene of the Conference 
Booth Program, and of the opening triple session, Monday morning. 


need to carry on their businesses. 
He urged low pressure selling, in- 
stead of high pressure selling, for 
in low pressure selling “you work 
with customers, not on them,” 


VV 


Manufacturers Discuss American Economy and 
Association Plans at Wednesday Session 


At the final session of the 
American association, Wednesday 
morning, in the Hotel Traymore, 
two important new association 
projects to be undertaken during 
the year were announced by the 
retiring president, Walter H. Geb- 
hart. One of these will be on in- 
dustria] sales training film and 
the other a statistical industrial 
sales index. 

The new president of the Amer- 


ican association, James G. Geddes. 
executive vice-president and treas- 
urer of H. K. Porter, Inc.. Somer- 
ville. Mass., briefly recounted 
some of the difficult times through 
which the association had passed. 
He also reported on future plans. 
Mr. Geddes paid high tribute to 
the general manager. R. Kennedy 
“Bud” Hanson, under whose di- 
rection the association has shown 
steady growth. In recognition of 





Marlborough-Blenheim Hotel, meeting place of National Supply & Machinery 


Association, on Tuesday and of the joint session with the Southern group 


on Wednesday. 
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his 20th year of service with the 


association Mr. Hanson was pre- 


sented with a handsome billfold. 

President Gebhart announced 
that the address made the previous 
day by Dr. Ralph C. Hutchinson, 
president of Lafayette College. 
had made such a tremendous “hit” 
with many of the members who 
had heard it that they had pro- 
posed that the association sponsor 
a nation-wide broadcast of the talk 
by Dr. Hutchinson. Arrangements 
for the broadcast will be made by 
the executive committee. 

Nathan Howard Gist, syndicat: 
columnist and lecturer, spoke on 
“Can Our American Economy 
Survive?” He suggested “We 
place our governmental house in 
order; adopt a systematic way of 
hookeeping for paying off the 
national debt: allow industry to 
plow back earnings and thus stim- 
ulate production; remove unneces- 
sary restrictions and bans which 
discourage the high-minded busi- 
nessmen who are willing and 
anxious to do their full part. and 
should have government co-oper- 
ation instead of antagonism.” 

A dance at Trimble Hall, Hotel 
Claridge. Tuesday evening. was 
the chief social event of the con 
vention. In addition, the ladies of 
the convention were guests al 
a luncheon on Monday in_ the 
Rose Room. Marlborough-Blen- 
heim. followed by a bridge in the 
East Solarium of the same hotel. 

Major portions of most of the 


addresses follow, 
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Cc. E. WILSON 


Wien you fall into 
n 


the hands of strangers, or o 
those occasions when force seems 
better than understanding. it is 
sometimes effective to shout. Fol- 
lowing this principle, Gulliver 
shouted at the Hlottentots, and 
millions of wives have shouted at 
their husbands, with more or less 
success. It is a well-tried tactic. 
Probably a good many business 
men, like ourselves, have shouted 
various meaningless and harmless 
things when they found them- 
selves confronted by audiences 
made up of teachers, or artists, 
or politicians. But it is a vastly 
different thing, when we find our- 
selves among friends, as_ here, 
who do speak our language, and 
who work the same side of the 
street. This looks to me to be a 
representative cross-section of the 
hot-stove league of commercial 
enterprise, and I shall therefore 
proceed as carefully and sensibly 
as possible. There is a good deal 
of work to be done on our side 
of the street. 

First of all I would like to 
stress the fact that it is the same 
side of the street on which we 





America Is Your Business 


MT HE world today is our skeptical and unsatisfied 

customer and we must demonstrate with conviction 
and thoroughness that the productive economy which 
we have built here and upon which we have firmly 
anchored our lives can also be made to flourish else- 
where," says leading industrialist. 


By CHARLES £. WILSON 
President, 
General Electric Co. 


At Joint Opening 
Session 


find ourselves. No one is better 
aware than you that there has 
been a great deal of nonsense 
spoken about “big” business and 
“small” business, usually in an 
ill-advised attempt to choose up 
sides and set one side against the 
other, for purposes that had very 
little to do with the welfare and 
progress of either side. Most of 
us have never had any difficulty in 
identifying the common denom- 
inator, or locating the common 
ground on which all competitive 
enterprise stands, whether it be a 
small town drug store, a billion 
dollar corporation, or a medium- 
sized mill supply house. We all 
put into the same kind of vessel 
our ingenuity and ambition, our 
time and our tools, and then we 
go to market with the resulting 
product. 


U. S. A. Has Stewardship 


Over the years it has been a 
pretty good product, and as a 
direct consequence we find that 
today we are enjoying the un- 
doubted economic leadership of 
the world. Perhaps the word 


“enjoying” is not a very happy 


choice. It is one thing to be a 
leader, and quite another to be 
master of your leadership, and 
perhaps it is a fair statement of 
today’s situation to say that the 
real challenge is to our mastery 
or stewardship. Are we good 
enough, and smart enough to stay 
in the driver’s seat and operate 
our great economic machine to 
the benefit of ourselves and the 
rest of the world? That is a very 
important question and it deserves 
our careful examination, because 
if we are not, the only other 
answers are pretty dismal and dis- 
tressing to contemplate. It may 
very well be that American In- 
dustry, embracing as it does 
every phase of making and sell- 
ing, management and labor, ac- 
tually has the destiny of the 
modern world in its keeping. At 
first that may sound extravagant 
and grandiose, but it can be docu- 
mented with reasonable accuracy. 
If it is true, and I believe it is, 
then it is a sobering and awesome 
thought. 

Once you grant this premise 
that the economic performance of 


"We need to reexamine our strength, in order to add to it, and in order to 
find in it the real basis for national unity.” 
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the United States is of world-wide 
importance, the most immediate 
danger is that all of us may suffer 
such a rush of blood to the head 
that we lose our sense of propor- 
tion. Once the ordinary business 
man convinces himself that his 
own decisions, magnified and mul- 
tiplied many times, have over- 
tones of human destiny, he can 
very easily become intoxicated 
with vicarious power and forget to 
put out the cat, count the cash, 
check his inventory, smile at the 
customers, and perform the thou- 
sand and one vital chores that 
ordinarily keep his feet on the 
ground and his eye on the ball. 
The texture of our industrial and 
commercial strength is exceed- 
ingly fine-grained, and we must 
keep it so. Let us mount our 
attack on the future in our own 
backyards, for that is the logical 
place to begin. 


Logical Starting Point 


This question of big and small 
business, for example, makes a 
logical starting-point. It is fairly 
easy to fall under the spell of big- 
ness when you start contemplat- 
ing numbers of plants and em- 
ployees, square feet of factory 
space and annual billings. I am 
sure that we do that, for instance, 
in the General Electrical Co., and 
with your permission I will use 
it now and then as an example, 
since | am more familiar with 
its physical characteristics, limita- 
tions, and behavior than with 
those of most other companies. 

Today we have 125 plants and 


E. K. WELLES 
Chas. H. Besly & Co. 
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KENNETH R. BEARDSLEY 
Carboloy Co., Inc. 


197,000 employees, and some of 
our most serious problems are 
those created by sheer physical 
size, by the difficulty of establish- 
ing real communication between 
management and other employees. 
It is quite a job to get an authen- 
tic and communicable ring of 
sincerity into your words, to get 
them up off paper and give them 
human voice, when you are talk- 
ing to that many _ individuals. 
From our standpoint, I suspect 
we look at our size first of 
all in terms of its difficulties 
and problems and responsibilities, 
whereas the outsider, who is un- 
familiar with large industry ex- 
cept as a spectator or critic, looks 
at our size in terms of power, 
assets, dollars, patents, and so on. 

If you are a single human 
being, it is hard not to suspect a 
big corporation of several minor 
sins, and occasionally a_ few 


W. A. HASELTINE 
J. E. Haseltine & Co. 
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F. T. STONE 
Columbus McKinnon 
Chain Corp. 


major ones. Those are the two 
sides of the same coin, and the 
side you see depends on whether 
you are outside looking in, or 
inside looking out. 

Here is another example of the 
kind of dimension that makes a 
big business, such as ours, seem 
not only big but confusing. Dur- 
ing the past year we were actively 
concerning ourselves with certain 
phases of research and develop- 
ment in the atomic power field. 
We were looking forward a few 
years to the operation of a small- 
scale atomic power plant, and 
several years after that, to a full- 
scale plant. Those seemingly in- 
nocent and academic words “con- 
cerning ourselves” and “looking 
forward” might mislead you, how- 
ever. The fact is that they in- 
volve the employment of hundreds 
of scientists, the building of two 
new research laboratories, the 
administration of a multiple-plant 
manufacturing set-up and a trans- 
planted community of some 
25.000 people, and the assump- 
tion of responsibility for a project 
that would have seemed fantastic 
not so many years ago. Yet with 
all of this, we have not added a 
single product that we can show 
in a catalog or offer for sale. 


A Few Other Products 


Here are some random ex- 
amples of the kind of thing that 
might make an old-line engineer 
or salesman shake his head—and 
in this connection I often recall 
that the founder of the General 
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GEORGE WEAKS 
Weaks Supply Co. 
Ltd. 


Electric Co.. was a hard-headed 
Yankee shoe manufacturer who 
was first and last a salesman. 
We built last year a 10-million- 
volt betatron, which is a smaller 
version of our 100-volt) atom- 
smashing betatron, for industrial 
use in radiographing castings. In 
a few minutes it can take x-ray 
pictures of steel 10 in. thick. We 
were completing ‘a 50-million-volt 
betatron for the Bureau of Stand- 
ards. building a 70-million-volt 
synchrotron for a university, two 
100-million-volt betatrons. and a 
3.500.000-volt electrostatic proton 


accelerator. 
Developments 


Qur laboratory produced a 
water table. which is a device 
used in qualitative and quantitive 
studies of fluid flow. We worked 
with germanium, a semi-conductor, 
in developing a crystal rectifier. 
which becomes important as radio 
communication is extended to ul- 
tra-high frequencies. We experi- 
mented with the use of ceramic 
glazes for combustion chamber 
liners and turbine buckets in the 
gas turbines of jet-propelled air- 
craft. 

We developed a spectroradiom- 
eter for automatically recording 
the spectral energy distribution of 
continuous sources of low bright- 
ness, and a motion detector, which 
operated through brick and wood 
partitions by means of a_ low- 
power beam. Up at Pittsfield 
we have under construction the 
world’s largest man-made light- 
ning center, 
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For a western university we 
built a differential analyzer for 
solving mathematical problems. 
One of these devices was recently 
used to obtain trajectory data for 
the firing of V-2 rockets at White 
Sands. N. M., and it was estimated 
that in two weeks it accomplished 
brainwork equivalent to 17 man- 
years of effort. 

Near Schenectady we have built 
a station for the static-testing of 
rocket propulsion motors having 
the equivalent of 500,000 H.P. 
These are some of the features 
of our “new spring line” which 
I am sure might puzzle you, as 
salesmen. as much as they some- 
times do me. After all. I started 
in this business with a job of 
carrying coils of cable along the 
sidewalks of New York. 

Acvain, here is another kind 
of big-business dimension which 
gives me pause. In addition to 
atomic energy, which has already 


heen mentioned, some of our 


major investments in plant and 
machinery and employees today 
are in gas turbines and in the pro- 
duction of silicones— a new 
family of plastics —and in tele- 
vision. Not one of these robust 
and sizeable businesses even ex- 
isted before the war, with the 
possible exception of television. 
which was still in the development 
stage — yet today they command 
a large part of our attention. 
Finally, and this is the last of 
these dimensions I shall call to 
your attention, one of the General 
Electric Co.’s major sales efforts 
which does not concern products 
at all, but people. We are apply- 
ing merchandising talents and 
merchandising techniques to the 
task of convincing 197,000 job- 
customers that the work-package 
we have to offer is a good buy 
and that it is worth the price of 
their best effort and their loyalty. 
We have gone about this program 
with market studies, with advertis- 
ing and promotional literature, 
and with personal solicitation. 
Among other things we have not 
neglected sales training for fore- 
men and supervisors. We think 
we have a good product, we are 
constantly improving it, and we 
are actively taking it to market. 


The Point-of-Sale 


It was not my intention to 
catalog, even partially, the recent 
accomplishments of just one com- 
pany, rather to illustrate some of 
the kinds of things which can pre- 
occupy a big business today. 
When you examine them closely, 
and make allowances for such 
added activities as research pro- 
crams. I believe you will find 
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TRAYMORE HOTEL, where advance delegates registered Sunday and piace 
of two meetings of the American Supply & Machinery Manufacturers’ Assn. 
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these are also the preoccupations 
of every business, large or small. 
At least they ought to be. In the 
smaller business they may be 
done better. But if there is a 
single point at which any distine- 
tion between large and small 
business completely disappears, it 
is at the point of sale. This is 
so universally true. so obvious, 
that it apparently completely, es- 
capes the comprehension of many 
people in public life, such as 
writers and politicians and eco- 
nomic theorists. 


In the Shape of a Man 


All distribution is small busi- 
ness, as you well know. Most of 
the mistakes that we make in 
judging markets and devising sales 
strategy go directly back to the 
fact that even the best of us for- 
get. once in awhile. that the shape 
of a market is usually the shape 
of a man no bigger than a 
man. and having the same human 
characteristics, hungers. distrusts, 
likes, and dislikes. 

Selling, whether it be a product, 
a service. or an idea. is the great- 
est small business in the world, 
because every sale has to be made 
to one man when the chips are 
really down, across a table, across 
a desk. across a counter, or in a 
personal communication. Vendor 
and yendee must be close enough 
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for hands to touch and minds to 
meet. A billion dollars worth of 
sales, a national election, and 
even a world war have this thing 
in common — no matter what the 
final size of the result may be, the 
common denominator is the in- 
dividual human being. 

Many times in Washington, in 
conversations with government 
people and in examinations be- 
fore congressional committees, | 
have referred to General Electric 
as essentially a small business, 
and it always brought smiles. But 
I am sure that you understand 
what I meant, because we have 
many things in common. As a 
matter of fact approximately 45 
per cent of our products are sold 
through distributors. 


Picture Much the Same 


In the field of consumer goods 
we are and always have been in 
the hands of thousands of small. 
localized businesses. which we do 
not own and upon which we can 
exercise control. to the best of 
my knowledge, only through the 
quality of our merchandise and 
service and integrity of a very 
personal relationship. At the 
wholesale level the picture is very 
much the same. 

Even at the procurement level. 
we depend on hundreds of thou- 
sands of small. independent sup- 
pliers for materials and compo- 
nents. And finally, because of the 
peculiar character of the electrical 
business, which depends not only 
on selling machines and devices 
but also on the provision of elec- 
tric power to bring them to life, 
we are definitely a local enter- 
prise ‘because every electric serv- 
ice company, whether or not it is 
part of an interconnected system, 
is a community, or Main Street, 
type of business. 

The ramifications of this point 
of view are almost endless, when 
you consider our dependence upon 
retail stores, supply houses, 
contractors, banks. builders, and 
service organizations. Without all 
of these enterprises and skills, ex- 
ercised locally and on a relatively 
small scale, such a company as 
ours would have no existence. The 
same thinking applies to most 
companies, large or small. and 
that is why it is such folly to 


talk of big and little business as 
though they were hostile and un- 
related things. 

Consider for a moment the 
machine tool industry, whose 
proud and accurate boast it is 
that it supplies the master tools of 
industry. Perhaps for the first 
time in their lives during the last 
war, almost every American who 
thought at all must have become 
acutely aware of the function and 
importance of machine tools, as 
the stream of tanks and shells and 
guns and ships rolled forth. Yet 
it would probably surprise many 
of those newly-aware Americans 
today to learn that according to 
usual understanding, the machine 
tool industry is a small business, 
having altogether an annual pro- 
duction capacity which I believe 
is now in the neighborhood of 
$600 million. During the war it 
produced some four billion dol 
lars worth of tools, and then 
turned about and assisted the 
government in the post-war period 
in disposing of and adapting to 
peacetime uses about 90 per cent 
of these. As a result it today finds 
itself in need of business. 


Tools Age Quickly 


It is particularly interesting to 
me to note that machine tools and 
electrical apparatus, particularly 
the large power generating and 
distributing apparatus, have this 
in common that increasing effli- 
ciencies make them obsolete long 
before they wear out. Also that 
each operates at what you might 
term the foundation level of in 

(Continued on page 174) 
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The European Recovery Program 


EQUIRED assistance to western European countries 
is about five percent of their total economic activity, 
says Mr. Thorp, this being essential to produce the other 
95 per cent. He outlines the proposed operation of 
ERP and says European recovery is an essential to last- 
ing peace, since Communism thrives "in conditions of 


economic hopelessness.” 


By HON. WILLARD L. THORP 
Assistant Secretary of State 
for Economic Affairs, 


Washington, D. C. 


Tue European Recov- 
ery Program is fast moving from 
the blueprint state to that of 
action. It was 10 months ago when 
Secretary Marshall made the in- 
itial suggestion in his speech at 
Harvard. It was seven months ago 
that the Committee of European 
Economic Cooperation, represent- 
ing 16 countries in western 
Europe, sent their proposed pro- 
gram of cooperation and recovery 
across the Atlantic. It was four 
months ago when the executive 
branch of the government pre- 
sented a program to the Congress, 
adjusted to reflect not merely the 
European request but also the 
availabilities in the Western Hem- 
isphere and also proposing a: pat- 
tern of authority and procedures 
for Congressional action. It has 
been less than a month since Con- 
gress completed its consideration 
and enacted necessary legislation. 
On April 7, Mr. Hoffman was ap- 
proved by Congress for the posi- 
tion of Administrator. 

Action has already begun be- 
cause some funds were immedi- 
ately made available within the 
terms of the legislation, and pro- 
curement has begun for certain 


obviously primary requirements. 
However, the final pattern is still 
to be determined; first by the 
Congressional appropriations pro- 
cedure, which must translate the 
authorization into actual funds 
for use by the Administrator, and 
second, by the Administrator him- 
self, to whom is given rather wide 
descretionary powers in develop- 
ing programs and_ procedures 
within the framework of the legis- 
lation. Nevertheless, the author- 
izing legislation stakes out the 
basic policy for the program. 


Basic Principles 


The Econemic Cooperation Act 
of 1948—the European Recovery 
title of Public Law 472—states, 
... “The Congress finds that the 
existing situation in Europe en- 
dangers the establishment of a 
lasting peace, the general welfare 
and national interest of the United 
States, and the attainment of the 
objectives of the United Nations.” 
The Act goes on to say, “The 
restoration or maintenance in 
European countries of principles 
of individual liberty, free institu- 
tions and genuine independence 
rests largely upon the establish- 





HON. WILLARD L. THORP 


ment of sound economic condi- 
tions, stable international eco- 
nomic relationships, and_ the 
achievement by the countries of 
Europe of a healthy economy in- 
dependent of extraordinary out- 
side assistance. The accomplish- 
ment of these objectives calls for 
a plan of European recovery***.” 

The Act then states that, “It is 
further declared to be the policy 
of the people of the United States 
to sustain and strengthen prin- 
ciples of individual liberty, free 
institutions, and genuine _inde- 
pendence in Europe through as- 
sistance to those countries of 
Europe which participate in a 
joint recovery program based 
upon self-help and mutual co- 
operation: Provided, that no as- 
sistance to the participating coun- 
tries herein contemplated shall 
seriously impair the economic 
stability of the United States***.” 

These basic principles have 
commanded general agreement. 
Prosperity is cumulative and de- 
pressions overrun national bound- 
aries. Our economy will benefit 
from European recovery. An 
economically healthy and strong 
Europe not dependent on outside 


“American assistance at this moment is the critical factor which will set 
Europe once again firmly on the road to self-support.” 
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From Blueprint to Action 


At Opening Triple 
Session 


assistance is an essential to last- 
ing peace. It is essential if one 
major aspect of the Communist 
threat is to be resolved, the prob- 
lem of internal aggression by 
Communist forces who thrive in 
conditions of economic hopeless- 
ness. It is likewise essential if the 
physical strength required to re- 
sist the threat of external aggres- 
sion is to be regained by free 
Europe. 


The Problem of Shortage 


The great economic problem of 
the world today is that of short- 
age. For many specific commod- 
ities, demand is running ahead of 
supply, with resulting strains on 
living standards and price levels. 
There is in Europe an extensive 
industrial plant, with many re- 
sources of skill and experienced 
manpower, whose output could 
contribute immensely to the total 
goods and services of the world. 
Think of it as a simple factory. 
This factory is idle. It requires a 
little extra coal, a new machine, 
some new parts, a roof repaired, 
some food for the workers. If 
these few things can be provided, 
the wheels will start turning again, 
goods will roll out, and the tempo 
of economic life will quicken. 

This is not a case of starting 
from scratch. We do not have to 
build the factory. It needs only 
some added supplies, and it will 
function as intended. American 
assistance at this moment is the 
critical factor which will set 
Europe once again firmly on the 
road to self-support. 

As a matter of fact, the required 
assistance is about 5 per cent of 
their total economic activity. But 
the 5 per cent from the Western 
Hemisphere is essential to pro- 
duce the other 95 per cent. That 
is why the essential requirements 
for European recovery lie not 
solely in American assistance, but 
even more in European vigor and 
vitality. 

Before the war, western Europe 
was the second greatest industrial 
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workshop in the world. This finely 
organized machine was thrown 
completely out of balance by the 
war. Destruction, devastation, de- 
terioration and disorganization all 
played their part. With assistance 
from abroad to meet their im- 
mediate requirements, Europe 
made substantial gains during 
1946 and much of 1947. But like 
any workshop, materials must 
come from outside, and products 
must be sold abroad. Before the 
war, this was done through a 
long-established balance in foreign 


trade. But the old balance is far 
from being re-established and 
there are increased requirements 
due to population increase and 
loss of investment and other non- 
commodity income. Both produc- 
tivity and trade are restricted by 
these shortages. It was too much 
to hope that recovery could be 
achieved in three years. It took 
virtually twice that long after 
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the much less destructive World 
War I. 

A constructive and positive pro- 
gram for the future has now been 
hammered into shape. I shall 
summarize for you the major ob- 
jectives of the proposed program 
as it has been visualized by the 
European countries which are 
members of the Committee of 
European Economic Co-operation. 


The Two Groups 


The first group of objectives is 
directed, of course, to raising the 
productivity of industry and agri- 
culture. This is in large measure 
a domestic program on the part 
of the European countries them- 
selves. These countries met at 
Paris last summer and examined 
their situation. They agreed that 
production was the number one 
requirement, that it was essential 
that they increase their industrial 
and agricultural production in 
order to provide the goods and 
services necessary for a popula- 
tion which by 1951 will be 11 
per cent greater than pre-war. 
They then set up certain objec- 
tives for the restoration of bread- 
grain and cereal production, for 
the increase of coal output, for the 
expansion of electricity output, 
for the increase of crude steel 
production, for the improvement 
of transport, and so on. They 
stated these objectives for in- 
creased productivity specifically 
and definitely in their report. 

The second group of objectives 
relates to increasing the process of 
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the exchange of goods. Great 
stress was placed upon the recov- 
ery of financial stability, of con- 
fidence in currency, and the freez- 
ing of foreign exchanges from 
their present artificialities. Here 
in the United States, we have some 
small realization of the effect of 
an economy of price movements. 
But in countries where inflation is 
a greater factor, normal economic 
processes are seriously disrupted. 
So balanced budgets and con- 
fidence in currency become an 
important objective. 

In addition the 16 countries set 
up the objectives of reducing 
tariffs and other serious barriers 
to the expansion of trade as 
quickly as possible. The extreme 
shortages in Europe have led to 
extensive controls over both im- 


ports and exports in all countries. 
Much of foreign trade is carried 
on through barter agreements ar- 
ranged between governments. This 
is a paralyzing procedure and the 
reestablishment of multilateral 
trade free of arbitrary restric- 
tions is a major goal of the 
program. 

These two great objectives, more 
production and greater exchange, 
were coupled with a pledge to 
seek every possible form of eco- 
nomic cooperation. They agreed to 
set up a central body for develop- 
ing co-operative projects and to 
use their resources not merely 
separately but jointly to achieve 
recovery. 


The Critical Margin 


These were the objectives which 
were se. by the European nations 
in their conference at Paris. They 
agreed among themselves that 
they, jointly and severally, would 
do everything within their power 
to achieve these objectives, but 
said that they could not do it all. 
There remained a certain critical 
margin between what they wanted 
to do and what they were able to 
do with their own resources. This 
margin represented in essence the 
dollar needs of these countries 
during the next four years. since 
only from so-called dollar areas 
could they obtain the critical 
items which would keep the pro- 
gram going—the food, the coal, 

(Continued on page 168) 
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_ Advertising: 


Its Power to Maintain and Increase Sales 





WALTER H. GEBHART 


I; is the responsibility 
of each one in this group to see 
to it that this Democracy endures 
and it will not unless the “top- 
side” of business finds deep inter- 
est in the firing line problems. 

1—To understand them. 

2—To have some concept of 
how the problems can be solved 
and 

3—Support the front line boys# 
with ammunition — air power — 
and air power is advertising. 

If I were a publication repre- 
sentative or an advertising agency 
man, these remarks. no doubt, 
would touch off the hair trigger 
of a presentation designed to sell 
you on advertising. 

However, since I represent 
neither the advertising nor the 
publication field, but am _ rather 
a sales executive who uses adver- 
tising as one of the tools of sell- 
ing, I thought more deeply on 
the possibilities of this opportu- 
nity, for a specific problem, one 
which confronts sales executives 
all too frequently. That problem 
is — How can I make you believe 
it — “Selling top management 


T OPSIDE management too often does not have the 

Proper appreciation of advertising costs in relation 
to other major operating expenses, President Gebhart 
tells supply and machinery manufacturers association. 


By WALTER H. GEBHART 
Vice President, 
Henry Disston and Sons 
President, American Supply & 
Machinery Manufacturers Association 


and maintaining its interest in 
advertising’s effectiveness in the 
firing line.” So the first attitude 
“ho hum” is met with a challenge. 

Not to dismiss the assigned 
topic too lightly, however, let us 
consider briefly some facts and 
figures that show how sales have 
been maintained and _ increased 
through advertising: 


Advertising Growth 


In 1939 the total expenditure 
on advertising in 
national newspaper lineage and 
radio was $390 millions. Con- 
sumer goods expenditures for that 
year was $61.7 billions. In 1942 
the figures were $448.1 millions 
and $82 billions; and in 1945 - 
$705.3 millions and $106.4 bil- 
lions. In 1946 they jumped to 
$828.7 millions for advertising 
and $165.1 billions for consumer 
goods. 

That 1946 figure represents the 


magazines, 


At the Manufacturers’ 
Tuesday Session 


total spent by 2,263 advertisers. 
Of the 2,263 companies, 295 spent 
between $250,000 and $500,000: 
117 spent between $500,000 and 
$1,000,000 and 127 spent $1,000,.- 
000 and over, with Proctor & 
Gamble leading the field with a 
total of $24,656,164. 

Nineteen of the quarter to half- 
million spenders did not use 
magazines. In the half to one mil- 
lion group only seven did not 
use magazines, while just three 
of the million and over group 
bought no magazine space. 

We've found that the best way 
to put over an idea is with a 
case history upon occasion. Let 
me cite briefly two or three that 
illustrate better than statistics or 
charts the power of advertising 
to help make sales climb. 

The Toastmaster story is fairly 
typical: 

It goes back to 1918 when 
Charles P. Strite. disgusted with 
the burned or half-done toast con- 
sistently served at the small hotel 
where he lived, set out to invent 
the first pop-up toaster with an 
automatic timing device which 
would shut off the current when 


“The advertising objective must be so clear and specific that it can be 
recognized as an integral part of the sales operation." 
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the toast was done. In 1921 the 
Waters-Center Co., was organized 
in Minneapolis to manufacture 
and merchandise the new appli- 
ance. The present trade mark was 
adopted in 1924 and by 1926 
limited distribution had _ been 
secured and the sales potential 
demonstrated. In the following 
year the McGraw 
acquired control of Waters-Center 


Electric Co. 


and immediately launched a_na- 
tional advertising campaign. Phe- 
nomenal sales gains continued 
year after year. Despite the fact 
that several other automatic 
toasters entered the market, Toast- 
master consistently outsold all its 


rivals combined. 
Another Example 


Take another example: 

In 1931 Col. Jacob Schick 
launched an entirely new indus- 
try when he announced for the 
first time a revolutionary shaving 
method. The growth of the elec- 
tric razor industry parallels that 
of Schick Inc. Operating virtually 
on a shoestring, only small adver- 
tising space was used in the begin- 
ning, on a pay-as-you-go basis, 
because large advertising appro- 


priations just were not in the 


wood. 

Finally in 1934, the nucleus of 
a sales organization was estab- 
lished, advertising expenditures 
were increased, and sales began 
to accelerate. 

If you want to examine adver- 
tising results in terms of profits, 
look at the record of the Iron 
Fireman. Back in 1925 the adver- 
tising budget was only $3,200. 
The net profit that year was 
$50,630. Five years later — and 
this, mark you, just after the 
stock market crash of 1929 — it 
boosted its advertising budget to 
$263,000 and showed a net profit 
of more than $440,000. Move up 
another five years to 1935. The 
advertising budget shows the 
effect of the depression when the 
pressure of fear resulted in sharp 
cuts in virtually all advertising 
and sale efforts. It’s down to 
$144,000 but the net profit is 
up to $604,000 or more. By 1940, 
with returning courage and confi- 
dence, the company spent $184,- 
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000 for advertising while the 
profits climbed to $721,000. Pre- 
sumably because of the war, the 
1945 appropriation was _ pared 
down to $176,000 but the profit 
curve was still upward — $776,- 
600 net. 

There are dozens — yes, hun- 
dreds—of examples where adver- 
tising has been a most important 
factor in the growth of businesses 
that depended upon sales. A spec- 
tacular recent case is the battle 
of the ball point pens. Millions 
were thrown into the pot by Rey- 


nolds, Eversharp and others. Sales 
skyrocketed. Profits were enor- 
mous. Let us take a look at the 
other side of the picture. 

It seems at this point safe to 
assume that we ve made a case for 
advertising and its power to main- 
tain and increase sales. 

We frequently hear of top man- 
agement, in anything but com- 
plimentary terms, complaining of 
the big bosses’ lack of interest 
in the advertising program. The 
name-calling doesn’t hurt the boss. 
Likewise.—and even more impor- 
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tant,—calling names never helped 
to get the approval of top man- 
agement on advertising budgets. 

In all fairness, who is at fault? 
Who’s driving this marketing 
bus? If the sales manager is, and 
he should be, he had better keep 
sober. 

Has the sales manager always 
tried to interpret his advertising 
program to top management in 
the language of management? It’s 
a safe bet at ten-to-one that if 
he had learned to talk the Boss’s 
lingo he is not in the name-calling 
category. So we arrive at the sec- 
ond attitude “Why bring that up”. 
Well, let’s see. 

Instead of throwing up our 
hands with “ho-hum” when the 
boss argues and objects and wants 
to cut the advertising appropria- 
tion, let’s listen in when the plant 
superintendent presents a case. 

Let’s suppose the superinten- 
dent’s story goes like this: 


“With a certain type of over- 
head conveyor, we can save 50 
operations, 675  transportations, 
800 storages, reduce unnecessary 
travel of work in process by one 
mile, and enable 26 men to pro- 
duce 10 per cent more than 54 men 
can turn out under our present 
manufacturing setup.” 

The big boss’s mind already has 
figured out roughly what this 
means in cutting production costs 
without sacrificing product qual- 
ity. He doesn’t regard the expendi- 
ture for that conveyor as a cost 
superimposed on manufacturing. 

But all too frequently he 
regards advertising costs as being 
merely superimposed on_ sales 
expense. 

And there is the essence of sell- 
ing advertising to management. 

It is a fallacy to assume that 
executives are anti-advertising. 

Executives are not against 
advertising as such but they lack 
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articulate, positive, logical rea- 
sons to justify uninterrupted 
spending through the hells and 
high waters of business. If they 
were convinced that advertising 
spelled profits — let’s put it a 
better way — if they believed 
it would cost the firm money to 
stop or curtail advertising, they 
wouldn’t do it. 


Remember This! 


Remember this: Advertis- 
ing men — that includes _pub- 
lishers’ representatives, agency 
account executives, advertising 
managers — think and act and 
talk like advertising men. Maybe 
some of them even look down 
their noses a little at lesser mor- 
tals who don’t talk or understand 
their language. 

On the other hand, topside 
-xecutives act and talk and think 
like topside executives. Most of 
them, by experience and educa- 
tion, are  profit-minded, _ legal- 
minded, sales-minded by nature. 
Rarely are they  advertising- 
minded by nature. There are very 
few instances in industry in which 
top management has come up 
through advertising. 

Unfortunately, because of the 
wide gulf that separates their 
thought processes or because of 
organizational protocol, advertis 
ing managers in some companies 
don’t have the ear of top manage- 
ment to the extent that sales man- 
agers do. Hence it becomes the 
re-ponsibility of the sales man- 
agers in those companies to pre- 
sent the advertising budget to top 
management. 

The executive has a lot of tough 
problems on his mind — prices, 
labor, unions, strikes, wages, 
financing heavy volume with light 
capital, plant expansion, high 
construction costs, dividend pol- 
icies, and a hundred-and-one other 
things in all their harrassing 
details. 

This is what we have to face 
when we go into sell him on the 
advertising program. When he 
asks what all the money means 
to the profit column, we rhapso- 
dize about prestige consumer 
acceptance, keeping up with our 

(Continued on page 164) 
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Controls 


(COMPARATIVE figures on gaily, weekly, monthly and 
yearly bases are essential for proper management 
of a business, North Carolina hardware and mill sup- 
plies wholesaler tells convention audience. 


By HENRY J. ALLISON 
President, 
Allison-Erwin Co., 
Charlotte, N. C. 


| AM not a statistician; 
1 am just, I hope, a hard-working 
businessman, trying to make a 
living out of the machinery and 
supply business and the whole- 
sale hardware business, and I am 
up here today to talk to you 
about controls. 

But first thing let us get rid of 
controls by admitting from the 
very beginning that it is a misno- 
mer. The controls I want to talk 
about today do not control any- 
thing. Only human beings actu- 
ally do the “controls” that I am 
interested in talking with you 
about, and if you are looking 
for some automatic controls, I am 
sorry, I won't be able to write 
that prescription for you. 

In my little rule book, statistics 
are not a substitute for manage- 
ment; they are merely an _ aid, 
an adjunct to management. 

I have a friend in the whole- 
sale business, in a different line, 
who has a little bit different idea 
of controls from my own, and 
| admit he has run a pretty suc- 
cessful business, but I never 
understood how he did it. He 
believes he can control his inven- 
tory strictly by his turnover rec- 
ords, for example, and I do not 
think that because I do not think 
that any amount of controls at 
any time is a satisfactory sub- 


stitute for good, sound business 
judgment. So I say that statistics 
can only become an aid to good 
sound judgment, which is_busi- 
ness management. 

The value, in my mind, in sta- 
tistics or controls or whatever 
you see fit to call them, is purely 
one of knowing what is going on 
so that we are dealing with actual 
facts in the management of our 
business. 


Always Improve 


In dealing with controls, I 
think it is highly important that 
we should remember we are prac- 
ticing, and any time we can 
improve our controls, by all 
means let us improve them. 

There is another angle to this 
control business. I would like to 
take just a moment to get our 
minds together on the particular 
kind of controls that I am talk- 
ing about. There are many other 
kinds, but the ones I am talking 
about today have primarily to 
do with dollars. We have our 
physical controls of inventory 
with our purchase records, our 
perpetual inventories, and others, 
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but the only kind of controls | 
have any intention of talking 
about this morning are the dol- 
lar controls of your business. 

We speak of ourselves as being 
in the machinery and supply 
business or the grocery business 
or in the clothing or hardware 
business, but sooner or later all 
of us are in the dollar business. 
Everything we can do, whether 
it concerns merchandise or serv- 
ices, sooner or later is con- 
verted into dollars. The dollar, 
therefore, merely becomes a unit 
of value or a yardstick by which 
we measure the activity of our 
merchandise and the value of our 
services. It is also a medium of 
exchange. It is the magic medium 
through which we convert bolts 
and machinery and tools and 
parts into a medium of exchange 
through which we trade with our 
sources of supply into our stock, 
trading in dollars and then again 
in turn transferring this merchan- 
dise that we have first swapped 
for dollars back into dollars as 
we trade it again with our 
customers. 

This medium of exchange, 
although it is a yardstick and 
although it is a medium of 
exchange, is constantly changing 
in value. 

Money does change in value. 


"The dollar ... merely becomes a unit of value or a yardstick by which 
we measure the activity of our merchandise and the value of our service. 
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It is a little hard for us to under- 
stand it, but most of you men 
know that that is a fact. 

I have been very much inter- 
ested in a running record of the 
changing dollar value of the 
wholesale hardware business 
which is reported to the National 
Wholesale Hardware Association 
office. Now. the office there recog- 
nizes and realizes fully that this 
is not an absolute yardstick 
because it does not in every case 
represent the firms which have 
been reporting to the National 
association for a good many 
years, but, discovering some years 
ago that this might prove a val- 
uable yardstick, the association 
office has taken the occasion to 
keep up with the changing value 
as it is reported by some 150- 
odd members of the National 
Wholesale Hardware Association, 
beginning back in 1935 and tak- 
ing the report that year as repre- 
senting 100 and then continuing 
with the calculation from year to 
year as those members reported 
an increase or decrease in sales. 

I am not going to read all of 
the intervening years. I will only 
mention two or three. 


The Changes 


With 1935 as 100, 1939 was 
126. Let us take 1942. That was 
the first war year but before we 
got rid of our prewar inventories. 
With 1935 as 100, 1939 was 126; 
1942 was 188; 1946 was 347 — 
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that means 347 per cent of the 
1935 volume—and 1947, the lat- 
est figures available and just 
compiled, was 434 per cent. 

You know that the wholesale 
hardware firms reporting to the 
National association did not do 
four-and-a-half times the physical 
volume of business. There was a 
change in the monetary value 
during that time, and if anyone 
in the room knows what that 
change has been, please let me 
know because I have been look- 
ing for the man who can tell me. 
I hope you know how much 
machinery and supplies have 
increased in dollar value. It is 
a valuable yardstick if you do. 


Controls Should Talk 


The thing I am interested most 
in having controls do to us in 
our business is to have them talk 
to us. I mean to tell us not what 
we want to know—if we are sales- 
minded we want to see the sales 
mounting; if we are particularly 
interested in some other phase 
we want to see it looking the best 
—but what I am interested in for 
our controls doing to our busi- 
ness is to have them tell us what 
we ought to know. And that is 
what controls ought to do. They 
ought to be made to tell a story. 

Terminology is a means, or 
words are a means of conveying 
ideas, and whatever your thinking 
process may be, your controls 
ought to be made to reveal the 


facts of your business in terms 
that you can understand. 

The most common controls we 
are accustomed to are your sales 
or margins, when you figure them 
or estimate them; your expenses; 
your net profits; your inven- 
tories; your accounts receivable 
and your balance sheets. 

Now, we get a lot more value 
out of following these so-called 
controls when we put them along 
in parallel columns, and we try 
to run them along for as many 
years as they serve any useful 
purpose. Frankly, some years 
of the past—particularly the war 
years, we found them to be of 
practically no value to us in mak- 
ing our current decisions as to 
what is going on in our business, 
because those war years were 
restricted and we were not as 
free as we are getting to be again 
in the handling of our mer- 
chandise. 


How To Do It 


We can make these controls 
talk provided we will take the 
essential figures of our business 
and line them up in the way that 
they will tell us the story that 
we ought to know, and we have 
found in our business that we 
get along better with our own 
homemade controls. 

We often start with nothing in 
the world but just a plain sheet 
of paper and put the figures 
down on it, the way that fits into 
our own thinking processes, and 
after we have standardized it we 
may draw up our own form to 
fit it. We do not get much value 
from the standardized forms 
which we find in the book stores, 
because they represent somebody 
else’s thinking process, whereas 
ours doesn’t always fit into the 
known pattern. 

The biggest complaint I have 
against most statistics, about 
business having to do with sales. 
balance sheets and what not. is 
that they are too late. Of course. 
I am sure most business concerns 
keep figures other than their 
annual figures, other than their 
annual inventory figures or other 
than their annual balance sheet 
figures. Most people keep their 
book inventory up to date and 


HARDWARE AGE 











Cé 


in 


Secu rity In 
Decent 





MAY 6, 








in terms 


itrols we 
our sales 
ure them 
*xpenses : 
r inven- 
eceivable 


yre value 
so-called 
em along 
d we try 
as many 
ry useful 
ne years 
, the war 
to be of 
s in mak- 
ms as to 
business, 
ars were 
e not as 
be again 
our mer- 


controls 
take the 
business 
> way that 
story that 
| we have 
that we 
our own 


nothing in 
lain sheet 
ie figures 
it fits into 
esses, and 
ized it we 
1 form to 
uch value 
ed forms 
90k stores, 
somebody 
, whereas 
t into the 


} 


nt I have 
cs, about 
with sales. 
at not. is 
Of course. 
‘s concerns 
han their 
than their 
2s or other 
ance sheet 
keep their 
date and 


ARE AGE 








There’s a lot of talk about cutting inventories and 
reducing stocks. 


Self-styled experts are forecasting lower prices and 
merchandise surpluses. They're warning about put- 


ting more on the inventory plate than can be sold. 


Much of this talk is silly. Some of it is dangerous. 
Most of it is contrary to fact. 


In most instances production has still not caught up to 
demand. Excessive inventories, where they exist, are 
mostly composed of items that are normally slow 


moving. 
Today approximately 65% of the income of Ameri- 
can industry is paid out to workmen as wages. How, 


in view of rising payrolls and lagging production per man 





hour, can anyone anticipate wide spread price cuts — soon? 


Our 1948 national income is estimated at over 200 
billion dollars as compared to seventy-seven billion, 
five hundred forty-seven million in 1940. Obviously, 
greater merchandise stocks are needed to handle this in- 
creased business. Lack of these stocks can only lead 


to lost sales. 


Maintenance of proper inventory is always a major 
business problem. No business can profitably stock more 
goods than it can turn over in a reasonable period of time. 
But, neither can a business operate minus inventory. You 


can’t sell what you don’t have! 


The solution, to quote Junior, is—not to quit 
eating ice cream, but to put only as much on the 


inventory plate as can be eaten. 
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their sales records by the month, 
but so often these figures are too 
late in getting to us. 

If we wait for our bookkeepers 
to strike their balance sheet, they 
have got to get their first-of-the- 
month statements out of the way 
and do this and that, and pay 
the 10th-of-the-month bills, and it 
would be the 15th of the month 
before we even get a sales report 
and it may be the 20th or the 
25th of the month before we get 
our book inventories calculated 
or our balance sheets completed. 


It Is Too Late 


I say that that is too late to 
be making decisions that depend 
upon the full knowledge of the 
way the situation is as of today, 

I had a conversation with a 
good friend of mine who operates 
a very large wholesale business 
with branches scattered over a 
good part of the United States, 
and he was saying in this con- 
versation, “I just don’t know 
what to do about it because I 
know I have got too much inven- 
tory here and there, but when I 
go down there with the figures 
they are weeks old and the fellow 
says, “That situation doesn’t pre- 
vail today.’ ” 

What I am saying to you is 
that with the proper sort of orig- 
inal handling of these dollar 
figures, which represent the phys- 
ical things that we are doing 
transferred into this yardstick or 


medium of exchange, if we do 
some of the practical, common 
sense things that any one of us 
can do, we can know today what 
we are doing; and not just know 
today what we did last month 
or three months ago or a year 
ago. I mean we can know today 
not only about our sales but we 
can know about our inventories, 
about our turnover, about our 
accounts receivable, and the num- 
ber of days’ business on_ the 
books, and most of the other 
absolutely essential things that 
you need to know about your 
business. 

It is merely a matter of prop- 
erly organizing the information 
which your business is already 
accumulating. It may be that it 
is just too late. 

The particular thing that I am 
talking about now is a little daily 
control sheet that we have worked 
out down at our business. 


Easy To Do 


I can only say this, that it takes 
about five minutes a day to trans- 
late the essential information that 
comes in, into a complete set 
of figures that gives us what we 
feel are the vital statistics of our 
business, daily; and those figures 
prove to be better than 98 per 
cent accurate when your final 
figures come in from month to 
month. 

I think we not only can take 
these statistics and know what 
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our situation is today rather than 
last week or last month, but [| 
think we can push them forward 
a little bit. 

If we will look things squarely 
in the face as of today with the 
conditions as they exist today and 
what they probably will continue 
to be if they don’t change, I 
think at least we are finding—we 
think we are finding in our busi- 
ness—a very practical means of 
projecting ourselves far enough 
into the future to do some prac- 
tical control matters. 


Forecasting Expenses 


The first thing is our ability 
to forecast our overhead expenses. 
That is not something that we 
just learned yesterday. Probably 
every man in the room is accus- 
tomed to doing it. If you are not, 
I will say that if you intelligently 
put down on a control sheet— 
which need not be a thing in the 
world but a sheet of paper with 
some lines on it and maybe a 
few columns—a careful estimate 
of what your overhead expences 
are as of today, and what you 
know about the probabilities of 
the immediate future, you will be 
amazed at how accurate it will 
turn out at the end of your 
accounting period. 

Sales estimates I do not have 
the same degree of confidence in, 
but we are finding it amazingly 
reliable as to what we can do 
towards estimating our probable 
sales. You cannot go too far 
ahead; you have to continually 
revise your estimates periodically. 

At the beginning of our fiscal 
year we make the best estimate 
we know how to make of our 
overhead expense, taking major 
items following the National asso- 
ciation’s chart. We convert those 
into a percentage of what we 
expect our sales to be for the 
new fiscal year, making the most 
hard-headed estimate we cart 
make. 

We make our expense estimates 
in dollars; we make our sales 
estimates in total sales; and we 
convert every item of expense into 
a percentage of sales at the 
beginning of the year on that 
anticipated volume, just as we 
do when we finish the year and 
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jou can build bigger profits — 
cash in on a ready market for 
T 

placement V-belts for home, farm 
d most small industrial applica- 
ions — with Goodyear’s new, eye- 
nd sales-catching SerVomatic 
Belt Merchandiser. 


T SERVES — over 90% of all 
me appliances, farm machines 
d small industrial equipment. 
he SerVomatic keeps fractional 
orepower V-belts right out where 
ur customers can’t miss them — 
tonstant reminder to them to buy. 
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can do it. 


IT SELLS — speeds your sales of 
V-belts! And they’re the twins of 
the famous Goodyear Automobile 
Fan Belts, 
equipment on many of America’s 
They 


same low-stretch, long-life con- 


installed as original 


new Cars. incorporate the 
struction. And best of all, they’re 
backed by the reputation and con- 
sumer acceptance of “the greatest 


name in rubber.” 


IT SAVES — valuable floor space, 


because the SerVomatic is compact 





Selectorule — Simply 
slip old belt on the 
ruleand read off 
proper size-replace- 
belt — quickly 
and easily. Anyone 


si 
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Complete Man- 
val lists specifi- 
cations for 
replacement 
V-belts for all 
makes and 
models of 
home, farm and 
light industrial 
appliances. 

















— fits in anywhere, in aisles, next to 
counter or up front facing the door. 
It cuts down sales time, because 
many customers serve themselves. 
This handy rack makes inventory 
easier, too. And with it comes an 
array of selling aids that will help 
best 


you use the SerVomatic to 


advantage. 


For full details on this salesmaker, 
see your nearest Goodyear Indus- 
trial Rubber Products Distributor. 
Or write Goodyear, Akron 16, Ohio. 
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make our report to the National 
association. 

Then we have found it most 
valuable to keep that expense 
figure going forward month after 
month in parallel columns on a 
cumulative basis. We are paying 
less and less attention to the ex- 
pense of individual months, and 
more and more attention to the 
expenses, cumulative, as they pro- 
ceed through the years as_ they 
apply to the cumulated volume. 


How It Works 


In other words, at the end of 
January we figure up every ex- 
pense item for January in relation 
to January sales. In February we 
figure every expense item for 
January and February, cumulated, 
in relation to the total sales of the 
two months. and that moves for- 
ward on this control sheet with 
12 columns. a column for everv 
month. converting into percentage 
of sales. and it is amazing to our 
mental processes what an accurate 
and reliable control that gives us. 

You have got to have a modern 
calculating machine to do it. If 
vou are not familiar with what 
the Marchant. the Monroe or the 
Friden will do for you, I recom- 
mend that you learn to use one 
yourself, I swear I would resign if 
they took mine away from me be- 
cause those things can do those 
which you could 
never find time to do mentally 
as fast as you can put them down 
on the sheet. 


calculations 


Another thing we have been 
doing recently which has heen a 
great dea] of help to us. is deal- 
ing a good deal more with 12- 
month figures in our business. In 
many respects, we only think 
in terms of a completed calendar 
year. 

Those of you who deal with ex- 
pense figures realize that there are 
certain expense items that just 
don’t turn up regularly month 
after month. We try to get as 
many of our expense items as 
possible calculated every month. 
Our sales bonuses, and what not. 
we have long been in the habit of 
bringing up-to-date every month 
and projecting them into an ex- 
pense control sheet. 

We have also found it excep- 
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tionally valuable to take our en- 
tire pavroll and translate it into 
an annual payroll. That is not at 
all difficult to do. You know what 
you are paving a person, whether 
it is by the month or by the hour. 
If you are paying him by the 
hour, vou know what your aver- 
age work week is, and if you will 
project that into an annual pay- 
roll, you can have your entire 
payroll for the year. 

It is amazingly accurate. A fel- 
low may work overtime some- 
times; sometimes he will be short. 
and it will average out during the 
year. 

Remember, you have got to 
keep up-to-date with the thing. We 
have worked out at home a little 
card on which we put everyone's 
name and certain vital informa- 
tion which we find it is desirable 
to have with reference to each of 
the employed personnel. We pro- 
ject everyone’s compensation on 
an annual basis. Then we have a 
control card at the front. 

We operate our business in 
several divisions, in a number of 
departments. We undertake to 
break that down only by divi- 
sions. but we have done a pretty 
successful job of dividing the 
duties of our various personnel 
from beginning to end, from top 
to bottom, as they apply to the 
various divisions of our business, 
having. of course, to allow one 
for general overhead, and by di- 
viding up our employees’ time in 


the warehouse and in other re 
spects where they overlap the divi 
sions, on a percentage basis, we 
can calculate that total annual! 
payroll onto a control sheet. 


Takes Little Time 


Every time a person leaves, that 
card is taken out and that is de- 
ducted; and if the salary is 
raised, that adjustment is made. 
It takes our clerk comparatively 
little time, and it is amazing to 
us what a complete understanding 
we have of our compensation 
total, and in our business our 
personnel compensation adds up 
to about 70 per cent of our total 
expense, and by the time you have 
taken 70 per cent and added a few 
of the other major items, it prac- 
tically makes up your total ex- 
pense. The other miscellaneous 
items that come up, telephone and 
telegraph, heat, light and water 
power, might all be covered by 
a few average percentages, which 
we have found is amazingly ac- 
curate in our controls. 

Now, I have the greatest re- 
spect for and appreciation for the 
overhead expense chart which the 
National Association has kept for 
many years. No one can know 
how much that meant to us when, 
some 26 or 27 years ago, my as- 
sociate, Mr. Erwin, and I were 
thrust quite unprepared into the 
management of our business by 
a series of deaths which caused 

(Continued on page 232) 
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TO SHOW ’EM IS TO SELL ’EM 
WITH A LINE-UP LIKE THIS 


When your customers need auxiliary security, the Eagk 

line provides the answer in smart, dependable night latches and 
dead locks. Available in a variety of styles and finishes 

to harmonize with any setting, these modern locks give vou 

the line you need to meet your omtemees’ requirements. 

Ask your wholesaler about Eagle's tie-in merchandising 


display featuring these and other popular Eagle sellers. 


Americo’s First Lockmokers « Sigce 1833 4 es 





EAGLE INDUSTRIES, INC. « Subsiciory of Bowser, Inc « National Sales Representative of The Eagle Lock Company 
110 North Franklin Street, Chicago 6, Illinois 








Interrelation of Selection, 


Training and Compensation 


Of Salesmen 


MANAGEMENT has explored and developed tech- 
niques of training for salesmen but it has neglected 
the technique of selection and compensation, says sales 


manager of large industrial concern. 


By F. J. TONE, JR. 


Vice-President, 


The Carborundum Co., 
Niagara Falls, N. Y. 


V iewep in the light 


of recent history, there still seems 
to be justification for our spend- 
ing a very few brief minutes in 
considering the question of where 
and how we are going to recruit 
that important segment of all 
our organizations — the Sales 
Department. 

In view of certain changes 
which almost surely are go- 
ing to take place in the dis- 
tribution field as a result of por- 
tending events, it might also be 
worth while for us to consider not 
only the selection but also the 
subject of the training and the 
compensation of this important 
segment of our free enterprise 
system. 

Time will not permit to delve 
too deeply into any one of these 
subjects and I can only highlight 
the importance to all of us of 
good selection, good training, and 
good compensation procedures, 
and relate the importance of each 
to the future welfare of our dis- 
tribution system. 

In the all too recent past—the 
post-war planning era~—-we were 
all confronted with depleted sales 


forces. True, that depletion was 
due in part to the fact that the 
necssity for selling effort had not 
existed for some five years; but 
it was also due to the fact that 
during the years preceding 1941 
too many of us had not selected 
wisely—had not trained wisely, 
if at all—and certainly had not 
concerned ourselves enough with 
the creation of fair, adequate, 
and controllable compensation 
systems. 


Good Salesmen Essential 


To this group, distribution is 
of first importance and salesmen 
—good salesmen—are to distribu- 
tion what water or coal are to the 
production of electric power, and 
uranium to the production of 
atomic energy. The training and 
compensation of salesmen, and 
their very necessary antecedent of 
where and how do we get them to 
train, are the three most impor- 


i 


At the Manufacturers’ 
Tuesday Morning 
Session 





F. J. TONE, Jr. 


tant facets of the distribution 
problems which confronts us in 
terms of the present or future suc- 
cess of any sales force, be it that 


of the distributor or the manu- ~ 


facturer. 

The techniques of training for 
all types of endeavor in industry 
have, of necessity, been more 
fully developed and explored by 
management than have the tech- 
niques of selection or compensa- 
tion. Training, as such, can over- 
come many, though not all, of 
the mistakes made in the selection 
process, and a poor compensation 
system can wreck the effect of 
both. Care in selection pays great 
dividends by increasing the effec- 
tiveness of training and ma- 
terially reducing the over-all costs 
thereof. Good selection also can be 
the starting point for the up-grad- 
ing procedures so essential in 
building an efficient sales organ- 
ization for the future. 

In the not too distant past all 
of us prided ourselves on our 
intuitive capacity to pick sales 
timber cast in the mold of the 
healthy, smiling, self-confident ex- 
trovert who appealed to our indi- 


"Good selection can be the starting point for the upgrading procedures 
so essential in building an efficient sales organization for the future." 
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or HARDWARE LINES... There’s More 
for Your Money in a FULL LINE like... 


AMERICAN screws and BOLTS 


THEY CAN TALK ALL THEY LIKE. -. there’s no argument 

on the fact that stock-keeping, book-keeping, and customer-keeping 
are all a lot easier when you fasten on to the full American line. 
For American gives you all types of screws, both slotted and 
Phillips recessed head, in all types of metals... brass, steel, 
stainless, aluminum, monel and everdur (silicon bronze). And 
American friple-tests for fitness of head, thread, and point in 
order to make sure that you and your customers get 144 
Grade-A screws in every gross. 

What’s more, on special requirements you can give your Cus- 
tomers the benefit of American’s “Information Center’... 
experienced engineers, backed by research facilities which 
enable them to recommend the right combination of type 

of screw and type of metal for any job. Fasten on to American, 

and get the steady repeat business that comes from the 
increasing number of buyers who demand: “American jm, 
brand .. . don’t substitute!” ‘ 





AMERICAN SCREW COMPANY, Providence 1, R. |. “am 
Chicago 11: 589 E. Ilinois St. Detroit 2: 502 Stephenson Building 





...and here's another line on Profits: 
American’s “Partitioned “Package for Stove Bolts! 





This box, originated by American, keeps bolts and nuts 
separate ... helps simplify your stock-keeping . . . saves your 
customers the time and trouble of turning the nuts off the 
bolts before using. 
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vidual fancy or to the fancy of 
a sufficient number of our associ- 
ates who had much the same idea 
of what constituted good sales 
timber. Having hired such a can- 
didate, we sat back and hoped 
that in two or three years his per- 
formance would prove us right. 
Too often, unfortunately, the law 
of averages alone proved us 
wrong. The necessity for continu- 


ing such practices has passed. The + 


averages and experience have 
shown the way to better methods. 
These better methods of scien- 
tific selection break down _ into 
three phases—those of recruiting. 
evaluation, and selection. 


Recruiting 


In the recruiting procedure, in 
answering the question — “From 
where do you select your sales- 
men?” -——we naturally must pay 
attention to the dictates of good 
organization morale and recruit 
as many candidates as possible for 
sales training from within our 
organization. 

We all cannot help but agree 
with that fundamental procedure 
but such action, of necessity, 
makes absolutely essential sound 
planned recruiting and sound se- 
lection procedures at levels in the 
organization below the rank of 
salesman. Only thus can we insure 
that acceptable sales material will 
be available when needed. We 
must be sure that we select or hire 
enough potential salesmen and let 
them work in the plant. in the 
branches. in the stock rooms. on 
the customer service desk. in the 


A 


B. S. BARKER 
Pye, Barker Supply 
Co. 
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A 


engineering and credit depart- 
ments, etc., and then go into an 
organized sales training course 
developed in the pattern most 
adaptable to our respective busi- 
nesses, 


Evaluation 


The second phase of the selec- 
tion procedure—that of evalua- 
tion—is very closely related to 
the last—that of selection. Since 
sales management must first eval- 
uate the job to be done, and then 
select men in the light of that job 
evaluation, paramount in the de- 
velopment of an adequate selec- 
tion procedure for any one of our 
organizations is the establishment 
by job analysis of a job specifica- 
tion for salesmen. This first step 
of evaluation must be taken in 
order to determine the importance 
to each of us of those many 
qualifications of salesmanship 
which we, as sales managers, here- 
tofore have reserved as our 
exclusive prerogative to judge by 
off-the-cuff methods. 

In the evaluation process there 
are many qualifications of a sales- 
man, all more or less important 
to each of us, depending upon the 
peculiar nature of our respective 
businesses. Only through the de- 
velopment of a job specification 
can proper emphasis be given dur- 
ing the selection to those qual- 
ifications most important to each 
individual company. Only by con- 
sideration of the job to be done 
can anyone evaluate the impor- 
tance of such intangible sales 






iy ¥) 


J. W. PITTS 
Brown, Roberts Hdwe. 
& Supply Co. 


qualifications as the following: 
1. Aggressiveness, honesty 
2. Imagination, initiative, inter- 
est in selling 
3. Mechanical aptitude 


4. Persuasiveness, determina- 
tion 

5. Adaptability to training 
and the relative importance of 
these intangible qualifications to 
the tangible, easily measurable 
qualifications of: 

1. Health, appearance, experi- 
ence, background 

2. Mechanical training, knowl- 
edge of product, education 

3. Facility of expression, and 
financial responsibility 


Two Techniques 


Having established by such 
evaluation what each is looking 
for in a salesman, the course to 
pursue in the development of an 
adequate procedure of selection 
involves the use of two techniques: 

First: Those things that we have 
referred to as tangible qualifica- 
tions can, in our experience, best 
be evaluated by personal inter- 
views with the candidates. It is 
advisable to develop a procedure 
whereby as many of the sales 
management group as_ possible 
interview each candidate and re- 
cord their finding in a uniform 
manner. The results of these in- 
terviews are checked against the 
information contained on a well 
conceived application blank and 
by a medical examination and 
credit report. 

Second: The approach to the 
second phase of the problem is 
simplified by the use of what we 
are wont to call a new technique 
— that of aptitude testing — to 
evaluate or substantiate what I 
have called the tangible qualifica- 
tions of a salesman. Let me say 
at the outset that, in terms of our 
experience, aptitude testing should 
not and cannot be used as the pre- 
dominant or sole criterion of the 
acceptability of a candidate for a 
sales position because those tan- 
gible qualifications which I have 
previously mentioned: health, ap- 
pearance, experience, background, 
mechanical training, facility of ex- 
pression, etc., still outweigh in 
their importance those intangible 
qualities which can be evaluated 

(Continued on page 131) 
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THE FINEST IN TOOLS 








UTICA TOOLS - » » SYMBOL OF QUALITY FOR 50 YEARS 


Skilled mechanics appreciate 
the quality that makes 
UTICA TOOLS outstanding 
...the precision manufacture 
that assures accurate 

service, long life... 

the electronically hardened 
cutting edges... 

the combination of strength 
and ease of handling. 
UTICA TOOLS are in 


greater demand than ever! 


Ask your Jobber Salesman 


He’ll show you the UTICA line 
and the profits that can be yours 
when you stock the best! 
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TOOL 654 


Long Chain Nose 
Side Cutting Pliers 


TOOL 41 


Electricians’ 
Diagonal Pliers 


4"-5"~6" 


TOOL 91 
Adjustable Wrench 
4°-6"—8"—10"—12" 





UTICA DROP FORGE & TOOL CORPORATION 
UTICA 4._N.Y., U.S.A. 
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“| Choose 
| Stpertreated Pol-mer-ik 
because my experience has 


proved there’s no substitute 
for 100% PURE LINSEED OIL!” 





That’s what master painter GUNNAR ERICKSON says about Super- 
treated Pol-mer-ik. And he adds, ““Now that Pol-mer-ik—the finest of all pure 
linseed oils—is back, I refuse to jeopardize my reputation by using ‘replacements’.”’ 

Erickson appreciates the finer leveling, better covering, tough, weather-tight 
film made possible by the special processing and blending which strengthens 
Pol-mer-ik’s molecular structure. 

These are the desirable properties of Pol-mer-ik that make for better painting 
...these are the EXTRA VALUES of Supertreating which all Pol-mer-ik users get 
AT NO EXTRA Cost... these are the qualities of the finest 100% pure linseed oil 
science has produced for the painter. 

Ask your paint dealer for supertreated Pol-mer-ik. 









100% PURE LINSEED OIL 


Raw and Boiled Available in Factory-sealed Cans 


(5-gallon, 1-gallon, quarts and pints) 


EXTRA VALUE AT NO EXTRA COST 





' | 
Product ofp ARCHER-DANIELS-MIDLAND CO. | 
l 684 Roanoke Building, Minneapolis, Minnesota | 
| 
Send additional information on Supertreated Pol-mer-ik Linseed Oil. | 
Name — 
| Firm ———— | 
| | Production 
| i - —_—_—_—_—. | in 26 States 
d 
| City Zone ——— — ———eEE—— | and Canada 
incu cuneate mena 
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more effectively and exactly by 
aptitude testing than they can be 
jn one or in a series of interviews. 

Aptitude testing bridges and 
checks the gap which has existed 
between our evaluation of those 
tangible things that we can find 
out by the proper application 
blank, interviews with the candi- 
date, credit reports and personal 
observation, and those many in- 
tangible things that proper train- 
ing procedures can often remedy. 


Techniques Developed 


The techniques of aptitude test- 
ing are well developed. Many are 
further along than we are in that 
development, despite our four 
years of experience in their use. A 
good number of tests have proved 
their effectivness and practicabil- 
ity. We have discarded those 
which attempt to delve too deeply 
into the psychological aspects of 
our candidates because, in our 
humble opinion, the results have 
not been sufficiently good to war- 
rant a continuance of their use. 

In this regard, it might be well 
to mention that, during the train- 
ing period, sales management par- 
ticipation is essential and frequent 
contact with those in training 
must be maintained in order that 
management may be in a position 
to screen the candidates, evaluate 
their progress, and properly as- 
sign them to the particular sales 
job for which they prove them- 
selves most fit. Close contact dur- 
ing the training period also af- 
fords management an opportunity 
to check the effectiveness of the 
selection process. 

Especially in our approach to 
the training of distributor sales- 
men are we liable to spend too 
much time on our own product 
quality and characteristics, rather 
than on selling techniques and 
salesmanship in the broad sense 
that the words imply. 

As an industry group, we might 
well study this problem frozn the 
point of view of creating salesmen 
for our distributors who are better 
equipped as salesmen to sell a 
broad line of products, and leave 
to those manufacturers, who re- 
quire and get distributor special- 
ization, the training of those 
specialists. 
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Why not, for the good of all, 
emphasize the necessity of and 
teach men to plan their work — 
not waste time? Why not teach 
them to search for and to mention 
user benefits, backed up by con- 
vincing presentation of product 
quality? Make them more eflici- 
ent order takers—a job which they 
now perform excellently from all 
reports, and as indicated by the 
two billion odd dollars of volume 
produced by distributors in 1947. 

One cannot generalize on the 
subject of salesman’s compensa- 
tion, and I would not have the 
audacity—even if I had the time 
—to do so, except as to the essen- 
tiality of the incorporation into 
any compensation plan of an 
adequate but controllable incen- 
tive. 

If we all learned one lesson in 
the last war—manufacturers and 
distributors alike—it must have 
been the importance and necessity 
of a controllable incentive. 

Each of our production depart- 
ments is, of necessity being forced 
to provide us with a diminishing 
margin within which to distribute 
our goods. Efficiency is that dis- 
tribution requires that we use that 
margin wisely in times of large 
volume in order that in times of 
reduced volume our sights are not 
set too high, compensation-wise. 

Experience has shown to many 
here in this room that the selec- 
tion of men has become a scien- 
tific process. Experience has also 
shown that, with the use of a 
comprehensive interview proced- 
ure in 
sincerely does its job. coupled with 
realistic aptitude analysis, train- 
ing costs can be reduced. 

Add to this a well organized 
training course in which, for the 
manufacturer, the results of selec- 
tion are checked and, for the dis- 
tributor salesman, emphasis _ is 
laid on the broad general tech- 
niques of salesmanship, and I am 
sure we will increase the effective- 
ness of distribution of goods and 


which top management 


services of this industry. 

Lastly—in the best interest of 
all — gear our industry’s sales 
compensation plans realistically, 
with due regard to our recent past 
experiences and in the light of 
the tremendous demand for ef- 
ficient distribution of goods in the 
immediate future. 
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UALITY AND PROMOTION pay 
off! The product: a superior, multi- 
purpose enamel. The manufacturer: an 
advertising-minded company with an hon- 
ored reputation. The result: a history- 
making demand by consumers coast-to-coast, 
who ask for the product again and again— 
by name! 
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LABORATORY TESTED 
for quick-drying °¢ 

smoothness °*¢ 
TO HELP YOU SELL MORE 20th Centur 
PLASTIC De LUXE Enamel . . . you gef all 


the advantages of a hard-hitting national 
advertising campaign & other free alds. 
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Human Freedom 


THE struggle today is not one between academic 

economic theories of capitalism and communism but 
rather the conflict between despotism, tyranny and 
dictatorship on the one hand and Christian democracy 
on the other, says one of the nation's foremost edu- 


cators. 


By DR. RALPH COOPER HUTCHINSON 
President, 
Lafayette College 


At Joint Opening 


Session 


AM here to suggest in 
regard to our nation and our 
government that the best prep- 
aration for the solution of 
tomorrow's problems is an under- 
standing today of the problem 
which must be solved tomorrow. | 
am not concerned about the solu- 
tion tomorrow if we can only 
understand the problem today. 

In my judgment we may fail at 
solution because we  misunder- 
stand the issue. We think that 
there is a great ideological con- 
flict in society between commu- 
nism and capitalism. and that this 
is what all the shooting is about. 
From that premise we proceed to 
the conclusion that men are con- 
templating communism in their 
several countries because they are 
hungry or because they are at- 
tracted by the various promises 
and hopes of communism. Then 
we conclude that since this is the 
case, their tendency toward com- 
munism can be stayed by sending 
them food and farm machinery 
and economic aid. Having seen the 
same world wooed and almost 
won by fascism, it is amazing that 
we can be lulled into the idea 


that this is an ideological con- 
flict between communism = and 


capitalism, 
Freedom vs. Slavery 


This problem of tomorrow is 
something far more sinister than 
communism and involves a con- 
ict far older than the concepts of 
Karl Marx. The conflict in the 
world now is not that between two 
academic economic theories. It is 
rather the conflict between human 
freedom and human slavery. the 
conflict. between despotism, tyr- 
anny and dictatorship on the one 
hand and Christian democracy on 
the other, This is the battle in 
which our forefathers died. in 
which the saints and martyrs have 
struggled. This has _ resounded 
down the ages. This was the battle 
in the First World War. This was 
the issue when the forces of en- 
slavement appeared under Hitler. 
And it is only an incident of the 
trifling significance that these for- 
ces now appear under the guise 
of communism. In fact, they wear 
the guise of communism to de- 
ceive us. It is the wolf in sheep's 












DR. R. C, HUTCHINSON 


clothing. slavery parading as an 
economic idea. 

It is shocking to think that the 
old battles of human history have 
not been won. We thought they 
had been. We thought that the 
battle against slavery had been 
won, but there are more men in 
human slavery today in Russia 
and the satellite countries than 
ever before. We thought men had 
a right to live. but there are those 
who estimate that perhaps 5000 
men and women are done to death 
each day in order to force men 
to intellectual subjection to this 
new despotism. We thought re- 
ligious freedom had been won. 
but men are not free in most 
parts of the earth to worship. We 
thought men were to be free to 
vote, but they dare net vote any- 
thing but “ja” in much of the 
world. The ancient battles of 
humanity are not over. These 
victories are still to be won. 

The oldest concept of govern- 
ment held that man was the pawn 
and slave of the state, that the 
corporate good was the only 
value in life, therefore, that the 
state was supreme. The individual 
had no personal or integral sig- 
nificance. This idea dominated the 
ancient kingdoms and empires. 
Then there began to emerge 
another idea. It was implied in 
the ancient scriptures of the 
Hebrews. It appeared in vivid 
form in the teachings of Socrates 


“America should reconsecrate itself not to self-defense, important as that 
is, but to the defense of mankind." 
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Ta patoco 
COL LAR PADS 








Ta-pat-co COLLAR PADS—“The Pads with 
the Rust-proofed Red Hooks,” Prevent collar 
choke, chafing, neck sores. For years the 
world's largest-selling collar pads. 
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Ta-pat-co SADDLE PADS—Correctly de- 
signed for utmost protection . . . correctly 
constructed for longest wear. Outstanding 
favorite of horsemen everywhere. 


Display Ta-pat-co Pads and they 
Sell themselves. Ask your jobber. 


THE AMERICAN PAD & TEXTILE COMPANY 


GREENFIELD, OHIO 


Canadian Branct CHATHAM, ONTARIO 
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IRVING LEMAUX, Jr. 
Indianapolis Brush & 
Broom Mfg. Co. 


who suggested that man was di- 
vine and was, therefore, more 
significant than the state. For this 
revolutionary idea he died. Then 
came Christ who proclaimed this 
heresy as no one else had even 
spoken. He maintained that the 
whole creation, that God Himself, 
was concerned not with the state, 
not with the Kingship, not with 
the corporate body or the corpo- 
rate good but with the individual 
man, woman, or child. For this 
He died. And for this His fol- 
lowers were driven, tortured and 
killed. The Roman Empire did not 
object to a new religion, but it 
did object most strenuously to the 
revolutionary doctrine that indi- 
vidual men had rights over and 
above the State. 

So down through the ages came 
which Christian 
Democracy was finally estab- 
lished, namely, that man is the 
son of God, that he, individually, 
is the supreme value in the whole 


the concept on 


created universe, that he is more 
important and more significant 
than any king or 
army, that he is eternal and all 
other things are temporary. This 
idea lifted the serfs, 
political 


congress or 


heads of 
slaves, prisoners, and 
the downtrodden. This 
gave men the flashes of hope re- 
sulting in great historic efforts for 
freedom. This principle finally 
resulted in the Magna Charta and 
the Declaration of Independence 
and the Bill of Rights and the 
Constitution of the United States. 


concept 





AMERICAN EXECUTIVE COMMITTEE 


JAMES TATE 
Dumore Co. 





J. A. PROVEN 
Sterling Tool Products 
Co. 


This concept of the supreme value 
of the individual resulted in the 
United States of America. 


Man Created Free 


The meaning of this great truth 
is that man is created free and 
that he has certain inherent rights. 
These rights are not given to him 
by any Magna Charta or Declara- 
tion or Bill of Rights of Congress. 
They are simply recognized by 
these With these 
rights men “are endowed by their 


instruments. 
creator.” They are “inalienable 
rights” and can be taken away by 
no dictator, no Hitler, no Stalin. 
no president, no congress, no 
court, no majority, no plurality. 
no labor union, no corporation, no 
mob. These rights we know well 
- life, liberty, pursuit of hap- 
piness — freedom to speak, to 
read, to think, to 
vote, to work, to own, to give. 
These rights are the total anti- 
human and _ political 
slavery under the dictatorship o! 
anybody, Hitler, Stalin, the pro- 
letariat or anyone else. 

Political 
other hand, is the method of those 


assemble, to 


theses of 


enslav ement, on the 


people who will not produce and 
will not be satisfied with what 
they can secure through fair trade. 
They want that which another has 
or which they think he has. Find- 
ing that he does not have enough 
for their greed, they steal him and 
his labor by putting him in sub- 
jection. This becomes slavery. the 
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purpose of which is to produce for 
the gangsters of life what 
want and what they are not will- 
ing to produce for themselves. 
And any attempt to free men from 
slavery and any thought contrary 
to slavery is political crime. 

And so with a few 
and modern trimmings we 
again the ancient tragedy and con- 
flict. The gangster leaders of Rus- 


new words 


have 


sia are the latest champions of 
despotism. They first 
their own wealth and their middle 
class in the childish expectation 
that they would find wealth to be 
distributed to the proletariat. But 
they found that they 
stroyed human ability 
complishment and that there was 
no wealth when the «producers of 
So the 
gangsters then enslaved their own 
people, thinking that this would 
produce wealth. But did 
not produce and Russia starved 
and sank to the lowest standard of 
living it had ever known, 
in fact that the government has 
labored for years behind an iron 
curtain to conceal this fact from 
the world and its depth from its 
own victims, and the armies of en- 
slaved mentalities were helpless, 
helpless before Finland, helpless 
before Germany and saved at the 
last minute by the prodigious aid 
of America in arms which Russia 
could not produce, and incident- 
ally cannot reproduce. 


destroyed 


only de- 


and ac- 


wealth were destroyed. 


slavery 


so low 


U.S.S.R. Looted; U.S. Fiddled 


Then came victory won by the 
nations of free peoples in unfor- 
tunate and evil alliance with the 
despots of Russia. These despots 


and gangsters found their own 
land pillaged by another slave 


nation, their people hungry and 
incapable of production. They 
turned then to prodigious looting 
in which they had the disgraceful 
consent of America. One nation 
after another was conquered. dec- 
imated, enslaved 
looted 
tolerance to 
with 

Today 


systemati- 
quibbled 


Communism, 


and 
cally while we 
about 
while 
economic 


academic. 
ideas. all of 
Europe and Asia is threatened. not 
by Communism but by conquest, 
slaughter and enslavement of a 
hungry, looting horde which pro- 


we toyed 
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Mm CREATES NEW KIND OF FISHING LINE 


REMOVES ALL SURPLUS STRETCH 
» HOOKS ARE NOW SET INSTANTLY 


Every strike means a landed fish 


>» NO MORE BROKEN REEL SPOOLS 


No line retraction to crush reels 


>» DIAMETER GREATLY REDUCED 


10% to 25% smaller—more reel yardage 


» STRENGTH GREATLY INCREASED 


25% te 50% stronger—at no extra cost 


> MORE ABRASION RESISTANCE 


50% to 100% more wear—outwears all others 
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Our Exclusive “of Shreleh 


Process is the Amazing result from years of con- 
stant research by nylon experts. In this process, the molecular polymers (from 
which nylon is made) are reoriented and stretched to eliminate surplus stretch. 
The 





Process reduces diameter, incredses tensile strength, adds 


abrasive resistance and permanent smoothness. Truly, this process creates a 
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The Future of the Industrial 
Supply Field 






"GENERAL MANUFACTURING in the next years 

will eclipse by far anything that this country has 
ever seen,’ new president of manufacturers’ association 
states. Says industrial supply industry is also stronger 
by performance and service than it has ever been. 


In this day of “crystal 
gazing” I suppose that exploring 
the future is the appropriate thing 
to do, so I'll try to look ahead 
with you in the belief that the 
real reason I have been asked is 
simply that for several years I 
have been actively working for 
the American Supply & Machinery 
Manufacturers’ Association on 
some of the projects in which it 
has been engaged. 


Now in order to properly con- 
sider the subject I’m going to ask 
you to look back for a moment on 
the past. The association was 
founded in 1911 by a group of 
men whose interest in industrial 
distribution was based on a desire 
to achieve better distribution at 
a practical field selling cost. 


Some of you can remember the 
early struggles of the association. 
At one time it was faced with a 
small membership and a _ large 
number of resignations, very lim- 
ited funds and no secretary. Some 
of the men in this room under- 
wrote a reorganization with funds 


By JAMES G. GEDDES 
H. K. Porter, Inc., 
Somerville, Mass. 


At the Manufacturers’ 
Wednesday 
Session 


from their own pockets. At this 
time we were fortunate indeed to 
acquire the services of an aggres- 
sive young man as secretary. With 
such a spirit shown all of the 
resignations were withdrawn and 
the association’s future was never 
again in doubt. R. Kennedy 
Hanson has faithfully served the 
organization and I would like to 
pay tribute to him for a job well 
done. In the late “thirties” es- 
pecially the association grew 
steadily under, his able guidance 
so that the American came up to 
the war at full strength. 


An Aid To War 


The war in the early stages 
challenged industrial distribution 
and it is one of the notable 
achievements of this industry that 
our representatives succesfully 
established the importance of 
local distributor stocks to a war- 
mobilized industry. I will go so 
far as to say that it is doubtful 
if the war could have been 
won without the direct aid or the 


industrial supply industry as a 
whole—for we deal almost en- 
tirely in items which keep the 
wheels of production in motion. 
We must never again allow our 
essential position to be forgotten. 

Following each war there is 
always a great deal of discussion 
about methods of distribution. It 
is natural, therefore, that in re- 
cent years there has come about 
a recognition of the need for more 
effective operation by the manu- 
facturers and distributors alike. 
You are all familiar with the 
work of the association’s Market- 
ing Methods Committee and have 
participated in the regional meet- 
ings of the last two years, which 
have brought the associations to- 
gether in groups of about 200 
people for the purpose of actively 
discussing problems of the in- 
dustry. Two years of regional 
meetings have established beyond 
a doubt that much benefit can re- 
sult from a local discussion of 
common problems. These meet- 
ings have also established the 
knowledge that the interests of 


",.. we deal almost entirely in items which keep the wheels 





of production in motion." 
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“[haunk You. .. You’ve sold 


=) : / over | ,500, ‘elele) 
ts // WINCHESTER MODEL 94 RIFLES 


It was the Pioneer “Smoke- 
NOT BECAUSE less Powder” Big Game Rifle 

It's still the most popular 
BUT BECAUSE Lever Action Repeater. 


SUCH SELLING OF ONE CENTER-FIRE 
MODEL IS SENSATIONAL 






It’s just another part of the positive-proof that WINCHESTER 
is the Symbol of Shooting Supremacy. 





Introduced in 1894, this famous lever action sporting rifle 
was quickly acclaimed everywhere. For it was developed the 
famous 30-30 Winchester Smokeless center fire cartridge. 
And the demand for the Model 94 has never stopped. 


And no wonder. Probably more deer have been shot with the 
Winchester Model 94 than with any other gun in America. 
Made in carbine style, it’s the perfect saddle gun... ideal 
for hunting in wooded or mountainous country, on horse- 
back or canoe trips. 





This Model 94 carbine weighs only 614 pounds. Its magazine 
holds 6 shots which, with 1 in the domes, makes it a 7-shot 
repeater. And, with ‘the appropriate cartridges you can bring 
down a black bear, a mountain lion, an antelope or a deer with it. 


Check these specifications: 20’’ round barrel with bead front 
sight on a ramp which is a solid part of the barrel; Straight 
grip shotgun type butt; American walnut stock. Carbine-type 
walnut forearm with barrel band. Winchester Repeating Arms 
Co., New Haven, Conn., Division of Olin Industries, Inc. 


The 3 Center Fire Cartridges the 94 Helps You Sell 





with 170, in Su - orery Available in ray Speed Available in Super Speed 
with 170-grain Soft Point, with 117-grain Soft Point or : 70. : o oi 
150- grain Hollow Point and Full Patch bullets, having with 170 _——s Soft Point 
170-grain Full Patch; also muzzle velocity of 2,280 feet bullet. Also with 170-grain 
170-grain SILVERTIP bullet. per second. SILVERTIP bullet. 


WINCHESTER | 


ARMS & AMMUNITION MADE FOR EACH OTHER 
RIFLES * CARTRIDGES « SHOTGUNS * SHOTSHELLS » FLASHLIGHTS « BATTERIES * ROLLER SKATES * AND OTHER PRODUCTS 
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our association are inseparably 
linked with the interests of the 
distributor associations. Thus _ it 
appears that the future of our 
association is indeed the same as 
that of the entire industrial sup- 
ply industry. 

If then the future of this group 
is that of the entire industry we 
should state the real purpose of 
that industry and weigh here and 
now whether that purpose will 
carry us on along the trend of 
recent years when the industrial 
supply industry has enjoyed a 
much sharper rise in volume than 
the Federal Reserve figures show 
for general manufacturing. 

It is the purpose and function 
of the industrial supply industry 
to make instantly available to the 
producing plants of this nation, 
items of maintenance and supply 
—tools and equipment and even 
materials. 

At first thought this may seem 
to imply that we are selling to 
distributors who merely ware- 
house for the convenience of the 
producing plants. Nothing could 
be further from the truth. In all 
parts of the country distributor 
salesmen are actually serving as 
sales engineers for the companies 
represented by our membership. 


Not at the purchasing level but’ 


at the level of the plant engineer 
and master mechanic. If this were 
not so, how could have distribu- 
tion been achieved for materials 
handling equipment, V-Belt 
drives, tungsten carbide tools, 
hoists, grinding wheels, cutting 
tools and many other highly 
specialized items. The answer. 
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gentlemen, is that the manufac- 
turers of those items have edu- 
cated their own salesmen first and 
have then followed through by 
educating the distributor salesmen. 

Now admittedly, the above rep- 
resents the ideal rather than the 
commonplace. It is significant, 
however, that the response to 
questionnaires at regional meet- 
ings is preponderantly on two sub- 
jects: Sales Training and Selec- 
tion of Sales Personnel and Ap- 
titude Testing. Then if here and 
there our industry is challenged by 
direct selling and by mail order 
house supply departments it 
would appear that our future de- 
pends on how well we select our 
salesmen and how thoroughly we 
train them and how thoughtfully 
we support them with good litera- 
ture, good packaging, good space 
and direct mail advertising effort 
and most important with im- 
proved products. 

Last of all this work must be 
carried to the distributor sales 
force who will thus multiply your 
efforts in the field. In a word the 
future is dependent upon intel- 
ligence. 

It is pretty generally accepted 
that for the “long pull” general 
manufacturing in the next ten 
years will eclipse by far anything 
that this country has ever seen. 

It is also pretty well established 
that this industry of ours is 
stronger by performance and 
service than it has ever been. 

Thus if we apply the _ intel- 
ligence previously mentioned, the 
future of the association is very 
bright indeed. 
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Dynamic Nail and Rip- 
per. Exclusive patented 
design. 


“ HAMMERS: 


7 7% HATCHETS: 

S Patented Dynamic De- 
& sign. Power centered 
balance. Years ahead in 
value and vtility. 


AXES: 

) The Perfect and Flint 
“ Edge. Balance and utility 
wins universal user 
preference. 


SHOVELS: 
‘ly ©The Solid Shank and the 
= Dynamic forged socket 
...+ both forged in one 
piece from a bar of steel. 


*< STEEL Goops: 
Value leaders for more 
than100years.Fire-Hard- 
ened handles add extra 
utility. 


| * © pops AnD salts: 
The Rod of Champions 
«++ The Lure of Experts. 
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HEDGE AND 
' PRUNING SHEARS: 
Complete new line, fine- 
ly designed for top efh- 
ciency. 


> © GRASS CUTTING 
TOOLS: 
Complete line of quality 
tools produced by mod- 
ern methods on modern 
equipment. 


» CLEVELAND 15. OHIO 
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f MPHASIZES importance to distributor of manufac- 

turers’ cash discounts; seeks better packaging and 
labeling; need for balanced inventory and asks that 
individual manufacturers give distributors advance in- 


Report on the Work of 
The Committee on 
Manufacturers Relations 


formation on contemplated price declines. 


By RAY C. NEAL 
R. C. Neal Co. 
Buffalo, N. Y. 
Vice President, 
National Supply & Machinery 
Distributors’ Association 


HE aim and _ purpose 


of the Committee on Manufac- 
turers’ Relations of the National 
Supply and Machinery Distribu- 
tors’ Association is to serve as a 
liaison between members of this 
Association and their supply 
sources, the most important of 
whom are members of the Amer- 
ican Supply & Machinery Manu- 
facturers’ Association. One of the 
responsibilities of the committee 
is to keep a friendly atmosphere 
between the manufacturers of and 
the distributors of industrial sup- 
plies to the mutual advantage of 
both phases of the industry. 
During the past two years, 
there has been a greater advance 
in the friendly relationship be- 
tween the producers of and the 
distributors of industrial supplies 
than in any equal period in the 
past decade. This is not on ac- 
count of any spectacular work by 
this committee, but by the ever- 
increasing year-by-year enthusias- 
tic and outstanding cooperation of 


the members of the Southern, Na- 
tional and American Associations. 
Without the wholehearted support 
given by these threee Associations. 
your Committee could have ac- 
complished little. 

It is certain that profitable dis- 
tribution in our industry is con- 
tingent upon understanding of 
each other's problems, and 
complete cooperation in the de- 
velopment of policies and prac- 
tices to achieve the end of 
servicing and supplying industry’s 
needs economically. 


Distributors Have Helped 


Much of the accomplishment of 
the past two years was made pos- 
sible because more leading manu- 
facturers took many of their 
distributors into their confidence. 


At Tuesday National 
Association Session 





RAY C. NEAL 


selecting them from the larger, 
the medium and the smaller units, 
consulting with the distributor be- 
fore the adoption of new policies. 
These manufacturers found that 
when these new policies were put 
into effect, be they pricing, pack- 
aging or otherwise. that being 
adopted with the full knowledge 
of. and after consultation with dis- 
tributors, that the reception by the 
distributors, as a whole, was much 
more favorable. It meant that the 
rough spots were ironed out be- 
fore the new procedures were 
adopted, and that such policies 
were then generally favorable to 
profitable distribution in which 
the manufacturer profited in his 
turn. Conversely, if the manu- 
facturers’ policy is adopted be- 
fore consultation with distributors 
and it fails to promote profitable 
distribution, he cannot hope to 
receive the same interest and co- 
operation from his distributors as 
do those who consider distribu- 
tors’ problems before developing 


“Every distributor who is having his profit reduced by the reduction of 
cash discount or withdrawal of freight allowances, should fight for his own 





individual rights." 
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: MANY YEARS of close ass@Mation be- 
. \ 

tween Crucible and the cutlery ustry of 

this country have, we believe, been tually 


pleasant and profitable, for Crucible truly 


grown up with the industry in America \ 
Our founders brought with them fro ef-\ 


field their skills in the manufacture of cu \ 





steels and established a flourishing handic 
industry on this continent before the War B 
tween the States. These skills they handed 
down to their sons and successors, who united 
in 1900 to form the Crucible Steel Company of 


America. 

















the ASSOCIATED 


CUTLERY 
INDUSTRIES 


\ of AMERICA 


Today, as for many years past, Crucible is the 
nation’s largest supplier of high quality cut- 
lery steels, due largely to its long-time research 
and development of the highest cutting prop- 
erties. As cutlery demands have grown and 
changed, Crucible has always been ready with 
exactly the desired carbon, alloy or stainless 
steel for the purpose. Crucible was, in fact, one of 
the pioneers in developing stainless for cutlery. 
It is with pride, therefore, that Crucible sa- 
lutes the Associated Cutlery Industries of 
America on National Cutlery Week with best 


ishes for the success of its efforts. 


CRUCIBLE STEEL Company of America 
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THIN 


BUT WHAT A SALES PULL 
THEY GIVE Ye OU! 


The thin wall sockets and slender drive 
parts in the NONE-BETTER Line work 
smoothly in close corners other tools can’t 
reach. Such high utility in shop, farm and 
home repairs make sales for you! .. . 
because your customers know the NONE- 
BETTER name. They look for it! 

Let this reputation for unrivaled perform- 
ance bring profits to your store. Low NONE- 
BETTER carrying costs boost your return 
per sale . . . and sales come thick and fast 
on this triple plated, handsome Chrome fin- 
ished Line. Mark your store as a Tool center 
with attractive NONE-BETTER displays. 

Order these fully GUAR- 
ANTEED tools TODAY! 













Ask about th. 
fast moving 
Set No. 6023 





Ihe new Catalog of 
the improved, NONkt- 
BETTER Line is 
yours for the asking. 





sold only in theMfbetterhardware stores 


THE NEW BRITAIN MACHINE CO. 
NEW BRITAIN, CONN. 











Cc. C. KRUEGER 
San Antonio Machine 
& Supply Co. 


new sales policies. Those manu- 
facturers who have charted the 
course of consulting with distrib- 
utors during the formative period 
of their plans, have gained con- 
siderable prestige in the ranks of 
the distributors. They have been 
talked about, complimented, and 
otherwise favorable pub- 
licity, which should mean much 


given 
to those manufacturers in their 
future relations with distributors. 
The momentum thus established 
should hurry the time when ad- 
ditional and increasing numbers 
of manufacturers will believe it 
feasible to proceed along the same 
lines. 
Such 
strengthen the bonds between the 
members of the Manufacturers’ 
Association and the members of 


procedures should also 


the two distributors’ associations, 
enable the two 


associations to dis- 


because it will 
distributors’ 
seminate 
information as to the intention of 


among members, full 
the manufacturer to make changes 
in his procedures, explain to mem- 
hers the reasons why, and prepare 
the way for an enthusiastic ac- 
ceptance of the new policy. Too 
often in the past, manufacturers 
have been confused because dis- 
tributors have had such divergent 
views that seemingly there was no 
common ground on which the 
stand, For 
Association 


manufacturer could 
that reason, our 

should discuss with various seg- 
small, 
medium and large, both our own 


ments of our members, 


J. A. RIECHMAN 
Riechman-Crosby Co. 








SOUTHERN ADVISORY BOARD 





ro 


ERNEST HOWELL 
Capital City 
Supply Co. 


and manufacturers’ problems. so 
that definite and reasonable con- 
clusions can be reached and 
passed on to our sources, that 
would be helpful to them and 


beneficial to all our members. 
Headway Made 


Much headway has been made 
in the past year or two, in having 
the manufacturers consider us, 
the industrial supply distributor, 
as a part of their own sales organ- 
ization, 
customer. Many have realized that 


rather than just as a 


the ultimate consumer to whom 
we sell, is really the customer of 
both of us. For that reason, the 
line of supply from the manufac- 
turer through the distributor to 
the ultimate customer, should be 
a path as smooth and straight as 
When the distributor 
functions as he should for the 
manufacturer, and the manufac: 


possible. 


turer emphasizes to his organiza- 
their distributors. 
their own. sales 


tion that we, 
are a part of 
organization, the relationships are 
most cordial and profitable. The 
endeavors of your committee on 
manufacturers’ relations are 
wholly based on this philosophy. 
manufac: 


Your committee on 


turers’ relations has discovered, 
during the past year or two, that 
many 


been 


times manufacturers have 
anxious, to 
their distrib- 


there were 


willing, even 
meet the views of 
utors, but because 
such divergent views among the 
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distributors themselves. the man- 
ufacturers- could not come to 
satisfactory conclusions. In a re- 
port to the board of governors. 
the statement was made that if 
there are any projects which the 
members of the association or the 
hoard of governors believe should 
he discussed between the man- 
wfacturers’ relations committee of 
our association, and the distrib- 
ytors relations committee of the 
manufacturers’ association, that 
before any definiie stand is taken, 
we should sample a certain num- 
ber of members of our association 
who are interested in the distrib- 
ution of the items under discus- 
sion. 

An expression should be ob- 
tained from members in the large, 
medium and small brackets to 
determine their views on the sub- 
iect under discussion. This, of 
course, applies only to such prob- 
lems as are of common interest to 
both ourselves and suppliers, 
which can be. discused within the 
bounds of all laws, rules and 
regulations. It will then be con- 
tingent upon the cooperation of 
the members who are asked to 
coatribute views, as to whether or 
not successful conclusions are 
reached. After definite conclusions 


are determined, the matter under 


discussion can then be _ intel- 
ligently presented to the manufac- 
turers with confidence, knowing 
that the views which we are ex- 
pressing are the composite views 
of many of our members. I might 
say that an increasing number of 
manufacturers are doing a very 
fine job. and are extending to us 
their fullest cooperation. Some are 
even going so far as to investigate 
within their own industry. the 
possibility of making innovations 
that will prove beneficial to the 
distributor from many angles. 


What Has Been Done 


This might be a time to sum- 
marize, in just a few minutes, 
matters on which your manufac- 
turers’ relations committee has en- 
deavored to do something this 
vear, 

First We have endeavored to 
keep our sources informed as lo 
the vreatly increased operating 
‘ost of distributors. We have 
asked them to take into considera- 
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For Manufacturers Who Si upply 
Screws With Their Products - 


CUT COSTS - INCREASE EFFICIENCY 
BUILD CUSTOMER GOOD WILL 











WOOD SCREWS « MACHINE SCREWS « TAPPING SCREWS 
with Slotted Heads or HOLTITE-Phillips Recessed Heads 


HOLITITE “Taped” Screws cost less than packing loose screws 
in envelopes or paper wraps by hand or machine! 

a i material om fo loose screw handling, ovations and 

i iminated. chine count prevents overages a - 

se . Das colle dak of Pe and finishes of screws that look 
alike but vary in price. 

HOLITITE “Taped” screws are furnished on individual tapes with 
any number of screws up to 12. All colors and combinations of colors 
of cellulose tape and paper are available. Color-coding of screw 
finishes, types and quantities insures quick, correct packing and 
inventory. 

For economy and efficiency change to HOLTITE “Taped” 
screws. Order as you need them. Descriptive folder and samples sent 
on request. 


Continuous tapes containing thousands of 
screws can be furnished on spools 


Small size screws can be supplied with 
ints covered to prevent scratching 
nished surfaces of other parts. 


| ee 














> 


me + 
New Bedford, 
e Mass., USA. 

















tion this fact. Some manufac- 
turers have been very cognizant 
of the situation and have volun- 
tarily increased their discount to 
distributors. 

In contrast to those who have 
recognized the need, there are too 
many manufacturers who have, in 
my estimation, asked the indus- 
trial supply distributor to subsid- 
ize them by cash 
discounts, freight allowances or 


reducing 


dates of payment. This, at a time 
when most 
showing earnings at the highest 
peak ever. It seems that the man- 
ufacturer of a very important seg- 
ment in the industrial supply field 
who manufacture material which 
turns the wheels of industry, re- 
cently felt justified in reducing the 
cash discount. I wonder how 
many distributors in this room 
wrote a convincing letter to their 
source of this material which 
turns the wheels of industry. I 
would like to quote a letter from 
one up-and-coming distributor on 
the subject: 


manufacturers are 


One Opinion 


It read: “Still about Cash Dis- 
count. Here is an interesting idea. 
Your company could make their 
stockholders a lot more money by 
chiseling 1 per cent of their labor 
bill than they can by paying 1 per 
cent less for sales representation. 
I know that your labor bill is 
only 40 or 50 cents on your dollar 
sales, but I also know that this 
cutting of the pay of your dis- 











RETIRING PRESIDENT F. MARSENA BUTTS receives a silver pitcher from 

Eugene F. McCarthy, Beals, McCarthy & Rogers, Inc., Buffalo, N. Y., another 

past president of the National Supply & Machinery Distributors’ Association 
in appreciation of his services to the organization. 


tributors is going to have an in- 
jurious effect. But the point is, 
why don’t you chisel this amount 
out of your labor instead of from 
your selling partner? Of course 
I realize that you wouldn’t even 
think of trying to chisel anything 
out of the pay of organized labor. 
And this of course is due entirely 
to the fact that your labor is or- 
eanized. And yet they tell distrib- 
utors that it is illegal for them 
to work together on a matter that 
affects their pay. You can be sure 
of one thing. The goods that are 
showing a profit will be sold by 
the distributor.” 


AMERICAN ADVISORY BOARD 





D. W. NORTHUP 
The Henry G. Thompson 
& Son Co. 
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R. G. THOMPSON 
The Lufkin Rule Co, 





HERBERT P. LADDS 
The National Screw & 
Mfg. Co. 





Every distributor who is hav- 
ing his profit reduced by the re- 
duction of cash discount, or 
withdrawal of freight allowances, 
should fight for his own individ- 
ual rights. There is no sense in 
the manufacturer today, reducing 
the pay of a most important di- 
vision of his company, the sales 
division. On the other hand, where 
some manufacturers have been 
giving, others have been taking 
away, as indicated above. The 
shortsightedness of our sources, 
who have eliminated cash dis- 
counts or reduced them, or elim- 
inated freight 
reduced them, and otherwise in- 
creased our cost by the adoption 
of detrimental 
course, of real concern. The un- 
realistic view point of those man- 
ufacturers, who without 
institute policies that in effect rob 
distributors of that portion of 
their normal profit. have been and 


allowances or 


policies, is, of 


notice, 


must continue to be the foremost 


problem confronting this com- 


mittee. 


Packages and Labels 


One of the developments between 
the manufacturer and the distrib- 
utor is that of new packages and 
labels to facilitate the handling 
of stock by the distributor. There 
is a strong movement by many 


label their 


manufacturers to so 
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$7 


Prices fair 
price 





SPEED 


Tug it, kne 
sells so fast. 


Inside core 
big heavy-d 


Elastron jac 


Guaranteed 
than 350 Ib: 
every 50 ft. 


"Reg. U.S. Pat. © 
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1 UKE SUPPLER” 
GARDEN HOSE BECAUSE 
op SELLS ITSELF 


%, 





he 
f 
y 4 
id 


worth last season,” says Frank 






Lennon of Wright Hardware Store, 
Manhasset, Long Island. 


That's the actual sales record of only one store without 
the use of newspaper advertising and they expect to do more 
this year. This remarkable sales record is being duplicated 
by many of our dealers throughout the country. 


SUPPLEX garden hose sells itself because it is 1/3 the 
weight — 50’ weighs only 6 Ibs. Its silvery-grey color reflects 
$795 2 $475 ultra violet rays, prolonging the life of the hose. It will not 
rot, mildew or crack and you can run your car over it with- 


50-FEET 25-FEET out hurting it. 











ORDER NOW Packed five 50-foot lengths or nine 


Prices fair traded and » FULL 40% DISCOUNT 25-foot lengths to a carton, F.O.B. Garwood, N. J. 


Price protected 





SO eum retails S95 9 OR 
in NEW display basket for 100 -FEET 50-FEET 


FULL 40% 


sa, Sa 














SPEEDS UP CLOTHESLINE SALES 


Tug it, knot it, feel it and you'll know why this clothesline 
sells so fast. Send for a sample length. 


Inside core is high tenacity rayon cord — same as used in 
big heavy-duty tires. 


Elastron jacket is smooth and sparkling white 


Guaranteed to give satisfactory service. Breaking load more 
than 350 Ibs. Packed 12-100-ft. lengths to carton. Marked 
every 50 ft. 


"Reg. U.S. Pat. OF. 


INDUSTRIAL SYNTHETICS CORPORATION 


GARWOOD, N. J. 
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in 42 Versatile Sizes— 
ROYAL Corrugated 
fasteners mean 
ROYAL profits 
with fast turnover... 
Wood joining is a cinch with ROYAL cor- 
rugated fasteners . . . a boon to wood- 
workers, craftsmen, and yes — even the 
handy housewife! Sales are brisker with 


ROYAL, the joint fastener with many uses, 
many friends. 


NEW! CONVENIENT! 





SELF-SELLING COUNTER DISPLAY! 


10 boxes—packed 50 or 100 
per box 


Handsome sales-catching red, blue, and 
white display makes selling smoother! 





POPULAR “ROYAL” DIVERGENT 
CORRUGATIONS, SAW STYLE, DRIVE 
ACROSS OR WITH GRAIN. AVAIL- 
ABLE IN TEMPERED COLD ROLLED 
STEEL, GALVANIZED AND SOLID 
BRASS. 
Inches in depth: V4", Ve", V2", 
Ye", Ya", Ve", 1” 
No. of corrugations: 
2, 3, 4, 5, 6, 7, etc. 
In Bulk: In kegs of 50 or 100 Ibs., 
also cartons of 500 or 1000. 
if Your Jobber Does Not Carry 
the Royal Fastener, 
Write Us Direct! 


reg.U.S.pat.off. 





42 SIZES—SPECIAL SIZES TO ORDER 
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packages that there will be a sav- 
ing of time in assembling orders. 
Every distributor who handles a 
product wherein the labels are 
not of a type or kind that are 
easily read by his oreder clerks, 
should take it upon himself, as a 
committee of one. to communicate 
with that 
same time sending a copy of the 


manufacturer, at the 


communication to the Chairman 
of the Manufacturers’ 
Committee. This should be an ob- 


Relations 


ligation of each and every mem- 
ber in our industry. There are 
many of our members who handle 
only a comparatively few lines. so 
that it will take a large number of 
them to be interested in this pro- 
ject. to have most of our sources 
told if their packaging and label- 
ing is not of the best. 

Third 


one source of annoyance which 


During the past year. 
was a surplus of slow-moving 
items, making for overbalanced 
inventories. has. I believe. been 
generally eliminated. This has 
been done in two ways: First. by 
hetter control of purchasing by 
the distributors themselves, and by 
a very fine co-operative policy of 
change with distributors of sizes 
for which the manufacturer has 
sale in other territories, replacing 
them with sizes the distributor 
move in_ his 


could territory. 


Second, in our own area. we 
were very successful by — co- 
operating with five or six other 
distributors of the same product. 


to reduce inventories of each of 





NATIONAL AREA 
REPRESENTATIVE 





J. D. NICHOLSON 


The Mine & Smelter 
Supply Co. 


overstocked or slow-moving sizes, 
by exchanging among ourselves 
every other month, a revised list 
kinds of 


eXCess 


of sizes, shapes and 


material which were in 
supply, and purchasing from each 
other at the same cost which we 
would pay the manufacturer of 
the product. The manufacturer ol 
this product was more thai 
pleased to cooperate with us wher 
he learned what we were donig 
among ourselves to help overcome 


our difhiculties. We 


expect the manufacturer to take 


should not 


the full burden when we ourselves 
are not willing to make an effort 
to relieve the situation by inter 
changing among ourselves. 
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HOWARD M. SCHRAMM 
Turner Supply Co. 


J. M. BATES 
Moore-Handley 
Hardware Co. 


ALVIN M. SMITH 
Smith-Courtney Co. 
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CORD SETS 


GENERAL @ ELECTRIC 


flamenol 





for high, fast profits 


Here’s a brand-new merchandising plan with a liberal 
distributor-dealer discount setup that builds profits 
fast. It’s the General Electric Flamenol Cord Set 
Merchandiser. 

Placed on your counter, this appealing, eye-catch- 
ing display sells Flamenol cord sets on sight . . . with- 
out any extra selling ‘“‘push” from you. Here’s why: 


S oh, answer an ever-present need. Almost every 
home has frayed or unserviceable cords and dan- 
gerous, damaged plugs on lamps, clocks, radios, fans, 
and other light-duty appliances. 


...they are a top-quality product. The prongs stay 
straight and true, because they are of double-strength 
construction and are molded right into the high- 
strength plastic plug. The thermoplastic insulation is 
good looking and easy to clean . . . resists oil, mois- 
ture, alkalies, and many other service hazards. 
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to today’s new “repair-it-yourself” 
group. New Flamenol cord sets come with ends 
stripped ready to attach. The counter display appeals 
to men and women, with “home repair” skills, who 
take simple repairs in their stride. 


America’s best-known trade mark. This, 
plus the Underwriters’ Laboratories label, shows 
there’s no “skimping” on quality. 


priced to sell. The low retail price en- 
courages multiple buying. You'll be surprised at the 
quick turnover and attractive profits. 


Dealers who are already selling these cord sets report 
quick sales and excellent response by customers. Ask 
your regular General Electric merchandise distributor 
to show you a sample package—with counter card 
and four product cards—each holding six cord sets. 
He’ll give you all the facts about this new self-selling, 
fast-selling item. Then order from him, and get in on 
this new profit builder. For information, write to Sec 
tion D12-538, General Electric Company, Bridge- 
port 2, Connecticut. 


*Trade-mark Reg. U. 8. Pat, Off. 
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No. DII9 iilustrated 
(Ne. D109 is all Brass) 


iG wot coi 


@LAYMAKER 


Padlocks Sell 
from this Free 
Display Board 


This bright red display 
board is free with any 
one of Slaymaker’s “D”’ 
Series popular priced 
padlocks. Like an extra 
salesman in your store, 
it will make extra profits 
for you. Your jobber can 
tell you all about these 
newest Slaymaker Dis- 
plays. Ask him today. 


-Q@aymaxer 


LOCK CO., LANCASTER 
PENNSYLVANIA, U.S.A. 














C. A. DILLON 
Dilion Supply Co. 


Fourth— we should like to see 
a practice adopted by more man- 
ufacturers the same as_ which 
one manufacturer adopted a short 
time ago. wherein he let his dis- 
tributors know in advance of a 
contemplated decrease in_ price. 
The effective date of the change 
was set sometime in the future. 
in order that distributors would 
be able to reduce their stocks and 
thus avoid an 
Stocks were replenished in the in- 
terim at the new low price. Some 
manufacturers have said that this 
could not be done because dis- 
tributors would jump the gun on 
each other when competing for 
orders during the time of proba- 
tion.Why, however, should many 
distributors who would not do this, 


inventory _ loss. 


be penalized because one or two 
might dé it? To me, this does 
not seem logical. The manufac- 
turer could, at least, show his co- 
operative spirit, by making the 
gesture. If the distributors do not 
take advantage of it. that is their 
fault. 

Fifth—In addition to matters 
mentioned above. that the Manu- 
facturers’ Relations Committee 
has endeavored to do something 
about this projects 
which have been under discussion 


year. cover 


for quite some time in the past. 
However, many projects must be 
followed continuously when once 
started, to obtain the best of 
results. They cannot be left to 
die. Among these projects are: 

(a) A continued suggestion of 


SOUTHERN ADVISORY BOARD 





EDWARD F. STAUSS 
Stauss & Haas, Inc. 
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Henry Walke Co, 


the mutual advantage of properly 
stocks 
and service in manufacturers’ ads 
in trade papers and in national 
publications. 


advertising distributors’ 


(b) Following the report by 
the research and planning com. 
mittee of the variations in cost 
data sheets, your Manufacturers’ 
Relations 
energetically a 


Committee pursued 
campaign — to 
reduce the wide variety of sizes, 
types, colors and __ punchings 
which were being used. A cam 
paign was instituted with our sup- 
ply sources to adopt standard 
cost sheets which would simplify 
the handling procedure of dis- 
tributors very readily, if our 
manufacturers cooperate. A letter 
addressed to the members of the 
American Association presented 
our recommendations for stand: 
ard sheets, and this was further 
emphasized by an article which 
the American Association ran in 
their special bulletin in coopera- 
tion with us. The Southern Asso- 
ciation is also cooperating. 
(c) One of the most important 
projects undertaken by the Manu- 
facturers’ Relations Committee 
during the past year or two, has 
been the distributors’ sales meet: 
ings and the manufacturers’ sales 
men or representatives. Due to 
the vast amount of unfavorable 
comment as to the ability of 
manufacturers’ sales representa: 
tives on the whole, to conduct 
sales meetings and impart pro- 
duct information to distributors 
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salesmen, quite a 
made. The idea was to gather 
specific data to present to our 
sources of supply. As a result of 
the many suggestions received, a 
special article was prepared for 
Association’s _ bul- 
bring to the 


survey Was 


the American 
letin. hoping to 
manufacturers’ attention the need 
for better trained field men. This 
article appeared in the April 
issue of their publication. In 
furtherance of this important 
phase of manufacturer-distributor 
relations, it is expected that an 
additional will be issued 
on this 
distribution. 

I would be remiss in a report 
of the Manufacturers’ Relations 
Committee not to mention the 
responsibility of our own group 
to our sources of supply. It is a 
mutual responsibility, and the 
achievement of the finest type of 
distribution on a mutually profit- 


report 


subject for general 


able basis. must be based on a 
cooperative effort. We, as dis- 
tributors, must maintain ade- 
quate, stocks, maintain a well- 


informed, intelligent outside sales 
force backed by an efficient inside 
sales and service organization. 
We must perform the many serv- 
ice functions peculiar to our 
industry. We must keep our sales 
force ever alert and on the offen- 
sive. We must see to it that the 
number of customers per sales- 
man and the number of lines that 
we handle will permit him to 


really initiate sales. 
Be Quick to Compliment 
We have emphasized and _re- 


during the past 
our individual 


peated often, 
year, that it is 
responsibility to keep our supply 
sources informed of how the pol- 
icies and practice they put into 
effect will facilitate or hinder our 
operations. We must be just as 
quick to compliment our sources 
as to. criticize. 

May we suggest that the most 
effective way to 
manufacturer 
poll as far as his distributors are 
letters 
the policy-making 


provide — the 
with an opinion] 
concerned, is to send 
addressed to 
executives. The weight of individ- 
ual opinion is a powerful factor. 
It can get results in our case if 
we express it. 
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Not the Saturday-Night type of bath, of course! The WITT Can's 
‘lifetime-bath"’ is an extra-heavy coating of purest zinc that protects 


the Can through its lifetime . . 


. up to five times that of ordinary Cans. 


Each WITT Can is galvanized ofter assembly, filling up all cracks and 


crevices where rust might start. 


And that special hand process concludes a long series of design, 
material and manufacturing ‘‘extras'’ which make WITT Cans a symbol 
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of quality. Heavy gauge steel is formed 
into deep, rolling corrugations to give 
maximum strength... reinforced with 
shock-absorbing stéel bands which bounce 


off the roughest treatment. 


The result? WITT Cans are weather- 
resistant, wear-resistant and dent-resistant 
... Offer greatest value to your quality- 
conscious customers. They are the kind of 
and the 
kind you can turn over faster with greater 


merchandise buyers want... 


profit. 


THE WITT CORNICE COMPANY 


CINCINNATI 14, OHIO 
“Originators of the Corrugated Can" 
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Trade Associations and the Law 


ITH emphasis on the fact that ''Uncle Sam is sort 

of a St. George and the businessman is the 
Dragon," Commissioner Mason urges the need for 
statutory provision for business and the FTC to dis- 
cuss practices, seeking understanding in place of prose- 
cution for unintentional violation. Such violations, he 
points out, often occur because the laws are not clearly 


understood. 


By HON. LOWELL B. MASON 
Federal Trade Commission, 


Washington, D. C. 


| T’S a pleasure to talk 
to businessmen; it’s a pleasure to 
talk to executives, because I think 
we are faced with the necessity 
for a legislative revolution. 

Oftentimes a chemical change 
comes over a fellow when he gets 
a government job. He begins to 
feel that the people in govern- 
ment are St. George and business- 
men are the Dragon. They don’t 
realize that it is from industry 
that the sinews come which make 
it possible for government to 
operate. I think sometimes we for- 
get our role of servants. 

You see, we fellows aren’t in 
competition like you fellows are. 
Only 27/100 of one per cent of 
men working for Uncle Sam 
are in competition. Those men are 
your President, Senators and 
Congressmen. They have to com- 
pete for the approval of the 
board of directors. 

It only takes one vote to make 
me a Federal Trade Commis- 
sioner, and once I get that 
appointment [ can thumb my 
nose at the world for seven long 
years and nobody can remove me 
from office. And the Civil Service 
staff is in for life. 

Of course we have to have con- 
tinuity. I am not criticizing civil 
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service. We have to have con- 
tinuity and stability in our gov- 
ernment. But without that com- 
petitive stimulation which you 
gentlemen face every day that 
stability can sometimes turn into 
stagnation and that continuity can 
turn into rigor mortis. 


There's a Difference 


Your members of Congress are 
constantly aware of new ideas 
because they have to get your 
suffrage every two, four or six 
years. We fellows don’t have to 
have that suffrage. And after hav- 
ing been in the practice of law, 
and after having represented 
small business’and some big busi- 
ness, when you get to the Federal 
Trade Commission and have the 
purple curtains in your office and 
have everybody calling you 
“Commissioner,” and yessing you 
to death, it is very easy to get to 
be a stuffed shirt and forget you 
are there merely as a transient 


At the Wednesday 
Joint Distributors’ 
Session 





HON. LOWELL B. MASON 


trying to do a job for the govern- 
ment and that the government is 
trying to do a job for the people. 

I want to talk to you about the 
law as it applies to your business. 
The way I look at you gentlemen, 
you are a part of the economy, 
and a very important part — 
almost a $3 billion part of our 
economy. You pay my salary. 
You hire the soldiers. You hire 
the fellows that collect garbage 
and sweep the streets. You hire 
the fellows who educate our chil- 
dren. But when looking at it from 
Washington when you are in the 
role of a man who is supposed to 
enforce the law, you get a very 
differently colored picture of the 
situation. 

What do you see between gov- 
ernment and business? Litigation. 
Suspicion. Tax indictments. Suits. 
Injunctions. In other words, 
Uncle Sam is sort of a St. George, 
and the businessman is_ the 
Dragon. 

I think we are going to have 
a change of approach to this 
problem if we are going to main- 
tain an economic democracy. | 
think the reason that we have 
fallen into that situation _ is 
because you businessmen have 
not set your standards of dissatis- 
faction high enough. If you walk 


. . « Uncle Sam in relationship with businessmen works on the theory 
that the way to bring a reign of law is by hit-and-miss prosecutions." 


HARDWARE 





AGE 






















MAY 6 








govern- 
ment is 
people. 
yout the 
usiness. 
itlemen, 
onomy, 
art — 
of our 
salary. 
ou hire 
varbage 
ou hire 
ur chil- 
it from 
in the 
osed to 
a very 
of the 


Pn gov- 
igation. 
. Suits. 
words, 
George, 
is the 


o have 
to this 
» main- 
racy. | 
e have 
ion is 
| have 
lissatis- 
u walk 








Alu ‘ 
CLOTHESLINE 


NO. 9 GAUGE (.148" DIAMETER) 
HOLDS ALL TYPES OF CLOTHESPINS 





Ouce ta Place Vt NEED NEVER BE TAKEN DOWN! 


Here is a real sales and traffic builder for your store. Clean looking 







and modern, it is the most efficient clothesline ever developed. 


Made of solid aluminum to last a lifetime. Ideal for use in yards, 








basements or attics. Clean looking, attractively labeled, it sells itself SLIME, | 


fi. i j ! 
Ait entrants ' 


on sight from your counters and store windows. Nationally ad- 


vertised in leading household magazines and bearing the Parents’ past Obra 


as 
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ici, ees 
a) HO ae 
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GUARANTEED 


“A PARENTS’ 
MAGAZINE 


PACKED—4.- 300 ff. coils per carton. Weight 26 Ibs. Morked every 50 ft. Saves measuring time. = = < 
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ONE CONTINUOUS COIL OF 300 FT. MARKED WITH BRIGHT RED TAPE EVERY 50 FT. 


ALUMINUM NICHOLS WIRE & ALUMINUM CO. 
1s NOT FACTORY AND MAIN OFFICE—DAVENPORT, IOWA 
A sus STITU Té! Warehouses: Battle Creek, Mich. Mason City, lowa 





and Good Housekeeping seal of approval. Take advantage of this 
nice profit maker today by ordering a few cartons from your favor- 
ite jobber. 
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RANGE 
CONNECTORS 


THE ONLY gas range con- 
mector using malleable iron 
fittings, the standard gas fitting 
material and best for the pur- 
pose ... a heavy flared tube 
fitting combined with special 
alloy aluminum tubing with 
.049” wall thickness. A connec- 
tor built to “‘take it”! UNDER- 
WRITERS APPROVED for 
all gases. 





EASY DOES IT. The long 


10° tapered cone of a Superseal 


fitting assures permanently 


| — seal. There’s no need 


to be ‘‘brutal’’ when tightening 
the nut, but you need not fear 
shearing the tubing or damag- 
ing the fitting. Tubing can be 
bent sharply close to the fitting 
— ideal for flush-to-wall instal- 
Jations. 

















COMPETITIVELY PRICED 
even though “‘the best”’. Avail- 
able in any combination of 
elbows and straight fittings as 


B vires. Write for complete 
description. Over 400 U. S. 
Distributors . . . one near you. 


eepowteid, 


DIVISION 


COLUMBIA MALLEABLE 
CASTINGS CORPORATION 


COLUMBIA, PA. 














through one of your warehouses 
and find your preducts lying 
around on the floor, you fire that 
superintendent. In that case your 
standard of dissatisfaction is very 
high. 

But Uncle Sam in relationship 
with businessmen works entirely 
on the theory that the way to 
bring about a reign of law is 
by hit-and-miss prosecutions. We 
will sue somebody. We won't tell 
you what the law is on a specific 
question. We will wait until the 
court tells you. 


A Dynamic Example 

dramatic 
example of that yesterday. Yester- 
day the Supreme Court handed 


We had a very 


down a decision in the Cement 
Institute case. That litigation took 
13 years. I was counsel for the 
Senate Committee when it first 
investigated the basic point sys- 
tem. The scuttlebutt gossip is that 
it cost the cement industry five 
million dollars. Not an awful lot 
of money, perhaps, when you 
think in box-car figures. but the 
litigation was sort of a WPA for 
the lawyers. 

Now. I have a great deal of 
respect for lawyers; I am one 
myself. We were hired to do a 
job. But it seems to me that it 
violates every rule and principle 
that the Magna Carta set forth: 
that justice should be cheap, it 
should be quick, and it should 
he equitable. 


Let's get away from the whole. 
sale supply and machinery busi- 
ness so that we won't be personal 
about this thing. Assume that all 
you gentlemen are salt cellar 
manufacturers. so that I can 
demonstrate my point without 
anybody getting heart failure. 

In the salt cellar business, if 
Butts follows a certain practice 
of marketing Mason is going to 
follow it, too, because I want my 
share of the business—and all of 
us want our share. If he gives a 
10 per cent or 2 per cent discount 
for cash—which I understand is 
kind of a needle in the trend of 
something that is bothering all us 
salt cellar manufacturers right 
now —if Butts gives that, Mason 
is going to give it, too. We are 
all going to do the same because 
we all want that slice of the 
market. 

And then perhaps somebody 
advertises that this is solid silver 
when as a matter of fact it is 
silver filled or hollow. or some. 
thing like that. The tendency in 
an industry is to meet the other 
fellow in his statements, or his 
pricing. and in his service to the 
customer. 

Let’s assume, for the sake of 
illustrating my point, that we all 
get into one bad common busi- 
ness habit—we give a discrimina- 
tory price—and that every man 
in the room is doing exactly the 
same. Let me show you how the 
Trade Commission operates now 
because I have to show you that 
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Make June 20th a RED-LETTER DAY for Your HOME-UTILITY Sales 
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HITCH YOUR LOCAL SELLING to this 
NATIONAL FATHER’S DA’ 
PROMOTION for EXTRA PROFITS! 


Here's big news, important news, prof- 
itable news! The fast-selling 
Home-Utility Drill Line is giving 

you another crack at the 
profitable gift market--with a 
colorful new Father’s Day Pro- 
motion! The complete package 
includes: 












NATIONAL 









the PERFECT GIFT for 
~.. FATHER'S DAY! 


ae be 


(1) National Advertising, sparked by a special 
two-color, half-page ad in the June 5 issue of 
The Saturday Evening Post, plus regular 
Home-Utility advertising in the four 
national magazines shown here. (2) Free News 
paper Mats to use in your local advertising. 





(3) Free Eye-Catching Streamer for 
your store. (4) A Free Reprint 
of the Post advertisement for you 
to display to take advantage of 

this magazine’s wide readership. 


FREE STORE STREAA 


5) Sample Radio Scripts to use in local broadcasting. Don’t let 
the calendar creep up on you! Order Home-Utility Drills, 
Stands and Accessory Kits now from your Home-Utility 

Distributor . . . for extra sales, extra profits! The Black & 

Decker Mfg. Co., Dept. H-653, Towson 4, Maryland. 


SOLD THROUGH LEADING DISTRIBUTORS EVERYWHERE 











As Advertised in the 
June 5 Issue of 
The Saturday Evening Post! 


HOME-UTILITY 
Yo” Drill 


$35.95 


Drills 










Drill Stands 
Wire Wheel Brushes 
Buffing & Polishing Kits 
Abrasive Kits 


HOME-UTILITY 
V4" Drill 


$18.95 
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to show you how the future is 
going to be. 

The way we operate now, we 
won't tell you what the law is. It 
wouldn’t do you any good to 
come down and say, “Hello. 
What’s the law on quantity dis- 
counts? What can I give?” 

In the first place. it’s a good 
idea if you do what the two 
former speakers said: get your- 
selves a very good accounting 
system which shows’ your cost of 
sales. so that if the Federal Trade 
Commissioner or the Attorney 
General drops around and says, 
‘Td like to look at cost differen- 
tials and quantity discounts.” you 
can slap it down and say. “There 
it is fellows,” and be done with 
it. You'd be surprised; when the 
government agent knows you 
know what you are talking about, 
he doesn’t mess around very long. 


A Bad Habit 


We have this one bad business 
habit, and every man _ in_ this 
room is following that same prac- 
tice. (I am not just making this 
up as I go along.) In the two 
years I have heen on the Com- 
mission. I suppose I have talked 
to probably a million business- 
men either on the radio or face 
to face. 

I stand up here and say. “If 
there is any man in_ interstate 
commerce who stands up and 
comes forward [ guarantee to get 
a cease and desist order against 
him.” That is because the law is 
so confused and we are so coy 
about information we won't tell 
you what it is. You go out and 
guess; and then if you guess 
wrong, why, we will sue you. 

So, we can do that to every 
businessman. But we can’t indict 
the entire nation unless you give 
us something amounting to ap- 
proximately the European relief 
funds. If you did that. everybody 
would then be in a concentration 
camp, so to speak. Since we can't 
do that, how many we sue de- 
pends on how much dough Con- 
gress gives us. If it gives us a 
lot of money, we sue a lot of 
people. If it doesn’t give us much, 
we don’t sue so many. 

As long as we can’t sue every- 
body, then how do we determine 
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whom to sue? That is a question 
resolved by the fan mail. You 
watch the fan mail. 

We are all in the salt cellar 
business, and Butts did pretty 
good last year. I am _ not too 
happy about the fact he _ took 
some of my customers, so I write 
a letter and say Butts is using the 
wrong kind of discount system. 
Kenny, he was doing a little too 
much business, too, so right away 
the Commission gets fan mail on 
him. 

He is the fellow to whom the 
Federal Trade Commission sends 
a man who says, “I’m from the 
Commission. We'd like to look at 
your books. We'd like to see the 
accountant.” He is the fellow who 
on Sunday morning wakes up and 
sees in the papers that Uncle Sam 
is suing him. And we are all nice 
to him in the Club because we 
want him to know he hasn’t lost 
any social caste because the gov- 
ernment has sued him. 

So it is Kenny who has to hire 
the lawyers and hire the account- 
ants. And of course you know 
from Jacksonville. Fla.. to Wash- 
ington the  portal-to-portal  ex- 
pense is high. And the delegate 
from San Francisco, really pays 
through the nose. 

If we take the cement suit as 
an example of course that is a 
big industry—70 companies. But 
take the salt cellar business. We 
will say that it will only cost 
them from $5.000 to $50,000. 
And don’t fool yourselves, it costs 


WILLIAM TODD, Jr. 
Somers, Fitler & 
Todd Co. 





A. J. GLESENER 
The A. J. Glesener Co, 


money when you get tangled up 
with Uncle Sam, when he is the 
fellow who hires the lawyers and 
is on the business end of that 
suit. I really shouldn’t say that 
because, as a matter of fact, when 
Mr. Kenny sends that little check 
of his in on the 15th of March 
you know he takes out for the 
expense of hiring the lawyers and 
accountants. In other words, 
Uncle Sam hires Mason to sue 
him, and then Uncle Sam pays 
for Kenny’s lawyers to defend his 
suit, and everybody has a good 
time except the guy who buys the 
salt cellars. And, brother, the cost 
of all that is right in the salt 
cellar. 


Too Many Economists 


That is the way we operate 
today. That is the typical method 
of operation. And it was Voltaire, 
I think, who said, “A reign of 
law is not the beneficial product 
of the policeman’s billy, the sol- 
dier’s bayonet and the hangman’s 
noose.” I think there are too 
many economists and _ lawyers 
handling business relations. We 
ought to have more psychologists 
and philosophers handling it be- 
cause, after all, it is a human 
relationship. One of our great 
minds, Ralph Barton Perry, now 
retired professor of philosophy, 
says. “A reign of law comes 
about with a common understand- 
ing and a common acceptance of 
rules,” and that “force is the last 
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ocksn has a whole new 
» slant on steam ironing! 


IT’S THE NEW ATTACHMENT THAT MAKES THE TRU-HEAT IRON A STEAM IRON INSTANTLY 


It makes sense! Why should a woman have to have two 
irons—one for dry ironing—another for steam? Why should 
she have to push around the extra weight and bulk of an 
ordinary steam iron when she’s not even using steam? 


Well, she doesn’t, thanks to a completely new develop- 
ment in steam ironing appliances...the Steam Ironing 
Attachment for the General Mills Tru-Heat Iron. 


Now she uses her Tru-Heat Iron all by itself for about 
75 % of her weekly ironing. Then when she has steam ironing 






PRACTICAL FEATURES FOR 
PRACTICAL STEAM IRONING 


* Slips on or off Tru-Heat Iron in an 
instant 


or pressing to do, she simply slips the Attachment on the iron 
and she’s all set for the easiest steam ironing she’s ever done! 

You’ve already seen the Tru-Heat Iron climb from 
scratch to one of the two or three top selling brands in the 
country. Imagine what this new exclusive feature will do for 
your sales! No other iron ever had so much to offer in common- 
sense, usable advantages ...and concrete sales pluses. Be 


sure you and your salespeople are using up every bit of sales 
punch the new Steam Ironing Attachment gives them. And 
watch it sell more Tru-Heat [rons for you. 









. é 4 * Plenty of steam in 2 to 4 minutes 
ee | * Irons 30 to 45 minutes on one filling 
% x A ¢ Larger soleplate speeds ironing time 
e ¢ Weighs less than 6 Ibs., ready to iron 
bs ‘ . * Steam flow is easily adjustable 
oe ¢ Every part made of rustless metal 
bd ¢ Ordinary tap water can be used 
. Pt 4 * Can be cleaned easily at home 
e « ¢ Needn't be cooled before refilling 






¢ Can safely be refilled with cold water 
¢ Water tank never gets hot 
* Completely safe—no steam pressure 


¢ Listed by Underwriters’ Laboratories 


The Tru-Heat Iron with tapered The Steam Ironing Attachment slips 


The General Mills “Steam Team” is 
back, longer, larger soleplate, on the Tru-Heat Iron in a_ beautifully balanced, light in 
Safety Side Rest, Tru-Heat second. Generates plenty of weight, easy to handle, always 
Control, Button-Saver Edge. steam in two to four minutes. completely safe. Steam irons 





One of the two or three top 
selling brands in the country 
because its features spell faster, 
easier ironing to every woman 
who sees it. 


— 


Steam irons or presses for 30 to 
45 minutes on a single filling. 
Tap water can be used be- 
cause unit is easily cleaned 
right at home. 


many washables without the 
bother of dampening. Does a 
professional looking job of 
pressing woolens without 
a dampened pressing cloth. 





Copyright 1948, General Mills, Inc., 
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Minneapolis, Minn. 








HARDWARE 


WINDOW 








Angle Drive Operator for Special 
Applications. 
For average size casements with wide 
stools... smooth acting... non-rattling. 





AdjusTITE Catches. 
Draws top of casement window tight 
++. NO mortising required ... adjustable 
tension... template furnished 


See your Gobbler 


IWS | 


Casement Window 





CASEMENT 


OPERATOR 


This time-proven Ives operator is 
designed for heavy duty, smooth, 
trouble-free operation. Can be used 
for right or left hand windows. Heav- 
ier arm... sturdy flanges ... arm and 
gear forged in one piece, operates in 
brass bushing . .. forged hob-shaped 
gear teeth... deep drawn and hard- 
ened housing... self lubricating 
worm, full length bearing surfaces... 
sash track slide assembled with 
phospher bronze, non-rusting spring 
to take up wear and eliminate rattle. 


NEW HAVEN, CONN. 


of the stages we must use in 
order to bring about a reign of 
law.” 

When you talk to fellows in 
government they are always talk- 
ing about law enforcement. They 
get the cart before the horse. You 
have to have an understanding. 
If you come to Mason and say. 
“What is the rule to this?” and 
I say. “Go out and guess; you 
can’t have it,” how can you do 
business? Do you want to do 
business with a manufacturer 
when he won't tell you discounts, 
delivery dates or whether or not 
he will ever deliver the product 
you want and won't tell you the 
quality of steel? You wouldn’t 
want to do that with a manufac- 
turer. but you will take that from 
Uncle Sam. 

You hire us to bring about a 
reign of law in industry, and then 
we will say: “The only way we 
can determine the way to sue you 
is at the end of 13 years of litiga- 
tion somebody will know what 
it is.” 


Don't Expect Any Change 


Don't expect any change to 
come from the Commission. 

For 34 years we have been 
establishing the law by suits. We 
forget the Federal Trade Commis- 
mision Act provides for “preven- 
tion”——and how we can_ prevent 
when we are not going to be plain 
and outspoken as to what the law 
is and work out an understanding 
with industry ? 


You have special problems in 
your distributors industry that 
nobody else has. Why shouldn’t 
we sit down with the Southern 
Association and the National As. 
sociation? Why shouldn't we sit 
down around the table and 
frankly and candidly discuss our 
problems and give you what we 
consider to be the answers to 
your questions and work out 
trade practice rules to establish 
what Perry calls “a common 
understanding and a common 
acceptance of the rules.” 


Virtue From Business 
Not From Washington 


We are going to have to get 
away from the conception that 
virtue comes from Washington. 
As a matter of fact. virtue comes 
from business; that is the foun- 
tainhead of it. It is the organized 
good in industry which gives us 
a reign of law—the understand- 
ings at which we arrive. 

I have described to you the 
technique with which we operate 
today. Let’s, as you gentlemen are 
executives. look to what the 
future should bring us. 

The Federal Trade Commission 
has been operating this way for 
35 years. Congress gives us the 
power to go out and investigate 
industry-wide, and to sit down and 
determine the rules. But there is 
nothing in the status which spe- 
cifically says we have to have a 
trade practice conference; we sim- 
ply assume we have the power 


SOUTHERN ADVISORY BOARD 


GEORGE WINSHIP 
Fulton Supply Co. 





HARRY P. LEU 
Harry P. Leu, Inc. 














F. M. ARCHER 
Superior-Sterling Co. 
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|DURKEE 
ATWOOD 


MASTER CORD 
V-BELTS 


for every need! 





KEE lett | DURKEE 
OOO! ATWOOD MR) ATWOOD 


MASTER CORD MASTER CORD MASTER CORD 


‘BELT Ml BELT | BELT 
1 f)| 











BUSINESS IS 
BUSINESS 


Get your share of the fast-growing V-Belt market 
by handling Durkee-Atwood Master Cord Belts. 
It’s a complete line with hundreds 

of sizes from tiny fractional 

horsepower belts to multiple drive 

industrial installations. Tested 

Master Cord construction features 





gum-dipped cable cords, tough, 
wear-resistant jacket and specially- 
compounded body stock. 
Durkee-Atwood Belts are cool- 
running, long-wearing, designed 
and built to give better service. 
Choose the complete line or 
whatever fits your particular market. 


MAKE YOUR STORE 
V-BELT HEADQUARTERS 


Durkee-Atwood merchandising helps 
give you everything you 

enameled steel! wall racks, self- service 
floor and counter displays, belt- 
measuring sticks, belt guides, and size 
finder. Start now to cash in on the big 
V-Belt market. Ask your jobber about 
the profitable Durkee-Atwood V-Belt 
line. 


DURKEE-ATWOOD COMPANY 


Minneapolis 13, Minnesota 





‘DOUBLE 


your profits 
_ on abrasives 


ei - 


by carrying 


CLOVER COATED ABRASIVES—in all 
grains, grades, backings of paper and 
cloth, coatings, sizes and shapes—in 
rolls, sheets, belts and discs. Also resin- 








bonded fibre discs. 
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CLOVER LAPPING AND GRINDING 
COMPOUNDS —in twelve grades from 


microscopic fine to very coarse. 


When you concentrate on CLOVER 
a\brasives...you buy at lowest prices 
and sell at maximum profit. 


Selling abrasives is stable business, 
Sales are obtainable throughout ine 
dustry. Repeat business is enormous, 
Write for full information. 


FREE! 


Complete Handbook, 
without propaganda, 
on Coated Abrasives. 


CLOVER MFG. co., Norwalk, Conn. 


CLOVER 


g 
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ROBERT D. BLACK 
The Black & Decker 
Mfg. Co. 


since Congress has given us the 
funds to do it. 

The Federal Trade Commission 
is always operated on the basis of 
force—of getting orders against 
people. And the cement suit illus- 
trates the time, and the cost and 
the unfairness of telling a_busi- 
nessman today that what he did 
13 years ago was illegal. That is 
what the British used to call ex 
post facto. 

Let's not change the rules in 
the middle of play. And let’s not 
change the rules 13 years after 
the play has taken place. Let's 
not announce the rules of play 
13 years afterward. 

Here is the solution to the 
problem, and this is why I was 
anxious to talk to you gentlemen 
who are the board of directors 
not of your companies but of the 
men who determine what govern- 
ment policy shall be. 

Commissioners, as I said, are 
in for seven years, and everything 
is fine. But every year we have 
pandemonium when the time 
comes to go up to the Appropria- 
tions Committee to get our funds. 
You gentlemen are the board of 
directors which chooses the mem- 
bers of Congress who determine 
how we are to spend our money. 
This Jast year Congress ear- 
marked a quarter of a million 
dollars of our funds for trade 
practice work. The Commission 
didn’t ask for it. The staff of the 
Commission is all set on the idea 
of the prosecutions—the hit-and- 
miss prosecutions. You can't 
blame them. That is what they 


A 


THEODORE F. SMITH 
Oliver Iron & 
Steel Corp. 


are hired to do. You hire a law. 
yer to prosecute somebody, and 
he is going to look around for 
somebody to prosecute. 

But our fundamental purpose 
and why we should exist is for 
the prevention, not prosecution, 
and you are only going to get 
that. as I say, through mutual 
understanding. 

Last January, I told the me 
jority member of the Commis. 
sion that I wanted to make some 
recommendations to Congress. 
Every year we make our annual 
report to Congress and we tell 
them about what kind of laws 
they should pass. For the last 
35 years we have always thought 
up laws which would always give 
us more power to operate, but 
have never put in the recommen- 
dation that they give the Federal 
Trade Commission the statutory 
authority to sit down with a busi- 
nessman and arrive at an under 
standing of the rules. Am I not 


talking about NRA. 
It Isn't Wanted 


When I made this proposal 
there were a lot of people I know 
who were for my proposal for the 
wrong reasons: “Gee whiz, this 
fellow Mason has another NRA 
idea and we will all be able to 
set prices, and that’s fine.” There 
isn’t a sensible businessman who 
wants that. There isn’t a man in 
this room who wants to free 
competition, to freeze the avenues 
of trade. All you want to know 
is what the rules are, what the 
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TRADE MARK REGISTERED 


Choosing “the right size” company to provide your paint line is important 
to the success of your paint department. 


LUCAS IS BIG ENOUGH fo give you all the advantages of the largest 
manufacturer... plus a complete line, a compact line that includes all the 
paint products and colors for which there is proven demand... big 
enough to provide the prompt service that lets you do a big paint business 
with a small inventory. 


LUCAS IS SMALL ENOUGH fo give your requirements executive attention. 
More personal service, more intimate advice on your individual problems 
+ « + @ continuous stream of merchandising helps to move your paint 
products off your shelves. 


If your paint profits are not as big as you'd like them to be, we suggest 
you get all the facts on a Lucas franchise now! 












JOHN LUCAS & CO.. INC., Administration Offices: Phila., Pa.... Offices, Factories, Warehouses in Principal Cities 
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trafic law is. and then let the 
devil take the hindmost. and the 
fellow who can give the most to 
the public for the least. let that 
fellow get on top instead of hav- 
ing a bureaucracy say which fel- 
low is to get on top. You want 
to keep that competition in the 
market place instead of down in 
Washington. 


The Priority System 


Of course now we have the 
priority system only it is in 
reverse. I can look over this 
room—when I say “I”, I mean 
the government and can_ pick 
out one man whom I can sue. 
That isn’t so bad, gentlemen; 
what is really great is the power 
as to who not to sue. That is a 
great priority when there is a 
common bad _ business habit to 
determine whom not to sue. And 
it is only through God's mercy 
that there has never been any 
veniality in the thing. 

I do want to say that. I want 
to pay my respects to the mem- 
bers of the staff of the Federal 
Trade Commission. You will find 
nowhere in the United States of 
America a group of men of 
higher integrity and devotion to 
their duty than those men. My 
criticism is not of the Federal 
Trade Commission personnel or 
my colleagues; my criticism is of 
the system under which they 
operate. 

So this January I[ sent a minor- 





ity report to Congress suggesting 
that the Federal Trade Commis- 
sion have the statutory authority 
to hold trade practice conferences 
so that we can treat these prob- 
lems industry-wide not for the 
purpose of suing everybody, but 
for the purpose of suing nobody; 
so that we can find out from busi- 
nessmen the problems in_ their 
own shop. 

And in that proposal I gave the 
businessmen an exemption from 
the anti-trust laws for the things 
which they came in and dis- 
cussed, That is as if you have a 
grand jury and a man comes in 
and tells problems of a social 
nature that cannot be used against 
him. That is the way we are able 
to apprehend those who are vio- 
lating the law. We should give 
businessmen the right to come in 
and discuss their problems and 
give them exemption. Then when 
the rules are worked out we 
should have the rules apply 
against Uncle Sam as well as the 
businessman. Thus when certain 
rules are worked out Uncle Sam 
would be prevented from suing 
a man following those rules as 


it is now. 
Two Main Criticisms 


There are two main criticisms 
to my proposal. One is that it is 
another NRA. I was general coun- 
sel for Clarence Darrow when he 
wrote his criticisms of a_con- 
trolled economy, and I haven't 
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Cc. E. CURTIS 
The Western Iron 
Stores Co, 


A. R. SMITH 
Boyer-Campbell Co. 





W. T. RYAN 
Cutter, Wood & 
Sanderson Co, 





changed my views since then. I 
don’t think any businessman 


wants a controlled economy. 
Right to Legislate Itself 


The NRA gave private industry 
the right to legislate itself. The 
NRA gave industry the right to 
set floors and ceilings. and the 
right to set markups. When your 
markup is the result of interplay 
of competitive forces, nobody can 
quarrel about it. But when a 
bunch of salt cellar manufac- 
turers get together and say, “We 
are going to set a certain markup 
and anybody who doesn’t follow 
that is going to be penalized,” 
then you have another NRA, and 
nobody wants that. The NRA 
clogs the avenues of distribution. 

You can talk about Commun- 
ism all you want, but do you 
realize that when discussing Com- 
munism you are always talking 
about how the enemy. an outside 
force. is going to try to force 
Communism on us? It wasn’t an 
outside force that put it in Russia. 
Our great trouble, as I see it, 
comes from our building up a 
concordant of central authority 
a series of precedents for telling 
every businessman everything that 
he must do and what he can- 
not do. 

We ave not making too much 
of a fuss about it. We are not 
kicking too many people around. 
Uncle Sam can sue a dozen or 
so and it doesn't bother me as 
long as it isn’t me. If it is Kenney 
they sue, I don’t’ do anything 
about it. But. gentlemen, you are 
allowing the building up of a 
series of precedents. 

If we had the funds, we have 
the precedents whereby we could 
impose enough restrictions on 
you fellows to make you wish. 
hy God, that you were a_ bunch 
of Russian peasants and didnt 
have those restrictions. We can 
dip into those precedents and tell 
you that you cannot do_ pretty 
near everything. The only reason 
you don’t know about it is becaus? 
of the hit-and-miss prosecution 
method that we have-—-sue 0 
for something that thousands do. 

It is always done in the name 
of saving competition, of course. 
It is always done in the name of 
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FOR HEIGHT... 





Because many prominent Home Economists and thousands of 
women had stressed the need for an ironing table that could be 
adjusted to suit the varying heights of women, MET-L-TOP de- 
signed an Ironing Table with 7 different height adjustments. 
Extensive experiments and tests prove that correct-posture ironing 
relieves back strain, arm strain and ironing fatigue usually caused 
by ironing on a table that is too low or too high. This new 
MET-L-TOP feature has tremendous sales appeal...more than 
ever makes MET-L-TOP the outstanding ironing table. 


ADJUSTMENTS In just a few minutes, any woman, short, medium or tall, can 


adjust the new MET-L-TOP to just the right height for her 


PLUS ALL THESE IMPORTANT ADVANTAGES 


LIFETIME DURABILITY ... All-welded and 
riveted construction. No bolts or screws; 
no annoying squeaks, no wobble. The 
sturdy legs fold or open easily ... set sol- 
idly on the floor... and stay put. Rubber 
tips protect the floor and prevent slipping. 
FIREPROOF .. . Overheated irons on 
wooden boards often cause fires. The 


MET-L-TOP Table is all metal... it can- 
not burn. 


WARP-PROOF ...Steam and dampness 
from ironing that cause old-fashioned 
wooden ironing boards to warp and crack 
do not affect the MET-L-TOP. 


FASTER IRONING... The ventilated top 
helps carry off excess steam and dampness, 


NATIONALLY ADVERTISED in Better Homes and Gardens, 
Ladies’ Home Journal, American Home, Country Gentleman, 
Farm Journal, Household, Today's Women, Woman's Day 


aod Parents’ Magazine. 


6, 1948 


and the unique construction retains the 
heat from the iron. Clothes are ironed 
more quickly on the smooth-as-glass, 
white enameled metal top. 


THE PROTECTOREST...It serves as a 
hanger for the table when not in use, or 
provides a convenient rest for standing the 
table on end... protects the pad and 
cover. 


AN ADVANTAGE WITH STEAM IRONS 
...MET-L-TOP allows the steam from a 
steam iron to pass down through its venti- 
lated top. 


COMPACT...The MET-L-TOP folds 
compactly to set or stand in a space only 
3% inches wide. 


own ironing comfort by a simple thumb screw on each leg. 





by selling the tailored-to-fit pad and 
cover set with each MET-L-TOP 
table. 
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BURGESS 


FLASHLIGHTS 


Thousands of Dealers 
from coast to coast are 
featuring the complete 
line of Burgess Flash- 
lights in the preferred 
spot on their counters! 
They say that Burgess 
stimulates sales! They 
know that Burgess is 
advertised monthly in 
famous national maga- 
zines io over 70 million 
battery buyers! 

Yes, and you, too, will 
say that these attractively 
carded, handsome flash- 
light cases are superb 
sales stimulators. They 
sell like hot cakes... 
help sell other merchan- 
dise, too! 

A complete selection of 
these durable flashlights 
is available to you in 
a wide range of popular 
selling prices. So be 
sure you’re ready for the 
vacation season. Stock 
up on Burgess flash- 
lights now! 





All prices complete 
with batteries. 


TOP QUALITY 
BATTERIES! 


As a tie-in for your 
flashlight sales, high 
quality Burgess flash- 
light batteries packed 
in eye-catching dis- 
plays give you an- 
other fast-selling, 
traffic-building 
item! Order from 
your nearby Bur- 
gess distributor, 
today! 


BURGESS 


BATTERY COMPANY. FREEPORT ILLINOIS 
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saving the businessman. That is 
the way all liberties are taken 
away; it is always done for a 
fellow's good, 

These slowly 
being built up. The point is that 
businessmen are not sitting in on 


precedents are 


the drafting of these rules and 
regulations because they are 
merely the results of litigation. 
Perhaps it is a little lit unor- 
thodox for a member of a govern- 


ment bureau to get up and cri- 


ticize his own bureau (a lot of 
people don’t like it), but thank 
God we live in a country where 
when you get through criticizing 
your own government you don’t 
have to work in a salt mine for 
the rest of your life. The greatest 
thing we can say about our coun. 
try is that a man can get up and 
criticize it. But my criticism isn’t 
because I don’t believe in it; my 
criticism is because I do believe 
in it. 


Dr. R. C. Hutchinson's Address 


(Continued from page 135) 


fesses communism as a bait and a 
trick for the ignorant. 

Not only is Europe and Asia 
threatened but all the world. This 
conflict is basic, between freedom 
and slavery, not between two 
or two 
economies. And this world cannot 
remain long half slave and half 
free. Either democracy, the rights 
of man. will reassert themselves 
and free mankind, or slavery will 
enslave mankind. And _ this in- 
cludes America. 


nations, or “two worlds,” 


Someone asks how this envelop- 
ing human slavery could include 
America. It could do so because 
democracy is always vulnerable. 
It is vulnerable just because men 
are free. In their freedom they 
differ in judgments and make 
those differences effective. They 
split up in many parties while the 
enslaved are firmly united in one 
party. Democracy is vulnerable 
because men are free and those 
enemies within are free to teach 
and plan the overthrow of democ- 
racy. vulnerable 
freedom means 
freedom to work or to starve. to 
gain and to lose, to risk and to 
go broke. This means danger and 


Democracy is 


because human 


uncertainty, and many would pre- 
fer the fancied security of the 
slave state to the risks and strug- 
gles of freedom. Democracy is 
vulnerable because men are free 
to be corrupt in government, free 
not to vote, free to indulge in 
greed and passion, free to waste 
their dissipation. 
Democracy is vulnerable because 
men are free to form into great 


resources in 


selfish pressure groups which can 
use force and can strike and de- 


mand that they get theirs whether 
anyone else does or not. De. 
mocracy is always weak and vul- 
nerable and has disappeared al. 
most everywhere else on earth. 
Democracy can disappear here. 
As men have been enslaved in 
their thinking, in their actions and 
in their labors in Germany, in 
Russia, in Czechoslovakia. _ in 
Roumania, in Hungary, they can 
also be enslaved here. 

I am not attempting to say her 


You hay 


asked what today’s preparation i 


what should be done. 
for tomorrow's problem. I am 
suggesting that it is first to under. 
stand the problem, the issue which 
The issue 
before the world is not capitalism 
and communism it is human 
freedom. 


is before the world. 


America should recom. 
secrate itself not to self-defense, 
important as that is, but to the 
defense of mankind. 


Mankind Is Threatened 


Italy alone is not threatened. 
Mankind is Human 


freedom is at stake. America con 


threatened. 


fessedly without a foreign policy 
should adopt one—the freedom 0! 
Whether or not we 
must go to war, whatever we maj 


the world. 


do with huge funds, and what 
ever diplomatic means may be 
used, with or without the United 
Nations, let America devote itself 
with one passionate consecration 
that mankind in America may } 
main free in domocracy, that ma 
kind in western Europe may 
main free, that mankind if 
Finland and Italy and Greece and 
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HUSKY is packed with feature upon feature 


e issue which exclusive with Husky! There’s a pleasant sur- 
d. The issue 
ot capitalism 
it is human 
hould recom: 
self-defense, 
s, but to the 


prise in every detail. The smartly streamlined 
aluminum main frame, for instance, has 
flawless surfaces and contours that typify the quality through- 
out the redesigned Husky. Yes, Husky packs a sales wallop! 


- New color harmonies and trim, modern styling make Husky 
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reatened plete line, the assur looking twice. Husky has irresistible sales appeal. Husky 
thot we w 
effort to fill 





"Shouts, “I’m value!” Husky shouts, “I’m for you!” You'll see 
t threatened. 
ned. Human 
America con Sie 
oreign policy 
1e freedom 0! 
or not we 


| Huskies moving out of stores as fast as they go.on display. 
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Manufacturers of America’s Favorite Ice Cream Freezers... YEARS OLD 
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HOUSEHOLD 
SCOURING PADS 


The Big Value Box 
SELLS FAST! 


Attractive window front box in 
bright blue and yellow. Excellent 
for display...Sells quickly... For 
every household need . . . Packed 
2 dozen to case in fine, medium 
or coarse grades. Order from your 
jobber or direct. 


INTERNATIONAL STEEL WOOL CORP. 
SPRINGFIELD, OHIO 








e A Quality Fair Trade item 
that builds satisfied customers. 


¢ A copper top tank ball that 
insures firm seating and pure 
molded rubber bottom that 
prevents leaks—it's right for 
every tank. 

¢ Attractive display box con- 
tains one dozen individually 
boxed balls. 


A BIG PROFIT ITEM 


Order from your jobber or 
write us. direct 
Write for information about MASTER-FIT 
Tank Balls that meet all competition. 


AMERICAN RUBBER PRODUCTS CORP. 


151 EAST SOth ST. NEW YORK 22.N. ¥. 
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Turkey and Iran and China and 















Korea and Manchuria and Japan 
may be and remain free. More 
than that--that mankind in Rou- 
mania and Czechoslovakia and 


W. H. Gebhart's Address 


(Continued from page 118) 


competitors. reaching new markets 
and hidden buying influences. 
hacking up the sales force. 

And then we put a gob of 
whipped cream and a cherry on 
lop with an eloquent outburst 
of enthusiasm mingled with con- 
viction we tie up the package 
with a little bragging about how 
our advertising is going to sell 
eoods. 

From an advertising man’s 
point of view, every point we've 
made is basically sound. Time 
after time, their successful appli- 
cation has proven their impor- 


tance. 
Sees Rising Costs 


But the executive sees only that 
costs are going up and up and 
up. Our beautiful abstractions 
leave him cold because they are 
meaningless to him in their appli- 
cation to his problems undess 
we interpret them to him in his 
language. We arrive at the third 
attitude “Well for instance” 
You're looking for more proof. 

Let’s go back to the plant for 
a moment. Some of the operations 
in manufacturing are as auto- 
matic as the making of automo- 
bile frames. Sheets of steel are 
fed into a machine and come out 
as finished frames. Not every prod- 
uct is so adaptable to fully 
automatic production, but in the 
last couple of decades we have 
seen the prices of such things as 
electric refrigerators come down 
from $550 to $155, largely be 
cause more and more of the 
operations involved became mech- 
anized. 

in the problem of mechanizing 
an operation, the greatest difhi- 
culty involved is breaking down 
the sequence of procedure. And 
that is what the production chief 
has to do to get management’s 
OK to spend money for new plant 
equipment. In some companies 





Poland and Russia, yes and evep 
Siberia. may some day again be 
free to think, to work. to read 
to hear, to assemble. to speak, to 
worship and even vote “no.” 


such expenditures in a single 
month exceed an advertising man 
agers budget for the whole year, 

Our job, then, is to show man. 
agement a breakdown of the fae. 
tors involved in selling our prod: 
ucts how the application of 
advertising to selling operations 
performs the same function jn 
cutting the unit cost of selling 
that modern machinery performs 
in reducing the unit cost of pro- 
duction. We must give them a 
good clear picture of the steps 
involved in “manufacturing” « 
sale and show how, with the 
proper use of advertising, we can 
perform them for less. 

Just as the most profitable 
manufacturing enterprises of the 
past have been those that learned 
to use the tools of production 
most efficiently, the most profit 
able manufacturing enterprises of 
the future will be those that add 
to the efficient use of product’: 
tools the efficient use of the tools 
of selling. 

In our industrial activity we 
know the average industrial sales 
man spends 500 hours a year in 
the presence of customers and 
prospects. He has 137 customers 
to service. 328 prospects to 
develop, and an average of three 
men in each company to see. Call: 
ing on customers takes 28 percelt 
of his time. That leaves him with 
only 2214 minutes a year to git 
to each prospect. Now we att 
finding out “between which toes 
do we have the itch.” 

With such a breakdown, which 
top management can easily under 
stand, it should not be difficult 
to convince him of the funde 
mental need for advertising. But 
he must be sold. too, on the pu! 
pose and the goal of advertising 
which must be clearly defined 


it is to justify the money spe"— 


for it. Merely to argue that som 
advertising must be done, withou 


clearly defining the objective. 
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to open the door to charges of 
waste and futility that would be 
hard to refute. That objective, 
translated into the language of 
management, is to cut the cost of 
sales by enabling the sales force 
to realize the maximum number 
of possible sales by mutliplying 
the ability of each salesman to 
sell. 

For years advertising men have 
preached to management that 
advertising would 
ume. There are times and condi- 
tions where this is true. Some- 
time, however, we emphasize this 
point to the extent that it often 
becomes the only justifiable fac- 
tor that management considers 
while reviewing the advertising 
program. 


increase vol- 


New Equipment 


Modern machinery isn’t always 
bought to increase volume. Some- 
times it is essential to install new 
equipment just to keep costs in 
line, to retain present volume and 
stay in business. In fact, it is 
entirely conceivable that consid- 
erable volume might be lost, but 
through smart modernization of 
equipment and streamlining of 
processes unit costs 
reduced to a point where opera- 
tions would continue to show a 
satisfactory profit. 

When the manufacturer sud- 
denly faces reduced volume and 
the need for lower costs, he 
doesn’t pull the lowest cost 
machine tools out of his plant 
and resort to hand labor. He 
does, however, frequently either 
eliminate or substantially cut 
down his advertising program at 
a time when his salesmen need 
every bit of support they can get, 

This backs up to the point that 
a great deal of advertising is run 
because management has been led 
to believe that about all it can 
expect to get out of advertising 
Is that indefinable value of keep- 
Ing its name before the public. 

Management must be convinced 
that this value is something the 
advertisers gets automatically 
when he does the more important 
Job of selling the need, type and 
make of this product to those who 


can honestly benefit through its 
use, 
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Speed-Ue 
YOUR TOOL BOX SALES 
with these attractive New 





TOOL BOXES 


‘*MASTER”’ 


Length 19”, Width 614, Depth 614” 


Never before such eye appealing designs and so many 
wanted features and at such low retail prices. 


“MASTER” TOOL BOXES 


SIX FAST- 
SELLING SIZES 


Your Jobber Now Has These In Stock 
Order a carton of each today 


Fast-Selling 
Deluxe Type 
with 
2 Removable 
Cork-Lined 







No. T-5016 
Length 16“, Width 7’’, Depth 7” 


Your profits are protected by nationally 
established and maintained retail prices 
when you sell ‘“‘“MASTER BOXES” 


MASTER METAL PRODUCTS, Inc., 273-291 Chicago St., Buffalo 4, N. Y. 
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LARGER 
SIZES 


BIG VARIETY OF 
VOLUME BUYERS 


Larcoloid sells fast to Painters, Mainte- 
nance Men, Contractors, Sign Manufac- 
turers, Automotive Men, Householders 
» » » They all prefer its Quick-Drying, 
Long-Wearing Qualities — Outdoors or 





White Jor Dealer Set-up 


CARPENTER-MORTON CO. 
DEPT. H —- EWERETT, MASS. 


166 








It takes a smart sales 
manager sometimes to do such a 


thorough job of convincing in the 


pretty 


front office. 

Sales managers, like everybody 
else. can be classified. It might 
he interesting to sort some of 
them out and see what we have. 

There’s the sales manager who 
has a sort of academic interest 
in what his advertising manager 
is doing, and because his interest 
is only academic he’s not going 
to be a heavy hitter when he goes 
to bat to interpret advertising 
topside. 

Then there’s the sales manager 
who realized that overseeing 
advertising is part of his job, but 
he hasn’t been thoroughly sold on 
its value. He sees it largely as a 
healthy excess charge against his 
sales budget, which he is con- 
stantly trying to trim. He’s like 
the prospect who raised the ob- 
jection to a space salesman that 
there was too much 
advertising. To which the space 
buyer retorted: “You're right, 
there is waste. But do you know 
of any way to heat a house with- 


waste in 


out some heat going up the chim- 
ney? Surely, you wouldn't live 
in an unheated house just because 
some heat might be wasted.” 
Then there’s the nearly extinct 
type who has no use for advertis- 
“ao’in it.” He has 
placed himself on a pedestal as 


ing. He’s 


the fountainhead of wisdom in 


the realm of super-salesmanship 
— the hard way. His first look in 
a shaving mirror probably 
marked the beginning of a life. 
long romance. 

The one our money is on is the 
knows that 


sales manager who 


advertising is his indispensable 
aid in producing more sales at 
less cost. He knows and _ speaks 
the language of advertising and 
of management as well as his 
own. He knows advertising must 
be planned and financed in def- 
inite relation to his sales objec- 
tive. All of these factors he 
interprets to management, in 
their 
ment’s main objective — profit. 

Here we are faced with your 
fourth attitude “So What?” This 
question must be wiped away if 
we are to impress “topside” with 
firing line effectiveness of adver- 
“Topside” 


fixed opinions on why 


relationship to manage- 


tising. sometimes ex- 
presses 
they need not advertise. Here’s 


one we might classify under the 


heading — Famous Last Words: 
“We don’t need much advertising 
anyway. We're making a_ good 


product and it will sell on its 
merits.” And how would you 
answer this one on the spur of 
the moment: “When we cut our 
advertising budget last year, all 
kinds of dire consequences were 
predicted. Somehow nothing hap- 
pened certainly our sales were 
not affected. Maybe we'd better 


' AMERICAN ADVISORY BOARD 





ROGER TEWKSBURY 
The Oster Mfg. Co. 


L. M. KNOUSE 
Stanley Electric Tool 
Div., The Stanley Works 


G. H. HALPIN 
Minnesota Mining 
& Mfg. Co. 
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4. HALPIN 
sota Mining 
Mfg. Co. 
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take another look at our advertis- 
ing — perhaps we've been wast- 
ine too much money.” 

Most of these objections could 


be forestalled. The 


objective must be so clear and 


advertising 


specific that it can be recognized 
as an integral part of the sales 
operation, performing necessary 
and specific functions more efl- 
ciently than they could be accom- 
plished by any other means. That 
objective must be interpreted to 
management in management's own 
language of 
profit. 


production and 


The manufacturer of a com- 
ponent part of certain electrical 
appliance capture a 
substantial share of that market. 
He assigned to advertising one 
specific job. The advertising was 
planned solely to make electrical 
dealers understand the _ sales 
advantage of that component part 
so that they would demand that 
appliance 
it. 

When the campaign started, 
three years before the war, this 
manufacturer had only 12 per- 
cent of the business. Within three 
years 58 percent of the electrical 
appliances were equipped with 


sought to 


manufacturers instal] 


his product. 

can’t 
always be appraised so_ specif- 
ically. But the 
assign specific objectives to adver- 


Objectives and results 


basic need to 
tising exists in every company. 
Many Objections 


There are many kinds of objec- 
tives and yardsticks for measur- 
ing their attainment. If the object 
is to increase distributors. that 
is easily measured. If it is to 
make some important feature of 
the product better understood. 
there are various ways of meas- 
uring that. If the objective is to 
enhance the stature of the sales- 
man in order that he may have 
easier access to important people. 
that too is measurable. 

This kind of approach may not 
always be feasible, but if “top- 
side” understands just what 
advertising is supposed to do, and 
gives evidence of what has been 
accomplished then the job of sell- 
ing them will be far easier. 
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‘* Guaranteed by 
Good Housekeeping 
S toy ry 


5 
45 apvranisto WAS 


\an 
Nqgerrrer 


work-saver. 


and linoleum floors. 





you rent out ona 
Needs only a hand to : 


guide it — no push, no 
pressure. 











And no wonder. 


Floormaid sale; (2) a steady income from Floormaids 


*‘dollar-a-day’ 


~~ 


The New JUMORE, * Floormaid 
is a triple-threat business-builder for you 


...because it takes the work out of floor-polishing 


Your customers take an immediate ‘‘shine’’ to this new 


It takes the drudgery 


out of a job they dread — wax-polishing hardwood 
That means extra dollars for you 


in three different ways: (1) A profitable margin on each 


} 


basis; (3) and in- 


creased sales of wax and other products which follow 


The Floormaid (a product of 25 years of polisher manufacturing experience) is as 


] 


casy to use as a vacuum cleaner. Polishes any kind of wax ] 


) times as fast as by hand; 


makes paste, liquid, and *‘self-polishing’’ wax last several times as long. 


Add the Dumore Floormaid to your appliance de- 


partment now retail price $39.75 (slightly higher 
west of Rockies). Don’t overlook the many sales you 
can make to small shops and offices in addition to pri- 
vate homes. Call your jobber today . . . and be sure 
you get the Floormaid advertising and display kit 


with your order. If your jobber can’t supply you, write 


for complete information direct to The Dumore Company, 


D 


Dept. E-56, Racine Wisconsin. 
HD-2A 


The Dumore Floor- 
maid is Nationally 
Advertised in these 
famous monthly 

magazines. 














Lifetime Tampico brush 
driven by 1/9 HP (AC- 
DC) motor. 





*TRADEMARK REG. US. PAT. OFF. 


DMORE 


FLOORMAID 


love Petihet 
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A New, Fast Selling Item 


VLCHER 


PUNCHES AND 
CHISELS 









































* Punches and chisels forged’ 
| from square bars of high car- i 
bon tool steel. Precision ground, 4 
edged, and heat-treated. } 
Chrome plated. All 12 numbers | 7% 
corefully selected — should uf 
satisfy 90% of the demands — ig 


4 of each, a total of 48 pieces. 


The bright, red plastic display 
stand saves space—gets atten- 
tion and sells more. Price card 
is furnished which indicates the 
number, size and suggested re- 
tail price of each item. An ad- 
ditional card is supplied with 
prices omitted for the dealer 
who prefers to mark his own 
prices. 


se mea 
ds Sh. 












These attractive punches and 
chisels, displayed in the hand- 
some colorful stand, sell on 
sight. One of our raost popular 
items. Ask for descriptive liter- 
ature and prices. 

















THE VLCHEK TOOL CO. 


3001 EAST 87th STREET 
CLEVELAND 4, OHIO 


J 
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the steel. the vital equipment. 

In determining the amount of 
American aid. a sum of $5.3 bil- 
lion for a 12-month period, every 
effort has been made to see that 
it does not represent a drain upon 
the economy of the United States 
which would be dangerous to the 
maintenance of our own economic 
strength and stability. You will 
first 


acts in relation to a program of 


remember that one of the 
American assistance to a European 


recovery program was the ap- 
by the 


committees. the 


pointment President of 
three 
Harriman, Nourse and Krug Com- 
mittees. to examine into the effects 
the Amer- 
committees 


so-called 


of such assistance on 


ican These 


concluded that, if properly ad- 


economy. 


ministered, a reasonable program 
was within our capacity wisely 
and safely to provide. 

The figures cannot be exactly 
right, for availabilities 
quirements will change from time 
to time. But they do represent the 
best estimate which can be made. 


and re- 


When the Committee of European 


Economic Cooperation met in 


Paris last summer, the countries 
participating presented their own 
estimates of requirements for out- 
side assistance to bring about re- 
covery in four years’ time. These 
requirements, when compiled. to- 
taled 
obviously greatly exceeded avail- 
able 
financial assistance. After friendly 


nearly $30.0 billion and 


commodities or possible 


‘ 





T. WALKER LEWIS 
Lewis Supply Co. 


Willard L. Thorp's Address 


(Continued from page 114) 
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advice was given the CEEC, the 
requirements were screened down 
$22.4 billion, of 
was stated $8.0 billion 
were needed in the first year. 


to a total of 


which it 

To obtain such figures — the 
European 
what production could be devel- 


countries estimated 
oped over four years of the uncer- 
future. This 
developed from estimates of Jocal 


tain had to be 
resources available in Europe plus 
the imports that were needed and 
available. From production esti- 
mates an estimate was derived of 
the total exports which would flow 
to the rest of the world, particu- 
larly to the Western Hemisphere. 
Estimated earnings from exports 
and other sources of dollars were 
applied against the cost of the 
needed imports and other dollar 
this final 
European estimate was obtained 
for the 
recovery. 


drains and in way a 


outside aid needed for 
This estimate was con- 
tained in the report of the CEEC 
that was forwarded to the United 
States Government last September. 


Concerned With Supplies 


Meanwhile the executive branch 
had been organized to review the 
European report and to initiate, 
after this American 
program. The Harriman Commit- 


review, an 


tee of distinguished civilians was 
primarily concerned with avail- 
able supplies and had to review 
the European estimates in order 





W. W. DOE 
Alabama Machinery 
& Supply Co. 
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to make its own judgment of what 
could safely and wisely be pro- 
vided. It also produced an esti- 
mated requirement for United 
States assistance during the year 
1948 amounting to $5.75 billion. 

The executive branch tackled 
the enormously complex problem 
through an administrative mech- 
anism which permitted the expert 
knowledge of all the primarily 
interested Departments and agen- 
cies of the Government to be in- 
tegrated in the production of the 
American estimates of aid re- 
quired. 

The vast amount of information 
and statistical data on the foreign 
involved, which are 
available in the various depart- 
ments of the United States Gov- 


countries 


ernment and in private business, 
and the intimate knowledge of 
country and commodity special- 
ists in Washington were used as 
the backbone of the estimations. 
Representatives of the CEEC were 
invited to Washington where, for 
several weeks, they were ques- 
tioned in considerable detail, both 
as to the CEEC figures and re- 
garding matters not adequately 
covered in the CEEC report. Work 
on the executive branch programs 
proceeded with country special- 
commodity 


ists and specialists 


and resulted in the executive 
branch version of European re- 


quirements, 


Careful Estimates 


Careful estimates were made of 
the amount which each country 
could finance from its dollar re- 
sources and the proceeds of its 
possible exports, as well as funds 
available from other sources, such 
as the International Bank for De- 
velopment and Reconstruction, or 
the generosity of other nations. 

The basic estimates were built 
up from a great mass of materials 
relating to individual commodities 
and individual More 
than one million calculations un- 
derlie the total figure 
finaly computed. And this final 


figure was produced automatically 


countries. 


simple 


by a calculating machine feeding 
on so-called punch-cards. 

Since the over-all objective of 
the recovery program is to bring 
about a condition, four years in 
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the future, when Europe would no 
linger be dependent on American 
aid, it 
American programming to be pro- 
jected over the entire four-and- 
one-quarter years of assistance 
that was contemplated. 


was necessary for the 


Has Been Reviewed 


The American 
been under review for over eight 


program has 


months, After the initial programs 
were worked out, they were ex- 
amined by our American missions 
in the participating countries and 
countries 


by the participating 


themselves. In the light of in- 


formation received from abroad. 


taking 
availabilities 


account changes in 
that 
since the original 


into 
have occurred 
figures were 
first developed, and taking into 
account constructive criticism 
from many sources, the program 
for the first 15 months, which was 
originally presented on Dec. 19 
of last year, was completely rerun 
in order to give the appropria- 
tions committees of Congress the 


-latest possible picture. 


The figures were worked up by 
a great many people. The special- 
ist point of view from one source 
was reviewed by specialists in 


fields. The 


timates were in turn 


other resultant es- 
reviewed in 
the over-all by top experts from 
the various departments. 

But what really happens when 
the program gets into operation? 
How work? The 


important fact is that it is a pro- 


does it most 
gram for providing commodities 
to these countries. We are not 
turning over dollars for them to 
spend. Rather, the Administrator 
will work out with them their re- 
quirements in physical commodity 
terms, not merely for maintenance 
of present levels of activity but 
for recovery. These programs, 
with the 
European countries, will be re- 


which will originate 
viewed in their central organiza- 
tion, and be screened carefully by 
the Administrator. 

It is not expected that all the 
will 
directly from the American econ- 
omy. We talk usually about 
European recovery, but actually 


commodities need to come 


the program is much broader than 
that. Other areas are in trouble 
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130 A 
Quick-Return Spiral 


SCREW DRIVER 


@ One push and a man’s sold 
on the ‘Yankee’ 130A. The 
quick-return spring in the han- 
dle brings it back after each 
push. Makes driving and draw- 
ing screws a fast, easy, one- 
hand operation. Constant pres- 
sure of spring keeps bit cen- 
tered in slot. Speeds up all 
assembly jobs. Perfect for 
hard-to-get-at places. Built for 
years and years of willing serv- 
ice. Looks, acts, and is, BIG 
VALUE, 
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The Best Are 


BETTER BRAND 


mouse and rat 
TRAPS 





¢ METAL OR WOOD TRIGGER 
© FOUR-WAY ACTION 
@ OIL TEMPERED SPRINGS 


McGILL METAL PRODUCTS CO. 


Marengo, Illinois 














Self-Selling 
DISPLAY 
Holds 60 Cord Sets 


This smartly finished wood dis- 
play holds, displays, SELLS 60 
Davis Cord Sets a complete line, 
(11 different types) each tagged 
with informative, self-service 
sales label. Fully stocked, offers 
a DAVIS cord for every need, in 
every price range. Uses small 
counter space — only 20” x 
20” x 8” — increases impulse 
buying, increases profits, re- 
duces sales time. 


FOR FULL DETAILS AND PRICES.@ 


DAVIS Mfg. Company 


PLANO 1, ILLINOIS 
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today becauce they cannot finance 
their purchases in the United 
States. Thus Canada and Latin 
America both have customarily 
sold goods to Europe and financed 
their trade with this country with 
the proceeds. But now their cus- 
tomazy markets are limited and 
they have extended credit or ac- 
cepted non-convertible currencies 
until their reserves are seriously 
depleted. One important element 
in the recovery program is that, 
instead of sending only American 
commodities to Europe and thus 
adding to the pressure upon a few 
of our domestic markets, we will 
purchase these commodities in 
part in Canada and Latin America 
for shipment to Europe. 

These commodities will not all 
go to Europe as a grant. Some 
European countries can afford to 
pay cash, while others can under- 
take whole or partial repayment 
on a long-term credit basis. The 
determination will be made by the 
Administrator. Congress clearly 
anticipated that at least $1 billion 
of the first year’s appropriation 
would be on a credit basis. 

The actual machinery for mov- 
ing the goods will be established 
by the Administrator. Probably 
there will be considerable varia- 
tion in the procedures used. The 
Act gives him certain authority 
“in order to facilitate and max- 
imize the use of private channels 
of trade.” and this can be re- 
carded as a sort of directive to 
him. While some part of the op- 
eration may necessarily be on a 
government-to-government basis, 
it is also ,possible for operations 
to take place between private en- 
terprises both in the receiving and 
the supplying country, if they fall 
within the scope of an approved 
program. 

At the same time that the sup- 
ply programs are in operation, 
the European countries will be 
endeavoring to meet their commit- 
ments with respect to production, 
financial stability and trade ex- 
pansion. The Administrator, 
through his missions in each coun- 
try and with the assistance of the 
Special Representative, will be 
continually concerned with the 
progress being made. 

Let us now examine what it is 
that we hope Europe wil! ach eve 
as a result of this program of re- 






covery. What will be the position 
of Europe if this program is suc- 
cessful, and what will be our rela- 
tionship to it? 

In the first place, it should be 
expected that Europe will be re. 
stored to its, proper place as a 
great workshop, producing manu- 
factured goods of all kinds for 
its own use and for the use of 
other peoples in the world, and 
thus able to buy without financial 
assistance the raw materials and 
foodstuffs which it needs for its 
existence and continued produc- 
tion. Its level of productivity 
should be higher than before the 
war, for its population has in- 
creased. Its production objectives 
appropriately take account of this 
fact, as well as of the need for res- 
toration of industries suffering 
from war damage, and of the de- 
sirability of improving and ex. 
panding levels of living, in Europe 
and in other parts of the world. 


Opportunity to Trade 


This condition cannot be 
achieved unless Europe has an 
adequate opportunity to trade 
with all the rest of the world, on 
the freest possible basis, for it is 
only in this way that industrial- 
ized areas can support themselves 
effectively. Europe can scarcely be 
expected to be self-sufficient, but 
certainly with its skills, its intel- 
ligence, and its industrial re- 
sources, it can be self-supporting. 
This does not mean any extraor- 
dinary level in the standard of 
living. As a matter of fact, even 
by the end of the program in 
1952, it will be below the pre-war 
level. In food, output should be 
up to pre-war, but the per capita 
level will be below. Housing will 
still be far below pre-war quality. 
And steel requirements for recon: 
struction will restrict the produc- 
tion of durable consumers goods. 

However, it will all be an 
earned living, without further out- 
side aid. But self-support depends 
upon the opportunity to trade, and 
to trade widely, without the crip- 
pling restrictions imposed by 
tariff barriers, exchange devices, 
cartels, and quantitative limita- 
tions which have become so famil- 
iar in the recent past. 


It is of course important that 
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Europe's efforts to achieve finan- 
cial reform be successful. that its 
currencies be stabilized, and that 
the possessor of money have the 
opportunity to exchange it for 
goods from domestic or foreign 
sources without hindrance. If 
people know that the money they 
earn can be used to buy the things 
they want, confidence can return 
to the European business and ag- 
ricultural community. The goal. 
then, in this field, is the develop- 
ment of sound currencies. freely 
convertible. 


[ should not want to promise 
that the European Recovery Pro- 
gram will prevent the spread of 
Communism. But I can assure you 
that the failure of the European 
economies to improve will lead 
to some form of totalitarianism. 
Dictatorships grow in economic 
distress. These Western European 
countries believe in representative 
political institutions and human 
rights. Their traditions. history 
and cultures are all essentially 
democratic. They are struggling to 
preserve the values in which we 
so fully believe. 


American aid to Europe is 
aimed at achieving a dual purpose 

first, to provide the essential 
outside aid needed until the dis- 
located economy of Europe can 
be built to the high productivity 
required to support its population 
under tolerable conditions; and 
second, to create, through accom- 
plishing the first objective, confi- 
dence that the system of free 
economy can survive and so main- 
tain the basis upon which free 
institutions and human rights can 
continue to exist. American eco- 
nomic aid to Europe is not all 
that is needed to bring about the 
conditions of genuine peace for 
which we all are striving. But it 
is an essential element and a pre- 
requisite of peace. The European 
Recovery Program comes at a 
time of confusion and _ bewilder- 
ment. It provides a basis for hope 
in countries where life is not 
always full of promise. It may 
well represent a definite turning 
point towards a dynamic effort 
to maintain and develop further 
the great principles on which 
western civilization has been 


based. 
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EVERYONE NEEDS 
DU PONT PRO-TEK 


REG. U. S. PAT OFF, 


Hand Protective Cream 


There’s a big market for the hand cream that 
acts like an invisible work glove . . . Du Pont 
PRO-TEK. You rub it on before work, and wash 
it off afterwards. It takes the grime with it. 
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Protects against paint, grime, oils and 
other dirt that stains the hand. It’s pop- 
ular with mechanics, painters, motorists, 
factory workers and housewives. 


Display it prominently on your 
counters and tell your customers 
about it. You will be surprised at 
the way it will sell. See your jobber. 


E. I. du Pont de Nemours & Co. 
(Inc.), Wilmington 98, Delaware. 
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PROTECTIVE CREAM 


REG. U.S. PAT.OFF. 


BETTER THINGS FOR BETTER LIVING 
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The 


d-Viser 


How to Use a Mat Service and Achieve 
Inexpensive Yet Effective Advertising 


Mat services bring the ''Big city look" to small town 
advertising and serve to give a touch it otherwise 
would not have. This article tells how to use them 


Te small town hard- 


ware dealer obviously cannot 
afford to hire a high paid adver- 
tising staff to turn out the kind 
of adevrtising he wants. Usually, 
he will turn to his newspaper for 
assistance. The local newspaper, 
similarly, does not have the re- 
sources to supply its advertisers 
with costly illustrations, copy. 
headlines, etc. as can the metro- 
politan dailies. 

As a result of this need. the 
advertising mat service firm was 
born, and has grown to its pres- 
ent size. The modern advertising 
mat services are the main sources 
of advertising necessities for 
small retailers. They afford an 
endless supply of _ illustrative 
material and ideas for newspaper 
advertisements. 

Most of these companies are 
located in large cities where they 
employ excellent artists. copy 
writers, layout men and idea men 
to produce generalized advertise- 
ments which can be adapted to 
individualized stores. While the 
cost of the initial work is high, 
the total is broken down among 
the thousands of subscribers who 
utilize the 
monthly service fee makes avail- 


service. A small 


able to advertisers and newspa- 
pers all over the country, a com- 
plete and professional staff. In 
this way, almost every business 
man can afford “big city” adver- 
tising. 

In the form of inexpensive 
mats, the service company sup- 
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By IRVING SETTEL 
Advertising Manager, 
Concord's, Inc. 
Instructor of Advertising 
Pace Institute, New York City 


plies hardware dealer with effec- 
tive advertising material. In addi- 
tion to the mats. a proof book is 
sent which shows the illustra- 
tions as they look in printed 
form. The books also usually con- 
tain copy, suggested ads, radio 
material, etc. 


Two Types of Services 


There are two types of mat ser- 
vices for which the hardware 
dealer will have use: the general 
newspaper type which services 
local newspapers so that they, in 
turn, can service the advertiser, 
and the dealer mat service which 
caters to dealers, selling the ser- 
vice on an exclusive franchise 
basis. For example, only one 
hardware dealer in a_ specified 
area can subscribe to certain mat 
companies. The price is deter- 
mined by the size of the city. cir- 
culation of the paper, etc. 

Either one of the two. men- 
tioned above can be extremely 
useful to the small retailer who 
cannot afford his own advertising 
department. The mat service is 
very flexible. There are many 
ways a hardware man can utilize 
it effectively. However, the extent 
of its use depends upon the inge- 
nuity of the user. Let us examine 


Part 20 


some of the ways which you can 
employ it for the maximum of 
effectiveness and economy. 

1. Make use of your newspa- 
pers mat service. Whether or not 
you subscribe to an exclusive 
service, make frequent visits to 
your newspaper office. Go through 
the general newspaper service, 
choosing the material you can use. 
This is usually available free of 
charge to newspaper advertisers. 

2. Make use of both new and 
old service books. Just because a 
book is out of date doesn’t mean 
it should be disregarded. It is 
often easy to find interesting and 
usable material in last year's 
books. This holds especially true 
in fields where styles do not 
change too rapidly. 

3. Use the mat service as an 
idea source as well as for the 
mats themselves. With pad and 
pencil in hand, thumb through as 
many mat services as possible, as 
often as possible. Make notes of 
headline ideas, body copy ideas. 
layout ideas, etc. Many services 
contain radio copy which can be 
used with slight changes. Some- 
times. complete campaigns are 
published which can be used as 
a guide in planning your own. 


4. Use the services as holiday 
reminders. Most mat services pub- 
lish the following month’s calen- 
dar with all holidays marked off 
for retailers. This can act as a 
reminder for the planning of spe- 
cial events and the possible pro- 
moting of items. 
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5. Use the proof book to get up 
“individualized” ads. You may 
feel that you don’t want to use 
the general type of advertising 
which is offered by mat services. 
It may not serve your purpose. 
It may not be in tune with your 
town’s buying trends. Even if you 
feel this way, you don’t have to 
use the complete ads as_ pub- 
lished. Instead, you can make 
excellent use of the proof book. 
Your artist can use the illustra- 
tions, the hand lettering and even 
the blocks of copy. It will save 
him the trouble of drawing up 
similar articles and save you the 
expense. He will merely use the 
parts he wants and make up the 
ad to suit your store. Remember, 
the service books contain pictures 
already screened on fairly good 
paper stock. A complete pasteup 
can be made and reproduced as 
a line engraving rather than an 
expensive halftone. 

You can also make use of the 
mats in part by cutting out the 
illustrations you need. Send these 
to the newspaper with whatever 
copy you want. They will make 
up a stereotype for you and set 
the copy around it. Here too is a 
saving and a flexibility of use. 


Other Sources 


In addition to the mat services. 
there are many other sources of 
advertising and inspirational ma- 
terial. It is possible, for example. 
for the retailer to obtain an inex- 
haustible supply from the manu- 
facturers of the items sold in the 
store. Upon request, many of 
these organizations will supply 
retailers with mats, proofs, direct 
mail material, radio copy. ete. 
These are usually furnished free 
of charge or at a small fee. Check 
with the manufacturer’s salesmen 
or write directly to the manufac- 
turer. He will be happy to send 
all advertising material available 
since it advertises his own items. 

Accumulate all the mats. serv- 
ice books, manufacturer's mate- 
tial, ete. and keep a perpetual 
file. This will provide you with 
an excellent source for all future 
advertising in newspaper, radio 
and direct mail. 


(Ad Clinic on page 174) 
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Air Express can bring you supplies and equipment from 
any U.S. point—overnight. And that’s better than old- 
style magic! Air Express is the fastest way you can find 
to ship or receive. No delays, because shipments go on 
every flight of the Scheduled Airlines. 

What’s more you get special door-to-door service at no 
extra cost. With low Air Express rates, you can use this 
fastest service as a regular procedure. Let Air Express 
keep your business running fast—and smoothly. 


Specify Air Express-Worlds fastest Shipping Service 


e Low rates—special pick-up and delivery in pringipal U.S, towns and 
cities at no extra cost. 

e Moves on all flights of all Scheduled Airlines. 

e Air-rail between 22,000 off-airline offices. 

True case history: Rubber equipment users regularly get replacement 

parts by Air Express so machines won't stand idle. Recent shipment: 

102-lb. carton picked up 5 p.m. the 18th in Noblesville, Ind. Air-rail 

to Dallas, delivered 9 a.m. following day. 799 miles, total cost only 

$26.78. Any distance inexpensive, too. Phone local Air Express 

Division, Railway Express Agency, for fast shipping action. 
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AIR EXPRESS, A SERVICE OF RAILWAY EXPRESS AGENCY AND THE 


SCHEDULED AIRLINES oF THE U.S. 





Rates include pick-up and delivery door 
to door in all principal towns and cities 





“Read Devil, 
GRADY WEDGES: 






A complete range of sizes 
| for AXES, HAMMERS, 
>» SLEDGES, MALLETS, 

HATCHETS and other 

E ] handle-type tools. . 
i; Rad Devil GRADY WEDGES 

“hold like a fish hook”. 


The Ad Clinic 


Dear Mr. Settel: 

I have a new store and definite- 
ly believe in advertising. I have 
sent out cards and also have done 
newspaper advertising. This spring 
I would do some more card adver- 
tising—something with perhaps a 
picture or something a little dif- 
ferent than just a regular, printed, 
penny post card. 

Would you please send me 
names of concerns that do this 
type of printing. I do not want to 
go into an expensive type of 
campaign. 

Yours truly, 
—Rocer Martin 

Martin’s, 

39-41 East Broadway, 

Milford, Conn. 


Dear Mr. Martin: 

There are many firms in New 
York which can print your post 
cards. However, the cost of trans- 
porting the printed cards back to 
Milford would more than make up 
the difference between our rates 
and your local rates. 

It would be wise for you to use 
a local printer. Find some small 
print shop and explain your prob- 
lem to the owner. He can probably 
supply you with “stock illustra- 
tions” to use on the cards. In ad- 
dition, he may be able to assist 
you in writing effective copy. Your 
total cost should be very little. 

Thank you for your interest in 
“Ad-Viser”. 

—Irvinc SETTEL 
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MILWAUKEE 
“UNIVERSAL” PIVOT HINGES 


Popular among builders everywhere, MIL- 
WAUKEE Pivot Hinges are “demand mer- 


chandise’’ wherever trouble-free, long-life 
operation is important. They're absolutely sag- 
less, can be used in single or double acting 
doors, are easily adjustable to hold door 
open at any degree desired. The ONLY 100% 
"Universal'’ Hinge on the market, the MIL- 
WAUKEE—either Gravity or Spring type—fits 
all conditions of installation without any 
change or adjustment on the job. This means 
minimum inventory and faster turnover. 


Improve your Hardware sales—and customer 
satisfaction—with MILWAUKEE Pivot Hinges, 
and other Quality Builders Hardware. Order 
from your Jobber today. 


MILWAUKEE STAMPING COMPANY 


842-B S. 72nd St., Milwaukee 14, Wis. 
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duce other industrial machinery. 
Electrical produces 
power which is needed to operate 
other industrial machinery. Both 
of these factors must be initially 
present before industry can grow. 


apparatus 


Fortunately, because of the job 
it did in connection with wartime 
tools, and because of mergers and 
withdrawals, the machine tool in- 
that potent sma/l business 
assist the 


dustry 
is in a position to 
European recovery program as 
well as to push the sale of its 
more efficjent post-war tools at 
home, where its help may again 
be sorely needed in connection 
with planned peacetime mobiliza- 
tion of industry for defense. 

Not so fortunate—depending on 
your point of view, of course— 
is the electrical industry. which in 
spite of expanded facilities is 
having its hands full supplying 
needed new generating equipment 
to utility companies currently un- 
able to supply the power demands 
of American homes and factories. 
The demand will eventually be 
met in full, because plans to meet 
it have been foresightedly laid 
over the years, but war produc- 
tion and drought conditions con- 
spired to create the present em- 
barrassment in certain sections. 


ogize, I have been trying to move 
in these remarks toward certain 
concepts which it seemed impor- 
tant to examine. The first of these, 
which you were asked to take on 
faith, was that American Business 
may have in its immediate keep- 
ing the fate of the rest of the 
world, political as well as eco- 
nomic. The second was that there 
is: in truth no real distinction 
big” and “little” busi- 

in America 


between 
ness, as practiced 
under conditions of a free, com- 
petitive economy, and that the 
real common denominator. for all 
business, is found in the factor of 
distribution. I wanted to establish 
the second point as a means of 
developing the first. 

Why are we so preoccupied 
with finding a workable common 
denominator in business? As I see 
it, because we need to re-examine 
our strength, in order to add to 
it, and in order to find in it the 
real basis for national unity. 

You are all familiar with the 
term “balance of power” as it is 
employed in the political sense. 
That sense has not changed. It is 
still true that a substantial and 
unified political party or group. 
even if it is small, can effect a 
major decision by throwing its 
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weight on the right side at the 
right time. It is still true in 
theory, even on the international 
scene, for this to happen, but if 
we examine realistically, not theo- 
retically, what makes up the bal- 
ance of power today, we find a 
significant change in structure. 


Power Is Economic 


It is not quite so easy to pin 
down, in the sense that a country 
like England or France or Poland 
could be said to hold the balance 
of power, because today’s bal- 
ance of power is economic, not 
political, in nature. It is not rep- 
held by any third- 
party nation, or by any political 


resented or 


or geographic grouping, but by 
economic developments. Perhaps 
true in 
much as 
today, with the measured progress 


this was always some 


degree, but never so 
of economic events. 
Recently we have quit being 
polite, even to ourselves. Today 
we make no bones about the real 
possibility of another war, and 
apparently we are shaping a new 
national policy, firmly if regret- 
fully. on this basis: If there has 
to be war we intend to win it. 
We are implementing that inten- 
tion with a concrete, intelligent 
military preparedness program. If 
we do the job well enough, and 
make our intention cleare enough, 
there is probably every likelihood 
that conflict will not materialize 
before we can bring to bear in 


full strength our real secret 
Weapon, and that is to demon- 


strate completely to the unhappy 
peoples of Europe and Asia that 
they can get what they want only 
in a world of peace. 

The American economy, which 
is a high-sounding name for what 
you and I do in the course of 
conducting our business, has a 
unique role to play in all of this. 
By going along, improving our 
methods, increasing our produc- 
tivity, strengthening and broaden- 
ing our distribution, and operat- 
ing intelligently and at a fair 
profit, we can simultaneously 
directions. We 
will be making our nation strong 


advance in two 


enough to protect itself and over- 
come its enemies, and we will be 
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STEPPING STONES TO INCREASED SALES 
with the CHAMPIONS of TOOL MAKERS CLAMPS 


With the CHAMPION line of Tool Makers clamps you can cash in on 
the big demand for these handy, small clamps. They are sought after 
home-craft items which will satisfy the most exacting home shop worker 
as well as other skilled craftsmen. 

Clamps are sturdy and well made to give long and 
satisfactory service. Clamps have bright zinc 


plated machine screws with swivel caps. 
Frames are cast aluminum 
alloy. 











No. 680-6 
Opens 4" 
= No. 681-6 
2 Opens 1!/,” 
3 No. 684-6 Nos. 680-6, 681-6 and 684-6 are packed 


Opens 7/,” 


3 dozen in a box, 
No. 685-6 is packed 1 dozen in a box 


Nearly all hardware jobbers handle some products in the 
big CHAMPION line. 


The 
PIAWIM CUERVO AL MALS 


GENEVA. OHIO 





























—FOR FARM AND FARM-SERVICE SHOP! 

e No motor body interterence. e U.L. Approved !/3 HP motor eas- 

100%, Accessibility to wheels. ily detached for other jobs; ap- 

Makes awkward jobs easy proved switch, cord and plug. 
A Full Line of Tool Grinders for Shop, Garage, School and Home. 

Ask your Jobber's Salesman. Write for Complete Catalog. 


WISSOTA Wauufacturing Co. 






MINNEAPOLIS 
MINNESOTA 

















50% Stronger, Bal- ‘ Projecting Wings 
anced Ferrule of at en Shonk Prevent 
Blade from Turn- 
ing in Handle 


Greater Diameter, 


Reduces XN 


Splitting 

of Handle 4 
An ingenious Shoulder 
Formed in Blode Gives 


Added Strength to Super 
Grip Handle 





A new design in husky Screw Drivers that can 
really ‘‘take it’’ . . . the blade, shank and shoulder 
are forged from ONE piece of Tool Steel. 

When your critical customers take one of these 
Sweetly balanced, rugged tools in their hands, they 
sell themselves — and quick! 

Made in a complete line of models and all sizes 
with square and round blades that run completely 
through selected hardwood and Pyraloid handles. 
Write for complete details on this 
fast-moving, long profit line 


VIKING HAND DRILLS 


Shown to the right is No. V. 920... 
one of a complete line of beautifully 
designed FORSBERG Hand 
Drills. All popular sizes up to 
4” chuck capacity. 














WHALE BRAND COPING SAWS 


No. 24... An extra deep, finely finished frame. 
Stock 4%” x ‘46’, depth 614” Hardwood handle. 
Complete with No. 20H _ specially hardened and 
tempered Whale Blade. 


nt sates action 
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postponing and perhaps eliminat- 
ing the possibility of conflict 
altogether. 

Once more, and for the last 
time, may I use our own com- 
pany as an example of what I 
mean? General Electric has never 
itself a merchant of 
weapons. We began, and we hope 


considered 


to continue as a_ producer for 
peace. But in the meantime, the 
very nature of war has changed, 
and instead of resorting to bul- 
lets, war today finds its predom- 
the things that 

in aircraft, 


inant weapons 
make the difference 
in ships, in rail transport, in elec- 
tric power, in electronics, in com- 
plex technology and_ efficient 
manufacture. 

It finds perhaps the most ter- 
rible weapon of all history in an 
application of atomic power, 
which at the same time has the 
possibility of shaping our whole 
peacetime future. Like the ma- 
chine tool industry, we find our- 
selves the developers and_pro- 
ducers of machines and devices 
offering two kinds of application 
to human destruction and_ to 


human betterment. 

We Have Better Team 

It is not the part of Amer- 
ican industry, at this juncture, 
just to keep its powder dry and 
abandon itself to fate. It is not 
just our role to wring our hands 
and hope for the best. If that 


had been our policy, we would 
never have attained this uneasy 
position of world economic lead- 
ership, and you may be sure that 
we will never be able to keep 
it by marking time. The decision 
in what lies ahead seems to me 
to lie in the skill and resources 
and boldness and discipline that 
we can bring to bear. While we 
should not for a moment under- 
estimate the strength and ingenu- 
ity of our opponents, it is fair 
to say that in this kind of struggle, 
in an economic game, we are the 
defending champions. The game 
will be played out according to 
rules which we established and 
which are familiar to us. This is 
an advantage which we must not 
lose through quarreling among 
ourselves, through dissipation of 
our energies, or through  con- 
fusion. We have the better team, 
and we can only lose through bad 
playing. 

The things we have to remem- 
ber are the simple thirgs; those 
that concern a man’s life and a 
man’s job. We know that in this 
country we draw our true wages 
in the form of our standard of 
living. The American standard of 
living—what it represents to the 
rest of the world is the strong- 
est card we have to play in the 
international game. Everybody, 
all over the world, wants to obtain 
it for themselves, but many of 
them have yet to learn that they 


can only acquire it by peaceful 


. AMERICAN ADVISORY BOARD 





H. F. SEYMOUR 
Columbian Vise 
& Mfg. Co. 





D. S. BRISBIN 
Columbus McKinnon 
Chain Corp. 





IRVING LEMAUX 
Indianapolis Brush & 
Broom Mfg. Co. 
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The dependability. .. the rugged, long life of 
Dempster equipment has made it a product 
people ask for and buy. Right now you have 
unlimited sales opportunities for water sys- 


tems ...so handle Dempster’s COMPLETE 
line for big, extra profits. 


And your profits won’t stop with the initial 
Dempster sale. You will continue to make 
additional profits in allied products and ser- 
vicing... because Dempster offers a complete 


SHALLOW WELL PUMP installation for every farm need. 


DEMPSTER MILL MFG. CO. 


BEATRICE, NEBR. 
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¥ 
PARENTS’ 
MAGALINE 


Only FAN-GLO HEETAIRE 
gives you ALL these 
advantages over your 
competitors! 


% Parents’ Magazine Commendation Seal. 

% The only Heater that gives WARM 
COMFORT QUICKLY — both kinds of 
heat: hot infra-red rays plus fan-forced 
heated air. 

% Two Independently Operated Switches 
—one controls the upper radiant ele- 
ment and the fan, the other controls 
the lower (or front) radiant element. 

% A Completely Planned Practical Mer- 
chandising Program—national consumer 
and trade paper advertising, state- 
ment inclosures and give-away folders, 
newspaper advertisements and mats, 
colorful point of sale displays, com- 
parison chart. 

% The Guide to Quick Heating — the 
only practical pocket size sales manual 
in the industry that gives you (and 
your salesmen) tested ways to sell 
more heaters to more people more 
profitably. 

% A complete Line and Price Range of 
Portable and Built-In Heaters. 

Yes, FAN-GLO HEETAIRE gives 
you ALL these selling advantages of 
your competitors . . . Parents Magazine 
Seal, Underwriters Laboratories Seal .. . 
backed by powerful selling ammunition 
—a dynamic convincing “Best Seller’ 
sales manual . . . plus a veritable arsenal 
of new dealer literature—folders, stuffers, 
catalog and specification sheets, charts 
and colorful displays ... plus newspaper 
ads that drive home to millions of custom- 
ers the fact that FAN-GLO HEETAIRE 
is the only heater built that gives BOTH 
kinds of heat—fast! 

So get in touch with your jobber 
now—get the world’s most-wanted aux- 
iliary heater, the only heater that gives 
your customers BOTH kinds of heat 

the only heater that gives you more 
sales to more people more profitably! 

A NOTE TO JOBBERS: If our represen- 

tative has not called on you yet—and 

if your order is not in yet—we suggest 
you get in touch with us immediately. 





Tested and listed under reexamination 
service by Underwriters’ Laboratories, 
Inc, 


MARKEL ELECTRIC PRODUCTS... 
LA SALLE LIGHTING PRODUCTS .. 


154 SENECA ST. BUFFALO 3, N. Y. 




















means. It cannot be had by 
violence. 

What we are about to attempt 
abroad can only be done at a 
staggering cost to ourselves. We 
are not simply giving our wealth, 
but 
and our understanding. Instead of 
food manufactured 
products and raw materials we 
must and 
“know-how” so that the recipients 
can produce the things they need. 


our strength, our methods, 


giving and 


give machine tools 


By such a method we can more 
quickly make these other coun- 
tries self-sustaining, we can make 
the financial aid we extend go 
farther and we can preserve much 
of the strength we need at home. 


The world today is our skep- 
tical and unsatisfied customer, and 
with 
viction and thoroughness that the 
productive economy with which we 


we must demonstrate con- 


have firmly anchored our lives 
can also be made to flourish else- 
where. Anything less will be a 
miserable failure, at best a tragic 
stopgap. American business and 
industry, small and large, has to 
pick up the check for all of this. 
You know that. Congress can ap- 
propriate the money, but it is a 
worthless draft unless you back 
it up, and the only way in the 
world you can stay solvent enough 
to back it up is by keeping and 
increasing your strength at home. 

Underwritten By Main St. 

The Marshall Plan is under- 
written by Main Street. by the 
little things that you know how 
to do so well. There is no new 
magic formula, just the old one. 
It is a formula compounded of 
the things you will discuss at this 
meeting; of sharpening your tools 
of distribution and selling and 
using them more effectively, of 
countering inflationary trends with 
aggressive cost-reduction pro- 
grams which will hand along to 
your customers the fruits of cost- 
reduction; of increasing your 
scope of operations, without fear 
of recession; of 


insistence upon 
a program of tax-reform which 


will include a more realistic de- 
preciation policy and modification 
or repeal of confiscatory pro- 

the promotion of 


materials-handling 


visions; of 
modern 


SyS- 








tems in order to attack industry’s 
cost at its 
source; of avoiding needless ex- 


greatest overhead 
penditures and holding down in- 
ventories. 


Do Not Underestimate 


Much of this is ordinary and 
run-of-the-book to but do 
not underestimate its importance, 
Much of it calls principally for 
ingenuity, and for your ability 
to meet an unexpected turn of 


you, 


events promptly and efficiently. 

I would like to conclude these 
remarks by reading you a charge, 
which seems to me to be ap- 
plicable in large measure to the 
business and industrial commuv- 
nity of the United States. Who 
wrote it. and the people to whom 
it was addressed, will appear later. 


In fact, it was a New Year’s 
Greeting. 
“Every citizen can now for the 


first time do what he wants, and 
go where he wants, and say what 
he wants, within the liberal laws 
of his land. This means that you 
can work, 
when you have completed it you 


select your own and 
can choose your own method of 
relaxation and enjoyment, and on 
your day of rest you can worship 
as you please, and always you car. 
criticize and express your views 
on the actions of your govern- 
ment. This is liberty. Yet inherent 
in it are its obligations to act with 
decorum and and 
become acutely conscious of the 


self-restraint, 


responsibilities which a free soci- 
ety imposes upon its every seg- 
ment. 

“The future therefore 
your hands. If you remain true to 
the great revolution 
which you have undergone, your 
nation will emerge and go on — 
if you accept only its benefits 
without _ its will 
wither and go under. The line of 


lies in 


spiritual 


obligations, it 


demarcation is a simple one, un- 
the line 
between those things which are 


derstandable to all men 


right and those things which are 
wrong. The way is long and hard 
beset difficulties and 
dangers. but it is my hope and 
belief and prayer this New Year’s 
Day that you will not falter.” 
That was the New Year’s Greet- 
ing of General Douglas Mae- 
Arthur to the people of Japan. 


and with 
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tropical American ochnaceous herbs or un- 
dershrubs, having alternate leaves, fringed 
stipules, and small pentamerous flowers 
with two rows of staminodia, the outer fili- 
form, the inner petaloid. S. erecta is the St. 
Martin’s-herb. 





sav’a-brush (sav‘a-brush), n. A name fit- 


tingly applied to the original brush-restorer; 


America has 
a word for it! 


a coined word that has gained national ac- 
ceptance as a synonym for brush-cleaner; 
a white chemical-compound which, when 
dissolved, loosens paint, varnish, shellac, 
enamel from caked-up paint 
‘ brushes; makes bristles 






good-as-new. The usual 
procedure is to soak 
brushes in Savabrush 
solution overnight; longer 
if necessary. Then they are 
washed with soap and water (not hot) until 
they are clean right down to the heel. When 















































dry, brushes are really saved; restored to 
life and usefulness. The cost is trifling. Ac- 
cording to legend, a Savabrush-bath is the 
Fountain of Youth for Old Paint Brushes. 








A product that meets a definite 
\ need plus national advertising that 
sings its way into the homes of 
the nation. Result? When Mr. and Mrs. 
America ask for a brush-cleaner they 
mean Savabrush. And, as a smart 
merchant, you know that Brand- 
Demand is the biggest word in the 
Dictionary of Profit. Order from your 
jobber! Schalk Chemical Company. 
Factories: Los Angeles and Chicago. 
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Ccermerenccsh nen eer tartar areman-emrene 


This year your customers will read 
about BASSICK, top name in casters 
— in the SATURDAY EVENING 
POST ... top name in magazines! 

More than ever they’Il be looking for 
the name BASSICK on casters, cush- 
ion glides and other floor protection 
equipment, 

You’ll sell more when you offer 
BASSICK “Diamond-Arrow” and 
“‘Diamond-Dart” casters and rubber 





cushion glides. Order from your distrib- 
utor. THE BASSICK COMPANY, 
Bridgeport 2, Conn. Division of Stew- 
art-Warner Corporation. Canadian 
Division: Stewart - Warner - Alemite 
Corporation Ltd., Belleville, Ontario. 


Bassick 


MAKING MORE KINDS OF CASTERS 





. » MAKING CASTERS DO MORE 
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Cement Ruling Spurs Attack 


On Steel Basing Point System 
(Continued from page 96) 


proposals under study, is one 
organization which is expected to 
come up with stronger recom- 
mendations. 


oa A 


The Jron Age, with which 
Harpware AGE is affiliated, has 
this to say: 

“Well informed sources agree 
that if the multiple basing point 
system of selling steel is outlawed 
by the Supreme Court it will be 
replaced by an f.o.b. mill method. 
How such a method would work 
in practice is not certain; there 
are two alternatives, both bad. 

“In the ‘Pittsburgh Plus’ case 
in 1924 and again in 1939 the 
Federal Trade Commission de- 
clared in favor of a uniform 
f.o.b. mill method of steel market- 
ing. This would require each steel 
producer to sell his products at 
prices quoted f.o.b. the mill. 
Prices would have to be uniform 
to all buyers no matter where 
they might be located. All trans- 
portation charges would be paid 
by the buyer. 

“The effect on consumers of 
such a system is obvious. Fabri- 
cators near only one mill would 
have to deal exclusively with that 
mill — again, if they could buy 
the sizes and types required. 

“Those midway between mills 
would have the advantage of 
being able to choose a source of 
supply. The Milwaukee stamper 
who could fill just half his needs 
in Chicago could turn to Cleve- 
land, where by paying the freight 
to Milwaukee he might pick up 
another 25 per cent of his needs. 
He might then fill the balance of 
his order in Pittsburgh, paying 
$12.60 a ton in freight charges 
on this portion. He would never 
know his raw material costs in 
advance. If such a system became 
permanent many fabricators 
would find it smart to move their 
plants close to steel producing 
centers, thereby creating ghost 
towns all over the country. 

“Competition among steel pro- 
ducers is possible under the uni- 
form f.o.b. mill system but often 
only at the expense of ruinous 


price cutting. If a Pittsburgh pro- 
ducer wanted to compete for 
structural business in the New 
York market he would have to 
meet the Bethlehem-plus price. If 
shapes were selling at $60 at 
Bethlehem and the freight to New 
York were $5.00, the New York 
delivered price would be $65.00. 
Freight from Pittsburgh would be 
about $11.00. The New York 
delivered price, less freight from 
Pittsburgh, gives the Pittsburgh 
mill a net return of $54.00 a ton. 
“Then, under this uniform 
f.o.b. mill system, the Pittsburgh 
mill could not charge any more 
than $54.00 a ton, plus freight, to 
a fabricator anywhere else. If 
steel demand were high, the stee!- 
maker wouldn't take a structural 
order to New York. If demand 
were poor and he were hungry 
for business, he’d wreck his whole 
price structure by taking the 
order. The answer would be for 
mills to concentrate on backyard 
selling exclusively. There has 
been a strong tendency in this 
direction, aggravated by rising 
freight rates, but it is neither 
universal nor permanent. 


Leads to Alternative 


“It appears that both the FTC 
and the Supreme Court recognize 
that freight absorption to meet 
competition should not be out- 
lawed. This leads to the alterna- 
tive to this uniform f.o.b. mill 
marketing system, an f.o.b. mill 
method with freight absorption 
(or equalization) in individual 
cases to meet specific competition. 

“It is certain that the necessity 
of making an individual decision 
in each case apparently no 
freight rate compilation could be 
used in an obvious manner 
would be slow selling. It would 
also add to steel selling costs. 
And the customer would never be 
certain that the purchase could 
be duplicated the following 
month. Today he can, barring 
price changes of which he 1s 
notified. 

“To say that many high steel 


(Continued on page 238) 
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No doubt about this. In stores 
that feature the finest in housewares you'll 
meet the famous Trig tea kettle, Flavo-Drip 
coffee server, the original Serving Oven and 
other WEST BEND headliners. The en- 
tire WEST BEND line is made with more 
shining beauty .... more real cooking 
pleasure for every home. 

Illustrated, top to bottom, are the Flavo-Perk percolator, Trig 

singing tea kettle, Flavo-Drip coffee server, Serving Oven, 


Serv-it roaster-broiler-server, French Fryer, Penguin hot and 
P 5S 


cold server and Easy-Out ring mold. 
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USE SALES TESTED WINDOW 
DISPLAYS LIKE THIS 


A window display showing your milking equipment is a real 
sales booster! It reminds passers-by of their needs . . . brings 
customers into your store ... helps show them how they can 
get more quality milk. Rapid-Flo Fibre-Bonded Filter Disks 
are the center of attraction. Mass several cartons up front. 








J & J RAPID-FLO 
FARM SEDIMENT CHECKY ver 


Helps your customers — Helps You! 
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This exclusive J & J field service program 
is constantly pointing out the necessity for 
better equipment 

and more equip- 

ment for quality 

milk production. It \ 
helps you sell more 

cans, pails, brush- 

es, clippers, strain- 

ers. Farmers by 

the thousands in 
every milk produc- 

ing area have been 
shown how to im- ¢ 
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see Ray 
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A FULL COUNTER 
OF RAPID-FLO FIBRE- 
BONDED FILTER DISKS MEANS 
A FULL VOLUME OF SALES FOR YOU! 
CHECK YOUR STOCKS— 
























Be Sure You Have All Popular Sizes Sales en Filter Pr 
and Types on Hand Filter Disks as Division 


their own check-up. 


4949 W 


WRITE, WIRE OR CALL YOUR JOBBER TODAY: Wig 
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FEATURE THE BEST KNOWN NAME 
IN FILTER DISKS §ofonsfoheon 


RAPID-FLO 


Every one of your customers know the name Johnson & Johnson — world’s 
largest maker of surgical dressings. They know* Rapid-Flo is the only 
Fibre-Bonded filter disk. They know that J & J and Fibre-bonding means 
better filtering, more efficient filtering for quality milk, bigger milk chécks. 
They'll be your customers if you display Rapid-Flo. 

















ver 1,000,000 Used 
Every Day! 


PLUS consistent, large space national advertising that talks 
customers’ language does the selling for you. Millions of dairy 
see Rapid-Flo advertising . . . millions of dairy farmers prefer 
id-Flo Filter Disks . . . keep coming back for more. Make sure 
come to your store by featuring this nationally advertised, na- 
wanted filter disk! 





THE ONLY FIBRE-BONDED FILTER DISK 
AVAILABLE IN EVERY SIZE AND TYPE 


to fit every strainer 


No matter what type of strainer your customers use, there’s 
a correct size of Rapid-Flo Fibre-Bonded Filter Disk to fit. 
Feature Rapid-Flo for lower inventories, quicker turnover and 
easier sales on other profitable dairy supplies. 








Filter Products 


Division ] 
4949 W. 65th Street { : 
Chicago 38, Illinois ; 











Enamelware Picnic Set 


The “Jolly Time” Picnic and Barbe- 
cue Set, No. 666, consists of 6 plates, 
6 cups and 6 bowls in Columbian 


P Jouy Time 


HeMic and Barbecue Seq 





White-Rock Ware. Packaged in a car- 
ton with a convenient carrying handle. 
Plates are 84% in. in diameter, Six sets- 
are repacked in master carton. Wt. per 
set 5 Ibs. Columbian Enameling & 


Stamping Co., Inc., Terre Haute, Ind. 


Capewell Tube Cutter 


Capewell Mfg. Co., 624-26 Filbert 
St., Philadelphia, Pa., offers the Cape- 
well tube cutters which eliminates ne- 
cessity of reaming, operates with one 
hand and by hand pressure; automati- 
cally adjusts itself to %4 in. and % in. 
OD tubing; cuts dented tubing as well 
as round tubing—therefore  elimina- 
ting use of hacksaw. Triple hand 
ground special hardened cutting wheels 
make a complete cut by rotating the 
tool slightly beyond a 120 deg. are. 
Has nickle plated finish, Packaged one 
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doz. individual cartons; six, one doz. 
cartons to a master carton, 

Extra replaceable cutting wheels, 
one doz, sets per carton, 12 cartons 
per master carton, Less than one-half 
turn required. Weighs 13 oz. 


Instant Silver Cleaner 


Silvercraft Instant silver cleaner 
cleanses silver and other metals by a 
method of controlled 
Maker claims the cleaner will not harm 
oxydized surfaces. It is said that 100 
pieces of silver may be cleaned in 


electrolysis. 


one minute as no heating, rubbing or 
preparations are required, To use, place 
the “Silvercraft” plate into a cold, mild 
salt solution, drop in the silver to be 
cleaned so it contacts the plate or other 
pieces already touching it, Lift out 
silver, wipe with fleece cloth as directed 
and rinse thoroughly before drying. Kit 
includes, silver polishing cloth, Instant, 
packaged of silver polish for impreg- 
nating polishing cloth, pad of steel wool 
for cleaning Instant silver cleaner plate 
Suggested to retail for $2.50, packed 
24 to case. The Sani-Wax Co., 1315 
Pacific Ave., Dallas 1, Tex. 


Py 


essere ced 








Automatic Rain King 

Sunbeam Corp... 5600 Roosevelt Rd., 
Chicago 50, Ill, offers the automatic 
Rain King that you can set instantly 





to sprinkle any size circle, 5 to 50 ft. 
by turning the button. Sends out just 
the right fineness or coarseness of 
spray. Whether set for large or small 
circles, spray is always broken up by 
the speed of the revolving arms to 
provide a natural rain like shower. 
All exposed brass parts are chromium 
plated, body and head of cast iron and 
the ventilated base is of pressed steel. 
Phosphor bronze bearings. Red _ plastic 
control button, green upright and base. 
Unit is 10 in. wide at base, 10 in. 
high. Packed 1 to shipping carton, 
shipping weight, 5 lbs, Suggested to 
retail for $6.95 east of Denver and 


$7.25 west of Denver. 
W hiting-Adams 
Brush Catalog 

Whiting-Adams Co., Inc., 700 Har- 
rison Ave.. Boston 18, Mass., offers 
catalog No. 103 of its line of Flow 
Master brushes for the paint and allied 
trades. Indexed by types, alphabeti- 
cally. Illustrates, describes and includes 
specifications of all brushes. 
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Now available for unit sales, this 
eight-piece Decoware set in the suc- 
cessful ‘‘American Beauty” pattern 
saves time for the customer and retailer alike. 
One consumer purchase is a multiple sale— 
and no wrapping or packaging problems. 
Known as the “A” pack, this combination 
unit meets basic home requirements (other 
pieces can be added later from open stock). 












aeh ben tape ue CAN COMPANY, 





the new 8-PIECE combination package 


INC. 





The pack contains four canisters, a bread box, 
waste basket, dust pan and step-on can—all 
snugly packaged in one sturdy shipping 
container. 

For bridal showers, Christmas presents and 
other special occasion gifts, the “‘A”’ pack is a 
“natural.” 

Please contact our nearest 
sales office for details. 

















HEADQUARTERS: 100 East 42nd St., New York 17, N.Y. 
EASTERN DIVISION: 122 East 42nd St.. New York 17.6. Y. 
| CENTRAL DIVISION: 135 South La Salle St., Chicago 2. i. 
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Bowser 'Incinor’ 


Gas-fired incinerator known as 
“Incinor’ disposes of wet or dry gar- 
bage and trash and rids basement of 
dampness and chill, says maker. Mild 
heat will help dry clothes also. Ashes 
may be used for fertilizer. Features a 
ribbon-type flame burner which con- 
sumes a maximum of air with a min- 





imum of gas. Wide flat flame concen- 
trates intense heat over a large area 
just above grate. Heat from the flame 
and the burning contents at the bot- 
tom, circulates up through the remain- 
ing charge, drying it to the point of 
combustion. S-22 home model shown 
has a 2 bushel capacity and is finished 
in black baked enamel, Opening at top 
is 114% by 11% in., waist high. Lid 
is heavily insulated and has a steel 
heat reflecting plate with adjustable air 
vent. Drawer type ash receiver makes 
cleaning easy. Bowser, Inc., Incinera- 
tion Division, Sycamore at 42nd St., 
Cairo, Ill. 


Garden Tool 
Package Deal 


Gary-Pioneer Steel Corp., Gary, Ind., 
has assembled a set of four tools, 
trowel, transplanter, cultivator and fork 
in a mailing or carry-out carton for 
sales as a unit. Each tool is stream- 
lined and finished in a 3-dimensional 
infra red baked-on Hammerloid finish, 
metallic aluminum, with red trimmed 
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handle. Tools are stamped in one piece 
from 18 gage steel, prongs and tines 
ridged to provide extra strength, says 
maker. Suggested to retail for $1. 


Air Rifle Target Range 

Daisy Mfg Co.. Plymouth, Mich., of- 
fers a compact, sturdy, colored official 
target range for Daisy air rifle shooting. 
Four-way target action includes target 
cards: breakable hanging spot targets; 


spinning “birdies”; breakable _ sticks, 


forms backstop for many others, For 
indoor or outdoor use. Made of corru- 
gated board with replaceable backstop. 
Shooting manual and instruction book- 
let included, Claimed to be ideal as 
indoor target for use with Daisy tar- 

















geteer air pistol. Suggested to retail 
for $1. Package contains 20 pieces, 


weighs 42 lbs. 


Manville Dishmaster 


Suggested to retail for $37.50, the 
Dishmaster is installed on the kitchen 
sink in place of standard taps. When 





not used as a dishwasher, it serves as 
a regular mixing faucet. Unit is finished 
in chrome with red and blue indicators 
for hot and cold water. Utilizes a deter- 
gent, which is claimed to leave no soap 
film. Said to be thorough in removing 
grease, dried foods, egg yolks, lipstick 
and other hard to clean substances. 
Each dish is individually washed and 
rinsed with hot water. No drying is 
required. Dishmaster Corp., 342 Rock- 
well Ave., Pontiac 19, Mich, 


Duo-Therm Water 


Heater Display 

Motor Ve heel Corp.. Duo-Therm Divi- 
sion, Lansing 3, Mich., has prepared 
a 3-dimensional water heater display— 
both floor and window. Lovely girl cut- 
out figure, real shower curtain made 


' Do0 Twtem 


AVI Otte? 
WATER wtatens 


oe oan Rata wey 


oa | 





from transparent material, on and off 
flasher unit that gets extra attention, 
full-color lithography. May be used 
with oil or gas Duo-Therm water 
heaters and fits both model 40 and 60 
sizes. Packed in individual cartons with 
simple instructions for assembly, Costs 
$5.95 with flasher and cord. 


Sealing of Fibre 


Containers Book 


Robert Gair Co., Inc. 155 E. 44th St., 
New York City 17, has issued a book- 
let on “Sealing of Corrugated & Solid 
Fibre Containers”. Available upon 
request, the book was written by J. D. 
Malcomson, director of products devel- 
opment. 


Twill Cap 


Central Headwear Mfg. Co., 63 ©. 
8th St., New York City 3, is making a 
baseball type peak front twill cap, 
model 410. Cap has taped seams and 
leatherette sweat band—button top. 
Packed 3 doz. assorted colors and sizes 
to box, Serves as a work cap—for fish- 
ing, gardening, baseball, tennis, and 
other sports, 
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Order your DEARBORN HEATERS now... 
he ready when your customers are ready! 


i. crisp, cool weather of Fall may 


seem a long way off during this kind of ‘‘shirt sleeve 
weather’'—but it will be here before you know 

it, as far as merchandising is concerned. 

It's going to bring falling temperatures—falling 
leaves—and skyrocketing Dearborn sales! Dearborn 
holds top position in dollar volume of gas space 
heater sales ... over a million users already have 
discovered Dearborn value... and this year, 

with radio, newspaper and magazine advertising 
telling millions more about Dearborn safety, 
Dearborn styling and Dearborn performance, 
Dearborn will widen its lead over the field! 


Place your order !0DAY—hbe sure 
you get the Dearborns you want 


Write for full information about Dearborn’s complete line of 
value-full, fast-selling gas heaters and evaporative coolers. 


} 
i 





DEARBORN ST 
OVE Co 
1700 West Commerce MPANY 
Dallas, Texas 
BRANCH OFFICES 
209 S. Franklin St 
Tampa, Florida 


Street 


Rennyson Building 
347 Carondelet Street 


285 West Trigg Avenue New Orleans,*Lovisiana 


Memphis, Tennessee 
718 Avenue “0 
Lubbock, Texas 
15% East Reno 
Oklahoma City, Okla. 


Merchandise Mart 
1355 Market Street 
San Francisco, Calif. 
3625 South Grand Ave, 
Los Angeles, Calif 


MONROE STOVE COMPANY 
3256 Milwaukee Avenue 

Chicago 18, Ilinois 

BRANCH OF 
2221 Westminster es 
Cleveland Heights, Ohio 
1738 East Sycamore 
Columbus, Ohio 


P. 0. Box 1134 
Omaha, Nebraska 
2221 South Adams Street 
Denver, Colorado 
Kansas City Terminal Warehouse 
Kansas City, Missouri 


THE WORLD'S FINEST, SAFEST GAS HEATERS 
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For Spring Clean-ups! 


[Aco IDEAL HOME 
WINDOW BRUSH 















® Quality Mixed Hairbrus 
© Rubber Drier 


® Popular Price 


Cat. No. 1 Laco Ideal Window 





Order from wholesaler 
or if he is unable to 
supply, write us. 


LAITNER BRUSH CO. DETROIT 26, MICHIGAN 


BRUSH MANUFACTURERS SINCE 1855 


Net! 


19438 MODELS 


Cs Circulators Heaters 


A. G. A. approved for Nat'l, Mfgd, 
Mixed, and L. P. Gases. 


Vented Circulators—two new styles 
—4 sizes each. 


New Floor Type Bathroom Heater. 


Write today for new descriptive 
literature. 


O2erlers 


MANUFACTURING CORPORATION 
COVISVILLE, KENTUCKY 


a ldaddil 
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WHAT’S NEW 


Tracy Kitchen Center 
Tracy Mjg. Co., 3125 Treble Ave., 








Pittsburgh 22, Pa., has added six mod- 
els to its “Kitchen Center” line. Selec 
tion can be made from 54 or 60 in. 





|single bowl types or from four double 


bowl models in 66, 72, 84, and 96 in. 
Illustrated is 54KC, suggested to retail 
for $269. Drawers glide on four plastic 
rollers and have safety stop which per- 
mits them to be removed easily when 
desired, but eliminates accidental pull- 
ing out. Models feature: Non-staining 
rubber bumpers, stainless steel handles, 
sound deadened drawer fronts, beaded 
sides, high walls for more storage and 
adjustable shelves in wall cabinets. 
Die-drawn cupboard doors feature re- 
cess construction said to eliminate 
torque, preventing warp or twist. Recess 
in center section of undersink permits 
housewife to sit at sink. Doors have 
spring type adjustable latch. Corners 
and edges rounded Hinges semi-con 
cealed—doors swing open in full 180 
deg. arc. Finished in white DuPont 
Dulux with Duradizing process. 


‘Jiffy Cube’ Ice Tray 


Plastray Corp., Fisher Bldg., Detroit 
2, Mich., offers the “Jiffy Cube” ice 
tray which is suggested to retail for 
$1.95. Individual cups are molded of 
polyethylene plastic, said to be odorless, 
tasteless and non-toxic. Will retain their 
flexibility at extremely low tempera- 
tures. With a slight finger pressure on 
the flexible cups, cubes are easily dis 
pensed, Tray frame is fabricated of 
a blue anodized aluminum. No hands 
need touch the cubes. Model A_ con- 
tains 12 cups, shipping carton contains 
72 packages, shipping weight 40 lbs. 
Tray is 1144 by 4% by 14 in. 





HARDWARE AGE 














MAY 6, 





EW 


es 
or 


‘eble Ave., 
d six mod. 
line. Selec 
or 60 in. 





uur double 
ind 96 in. 
1 to retail 
yur plastic 
which per- 
sily when 
sntal pull- 
yn-staining 
| handles, 
s, beaded 
orage and 
cabinets. 
eature re- 
eliminate 
st. Recess 
k permits 
pors have 

Corners 
semi-con- 
full 180 

DuPont 
ss. 


, Detroit 
tube” ice 
retail for 
iolded of 

odorless, 
tain their 

tempera- 
essure on 
asily dis 
icated of 
No hands 
| A con- 


contains 


10 Ibs. 














OUR 25, ANNIVERSARY OFFER 
a special set at a special price 








THIS 6-PIECE 
ANMIVERSARY SET 


only 1§ 55 
Regular price $21.20 


The ix most popular, most wanted pieces of we famous 
Club c 
that ae like silver, cooks like magic, lasts a lifetime 
Actually priced at less than prewar especially for our 
25th anniversary. And the quality is even better than pre- 
war. There has never been a better time to get Club in 
your kitchen. Set includes 

1Ya-qt. Covered Saucepan $3.15 

2-qt. Covered Saucepan $3.45 

3-qt. Covered Saucepan $3.95 

4Y2-qt. Dutch Oven $5.95 

(Cover fits 10” Fry Pon to make Chicken Fryer) 
10-inch Fry Pan $2.95 
6%-inch Fry Pan $1.75 








Reguler price if purchased separately (same os prewer) 42/20 
— 
Con be bought on convenient terms at mos! department and home furnishings stores 


Rea sanganecene Sabin. ity 


Full Flavor rings out the best there is a getat po 


nillion e Club Aluminum Hammercraft Waterless 
Cookware. The e y it k sll Flavor’); they like the way it look 


(handsome hammere 


day. Club is se 
cLusB ALUMINUM PRODUCTS co C 
bG ee Mokers © Clut ey 


fee 





The illustration above gives you an idea of the colorful, full-page adver- aha, 
tisement in Life (April 5) on Club Aluminum’s Anniversary Special. bs <f 
This set is also featured in color in Life, May 17, and in Bride’s Maga- Club 
zine (summer issue). Help celebrate our 25th Anniversary by helping um 


yourself to your share of sales and a splendid profit. ATRAOE-MAMK REGISTERED 


This trade-mark appears on bottom 
of every Club Aluminum utensil 


SEE US AT THE ATLANTIC CITY SHOW, BOOTHS NO. 301, 204, 203. 
CLUB ALUMINUM PRODUCTS CO., 1250 FULLERTON AVENUE, CHICAGO 14, ILLINOIS 
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ASK FOR THE 
oo PM “ 
MITRE BACK SAW 


LEADERSHIP 

is a habit at Great 

Neck . . . and one more 
profitable example is here to 
prove it. Our new saw has all 
the traditionally high qualities 
of Great Neck products, 

PLUS a handsomely designed 
non-absorbent maroon plastic 
handle so rugged, chip-proof, 
and specially ribbed for 
grip-ease that work seems 
effortless. Plenty of extra sales 
appeal in the high-lustre 
quality carbon alloy steel, 
heavy-duty steel back, nickel 
plated screws, and precision-set 
cutting teeth. Give your counter 
a lift with this colorful 
engineered quality tool! 


Popularly Priced! 


Made in 10”, 12”, 14”, 16” lengths 


GREAT NECK also manufactures 
wood handle mitre back saws. 


SEE YOUR JOBBER 









WHAT'S NEW 











'4-in-1"' Garden Cultivator 


Wash., offers the “4-in-1” garden culti- 





vator which requires no wheels or 
tracks for support or drive, the power 
being transmitted directly to the actual 
soil agitators which carry the 84 Ib. 
machine while performing their work. 
It has spike-like prongs which dig into 
the soil up to 10 in. Power goes direct 
from the motor to the cultivating 
prongs which rotate at two different 
speeds on the same shaft. Maker claims 
the cultivator can propel itself over 
driveways or lawns without digging. 


The unit is suggested to retail for $195. 

|The 4-in-l power tiller, plows, discs, 
harrows and pulverizes all at one time. 
Cultivates rows 10 to 24 in. wide, digs 
down from 24% to 10 in, deep, turns 
within a 16 in. circle; cultivates one 
acre in one hour: and cuts and mulches 
vegetation throughout tilled depth. 


Nylon Nipple-Bottle Brush 
H. Hertzberg & Sons. Inc.. 2300 

Fifth Ave., New York City, is making 

a Cleansbest “Two in One” combina- 





tion nipple and bottle brush. White 
nylon bristles are locked in a twisted 
wire constructed handle. Pointed fan 
tip on each brush enables housewives 





}to reach deep down corners of bottles. 
| Nipple brush ends in a pyramid point. 
Centered handle makes brush twice as 
easy to use with either end available 
by a twist of the wrist. Bristles are 
heat resistant, says maker, Suggested to 





Seidelhuber Tron & Bronze W orks, 
Inc., 1421 Dearborn St.. Seattle 44, 


retail for 49 cents, the combination is 
attractively packaged on a multicolored 
display card, Packed 1 doz, to card. 


‘Glass Wax' 


Gold Seal Co., 55 E. Washington St., 
Chicago 2, IIl., offers Glass Wax, which 
is said to clean 30 kinds of dirt in 
30 seconds from windows, mirrors, tar- 
nished silver, brass and other metal 
surfaces and porcelain. To use, you 
wipe it on and then wipe it off with a 
soft dry cloth. No scrubbing or abra- 





sive action is required, Leaves no pow- 
der or dust. Leaves a crystal clear 
invisible film on the surface. This pro- 
tective film prevents new grime and 
tarnish from getting an easy foothold 
again, Packaged in three sizes—pts., 
59 cents, qts., 98 cents and gals, $2.95, 
fair traded. 
Spirit Vials 

Schultes Level, Inc., Detroit, Mich., 
is introducing a level with pre-adjusted 
spirit vials. Maker claims that this fea 
ture enables anyone to repair Schultes 
levels easily, Adjustments are accurate 
within 449 of 1 deg. and are accom- 
plished by precision manufacturing. 
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OUTWEARS 


SEVERAL PAIRS OF 
ORDINARY GLOVES! 





TIGER GRIP is the glove that has proven its 
true worth on the job. It gives the worker 
greater protection b its ially knitted 
material contains hundreds 
of “loops” that cushion the 
hand. Soft and comfortable 
—cool in summer, warm in 
winter. By actual test it OUT- 
WEARS several pairs of ordi- 
nary woven fabric gloves. 











“A BETTER WORK GLOVE 


FOR EVERY PURPOSE”’’ 


4: 





NO. 271PK—LEATHER PALM GLOVE 
A quality sofety glove. Leather palm, thumb and 
finger tips. Leather knuckle strap for extra pro- 
tection. 

ADVANCE manufactures a 

complete line of cotton and 

leather gloves, welders gloves, ) 
wire-stitched gloves—a complete 

line of safety and protective 

clothing for every industry. 


52 page CATALOG 


DVANCE 


GLOVE MANUFACTURING CO. 


DEPT. HA, 901 W. LAFAYETTE BLVD. 
DETROIT 26, MICH. 


Detroit. Toledo+ Chicago+Rome, Ga. 
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Socket Set Screw 


Assortment 


Chicago Screw Co., 1926 S, Homan 
Ave., Chicago 24, Ill., offers a handy 
working assortment of socket set screws 
and keys packed in an attractive trans- 
parent plastic box in assortment No. 15. 
Includes 25 pieces each of 12 sizes of 
socket set screws and 5 pieces each of 
corresponding keys. One-piece box with 
molded partitions has easy-to-read decal 
on inside cover listing contents accord- 
ing to location in box. Assortment refills 
in standard packages of 25 pieces are 
carried in stock. Container is 83% by 
114 by 136 in. Suggested to retail for 
$22.00. 


Linecaster Spinning Reel 


“Linecaster” contains an easily 
removable reel spool holding between 
150 and 200 yards of eight Ib. test line. 
To change spools, maker claims just a 
few seconds are required to remove 
brake screw, exchange spools on the 
reel spindle and readjust the brake. 
Reel handle of this model is reversible. 
Assembled reel weighs less than six oz. 
Reel features an automatic line pick- 
up which closes and engages the line 
automatically with a partial turn of the 
reel handle. It has a multiplying action 
of four to one, which aids in quick 
control of line during the cast and 
while playing a fish. Interior parts of 
reel are sealed with gear housing and 
exterior parts are given an anodic treat- 
ment making them impervious to cor- 





rosion. Gears are of stainless steel 01 
bronze. Unit has five Oilite bearings 
on all bearing surfaces, making fre- 
quent oiling unnecessary, Linecaster is 
of conventional spinning reel design, 
finished in black crackle and gun metal. 
Packaged in a red and grey counter 
display box. Suggested to retail for 
$17.50. Has plastic handle — body is 
cast aluminum alloy, spool assembly 

wrought aluminum alloy. Empire Tackle 
Co., 2 Genesee St., New Hartford, N. Y. 


Red Devil Scraper 
In the 


March llth issue an item 


describing a paint scraper did not point 
out the CSL Red Devil paint scraper 
handle is made by and the unit dis- 





tributed by Red Devil Tools, Irvington, 
N. J., and that the blade is made by 
Carboloy Co., Inc., Box 237 Roosevelt 
Park, P. O. Detroit 32, Mich. 


Washable Wooden 
Salad Bowl 


VW eavewood, Inc., 1201 S. Third St., 
Minneapolis 4, Minn., is offering a 
salad bowl made of Bella Rosa wood. 





Thin strips of resin-treated veneers are 
hand-woven, then molded by heat and 


pressure to provide a hard, glossy sur- 
face. Maker claims that the bowls can 
be washed in boiling water without 
injury. Bowls are said to be unbreak- 
able. No lacquer or varnish is used on 
bowls. Suggested to retain for $1.50, 
salad bowl is 644 in. in diameter by 
144 in. deep. 


McDougall-Butler Catalog 


McDougall-Butler Co., Inc., Buffalo 5, 
N. Y., has issued a booklet telling alout 
its history and its line of paints. Also 
includes information on the methods, 
equipment and materials used for the 


manufacture of the paint. 
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COMPLIMENTS 
OF YOUR 
PITTSBURGH 
DEALER 





Make Your Store 
COLOR DYNAMICS HEADQUARTERS! 


Stock Pittsburgh Paints and take advantage 
of the new nation-wide trend to COLOR in the home! 


pense of home owners are 
interested in the use of color 
in the home. They are learning that 
bright, gay colors not only give them 
more attractive surroundings but 
also make them cheerier, more com- 
fortable and safer places to live in. 
You can cash inon this new trend with 
Pittsburgh COLOR DYNAMICS. 
Pittsburgh devised this new system 
of painting as an additional means 


PAINTS © 
4.8 8:94 
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GLASS « 


to bring you more and bigger sales. 


Everywhere, thousands of home- 
owners are asking for copies of our 
new booklet, “COLOR DY NAMICS 
for Your Home” It explains how 
“Color Dynamics” makes use of the 
energy in color and contains nu- 
merous practical suggestions how to 
use this new painting method. 


Why not take advantage of the 


PITTSBURGH PAINTS 


BRUSHES + 


CHEMICALS ~ 
GH 





interest in this new idea in painting 
and in the growing popularity of 
Pittsburgh Paints? We'll gladly have 
one of our representatives call to 
explain “COLOR DYNAMICS” to 
you and discuss with you the possi- 
bility of selling Pittsburgh Paints in 
your community. Write, wire or 
phone today! Pittsburgh Plate Glass 
Co., Paint Div., Pittsburgh 22, Pa. 


PLASTICS 
COM ? A Rae 
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WHAT'S NEW 














woop. SAWS. 


When a Bradford portable elec- 
tric saw is suspended by the grip, 
as shown it hangs perfectly bal- 
anced! No other popular make of 
saw can pass this balance test. 
Both Bradford 6” and 8” models 
can! Their perfect balance means 
easy, tireless, accurate operation. 

All craftsmen immediately ap- 
preciate the fine balance and light 
weight — the compact, stream- 
lined design and handling ease 
of these precision-made power 
tools. Bradford Wood-Saws are 
built to last — and they’re popu- 
larly priced! 

Distributed through leading 
wholesalers. Write for descrip- 
tive folder giving specifications 
and prices. 


THE BRADFORD MACHINE 


TOOL CO. 
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Cincinnati, Ohio 
PRECISION SINCE 1840 
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| eight drill point compartments. 


Draft Eliminating Door Seal 


V & L Home Utilities Corp., 610 E. 
State St.. Rockford, IIL, is introducing 


| a draft eliminating door seal known as 





All metal con- 
sealing 


the V & L “Draft Bloc.” 
struction with molded 
blade which is carried between a pivot 
plate and the actuating lock. On closing 
the door the automatically 
pressed against the adjusting it- 
self to any size opening under the door 
up to 144 in. Works on either right or 
left hand swing. Fits all standard doors. 
Claimed to be equally efficient on out- 
side or inside doors. Suggested to retail 
for $2.98. Packed cylindrical 


carton. 
| Millers Falls 


Automatic Drill 


Millers Falls Co.. 57 
Springfield, Mass., in 
No. 100 drill, 


rubber 


blade is 
floor, 


two to 


Wells St, 
introducing 


automatic which can be 





used in hard or soft woods, wall board, 


plaster, bone, soft metals, ete. An 
essential tool for carpenters, cabinet 
makers, model makers, electricians, 
| home workshop enthusiasts, etc. says 
maker. Operates with a toothed spiral 
and center nut. An internal spring 
operates the handle return. Barrel is 


made of a very tough glossy red plastic, 
Eastman’s Tenite 2. Molded in it are 
Top of 


barrel carries the index ring which 


provides the number and diameter of 
the drill point to be found in 
Chuck has four steel jaws which hold 


drill point securely when their shanks 


each. 


are properly inserted and chuck shell 
is tightened. All exposed metal parts 
are heavily nickel plated and _ buffed 
or are highly polished aluminum. Reg- 
ular equipment consists of cig points 
- diameters are 46, %4, 342, Ya, 1, 
%a, 90, and 1%4. They are of the 
fluted shank type. Model 100 is 91, in, 
long, weight, 8 0z., packaged one to a 
box, suggested to retail for $3.50. 


Plastic Party 
Napkin Rings 

Hutzler Mfg. Co., 4821 
Ave., Long Island City 4, is 
ing a@ line of Walt Disney 
plastic Party Napkin 
Mickey Mouse, Minnie 
Duck and Pluto, Line 


Skillman 
introduc 
character 
including 
Donald 
offers a selection 


rings, 
Mouse, 


of pink, blue, red and yellow figures, 
each about 3% in. high. Each figure is 


hand decorated in three colors. Maker 
claims paint is chip-resistant and non- 
toxic. A card holds two napkin ring 
figures in a cellophane envelope, for 


point of sale appeal. 


« 





Warm Morning 
Radiant Coal Heater 


Locke Stove Co., 114 W, 11th St. 
Kansas City 6, Mo., has added 
818 to its line of Warm Morning coal 
heaters. Model is a radiant heater said 
to incorporate interior features assuring 
utmost heating Exterior is 
finished in brown porcelain enamel with 
chrome trim. Square in design the heat- 
er holds 100 Ibs. of Stands 43 
in. high and is 18 in. sq. Four fire-brick 
together with 
heavy fire-brick liners, are used to form 
the fuel and the extra large 
dome combustion space is said to help 
burning efficiency and heat out- 


model 


efficienc y. 


coal. 
blues, one in each corner, 


chamber 


increase 


put. Grill work covering top casting 
can be lifted and top of cast iron dome 
used for cooking and heater water. 
Heater is said to comfortably heat an 
average four to six room house, Will 


burn any kind of coal, coke or wood. 


HARDWARE AGE 




















DOEF LEE} REP RV 


CORHORAHION 


Shortages 


STEEL and CAST IRON 


have been overcome by some progressive 
manufacturers by substituting with - - - - 


DIE-CASTINGS 


ALUMINUM 
MAGNESIUM 
ZINC 
BRASS 


Please Submit Your Problem to Our Engineers 


POTTSTOWN, PA TOLEDO, OHIO cue 
BATAVIA, N.Y 
































RIGHT FOR SALES 
ON EVERY COUNT 


HULL 


AUTOMOBILE 
COMPASSES 


Check these reasons why dealers from coast 
to coast consistently have profitable sales 
on Hull Compasses. They represent an assured 
source of profits for you. 


BUYER PREFERENCE—more thousands 
e of Huils are being sold every month 
than ever before. 


PRODUCT QUALITY — performance 
@ Proved for 15 years of civilian, mili- 
tary use. 


CONSISTENT ADVERTISING—only Hull 

e is advertised every month in a large 

number of leading national magazines. 

4 SERVICE POLICY—no one has ever 
e@ paid a penny for service on a Hull. 


Write today for details. 


BEACONLITE 
Iluminated Automobile 
ompass 
List Price $5.95 
(Illustrated) 
STREAMLINE 
Standard Automobile 
Compass 
List Price $3.95 
STREAMLINE 
Marine Compass 
List Price $2.75 


HULL 
MFG. CO. 


P. O. Box 246-HA4 
WARREN, OHIO 

















You Can GUARANTEE 








or money back 


We will back you up 100% on this guar- 
antee. This is the 17th year for TAT ANT 
TRAPS and the old original is still the leader 
in this field. 

Customers continue to write us from all 
over the world to supply them when they 
move — evidence that there are still good 
retail sales areas open. 





icious 

ecome suSP! ‘ 

c ot + Active — 

Sent Thallium Sulphate. 
v 












Stock up now for 

the spring and sum- 

mer. Get your self-service display which 

holds 12 25¢ containers. Urge customers 

to take them on vacations, to resorts, etc. 
Ask your jobber or write 


O. E. LINCK CO., INC., CLIFTON, N. J. 


ynada Rex Spray 
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WHAT'S WEW 








‘Cro-Mo-Loy’ oHllow 
Ground Cutlery 
Landers, Frary & Clark, New Britain, 


Conn., is introducing the “Cro-Mo-Loy” 
hollow ground stainless steel blades 
with Tenalite “Grip Fit” molded 


, 




















handles and interlocking compression 
rivets. Blades are claimed not to rust 
or tarnish and are claimed to hold a 
razor edge. Cutlery is made in a paring 
knife, 34% in. blade; utility slicer, 
54 in. blade; luncheon slicer, 734 in. 
blade, sandwich slicer, 9 in. narrow 
blade; household slicer, 9 in. wide 
blade; and ham slicer, 914 in, blade. 
Cutlery may be purchased in mahogany 
finish wood cases or “Protect-O-Racks” 
which can be hung on the wall or kept 
in the kitchen cabinet. Rack sets are 
available with 3 and 5 piece sets. 


'W indikator' - Anemometer 
Yachtsmen, flyers, fishermen, golfers, 

hunters and other sportsmen will find 

the Windikator ideal for quick reliable 





wind information, says The H. M. 
Sawyer & Son Co., Cambridge, \ass. 
The pocket-size precision built ane- 
mometer weighs less than two o0z., is 
non-magnetc, rust and corrosion resist 
ant and comes in a Bakelite case. A 
carefully calibrated instrument, it is 
guaranteed accurate to plus or minus 
five percent of full scale, Model A gives 
wind speeds, 5-20 MPH; model B, 10-6) 
MPH. Also available is a convenient 
leather belt carrying case. 


Winchester Interlocking 
Plastic Cell Battery 


Winchester Repeating 
Winchester Ave., New Haven, Conn., 
is introducing a miniature dry cell 
6714 volt B battery for portable radios 
and hearing aids. It is made up of 
multiples of tiny plastic cells which 
when assembled, interlock automatically 
to make the electrical 
between cells, Company claims this bat- 


Arms, 275 


connection 


tery will provide 20 percent longer life. 
Construction is said to eliminate 91 
percent of the soldered connections 





required in conventional battery con 
struction. It is said that due to the 
method of bonding individual cells inte 
stacks, the batteries are so rigid they 
can withstand abnormal drops of as 
much as 20 ft. without damage. 


U.S. Rubber Golf Ball 


United States Rubber Co., 1230 6th 
Ave., New York City, is making a golf 
ball constructed of Silicone “bouncing 
putty” and wound on an electr nically- 
controlled thread winding machine. 
Known as “U. S. Nobby” the ball is 
suggested to retail for 50 cents. Ball 
is claimed to have improved ‘click’, 
“feel” and distance. 
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Pr irs A SNAP 


Gan" 70 SEL 
LIGHT BULBS WITH THIS 
-5-PACK MERCHANDISER! 


BIG PROFITS on light bulbs can be realized 


with this packaging sensation 














HANDS PACK 
¥! | 





—the Handy-5-Pack —displayed in this eye-catching 


3-in-1 carton merchandiser. 





Handy-5-Pack sells five bulbs at once —makes it 
easy to turn 120 popular sized bulbs into a $3.96 
profit—on an investment of only $9.24. Customers 
buy Handy-5-Pack because it’s safe—easy to carry 
—easy to store. The 3-in-] carton merchandiser takes 
up less than 13” x 21” counter or floor space. In a 
jiffy you’ve got a complete light bulb department 
selling the highest quality electric light bulbs in the 
greatest package ever developed to boost the unit of 
sale. This exclusive Sylvania merchandiser has ac- 
tually doubled the sale of bulbs in retail stores all 
over the country! See the simple set-up steps to take, 


then send in your coupon! 


Bag Bubs Like Fees 


pu. <r 
t = & a @ 
kK ‘ 





ROFIT 30% 

















-5-Packs gi a | (et) 
Quantity _ in 4 Handy-5 P k Cy = iam — 
20 25-watt a 8 Handy-5-Pac s 
40-watt i Handy-5 5-Packs 1 Open carton. Cut along 2 cut ens front as in- 3 Slip Display Card 
att n 12 dotted line indicated dicated by dotted lines, over the erect back flap 
40 60-w $13.20 plus tax on the front and side 5” from bottom, and —then stand by to ring 
ice 9.24 pieces. DO then diagonally up the up the sales. Order 
Retail Pri t aaa Y NOT cut top sides to the top back yours today. Send in 
Your complete cos _— $3. 96 » back flap. corners of carton. coupon below. 
ch ca 4, Nyy 2 
ofit on ec 92) & ieneasaenniiiia 
Your ‘ ft on TWO ¢ cartons 7- ee Me 7M |g ome tered aetna — 4 
° ylvania Electric Products inc. 
(Your Pr I 
ca | Gentlemen: 1 
DIVISION OFFICES ] Sk ee HANDY-5-PACK 3-in-1 deal(s), | 
‘ at a cost to me of $9.24 each. Please have a Sylvania 
Atlan: Kansas City Cleveland I os : . I 
1223" William-Oliver Bldg. 2109 Broadway 797 Union Commerce Bldg. | distributor ship this order. | 
Bosto Los Angeles Detroit PN icersdcketsenwiasenesepat suse ees eoeesesaeee " 
10% Peet Office Sq. 210 West 7th St. 613 Boulevard Bldg. | 
efoto ; New York " Son Froncisce J] Company ..........-cceeeeecceececcerenccccuncenes | 
Jackson Bidg. 500 Fifth Avenue utter St. 
Chicago Philadelphia Cuttin SR nn os oes shae ae aenayeeaeee en 
20 N. Wacker Drive 1120 Lincoln Liberty Bidg. 951 White-Henry-Stuart Bldg. | clits ise weve Zone No...... ee 
Washington: Washington Blidg., 15th & New York Avenue, cies ani i i i em i cl mals en an gp ies amin ane ga 


SYLVAN TAY ELECTRIC 
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S adteamenton, ee 


pe guper 


IMMEDIATE 
SHIPMENT, 


TiYeped 
DRILLS 





MASONRY 


75% faster—use in electric 
drill or hand brace on con- 
crete, brick, stone, masonry 
and all non-metallic materials. 


BIG SALES TO 
Plumbers Builders 
Contractors Electricians 

Home Owners 

Maintenance Men 


ol 
ae | 
“ca 


BR sick 


a 8 


WRITE FOR CATALOG SHEET 
AND PRICES, TODAY! 


STANDARD 


Carbide Tools 
SUPER TOOL COMPANY 


VER ROA ° DETROIT MICHIGAN 


SURPLESS-DUNN CO. 
N 


ors 
NEW YOR? . CHICAGO 
















WHAT'S NEW 








’ 
'Streamlined Cleaver 
Delsam Co.. Vineland, N. J., 


known as_ the 


offers a 
culinary implement 
“Klever Kleever”, Cleaver has a_rose- 





wood handle and performs seven varie- 
gated household barbecue feats. May be 
used as a fish or poultry hacker, steak 
tenderizer. meat mincer and a tack ot 
nail puller. Also for loosening refrig- 
erator trays, or opening bottles. 


Clothesline Pulley 


Berkeley Specialties Co., 899 Gilman 
St.. Berkeley 2. Cal., offers a 3% in. 
diameter pulley made of a zinc alloy, 
wheel with 


rust-proof, solid die-cast 





deep throat to keep line on the pulley. 
Machined bearing is easy running and 
long wearing. Suggested to retail for 
25 cents. 


| Tappan Sales 
Presentation Method 


Tappan Stove Co., 250 Wayne St. 
Mansfield, Ohio, is offering a decora- 
tive panel housing a projection unit 
directly above the Tappan gas range. 
Whenever the dealer gives the house- 
wife a demonstration of the range, he 
turns the index plate which lists 24 
features of the range and the _illus- 





tration of each is projected onto the 
divided top. Each illustration carries 
a punch line inviting the prospect to 
participate in the demonstration of that 


feature. 


'Scotch-O-Matic' 


Window Screen 
Lockhart Mfg. Co., 8825 
Ave., Detroit 13, Mich., offers a roller 
screen of plastic with a narrow alu- 
minum housing enclosing the screen. 
Housing is 2 in. high and when in- 
stalled there is no evidence of it or 


Grinnel 


when the window is 


installed 


the screening 
closed. Housing is 
nently with four screws, flat against the 


perma- 


window 


outside strip of the 


lower 





where it fits into the groove of the 
sash and is flat on the sill. Lower 
edge is fastened on sill. Two hooks 
detach the lower edge so windows may 
be washed easily or mops shaken, Wher 
hooks are released, screen remains 
rolled in housing. Damp cloth cleans 
screening quickly. Plastic screening is 
said to be pliable, and will not sag o1 
stretch as it snaps back into position 
if bent. Sizes from 24 to 34 in. are 
available. 


Reflector Display 

Reflecto Letters, Inc., 411 E. 101 St. 
New York City 29, offers a new display. 
Dealers can feature this attractive dis- 
play or real made-up signs, available 
without charge, and order from the 
company with delivery of finished signs 
made to the stores or drop-shipped di 
rect to consumers. 
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Santay Plastic Garden Hose 


Santay* Corp., 351-359 N. Crawford 
Ave., Chicago 24, Ill., offers an im- 
proved plastic garden hose in three 
colors, metallic blue, green and _ car- 








dinal red. Each 50 ft. coil has an 
attractive circular panel mounted in 
the center. Strong plastic tie-bands 
complete the package. Hose is fully 
guaranteed, It resists oil and grease and 
will not mildrew, rot. crack or peel. 
Has brass couplings, which maker 
claims will not pull off. Six lengths of 
any one size or color are packed to 
the case, An 18 in. demonstration 
length is packed in every case. The 
suggested retail price on lengths of 
2 ft. is $5.50 and $9.90 on lengths 
50 ft. long. 


Voit Basketball, 
Football Stringer 


W. J. Voit Rubber Corp.. 1600 FE. 
25th St., Los Angeles, Cal., has pre- 
pared a “stringer” a small folder or 


leaflet. Serves six purposes says the’ 


maker—serves as any eye-catcher which 
customer can examine without remov- 
ing ball from counter; sells ball while 
dealer is finishing waiting on someone 
else; taken home by customer, stimu- 
lates repeat sales: contains warranty 
statement; explains construction, care 
of and soap and water technique of 
cleaning Voit balls: states Voit repair 
policy covering injury to ball or valve 
while in use, It is strung to ball by a 
ted sticker so that when ball is dis- 
played, leaflet dangles close to front 
label without obscuring the label, 





2 Inch Cabinet 
Spring Hinge 

The Stanley Works, New Britain, 
Conn., is introducing its No. 343 wrought 
steel cabinet spring hinge in 2 in, as 
well as a 114 in. size. Said to be posi- 
tive in action, the hinge is designed for 
cabinet doors that must remain shut 
when not in use. 
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BRIGGS & STRATTON 





Lxpenence 
Sill 
/aalities 


BUILD THE WORLD'S FINEST 
AIR-COOLED ENGINES 












Attend 
WISCONSIN 
CENTENNIAL 
IPO LIDIE ELL 


Milwaukee 
fugust 7-29 


kk AIR-COOLED POWER 


Briggs & Stratton plants are equipped with the most modern 
machines, tools, and inspection facilities, designed for pre- 
cision mass production. Operating this equipment are 
thousands of experienced and skilled men and women who 
take pride in their workmanship, and the part they have in 
building “The World’s Finest Air-Cooled Gasoline Engines.” 
The record established by over 34% million Briggs & Stratton 
engines, used in all parts of the world, is gratifying proof of 
their unequalled, built-in dependability. 
When you specify Briggs & Stratton Air-Cooled Power, you 
are assured maximum engine performance year after year. 


BRIGGS & STRATTON CORPORATION, Milwaukee 1, Wisconsin, U.S. A. 
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Pecom 
PRODUCTS 
Vp ON YOUR 
aag~ SHELVES 
assure 

repeat sales 


— more profits 








VERY Pecora Product is designed 

to do a certain job better than it 
has been done before. This result is 
possible only because of long years of 
experience and painstaking Laboratory 
research. Coupled with this experience 
and scientific development, are manufac- 
turing facilities that have kept pace 
improvement, Stock 
and sell Pecora and you will make and 
keep satisfied customers. 


with mechanical 


Let us tell you more about these Pecora 
products that have such widespread use, 
such repeated demand and so many 


satisfied customers: 


OUTSTANDING BEST SELLERS 
FROM THE 
PECORA QUALITY LINE 


CALKING COMPOUND 

1908. Will not dry 
out, crack or chip when properly 
applied. Gun and knife grades. 


A leader since 


ROOF COATINGS 
Plastic and 
proof, 


Weather- 
acid and alkali 
proof. More durable than paint. Costs 


liquid forms. 


sunprool, 


less. 


WATERPROOFINGS 
“Klere-Seal” and ‘Varseal” types; 
also Black Asphaltic Waterproofing 
in paste or liquid form. 


ASBESTOS FURNACE CEMENT 
A good and trustworthy friend of 


every furnace repair man. 
METAL & WOOD SASH PUTTIES 
STOVE & BOILER PUTTY 
WRITE FOR BOOKLETS 


PAINT COMPANY. INC. 


Established 1862 by Smith Bowen 
Lawrence & Venango Streets 
PHILADELPHIA 40, PENNA. 
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WHAT'S NEW 








Disston Metal Merchandiser 

Henry Disston & Sons, Inc. Phila- 
delphia 35, Pa., offers two hack saw 
blade merchandiser displays to dealers. 





One shown features Duraflex hack saw 
blades and the other Di-Mol hack saw 
blades. Former is metal and contains 
a half gross of assorted blades. Quick 
selection and sale should result since 
the length and number of teeth of each 
blade are easily identified. Instruction 
panel tells which one to choose for cut- 
ting different metals. Di-Mol display is 
cardboard and holds one doz, assorted 
blades. Selection chart aids customers 
choose right blade and opposite chart 
are five instructions for using a hack 
saw blade correctly. Both are designed 
for counter or wall use and are attrac- 
tively finished in three colors. Duraflex 
display is permanently constructed to 
hold replacement blades for some time. 


’ . — 


Weller Solderlite 


Weller Mfg. Co., 806-822 Packer St., 
Easton, Pa., offers two model solder- 
ing guns, S-107, single heat, 100, 60 
cycles, 115 volts, suggested to retail 
for $12.95. Model D-207 is dual heat 
100/135, suggested to retail for $14.95. 
Maker claims soldering heat in five 
seconds—power used only when switch 
is closed, easy visibility with loop tip 
and solderlite. Has longer tip for hard 





to reach jobs. Flexitip forms to need of 
job and gets into tight corners, Both 
models feature built-in transformer, 
insulating case of plastic and air cool- 
ing. Trigger switch, insulated plastic. 
Pistol grip. Shipping weight of both 
models is about 3 Ibs. 2 oz, Each is 
individually packaged in an attractive 
display box. 


Electric Ovenette 


Vational Enameling & Stamping Co., 
Milwaukee 1, Wis., has added an electric 
casserole the “Seventy-Fifteen” electric 
ovenette to its line. Model features a solid 
stainless steel cover and is equipped 
with an automatic thermostat and sig- 
nal light. Has a removable 6 qt. porce- 
lain enamel cooking well and is fully 


insulated with wool. Cord set, 


glass 





wire bake rack and illustrated recipe 
and instruction book are included. 
Operates on 110 volts A.C, Suggested 
to retail for $19.95, 


‘Wall Charm' 


Harrison Paint & Varnish Co., Can- 
ton, Ohio, offers a “Dutch Standard” 
Wall Charm—self-sealing, no primer, 





one coat, oil-base flat wall finish, Suit- 
able for painting over wall paper, wall- 
board, kalsomine, tile brick, wood and 
rough plaster, says maker. Available in 
white, ivory, cream, aqua, ocean green, 
tulip, rose pink, Holland blue and pea: h 
bloom. Other colors can be achieved by 
intermixing standard Paint is 
claimed to be dirt and dust resistant 
and can be washed repeatedly without 
damage. 


colors. 
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HOW PATTERN VARIETY 
ee UPS HARDWARE SALES 


. Ge , aN 
dzsb on 
— CABINET HARDWARE 4 
rs. Both 





nsformer, 

a cool ‘ Remember back when cabinet hardware was 
ylastic, , \ s . ° ° 
9-0 offered in only one type of hinge, one type of 


of both j misd , : 
Each is bo. catch, one type of pull! 


attractive 


ing Co., 
1 electric 21 |= Uh), 
’ electric 


es a solid 





Customers choice was limited — your sales 
equipped and profits were small. 
and sig- 
jt. porce- 
is fully 
ord set, at moderate cost makes Stream- 


Streamlined beauty and luxury 


lux one of our most popular 





patterns. Made of solid Neo Die 
Cast. Purity of the metal and 
“Beauty Seal” Chromium Plat- 
ings assure a brilliant finish of 
lasting beauty. 

All patterns now available for 





immediate delivery from your 


jobber. STRATOLINE 





d recipe 
included. 














ASK YOUR JOBBER! : STREAMLUX 
DELUXE 


suggested 


STANDARD 


Things are different today! With four beau- 

tiful Amerock patterns, you can “grade up” 

; your hardware sales from the economical 

70., Can- ! “Standard” design to the colorful ““DeLuxe” 
tandard” ssi : a design, the luxury “‘Streamlux”’ design or the 
primer, . é very finest “Stratoline’’ design. And each 


DOOR step up means more profit for you! 
PULL 











DRAWER PULL 








in green, 


nd peach 
sieved by “Grading-up” is almost automatic when you 


Paint is AM E R | CA Be i A B | N & T M4 A oa DWA R & show your customers the Amerock Demon- 


resistant shi oma ew strator which shows how each item is in- 
without 


ROCKFORD, ILLINOIS 


stalled, how it works, and helps customers 
make their selection. 


AGE 
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Mop Wringer Pail 

Schlueter Mfg. Co.. 4616 N. Broad- 
way, St. Louis, Mo., is making a 
DeLuxe mop wringer pail which fea- 
tures one-foot operation. User is not 
required to touch the mophead or the 
water, Place one foot on the embossed 





foot treadle forcing the wringer rollers 
together and pulling the mop upward. 
Pail has no springs and is claimed to 
be virtually untippable. Pail weighs 
7 lbs. without water, It is 1144 by 
1134 in. and has a capacity of 14 qts. 
Suggested to retail for $3. 


Sell More Garden Hose 


An attractive 10 page booklet illus- 
trated with humorous cartons has been 
issued by the mechanical goods division 
of Goodyear Tire & Rubber Ca, 
Akron, Ohio. “How to Sell More Gar- 
den Hose” contains suggested window 
and counter displays, sales pointers and 
a resume of the company’s garden hose 
line. Copies may be had by writing the 
hose department, Akron 16, Ohio. 


Sprunger Woodworking 
Power Tools 

Sprunger Bros., Inc., Topeka, Ind., 
offers a 14 in. band saw and a bench 
saw, shown, with an 8 in. blade built 
for production as well as home work- 
shop use. Band saw has a 14 by 14 in. 
table that tilts to 45 deg. on double 
trunnions. The 94 in. blade cuts to cen- 
ter of a 28 in. circle up to 614 in, in 
depth. Saw stands 42 in. high; has one 
piece frame. Suggested to retail for 
$89.95. Bench saw has rust-proof tilting 
table and large precise miter gage with 
all controls easy-working. Rips, cross- 
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cuts, bevels, miters and dadoes. Equip- 
ped with long-life ball-bearings through- 
out, Suggested to retail for $68.50. 





Fishing Forecaster 

Cortland Line Co., Inc., Cortland, 
N. Y., offers again this year the Fish- 
ing Forecaster, This hardy pocket-size 
fishing aid is available without charge 
from the company. The fishing aid 
includes in color, illustrations and spe- 
cifications of the company’s line of nets, 
line and the deluxe plastic case. 


Liquid Sandpaper 

General Liquids Corp., 129 E. Balti- 
more 2, Md., offers liquid sandpaper 
which is claimed to completely elim- 
inate sanding for the purpose of killing 
gloss on enamel, varnish, lacquer and 
shellac, Merely wipe on with a cloth 
and the surface is made flat. Every 
trace of polish, wax, grease and im- 


LIQUID SANDPAPER | 





bedded dirt is said to be completely 
removed. No rinsing necessary. Half pt. 
suggested to retail for 49 cents, pts., 
79 cents, qts. $1.25 and gals., $4.50. 


Peg O' My Heart Doll 


Kerr & Hinz, P. O. Box 97, Santa 
Clara, Cal., is introducing the Peg O’ 
My Heart doll which is dressed in 12 
different colors, similar design and 
packed in a unit of six doz. — 2 doz. 
blonde, 2 doz. brunette and 2 doz. 
auburn. Doll is suggested to retail 
for $1. 


G. E. Table Radios 


General Electric, Electronics Park, 
Syracuse, N. Y., is offering a line of 
low priced table radio sets, Eight new 
models are suggested to retail from 
$19.95 to $27.95. Models are available 
in ivory or rosewood plastic cabinets 
in four designs. All are AC DC super- 
heterodyne sets equipped with Dyna- 
power loudspeakers using G.E. Alnico 
5 permanent magnets, Each has four 
tubes in addition to a rectifier, 


Velo Rat Paste 


Velodent Products Mfg. Co., Inc.. 
429 W. Broadway, New York City 12, 
has developed a rat bait for the con- 
trol of the common brown (Norway) 
rat. Velo is a complete bait with Antu. 
Available in handy collapsible tubes. 





User squeezes a little on a piece of 
paper, on a cracker or on the floor 
itself. Packed in 2, 4, and 8 oz, litho- 
graphed tubes with cartons to match. 
Makers offer free newspaper mats and 
attractive self-selling counter displays 
containing one doz. packages of 2 oz. 
size. 


Salter Faucet 


H. B. Salter Mfg. Co., Marysville, 
Ohio, features the Feather-Touch valve 
being introduced by the company in a 
current edition of the “Faucet,” its 
house organ. Booklet also includes a 
selection of Feather-Touch valves for a 
model home in Los Angeles by Richard 
Neutra, well-known architect. Company 
offers also a new catalog describing this 
line. 


Emerson Television Set 


Emerson Radio & Phonograph Corp., 
111 Eighth Ave., New York City, offers 
f@ television set suggested to retail for 
$269.50. Has a 52-sq. in. screen and is 
known as model 571. It displaces the 
10 in. set which retailed for $375, Also 
offers a three way personal portable 
model 569 suggested to retail at $39.95. 
complete with batteries. Plays on AC, 
DC and self-contained batteries. Avail 
able in ivory, black and green durable 


‘plastic cases, designed with contrasting 


trim. 
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Miidhle Cilcthitisia isi 


Your customers will appreciate the uniform 
high quality of “Chicago” screws whether 
they need one or a thousand. For every 
replacement need ... for every fabricating 
requirement... the strength, accuracy and 
clean, true threads of “Chicago” fastenings 
guarantee complete satisfaction. 

For over 75 years the Chicago Screw 
Company has been building a reputation in 
its products for high quality through the use 
of the finest materials and skilled manufacture. 
They are made better to look better and sell 
better. You'll find greater profit in stocking 
and selling these fine threaded fastenings. 


Ask for "'Chicago” products when 
orderina fram your hardware distributor 





Socket Head Cap Screws * Socket Set Screws + Socket Set 
Screw Assortments + Socket Key Kits - Flat Head Socket Cap 
Screws + Stripper Bolts - Square Head Dog Point Set Screws 
Socket Pipe Plugs - Keys for Socket Screw Products 


Hexagon Head Cap Screws + Square Head Cup Point Set 
Screws + Headless Set Screws - Fillister Head Cap Screws 
Flat Head Cap Screws + Taper Pins + Milled Steel Studs 
Semi-Finished Hexagon Nuts 


1026 SO. HOMAN AVE., CHICAGO 24, ILL. 


Established 1872 


























kil 


that we attract only the famil 
in better living in better homes. That means more inv 
money spent for repairs, for improvements, for gad- 
dozens of sugges 


gets, for pain 


APPLIANCES APPLIANCES (Cont'd.) 
Admiral Refrigerator Speed Queen Washer 
Amana Home Freezer Standard Ranges 


American Gas Ass'n. 


Arvin Iron 
Arvin Waffle Iron 
Bendix Washer 


Ben-Hur Home Freezer 


Boss Range 
Cadillac Vacuum 
Caloric Range 
Camfield Toaster 
Conlon lroner 
Conlon Washer 
Deepfreeze Home 
Freezer 
Dexter Washer 
Dominion Toaster 
Easy Washer 


Frigidaire Refrige 
GE Dishwasher 


GE Home Freezer 
GE Lamps 


Freezer 
Hoover Vacuum 


Hotpoint Range 
Kelvinator Range 


Magic Chef Rang’ 


Maytag Range 
Norge Range 


Perfection Range 
Presteline Range 
Proctor Iron 


Freezer 


Roper Ran 








Filter Queen Vacuum 
Grand Gas Range 

Harderfreez Home Bell Te 
Hotpoint Dishwasher 


Knapp-Monarch Hot 


Philco Refrigerator 


Quickfreeze Home 
Regina Floor Polisher 


ge 
Servel Refrigerator 
Seth Thomas Time 


We Move Merchandi 


& Gardens is 100% a tions lead straigh 
zine — cover to cover, ads and all— times © whole ar 
ies actively interested does the trick; som 
olves hardware 


It’s because Better Homes 


service maga 


t. In every issue, 


These brands are advertised in the MAY issue of Bette 


Mixer 
Tappan Range 
Thor Dishwasher 


Voss Washer 


Wagner Carpet Sweeper 
Westinghouse Hot Plate 
Westinghouse Iron 


Westinghouse 
Laundromat 


Westinghouse Mixer 
Westinghouse Range 


Westinghouse 
Refrigerator 


Westinghouse Roa 
Westinghouse Toaster 
Westinghouse Vacuum 
Westinghouse Waste- 
Away Disposal 


rator 


lephone 


Burgess Batteries 
Cutler-Hammer Fuses 
Delta Flashlights 
Witte Electric Plants 


Plate HARDWARE 
Knapp Monarch Mixer Anchor Fence 
ae A-S Acro identification 
L& oan neue Autoyre Towe 
ange Carlson jiffy Painter 


je Chicopee Lumite Screen 
Maytag Home Freezer Dic-A-Doo Paint 


Bath 


Dow Seran Screen 


Duco Cement 
Durham Putty 


Edwards Door Chimes 
Invizible Sash Balance 
Lowell Paint Spray 
Macklanburg-Duncon 


Calk Gun 
Page Fence 


Plastic Woo 


Sunbeam Mixmaster 


Toastmaster Toaster 


ELECTRICAL GO 


Peter Putter Aids 


HARDWARE (Cont'd.) 
Smooth-On Cement 
Three-in-One oil 


HEATING 

Aldrich 

American Radiator 
Anthracite Inst. 
Bell & Gossett 
Bryant 

Burnham Base-Ray 
Climatrol 
Coleman 

Crane 

Emerson Fans 
Fan-Pac Attic Fan 


GE 

Heatilator Fireplace 

ILG Ventilation 

Inst. Boiler Rad. 
Mfgrs- 

Janitrol 

Kalamazoo 

Ko-z-Aire 

Oil-O-Matic 

Petro ‘ 

Superfex 

Trane 

Ventilattic Fan 

Waterbury 

wWhite-Rodgers Controls 


INSULATION 
Baldwin-Hill 
Balsam-Woo 
Eagle-Picher 

Fiberglos 

Flintkote 

Ins!-Cotton 

Zonolite 

MILLWORK g LUMBER 
Alcoa Windows 

Curtis Silentite 
Kitchen Maid Kitchens 
Midwest Kitcheris 
Natl Oak Flooring 
Ponderosa Pine 
Reynolds Aluminum 
Rusco Windows 
Thermosea! Windows 
Weyerhaeuser Service 


se — For You 


+ to the hardware counter. Some- 


for the things tha 


OUTDOOR 
Allen Sprinklers 
Buckeye Law" Mowet 
Champion Sprayer 
Dayton Sprinklers 
Dobbin Sprayer 
Duralite Garden Hose 
Eclipse Lawn" Mower 
Electrimmer Hedger 
Gravely Law" Mower 
Hastings Canvas Hose 
Hedgemaster Hedger 
Hudson Sprayer 
March Irrigation 
MontaMower Lown 
Mower 
Moto-Mower Lawn 
Mower 
Paragon Sprayer 
Parker Lawn Sweeper 
Pennsylvania Lawn 
Mower 
Pincor Lawn Mower 


Reo Lawn Mower 
Sensation Lawn Mower 
Speedline Tools 
Sunbeam Hedger 

Swan Hose 

True Temper Tools 
Water Wagon Sprinkler 
Whirlwind Lawn Mower 
J, Wiss Pruners & Shears 


PAINT & RELATED 
PRODUCTS 

Alcoa 
Alston-Lucas 
DeVoe 

Dow Pentachlorophenel 
Dutch Boy 
Glidden 
Kem-Tone 
Kyanize 

Luminall 

Murphy 
Nu-Enamel 
O’Brien 
Parastonetex 
Reynolds Metals 


CIRCULATION OVER 3,000,000 


ticle on tools 
etimes it’s o remodeling idea that 
_ or an article on appliances 
and their care. Leaf through any issue — and watch 
t bring customers into your store. 


for home upkeeP 


r Homes g Gardens: 


PAINT & RELATED 
PRODUCTS (Cont'd). 
Rohloff Stain 
Sherwin-Williams 
Terminix 


PLUMBING 

American Standard 
Fixtures 

Briggs Fixtures 

Bryant Hot Water 
Heater 

Deming Water System 

Duo-Therm Hot Water 
Heater 

Eljer Fixtures 

Evans Hot Water Heater 

GE Hot Water Heater 

Goulds Water System 

Kohler Fixtures 

Myers Water System 

Orangeburg Pipe 

Permutit Soft Water 

Presteline Hot Water 
Heater 

Rheem Hot Water Heater 

Ruud Hot Water Heater 

Salter Fixtures 

Sherman Fixtures 

Smithwoy Hot Water 
Heater 

Toastmaster Hot Water 
Heater 

Westinghouse Hot 
Water Heater 

White Hot Water Heater 

Wood Hot Water Heater 


WALL COVERING 
Sanitas Fabric 
Trimz Ready-Pasted 
United 


MISCELLANEOUS 
Barre Guild Monuments 
Capitol Toilet Seats 
Casco Patterns 

Church Toilet Seats 
Easi-Bild Patterns 
Orylt Greenhouse 
Pittsburgh Glass 
Zephyr Awnings 
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For garden supply dealers— 


A GARDEN DEPARTMENT 
DISPLAY CONTEST! 


by VIGORO -EndoPest+ EndoWeed 





WIN a 1949 Ford Sedan—Ist prize! 


The Ford 49er! New and revolutionary in its field! 
The car of the year! Delivery July 15th! 


WIN a famous Lord Elgin Wrist Watch—2nd prize! 
WIN a Mercury II Camera—3rd prize! 
WIN a Parker “51° Pen—4th to 54th prize! 





IT'S EASY! YOUR IDEA CAN WIN! 


® Two contests are being conducted at the same time... your entry blank. Identical prizes are offered ine both con- 
one for dealers in towns of less than 50,000 population ... tests. So check your stock and build your displays. Everyone 
the 2nd one for dealers in towns over 50,000 (based on the _ has an equal chance to win. 


1940 U. S. census). Ask your Vigoro representative or write for an entry blank 
Rules are simple: Merely build selling displays with Swift’s and complete rules now. Hints on building store displays 
3 great gardening aids — VIGORO, EndoPest, and Endo- that will move more merchandise profitably out of your 
Weed. Then send in a snapshot or a reasonable sketch with door are available with entry blanks. Contest closes June 1. 





_ Americas 3 great gardening aids 


i —— 


us 6 SWIFT & COMPANY 


PLANT FOOD DIVISION 





U.S. YARDS CHICAGO 9, ILLINOIS 
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C. S. Traer Heads Board of Acme 
Steel; C. J. Sharp, President 


Charles S, Traer was recently 
elected chairman of Acme Steel} a vice president, 


Co. following the retirement of | The board of directors has been 


consumer product sales, is now 








s 


~ . 
\ 





TRAER 


CHARLES S. 


Ralph H. Norton. Carl J. Sharp 
succeeds Mr, Traer as president. 

Mr. Norton joined the company 
in 1904 and served as president 
from 1923 to 1941 
came chairman of the board. Mr. 
Norton, 72, has been a principal 
stockholder and_ will 
the board as a director. 

Charles S. Traer has _ been 
with Acme 33 years, devoting his 
time to production and the ex- 
pansion of facilities. He succeed- 
ed Mr. Norton as president in 
1941. 

Carl J, 
company 


when he be- 


remain on 


Sharp came with the 
in 1927 as 
general manager of sales; 
he became sales vice president, 


assistant 
" 
jater 


and one year ago was made ex- 
ecutive vice president. 

Chester M. MacChesney, for- 
merly engineering vice president, 
is now executive vice president, 
and during his 32 years of service 
with the company has engineered 
many special operations. 

John Ekern Ott, who served in| 
production and sales engineering 
for 25 years until one year ago 
when he was elected to the board | 
and became general manager of ' 
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| increased from 9 to 11 members. 


All former 
elected, and the two new mem- 
Allen B. Wilson, gen- 
eral manager of producer prod- 
uct sales and an employee since 


a | 
Sedat 
a Bs. 


ig f 


members were re 


be rs are: 






SHARP 


CARL J. 


1927, and Christopher D. Norton, 
assistant manager of export sales, 
who joined the company in 1929, 


NATIONAL HDWE. SHOW 
SPACE ALREADY SOLD 


85 PER CENT 
Although the 1948 National 
Hardware Show dates Oct. 


12-26, inclusive, 1948, were an- 
less than three months 
ago requests for exhibit 
already total about 85 per cent of 
the available space. The show 
will again be held at Grand Cen- 
tral Palace, Lexington Ave., New 
York City, will have only manu- 
facturers as exhibitors and will 


nounced 


space 


Show, reports that the majority | 
of last year’s exhibitors have al- 
| ready made exhibit space reser- | 
vations as well as many _ not| 
previously at the show. 

It is expected that attendance | 
1947, 
which enjoyed a buyer registra 
tion of 24,671, 
of the United States as well as | 
32 foreign countries. This expec | 


will far exceed that of 


from all sections | 


tation is based on the fact that 
buyer 
and for exhibit space far exceed 
that of last year’s National Hard- 
ware Show. 


requests for registrations 


J. M. KENDIK RETIRES | 
AS SLAYMAKER LOCK 
SECRETARY-TREAS. 

John M. Kendig, veteran secre- 
tary and treasurer of the Slay- | 
maker Lock Co., Lancaster, Pa., 
has recently retired having spent 
nearly 50 years in the hardware 
business, most of which time was 
spent with Slaymaker and _ its 
predecessor, the Fraim-Slaymaker 
Hardware Co. Mr. Kendig will 
continue as a member of the 
board, The board members, pre- 
sented Mr. Kendig with a humi- 
dor, a cigaret box, and a tobacco 
jar, all made in matching art 
bronze and bearing his name. 

For many years, Mr. Kendig 
has been an associate member of 
the Pennsylvania Wholesale Hard- 
ware Suppliers. He also has been 
Lancaster's 


active in musical 


affairs. 


E. L. KLINGER ASS’T 
WIRE ROPE SALES MGR. 
COLORADO FUEL & IRON 

FE. L. Klinger has 


pointed assistant wire rope sales 





been ap- 


manager lor The Colorado Fuel 
& Iron Corp. In his new capacity | 
he will continue supervision of 
expanded sales engineering force 
in addition to acting as assistant 
to A, S, Rairden, wire rope sales 
manager of the company at 
Palmer, Mass. 





include more prominent hardware | 
and allied line manufacturers | 
than the previous shows, featur- | 
ing many quality brand, trade 
marked lines, 

Frank M. Yeager, managing | 
director, National Hardware | 


Mr. Klingler has been continu- 
ously associated with the wire | 
rope industry since 1929, After 
that he was employed in all 
phases of the wire rope industry 
including sales, engineering and 
production, 











WwW. F. 


SEWERT 


SEWERT NAMED MANAGER 
OF HDWE. PRODS. FOR 
WICKWIRE SPENCER 
The appointment of W. F. 
Sewert as manager of hardware 
products for the Wickwire Spen- 
cer Steel Div., The Colorado Fuel 
and Iron Corp., New York City, 
effective April 26 was announced 
by H. C, Allington, general man- 
ager of sales. Mr. Sewert has 
been with the company 
1923. He will continue to operate 
from the New York office at 500 


since 


Fifth Avenue, New York 18, 
New York. 

AHMA-NWHA 
CONVENTION OCT. 18-21 


IN ATLANTIC CITY, N. J. 

The 95th 
tion of the 
Manufacturers 
the 54th annual convention of the 
National Wholesale Hardware 
Association will be held in At 
lantic City, N. J., Oct, 18 to 21, 
1948, inclusive. Headquarters of 
it’ the 
Hotel 


semi-annual convyen- 
American Hardware 


Association and 


both associations will be 
Marlborough - Blenheim 
where all meetings will be held. 


Charles F, Rock well is secre- 
tary-treasurer of the manufac 
turers’ association with head 


quarters at 342 Madison Ave., 
New York City and Thomas A. 
Fernley, Jr., is executive secretary 
of the wholesalers’ association, 
with offices at 505 Arch St, 
Philadelphia, Pa. Requests for 
room reservations should | made 
to the hotels direct. 
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EKCO PRODUCTS ELECTS 
B. A. RAGIR EXEC. V. P. 


TREASURER 
Ekeo Products Co., 1949 N. 
Cicero Ave., Chicago, IIL, has 


recently elected Benjamin A. 





B. A. 


RAGIR 


Ragir executive vice - president 
and treasurer of the company. 
David L. Canmann was elected 


secretary of the company. 

Mr. Ragir was formerly vice- 
president and secretary and Mr. 
Canmann served as assistant sec- 
retary of the company. 


ANNOUNCE PROGRAM OF 
NRHA CONGRESS 
FOR JULY 12-15 


The 49th annual Congress of 


the National Retail Hardware 
Association will feature on _ its 
program hardware dealers as 


speakers along with others from 
within the industry. The Con- 
gress will this year be held at 
Atlantic City, N. J., from July 
12-15 inclusive with registration 
of delegates and guests to take 
place at the Haddon Hall Hotel, 
all day Monday, July 12. 

The theme to be developed by 
the Congress is “Merchandising 
for Tomorrow's Market” and ses- 
sions will be devoted to discuss- 
ing “Merchandising with Facts,” 
“Merchandising With Trained 
Forces” and “Merchandising 
With Plans.” Rivers Peterson is 


St., Indianapolis 4, Ind. 
Dealers included among 





Madison, 


Wis., 


trol”: John F. Vaughan. Jr.. 
Vaughan Hdwe. Co., Winchester, 





| Tena, speaking on “How We} 
Train Our Pensonnel™: 


C. Mills, Sauser Hdwe. Co., Man- 
chester, lowa, discussing “Follow- 
ing a Merchandising Plan”: Ray- 
mond L. Miller, Forest Grove, 
Ore., speaking on “It Takes A 
Plan and A Little Bit More.” 
Dr. Jules Backman, 
professor of economics, New Yor 
University, New York City, will 
| talk on “The Business Outlook.” 


associate 





will discuss “New Techniques in 
Personnel Selection.” George 
Moorad, world observer and au- 
thor will speak on “Behind The 
Iron Curtain.” 
| will be Ira N, Gabrielson, presi- 
dent, Wildlife Management Insti- 
tute, Washington, D, C., “It Ain‘t 
Necessarily So” is the title of a 





| 
| humorous address to be made at 
| the closing session, Thursday 
afternoon, July 15, by Jeff Wil- 


liams of Chicasha, Okla. 


WESTINGHOUSE APPOINTS 
WALSH NORTHWESTERN 
DISTRICT MANAGER 

F. M. Sloan, manager, Home 
Radio Division, Westinghouse 
Electric Corp., Sunbury, Pa., has 
announced the appointment of 
J. F. Walsh as manager of the 
Northwestern District succeeding 
J. Benton Minnick 
signed. 

Mr. Walsh comes to 
position from the Northern Dis- 
trict of the Westinghouse Electric 
Supply Co, where he served as 
district radio manager 
August 1, 1945. For the past two 
years he has also been a member 
of the Westinghouse Agent Dis- 
tributors Association Committee 
on Radio. 

He entered the radio merchan- 


who has re- 


his new 


since 





managing director of the 
N.R.H.A. which has its head- 
MAY 6, 1948 


dising field as a distributor for 


the 
list of speakers will be N.R.H.A. | 
president Chester E. Young, Fair-| sale salesmen. For a period of 
view, Okla.; Burt Wittwer, ‘man- 
ager of credit sales, Wolff, Kubly capacity with the Radio Corpora- 
& Hirsig Co., hardware firm of | tion of 


Also as a speaker | 


cializing 
accounts 


| ; niieg 
| ten years he served in a similar 


America 


“The Importance of Credit Con-| to enter government service. Dur- 


ing the war he served as pro- 
duction engineer for the Army- 
Navy Electronic Production 


Millard | Agency and the War Production 


Board. 


W. A. WILLIAMSON MADE | 


| CYCLONE FENCE EASTERN 
| HDWE. PRODUCTS MGR. 

W. A. Williamson was recently 
appointed 
manager of Cyclone Fence Divi- 
sion’s (American Steel and Wire 


hardware products 


ee : | Co.) eastern sales district, suc- 
William P. Laughlin, manage- | ; : 
F : ceeding J, P. Hannah, who took 
ment consultant of Chicago, IIl., ages 
j}over the management of Cy- 


| clone’s direct to consumer sales 


in its New York (¢ ity Office. 


Mr. Williamson will contact 
| eastern hardware and building 
| materials wholesalers from the 


| firm’s eastern district headquar- 
ters in Newark, New Jersey. Ten 
years of experience in the treas- 
ury department of American 
Steel & Wire Co, in New York 


City plus two years of sales and 


| sales correspondence work — in 
| Cyclone’s Newark office have 
given Mr. Williamson an intimate 
knowledge of conditions in the 


Eastern hardware trade. 








Ww. A. WILLIAMSON 


in opening retail radio 
and in training whole- 


in the mid-west 
who will discuss | territory, relinquishing this post 


quarters at 233 N. Pennsylvania| the Arizona, New Mexico, Colo-| R. M. KINCAID ADVANCED 


| rado and Wyoming territory, spe- 


TO SALES MANAGER 
OF UNION FORK & HOE 
John T. Mains, vice president 

in charge of sales of The Union 
Fork & Hoe Company. Columbus, 


| 
| 





ROBERT M. 


KINCAID 


| 


Ohio has announced the appoint- 


ment of Robert M. Kincaid as 
manager of sales, succeeding the 
late Harry F. Zulauf. Mr. Kin 
caid has been with Union's sales 
organization since 1924 and for 
the past 10 years has been dis 


trict sales manager for Ohio and 
adjacent states, 

CHIAPPE LEAVES SILEX 
TO FORM SALES AGENCY 

Albert M. Chiappe has formed 
his own manufacturer's represen 
tative organization to be known 
Albert H. Chiappe & Asso 
ciates with offices in the London 
Guaranty Bldg., 360 N. Michigan 
Ave., Chicago. He 
as sales consultant to Nicro Steel 
Products and represent the 
company’s entire coffee maker 
line in Illinois, Indiana, and in 
| Madison and Milwaukee, Wis, 
| Prior to forming his 
| ganization, Mr. Chiappe was sales 
| manager of the Chicago western 
sales office of the Silex Co., from 
which position he resigned. He 
had Silex 
since 1939; first as special sales 
representative, then as head of 
the training for 
dealer contact men and next, dis 
| trict manager in Pittsburgh and 
later in New York State. 


as 


will also act 


Co. 


own OrF- 


been associated with 


sales program 
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L. E. 


GILLIARD 


Columbia. Mr. Gilliard, who has 
been appointed to represent Mas- 
ter Lock Co., Milwaukee, Wis., 
in the above territory, is seeking 





branch from 1925 to 1930. From 
then to 1940, he was employed 
by the Reading Hardware Corp., 
in the territory 
joining Thos. Conron Hardware 
Danville, Ill., as builders 
hardware specialist. Mr, 
served two years in the army and 
then connected with 
Steel Products Corp., Cicero, Ill, 
until his association with Nor- 


walk Lock. 


Chicago later 
Le, 
Trapp 


was Leco 


NORGE DIVISION OPENS 
NEW YORK CITY OFFICES 


The Norge division of Borg- 
Warner Corp. has established 
sales offices in New York City at 
55 W. 42nd St. The new ollices 


W. H. CORDES, MGR. 
ADVERTISING DIVISION 
AMERICAN STEEL & WIRE 


oe ee. tsetse SE ai L. E. GILLIARD NOW wholesale division. He served in | LANGSA 

MANUFACTURERS AGENT | the army two years and then or- WHOLI 

OPEN THE DOOR L. E. “Slim” Gilliard, widely} ganized his own business until TE 
known to the hardware trade.| joining Norwalk Lock. 

| has entered business for himself Mr. Trapp has worked with Speaking 

Sargent & Co., in its Chicago Jin, D. C. 








will be under the direct super- 
| as a manufacturers agent, cover-| vision of R. H. Pizor, eastern RALP 
| ing: all of the state of Penn-| regional sales manager, who will Dealers’ As 
| sylvania; southern New Jersey,| make his headquarters there. io : N. 
| including Trenton; Delaware: oe ene , 4 
EXPOSED PARTS Maryland and the District of ; 3 


Ralph H. La 
und general 
Masback, In 
New 


salers, 








sap ; - Wilmer H. Cordes, manager, §)his audience: 
additional non-competing _ lines. Rmg 
: ; market development division of pare for tou 
He will make his headquarters 3 : = “te 
006 Bett es Cheeside American Steel & Wire Co., has §iitions that 
> 4 j . ill ll ‘ he en been named to assume the added § mum efficien: 
a., & will sell only to 2 : : 
; 7 nose" ' ’ duties of manager of the adver. §ating costs, 
wholesale ade, cig cule ts : ss 
THE IMPROVED SCREEN AND He had previously been asso- sin sole 4 that Unitec ‘om — 
a States Steel subsidiary th cee 
ciated with Fayette R. Plumb, : sao Penge 
STORM DOOR LATCH Inc., Philadelphia, Pa., for 28 | mi ge Pag ithe vam — Mr, Langsan 
é rate his 3. anniversary with . 
years, having travelled eastern me gfe : Se ed ~ Wi a a» order to | 
FEATURES: You'll like the customer ap- 4 | and middle western states, For| a" ee § Ire, faving @aterprise sys 
i . eee first been employed as a messen- teamwork  b 
@ Self-contained latch mechanism Peal of the Screen Master, || the past 12 years Mr. Gilliard ane tiie cealien: dient ' 
° ye e a 1g aepe ne a sale ‘ 2 
@ Reversible without disassembly storm and screen door latch. | was traveling sales manager for Pitan t 1s Within ree 4: = . 
@ No knob screws to get lost Its top quality, appearance, | | Fayette R. Plumb, Inc. sa a es a Gorin’ im aie we 
@ Adjustable to fit doors 4” and price builds profits. Stock =| oa a0 aa ae ag d 7 \ He continu 
tol” thick : ji advertising department and work- wholesale: 
@ Separate locking dead-bolt up now. Ask your jobber (| NoRWALK LOCK ADDS | ed his way up through the ranks. gre 
@ Available with mortise or for Screen Master, the im- "*) | SALESMEN IN CHICAGO | being appointed manager of ad- ee check 
_ rim strike proved screen and combina- <4 TERRITORY vertising in 1928, He subsequently Dilicine 
@ Priced for volume soles tion storm door latch. ' a Norwalk Lock Co., 395 Broad-| held a number of other positions ticular ana 
way, New York City 13, has re-| before being named _ manager, minted out 
SNUG.-TITE E-Z-ROLL cently announced the addition of market development division in : a 
ae ; ee 947 Sah 
STREAMLINED UNIVERSAL RUBBER Ivan C. Gray, Paul W. Kester | 1947. ventory in rel 
CABINET CATCH ROLLER FRICTION CATCH and Elmer r. 1 rapp to its sales ie teem 
4 staff in the Chicago office. removal of al 
ae i Mr. Gray joined P. & F. Cor- mg dangers 
| bin in Chicago” in 1925 and ition withou 
| worked at many jobs in the Chi- onservative 
| cago branch and the past few nance of a 
| years he traveled throughout me 
Be y : Emphasizin 
Chicago and surrounding suburbs. - : 
Mr. Kester has been connected \ Promotio 
r Langsan 





with the Bunting Hardware Co., 


Widely used—Low priced. 
Has positive holding action. 
Quickly mounted—easily 

adjusted. i 


Modern—Well designed. Keeps 
door tightly closed. Built to last a 
lifetime. Priced right. 


the trend to 
af hardware ‘ 
m clean 


Kansas City, Mo., from 1927 to 
1934, In the latter year he joined 
the Stebbins Hardware Co., Chi-| 






in 
iales building 










cago as an _ outside contract slay 
° ’ days, unc 
on FAST DELIVERY builders’ hardware sales _repre- ew: 4 - 
A aes : j 0d window 
sentative c > le . s 
Engineered Products are carried by most jobbers, If entative. In 1937 he left mee bbin: ‘tations of 
ENGINEERED your jobber cannot supply, write and send his nome. to become connected with Reading ines and rt 


Hardware. Two years later he 
joined the Edward Hines Lumber 
Co., Chicago where he directed 
the hardware department of the 


heetings with 
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LANGSAM ADVOCATES 
WHOLESALE-RETAIL 
TEAMWORK 
Speaking before the Washing- 
D. C., Retail Hardware 


ton, 





RALPH LANGSAM 


Dealers’ Association and_ the 
Essex, N. J., Retail Hardware 
Dealers’ Association — recently, 


Ralph H, Langsam, vice-president 


and general sales manager of 
Masback, Inc., hardware whole- 
alers, New York City, warned 


his audiences that they must pre- 
are for tough competitive con- 
jitions that will call for maxi- 
num efficiency, hence lower oper- 
iting costs, 

“The merchant will succeed— 
the shopkeeper will fail,” he said. 
Mr, Langsam’s theory was that 
in order to make America’s free 
emterprise system work effectively, 
teamwork the 
retailer and 
elling are both most essential. 


between whole- 


aler and intensive 


He continued, in working with 
t wholesaler the independent 
merchant should conduct a com- 
jlete check of the proper mer- 
handising methods for his par- 
ticular Mr. 
pointed out five specific “musts” 
~maintenance of a balanced in- 
ventory in relation to sales; satis- 
factory turnover of all 
removal of all dead stock; avoid- 
mg dangers of inventory specu- 
ation without getting into a too 


needs. Langsam 


lines; 


oservative position; and main- 
nance of a good credit position. 
Emphasizing that advertising 
ind promotion must be employed, 
Mr. Langsam went on to note 
the trend toward modernization 
if hardware stores with attention 
® clean inviting with 
ales building traffic pulling dis- 
jlays, uncluttered interiors and 


Stores 


od window and interior pres- 
‘tations of a wide variety of 
ines and 


regularly scheduled | 
§eetings with store personnel to | 
liscuss store problems and _poli- 
ties, 
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In conclusion he stressed that 
the “opportunity is unlimited” 
and urged that the independent 
dealer work with every means 
that can be placed at his disposal 
co-operation be- 


through close 


tween retailer and wholesaler. 


TELECHRON MAKES 
SALES APPOINTMENTS 


Three new appointments to the 


sales organization of Telechron, | 


Inc., announced by H. E. Black- 
burn, field sales manager, are: 
Ernest J. Keefe to the staff of 


the St. Louis sales oflice with 
headquarters at Kansas_ City, 
Missouri. David D. Lash to the 


Philadelphia sales staff to cover 
the territory in the Baltimere 
area. Before coming with Tele- 
chron, Mr. Lash was sales repre- 


sentative for Elgin American 
Watch Company. Previously he 
had been with H. W. Burdick 


Company and American Steel and 
Wire Company, both of Cleve- 
land, Ohio. Harry J. Murphy, Jr. 


to the Chicago sales office of 
Telechron, Inc. to serve the 


Minneapolis territory, 
WIEGAN HEADS HOOKER 
PAINT SALES 


The Hooker Glass & Paint 
Mfg. Co., 651-659 Washington 
Blvd., Chicago 6, Ill, has an- 


nounced the appointment of E. 
C. Wiegand as manager of paint 
sales. Also, at the recent annual 
board meeting, Robert V. Thomas 
elected chairman of the 
board to succeed the late Arthur 
Dole, Sr. Arthur Dole, 
president of the company. 


was 


i 2 


ILG APPOINTS BROCK 
ST. LOUIS BRANCH MGR. 


Carl E. Brock, Jr. has been 
appointed branch manager at the 
St. Louis office of the ILG Elec- 
tric Ventilating Co. 

Mr. Brock has served a two- 
year apprenticeship with ILG in 
the Pittsburgh office, During the 
War, as a Lt. Comdr. in the 
U. S. Navy, he served as a naval 
engineer, supervising the repair, 
and of 
various types of naval vessels. 

H. L. Branigan, former branch 
manager at St. Louis, is retiring 
after the for 


maintenance, conversion 


serving company 


over 25 years. 


PARK METALWARE NAMES 
T. J. CROFTON, XCELITE 
SALES AGENTS 

Tom Crofton—T, J. Crofton 
Associates, 30 Rockefeller Plaza, 
New York City 20, has recently 
been appointed Park Metalware 
Co., Inc., Orchard Park, N. Y., 
sales representatives in the Met- 
ropolitan District of New York 
for Xcelite tools. 


DUO-SPIN 






















\ WANT THE On j \ fh 
q-WAY WASHE,* | | ~ SEP 


1's SO VW. > 


++ AND IT'S CO ICED A 
A-/ 
d. md 


REASONABLY 


Automatics New Dryer-Type 
Washer with 2-Way Washing! 


Leave it to Automatic to come up with 
the greatest washer value on the market 
today! It’s the beautiful new DUO-SPIN 
—first, and only, dryer-type washer with 
2-way washing.* And that’s not all! Look 
at these other features that mean so much 
to women these days— 








@ Washes and Rinses at the same time! 

@ Washes and Damp-dries at the same time! 

@ Rinses and Damp-dries a whole tubful at a time! 

@ Whirls a tubful Damp-dry in 3 minutes! 

@ Washes, Rinses, Dries, Drains electrically! 

@ Saves hours of washing, rinsing, ironing and mending time! 

@ Costs less than any other dryer-type washer! 
They all add upto V-A-L-U-E in capital letters. And that can’t 
help but add up to bigger SALES and PROFITS for you! 


Write—right away—for full details and name of your near- 
est DUO-SPIN distributor, 


'*Only dryer-type washer 


with 2-way washing! 


DUO-DISC Agitator in submerged 
position for fust, efficient washing of 
usual loads. 





DUO-DISC Agitator inverted for quick, 
superior washing of bulky articles like 
blankets, quilts and bedspreads. 


Today's biggest washer value! 


we ATIC 


Made in Newton, lowa Since 1908 by 


AUTOMATIC WASHER COMPANY 
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CENTRAL SFATES HDWE. 
TO HOLD GOLF PARTY 
JUNE 25, IN CHICAGO 
The Central States Hardware 

Club hold its 10th an- 

nual golf party, Friday, June 25, 


will 





FRANK J. KOCH 
1948 at the Tam O-Shanter Coun- 
try Club, Chicago, It will be an 
all day party with lunch, dinner 
and entertainment, 

The golf committee includes: 
Frank J. Koch, general chairman, 
McKinney Mfg. Rollin B. 


Plumb, chairman 


(.0.: 


Eagle Industries, Inc.; A. Ray 
Haskins, Wright Hoist Division, 


entertainment; A. J. Eggleston, 
Ric hards Wilcox Mfg. Co., scor- 


entertainment, 


ing; Wm. M. Olsen, Lamson & 
Ben 


Co., 


Sessions Co., entertainment; 
The Carborundum 
secretary: and J. A. Billings, 
Payson Mfg. Co., treasurer. 

The club now has a member- 
ship of 375, The officers for 1948 
Andrew R. Meyers, The 


General Hardware Co., president; 


Leve, 


are: 


Rollin B. Plumb, Eagle Indus- 
tries, Inc., vice-president: Ben 
Leve, The Carborundum  Co., 
secretary; J. A, Billings, Payson 


Mfg. Co., treasurer: and Will J. 
Feddery, HArpware AGer, 
man of the board of directors. 


chair- 


R. J. WEBER BECOMES 
MFRS. REPRESENTATIVE 


Robert J. Weber who has been 
a salesman for the George Worth- 
ington Co., Cleveland wholesale 
hardware house for the past nine 
years, covering a territory sur- 
rounding his home at Mario, O., 
has entered business for himself 
as a manufacturers representa- 
tive. He had been employed by 
the Worthington company for 13 
years. 

Mr. Weber will Michi- 
gan, Indiana and Ohio, Presently 
he will call on hardware whole- 
salers and mill supply distribu- 
tors, representing the Morgan 
Vise, Electro-Line and Kay-Tite 
Products lines and is interested 


cover 


in hearing from a few manufac- 
turers of general hardware lines 


who are seeking representation 





ROBERT J. WEBER 


in the three mid-western states. 
He will make his headquarters 


in Cleveland about July 1. 


L. F. PERRINE MANAGES 
PAINT DIVISION FOR 
PARAFFINE COS. 


L. F. Perrine has recently been 
appointed to the newly created 
post of manager of the paint 


division, The Parafline Cos., Inc., 
San Francisco, 

Mr. Perrine has been associated 
with the paint business all of his 
business life. During the past 30 
years he has served in executive 
positions with some of the largest 


paint manufacturers, 





RUDOLPH DAHL NAMED 
SALES MGR. MONARCH 
HARDWARE DIVISION 
| Rudolph Dahl has been nained 
of the Monarch 
Hardware Division of Clayton & 


Mfg. 


sales manager 


Lambert Co., Louisville, 
Kentucky. 

Mr. Dahl joined C & L in 1946, 
after almost 
with the Navy, Bureau of Ord 
nance, U, S. N. R. in World War 
II. He held a 
Commander and 
of Plant Equipment and Facility 


serving five years 


commission as 


was in ch irge 


Contract Termination. Prior to 
that, Dahl was with the U. §, 
Army Corps of Engineers, as 
Architect for S. N. Crownen, 
Chicago and C. H. Johnston, 
Architects and Engineers, St. 


Paul, Minnesota. 
After the Clayton & 
Lambert Organization, Dahl! went 


joining 


through every department of the 
company doing engineering and 
planning work as well as setting 
up the organization for the Mon- 


The 


operations 


Division. 


full 


arch Hardware 


Division began 
January 1, 1948. 
T. C. CARTER ELECTED 
VICE-PRES. MINERAL 
WOOL ASSOCIATION 


T. C. Carter, vice-president of 
Eagle-Picher Co., has recently 
been elected president of the 
National Mineral Wool Associa- 
tion. 





THE SILVER JUBILEE ANNUAL SHORE DINNER OF THE HARDWARE SQUARE CLUB OF NEW YORK, held May ©. 
at the Hotel Astor, New York, was attended by a capacity crowd of 1300 men of the metropolitan hardware trade A nautical 
motif was used in the elaborate decorations. A lengthy stage show was presented following the nine-course shore dinnet- 
George H. Jungkind, manufacturers agent, was general chairman. Ralph S. Allen, Diamond Expansion Belt Co., who has 
headed up the arrangements committee for these affairs from the time the first was held at Sheepshead Bay in 1929, was 
assisted by Fred A. Scholl, Long Island Hardware Co.; LeRoy Fowler, Franklin Hardware Co.; Howard Erickson, EK 
Hardware Co.; Richard Hubler, and Howard H. Jungkind, manufacturers agent. George W. Warner, of George W. Warner 
& Co., Inc., is president of the club. 
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Initial Sales Study Proves 











A NEW KIND OF VISE PLIERS 


OUTSELLS ALL OTHERS 


DEALERS ARE AMAZED AT GRIPSO’S QUICK TURNOVER— 
MANY SELL OUT OPENING DAY 



















NEW FEATURES SELL GRIPSO 


On the theory that "you can't overstock a moving product” 79 Hardware and 
Automotive Deaclers agreed to stock and sell GRIPSO during an initial sales study... 
even though many of them were heavily stocked with conventional vise pliers. 


This is what they found: 


FARMERS prefer Gripso because here they have a pliers, pipe wrench, hand vise, 
clamp or nut wrench all in ome easy-to-work tool. City folks like it too for general 
household repairs and workshop use. 


MACHINISTS prefer Gripso because of its new three-point contact... flat jaw 
on top and curved jaw on bottom... provides greater holding power... doubles re- 
sistance to side twist. 


MECHANICS prefer Gripso becouse it's so easy to use and adjust in cramped “hard- 
to-get-at” places...so handy for removing broken stud bolts, turning scofed nuts and 
plugs. 


WELDERS prefer Gripso because it's quicker to adjust than clamps. Multiplied power 
holds plates more secure for welding and soldering ... holds templates and blanks firmly 
together... no slipping. 


EVERYONE likes Gripso's exclusive release feature; its versatility as a 5-in-1 all-purpose tool creates new sales that 
have never existed for conventional vise pliers. Dealers find that the widespread interest created by GRIPSO 
greatly stimulates all vise plier sales. Today, after two years of intensive research and testing and one year of 
outstanding West Coast sales success, GRIPSO'S acceptance is assured. Nationwide distribution is now being set 
up through a limited number of Established Wholesalers. (Retail Dealers ask your Wholesaler.) 





A PRODUCT OF H. R. BASFORD CO., Dept. ''B”’ 235 15th St., San Francisco, California 


“SEND THIS COUPON OR WRITE TODAY FOR FULL INFORMATION AND SELLING PLANS. 


i ap 
ADDRESS 


ecieiasiniiaa tee seccionmacencistacial ig OE 
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PERFECTION PROMOTES He wil! direct operation of SALES HEADS NAMED 
A. B. MacLAREN radio division plants producing FOR “PULVERATOR’”’ 
Perfection Stove Co., Cleve-| radio receiving tubes; electronic Given Mfg. Co., Los Angeles, 
land, Ohio, has announced the | test equipment; wire and welds; | Calif., manufacturer of the “Pul- | 
appointment of A. B. MacLaren | plastic products; and small metal | verator” line of garbage disposers | 
as assistant sales manager of its| parts in 12 plants located in| has named Peter E. Kassler as | 
Furnace Division, which is head-| Pennsylvania, New York and vice-president in charge of sales | 








ed by E, B. Goodwin, West Virginia. and Fred R. Kassler as_ sales | 
Mr. MacLaren has been with | | manager. The company has also 
Perfection since 1930, when he announced the addition of a sec- 


ond disposer, the “Little King 
Pulverator” to its line. 


came with the organization as a 
field engineer. When the com- 


Cc. L. COGSWELL NAMED 
ASS’T SALES MANAGER 
MASTER METAL PRODUCTS 
Master Metal Products, Inc., 
Buffalo, N. Y. has announced 
the appointment of Charles L. 

Cogswell as assistant sales man- F. L. BAKER 
ager in charge of the sales of F. L. BAKER APPOINTED 
Master Tool and security boxes WEST COAST DIST. MGR. 


pany’s furnace sales division was 
formed, in 1931, he became asso- 
ciated with it, later becoming 
service manager. 

During World War II, Mr. 
MacLaren headed the War Pro- 
duction Section for the company, 
and negotiated war contract ter- 





minations. 
Furnace dealers throughout the 
United States know Mr. Mac- 


Laren as conductor of the “Sup- pet! ~—, — a vo FOR CAMFIELD MFG. 
erfex” furnace service schools ee ere eee Frank L. Baker has been ap- 


he Chicago territory, Mr. Cogs- ; “ ee 
the cago territory, I ogs | pointed West Coast district man- 
well, a veteran of 6 years service | “ai 
in the U. S. Marine Corps in the | ager for the Camfield Co., Grand 
= None tibte ~| Haven, Michigan, Mr. Baker's 


Pacific, was a lieutenant colonel. 


held annually throughout the 
country. In his new post, he will 
concentrate on the development 
of the “Superfex” furnace line, 
particularly in the urban areas. 





territory includes Nevada, Cali- 


fornia, Oregon, Washington, part 


2+ Se wee TRAUBEE IN NEW N. Y. of Idaho and Hawaii. 





SALES-SHOWROOMS He will direct the sale of the 
J. C. FARLEY APPOINTED | His association with Sylvania With appropriate ceremonies, | Camfield Automatic Toaster and 
SYLVANIA RADIO DIV. Electric and predecessor compan- | Traubee Products, 924 Bergen! Fluor-O-Shield light diffuser. 
GENERAL MANAGER ies began in 1922 and includes | St., Brooklyn, N. Y., opened its The district headquarters office 
J.C. Farley has been appointed | service in cost accounting, per-| new sales offices and showrooms | has been established at 139 South 
general manager of the radio} sonnel and industrial engineering | at 240 Fifth Ave., New York City.| Beverly Drive, Beverly — Hills. 
division, Sylvania Electric Prod-| departments. He was appointed | Three new models of “Magicook” | Telephone: Bradshaw 2-6503. 
ucts, Inc. Mr, Farley was for-| supervisor of cost accounting in| pressure cookers and one new | He was previously associated 
merly controller of the radio | 1921 and in 1946 became con-]| model of the “Time-Saver” were | with the Polaroid Co., organizing 


division, | troller of the Radio Division. introduced at the opening. sales territories on the West Coast. 
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AT THE THIRD ANNUAL BANQUET of the Plus Five Club April 29th, five employees of The Cleveland Cap Screw Co. 
Cleveland, were presented with watches in recognition of their 25 years of service with the company. Fifity-six others 
received appropriate service pins signifying their employment span of 20, 10, or five years. President Joseph W. Fribley and il 
treasurer Charles M. Prell, founders of the company, received special 32 year pins and enlarged plaque-mounted replicas. 
The “club” now numbers 216 employees who have worked at “Cleveland Cap” five years and over. The guest speaker was 
H. J. Post of Dayton, Ohio, well-known employee relations consultant. 
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This Priscilla DeLuxe Heavy-Weight 
Set of aluminum utensils is the pride of 
young Mrs. Up-to-date . . . for she is 
mindful of modern advances in food 
preparation and equipment. 


She'll find these utensils are easy to keep clean be- 
cause of their round-edge design. And she'll serve health- 
ful foods—with vitamins and minerals retained—because 
these utensils are specifically made for waterless cooking. 


Set consists of 2, 3, and 4 quart Covered Sauce Pans, 
5 quart Dutch Oven, and 10%" Chicken Fryer, each also 
available separately. As with every Priscilla utensil, each 
piece of this Deluxe Heavy-Weight Set is labeled with 
the simplest and broadest guarantee ever placed on any 
line of aluminum ware. 


LEYSE ALUMINUM COMPANY 
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YOUR FENCES 


__=—inOk 
RIN 


And finally (arrow 3) dip or brush the 
bottom ends of all pickets 
Where there's a use for wood there's 






a need for Cuprinol to protect it 
from rot and termites. It is a practical 
home product distributed through 
hardware stores, lumber yards and 
marine supply houves. Hf you cannot 
find it locally, order direct — quart 
$1.25; gallon $3.45—or use the coupon 


1 full information as to various 


ticularly for the posts 
dippihg thoroughly in 
six inches above’ the 
see arrow 1). Then, 
loins wood on posts, fo 
ickets (arrow 2) brush types of Cuprinol end their uses for 


gct with Cuprinol the home, garden, farm and boat. 


te ee 
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Ce,  .erticing 


Constantly 
Creating New Customers 





Better Homes & Gardens, % page March, % 
pages April, May and June; American Home, 
Ye pages April and May. The advertisements 
from these papers reproduced above are 
making home owners conscious of rot—and 
Cuprinol Stops Rot. 

Architectural Record and Sweets Catalog— 
Cuprinol is being featured for practical use 
in protecting wood construction against rot 
and insect borers. 

Boat owners, Greenhousemen— past and con- 
tinuing advertising has strongly established 
Cuprinol in the Marine and Florist fields. 
Moreover, every good farmer is a profitable 
customer. 


Introductory Assortment 


Cuprinol preservatives are made in types for 
wood, for fabric, for rope. We have worked 
out an introductory stock of 12 1-quart and 6 
1-gallon cans assorted for wood and fabrics, 
with folders and display cards, to a total list 
price of $35.90—dealer price $23.93. (Freight 
prepaid on this introductory order.) 


CUPRINOL Division, Darworth, Inc. 
52 Maple Street Simsbury, Conn. 


CUPRINOL Division, Darworth, Inc., 52 Maple St., Simsbury, Conn. 
Kindly send me full information about Cuprinol and your intro- 
ductory assortment. 
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M. C. HENDERSHOTT 
JOINS SALES STAFF 
OF COLUMBUS McKINNON 
The appointment of Maurice 
C. Hendershott to the Chicago 
office organization of the 
Columbus McKinnon Chain Corp. | 


sales 


Oe eeiead 





MAURICE C. HENDERSHOTT | 

| 
= 
Tonawanda, N. Y., has been an- 


president in charge of sales, 


Mr. Hendershott will handle 
the industrial chain and automo- 
tive lines, hand and _ electric 


hoists and specialized materials 
handling equipment. 





Mr. Bradley, who has been 
treasurer since 1937, started his 
career as cost accountant for 


Wayne Pump Co. In 1931 when 
the Wayne Home Equipment Co., 
became the refrigeration division 
of Apex, he was appointed super. 
visor of production and cost ac- 
counting for the division. In 1934 
he was made budget director and 
later, assistant treas- 


two years 


urer, 


APPOINT G. FREISE 
ASS’T DIST. MGR. 
FOR NOBLITT-SPARKS 
Galen (“Dutch”) Freise has 
been appointed assistant district 
manager under W. E. Skinner in 
the Texas and southwest territory 
for Noblitt-Sparks Industries, 
Columbus, Ind., according to a 


| recent announcement by Gordon 


T. Ritter, director of sales, Arvin 
division. 

Since his graduation from Wa- 
bash College in August, 1947, 
Mr. Freise has been connected 
with Arvin’s advertising depart- 


|ment and has done special sales 
nounced by Don S. Brisbin, vice- | 


assignments in northern Indiana. 


A. D. BROOKS NAMED 
ASS’T TO PRESIDENT 


R. WALLACE & SONS 
A. D. Brooks, for the past five 
years 


general superintendent of 


| the R. Wallace & Sons Mfg. Co., 


APEX ELECTRICAL MFG. 


_ELECTS THREE DIRECTORS 


| from 


directors, drawn 
personnel 


Three new 
the operating 
were elected to the board of The 


| Apex Electrical Mfg. Co., Cleve- 


| land 


10, Ohio, and all present 
directors were re-elected recently, 
The new directors include: E, C. 


Buchanan, _vice- president — in 


| charge of manufacturing, A. C. 








Scott, vice-president in charge of 
sales and J, C. Bradley, treasurer, 
Shareholders voted to 
the board from seven to nine and 
to fill the vacancy caused by the 
death of William E. Wickenden, 
former president of Case Insti- | 
tute of Science. 

An executive of the 


increase 


Holland- 


Rieger Co., Sandusky, Ohio, Mr. | 


Buchanan became plant manager 
when Apex purchased that com- 


pany in 1937. He remained as 
such until 1942 when he was | 


elected vice-president and moved | 
to the Cleveland offices to direct | 
the company’s manufacturing 
operations, 

Mr. Scot was named assistant | 
sales manager of Apex in 1934 | 
and placed in charge of sales 
operations on the West Coast. 
Five years later he moved to 
Cleveland as central division 
manager and shortly afterward 
was elected to his present posi- 
tion, 





Wallingford, Connecticut, _ has 
been appointed assistant to the 
president. E. B. Danzell, produc- 
tion control manager of the ster- 


ling flatware division, succeeds 
Mr. Brooks as general superin- 
tendent, 

Mr. Brooks, associated with 


the Wallace company since 1907, 
except for several years leave dur- 
ing World War I, handle 
special assignments, He has been 
flatware 


will 


foreman of the sterling 
making department and 
tendent of the sterling 
division in addition to 
superintendent of the plant. 


superin- 
flatware 
general 





BROOKS 


A. D. 


HARDWARE AGE 
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Cc. L. LOWE HEADS BANK 
LOCK SALES FOR 
YALE & TOWNE 
Carroll L. Lowe has been ap- 
pointed manager of bank lock 
sales of The Yale & Towne 
Manufacturing Co. 


CARROLL L. LOWE 


Prior to his new appointment, 
Mr. Lowe was a hardware manu- 
facturer’s representative in New 
York State. He brings to his new 
post 15 years experience in the 
field of bank locks and prison 
locks which he began selling in 
1930. 

In February, 1941, Mr. Lowe 
enlisted in the United States 
Army and served with the rank 
of captain in the European 
Theater of Operations, He was 


f separated from the Army in 1946. 


In 1935 Mr. Lowe became a 
partner in John R. Schoemer 
Associates, New York City, a 
company specializing in the sell- 
ing, scheduling and designing of 
fine builders’ hardware. 


SALES APPOINTMENTS 
FOR SCHICK ELECTRIC 


Advancement of a number of 
men in the sales department of 
Schick, Inc., Stamford, Conn., of 
Schick electric shavers and 
“Shaverests,” has been announced 
by Kenneth C, Gifford, president 
of the company. 

Len Evans, who has been act- 
ing as Schick service sales man- 
ager, has been promoted to the 
post of assistant sales manager. 
In his new spot, Mr. Evans will 
assist Sy Moorman, sales mana- 
ger, and continue to direct sales 
planning for Schick 
branches also. 

Dick Lewis, traffic manager at 
the Stamford, Connecticut, plant 
of the company, has_ been ad- 
vanced to the sales department. 

Other promotions include the 
advancement of Bill Gumz, super- 
visor of the San Francisco terri- | 
lory, to central district manager, | 
with headquarters in Chicago. 


service 
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Tony Brinks, supervisor of the 
Seattle territory, takes over the 
San Francisco task, and Paul 
Breen, 
Seattle, is 
Brinks’ post. 

Ed Stene, service supervisor in 
St. Louis, has been advanced to 
sales supervisor of the Cincin- 


service supervisor in 


advanced to Mr. 


nati territory. 


TWO NEW DIRECTORS 
ELECTED BY MASBACK 


At the annual 


salers of hardware and_ appli- 


| ances, New York City, Ralph H. 
| Langsam, vice-president and gen- 


eral sales manager and William 
K, Donald, treasurer, were elect- 
ed to the board of directors, it 
was announced by Edwin R. 
Masback, Sr., chairman of the 
board, 

Other directors re-elected in- 
clude Harold E, Masback, presi- 
dent; Edwin R. Masback, Jr., 
vice-president; Emil W. Cook, 
vice-president in charge of pur- 
chasing; and Edward L, Steckler, 
secretary. 

J. P. MORGAN REJOINS 
DETROIT VAPOR STOVE 

AS REGIONAL MGR. 


John P. Morgan, who first be- 
came associated with the Detroit 
Vapor Stove division of Borg- 
Warner Corp. in 1930, has re- 
joined the company as regional 
sales manager, after a short ab- 
sence. 

Mr.- Morgan will be in charge 
of the south and 
region, with headquarters in St. 
Louis. 


southwest 


He has held a number of posi- 
tions with D. V. S. and the 
Norge division of Borg-Warner. 
In 1941, he transferred from the 
former to the Norge purchasing 
department as an expediter, but 
in 1945 returned to D. V. S. as 
regional manager in the territory 
for which he will again be re- 
sponsible, 


JOHN P. MORGAN 


stockholders’ 
meeting of Masback, Inc., whole- 


Play safe in 
your selection of 


© Golf goods 

© Tennis 

© Baseball 

© Fishing and 

© Athletic goods 


These brands mean both satis- 
faction and profit to you: 


Athletic Goods 


‘Featured by qualitv. materials 
and expert workmanship.” 


KINGFISHER 


FISHING TACKLE 


PHILADELPHIA, PENNA, 





“Lhe choice of fishermen 
from coast to coast.” 





We are prepared to supply 


BASE BALL UNIFORMS 


finely tailored of Dodge-Davis 
material. 


Write for special folder. 











EDW. K. TRYON CO. 


815-819 ARCH ST., PHILADELPHIA 5, PA Est 181) 








BOSTWICK LABORATORIES 
NAMES DISTRIBUTORS 
FOR “HEP” AEROSOL 


“Hep,” the new low cost aero- 
sol insecticide being put out by 
Bostwick Laboratories, Bridge- | 
port, Conn., in the new push | 
button spray container is in full 
speed production and large vol- 
ume shipments are being made 
nationally it was announced by 
A. O. Samuels, president. Follow- 
ing is a list of the agents and 
their respective territories, 

L. S. Gershon & Son, 2201 
Grand Avenue, Kansas City, Mo. 
for Oklahoma, Missouri, Kansas, 
Nebraska and Iowa. 

C. F. Reiter Co., 18 No. 
St., Minneapolis, Minn, for 
Dakota, Minnesota, western Wis- 
consin bounded by and including 
counties: Iron, Price Taylor, 
Clark, Wood, Juneau, Sauk, lowa, 
Lafayette. Montana, Idaho, Wyo- 
ming, Utah, Colorado, Arizona, 
New Mexico, and the Panhandle 
of Texas. 

Bart Kennison Co., 520 W. 7th 
Street, Los Angeles, Calif. for 
Washington, Oregon, Nevada and | 
California, 

Myron Sempliner, Eradico | 
Products Company, 684 E. Con- | 
gress Street, Detroit 26, Mich, 

W. C. Brisbin, Liberty Trust | 
Bldg., Philadelphia 7, Pa. for 
Pennsylvania, bounded on_ the} 
West by and including the fol- 
lowing counties: Fulton, Hunt- 
ington, Center, Clinton Lycom- 
ing; bounded on the North by 
counties: Sullivan, Wyoming, 
Lackawanna, Monroe, Southern | 
Jersey including Trenton, south; 
Maryland, Delaware, District of 
Columbia and Virginia. 





4th 
| 


G. E. MAKES TWO 
ADVANCEMENTS 


David B. Folkerth of the Gen- 
eral Electric Co.’s plastic sales 
office has been appointed chemical 
department district representative 
at the Pitsburgh office. Mr. Fol- 
kerth joined the company in 
1937 and in 1939 was assigned 
to the plastics division. A year 
later he advanced to the 
production section at Pittsfield, 
Mass., and in 1942 trans- 
ferred to the fabricating pro- 
duction section at the company’s 
Meriden, Conn., works. In 1945 
he was named to the plastics 
sales office, 

The company has an- 
nounced the appointment of 
Charles W. Bentley as assistant 
to the manager of the General 
Electric Co.’s new Decatur, IIL, 
plastics molding plant. In 1936 
he joined the engineering depart- 
ment of the P. R. Mallory Co., 


was 


was 


also 


| Lac-Tic 





Indianapolis. In 1940 Mr. Bent- 
ley joined the Firestone Rubber 
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& Latex Products, Fall River, 
Mass., where he was manager of 
the plastics division, Before com- 
ing to the General Electric Co., 
Mr. Bentley was employed as 
manager of the 
molding plant of the Pro-Phy- 
Brush Co., Florence, 


Mass. 


N. B. ELROD NAMED 
CHICAGO ELECTRIC 
SOUTHWEST SALESMAN 


Norman B. Elrod has 
appointed southwestern represen- 
tative to direct the Chicago Elec- 
tric Mfg. Co.’s activities in the 
following states on both their 


been 


mesa | 





N. B. ELROD 
Handy-Hot and Sterling appli- 
ances and fans: Texas, Oklahoma, 
Kansas, Colorado, Nebraska and 
the western half of Missouri. His 
office will be in Kansas City, Mo. 
From 1940 to 1947, Mr. Elrod 
was district manager of Bussmann 


Mfg. Co., San Francisco. Prior 
to 1940, he was Pacific coast 
manager for Emerison Electric 
Co, 


TO COMPLETE $5,000,000 
MAYTAG FACTORY 
IN DECEMBER 


The new $5,000,000 Maytag 
factory for production of the 


company’s new automatic washer 
will be completed in Dec., 1948. 
The equipment will then be in- 
stalled and production will start 
early in 1949, 

The factory to be located on a 
54 acre tract in northeast Newton, 
will have 250,000 sq. ft. of space, 


all on one floor. It will be of 
steel and concrete construction 
with large window areas. Two 


railroad sidings and two sets of 
truck docks will provide platform 
level loading. An initial produc- 
tion force of 500 to 600 workers 
is indicated. 

The Maytag Co., was founded 
in 1893 by the late F, L. Maytag, 
grandfather of the present presi- 


compression | 


dent of the company. Original 
products were farm implements 
with the first washer being manu- 


| F. W. RAMSEY APPOINTED 


factured in 1907. The company | 
is also opening an auxiliary oper- 


ation in a plant recently 
chased at Hampton, Iowa. 


pur- 


SPAR-TEX EXPANDS SALES | 


STAFF IN OHIO AREA 
Spar-Tex Corp., has recently 
appointed L. W. Blake 
Reitman represen- 
tatives. Mr. Blake was formerly 
with the Acme White Lead & 


sales 


Charles 


and | 


Color works and will cover the | 


Ohio territory. 

The company has changed its 
distribution policy in the New 
England area and will be repre- 


sented hereafter exclusively by 


| . 
| its own men, the former selling 


agency having been discontinued. 
Thus Arnold Weber 


named sales manager 


has been 
for that 


| territory. 


NAT’L. LOCKSMITH 
SUPPLIERS ASSOCIATION 
ORGANIZED IN N. Y. 
National Locksmith Suppliers 
Association, Inc., recently held 
its organizational meeting at the 
Park Central 


cers and directors. The club will 








meet the 3rd Thursday of each 
month, 

The purpose of this association 
is to promote and develop the 
advancement of the locksmith 
supply business and to increase 
and maintain the distribution of 
locksmith supplies, 


The club may be reached through | 


its attorney, Maxwell Okun, 11 
Park Place, New York City. 


Hotel, elected offi- | 








HEAD U. S. STATE DEPT. 
FOREIGN LIQUIDATION 
Fred W. Ramsey, a member of 

the board of directors and past 

president of Perfection 

Co., has been named to head the 


Stove 


Foreign Liquidation Commission 
of the U. S. Department. 

Mr. Ramsey started with Per. 
fection Stove Co. as a stock boy 
when 15 old. 
Twenty-three years later he was 
elected to the presidency of the 
company, He 
years in office to devote his time 
philanthropic 


he was years 


retired after four 


to and welfare 
activities, 
During World War II, Ramsey 


served as regional director of the 


WPB, with 


jurisdiction — over 
Ohio, Kentucky, West Virginia 


and Western Pennsylvania. After 
the war he represented the Office 
of Foreign Liquidation in North 
Africa and the Near East. 


F. C. WOODS REPRESENTS 
NA-MAC PRODUCTS 
John Swan, salesmanager of 
the Na-Mac Products Corp., Los 
Angeles, announced recently the 
appointment of the Fred C. Wood 
Co. sales representatives for 
the entire line of Na-Ma 
ucts in Washington, Oregon, 
Nevada and California. Fred C. 
Wood, president, operates sales 
in the 
Terminal Sales Building, Seattle, 


as 
prod- 


offices following cities 


Washington, Sam J. Maizels, 
manager, 520 West 7th Street. 
Los Angeles, California, Fred ! 
Lestoe, manager, 1355 Market 


Street, San Francisco, California 


Fred C, Wood. 











NEW ENGLAND HARDWARE DEALERS ELECT: In 
photo, left to right, are officers elected at the recent annua 
convention in Boston, Mass., of the New England Hardware 
Dealers Assn.: new president, J. C. Curtis, Curtis Hardware, 
Berlin, N. H.; vice-president, Raymond C. Crompton, W. 
Sharpe Hdwe. Co., East Greenwich, R. I., and Henry E. 
Fournier, H. E. Fournier Co., Livermore Falls, Me. Other 
officers elected were: directors, A. L. Averill, Barre, Vt 
Charles B. Coburn, Lowell, Mass.; Lucius C. Chandler, New- 
ton Center, Mass.; J. P. Gallagher, Pawtucket, R. 1; Victor 
L. Hubert, Mansfield, Mass.; James P. Mackey, Brookfield, 
Mass.; D. W. McMahon, St. Albans, Vt.; Arthur J. Moreau, 
Manchester, N. H.; Merritt Treat, Hartford, Conn.; Carl 
E. Williams, Ware, Mass.; and Henry W. Rollins, Waterville, 
Me. Russell R. Mueller is executive secretary with headquar 
ters at 185 Dartmouth St., Boston 16. 


HARDWARE AGE 
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PASHA ELECTS 
NEW OFFICERS 


At the recent annual conven- | 


tion of the Pennsylvania and 
Atlantic Seaboard Hardware As- 


sociation, the officers elected 
were: Managing director (re- 
appointed), W. Glenn Pearce, 


400 No. Broad St., Philadelphia; 
vice-president, T. Law- 
Pa.; 
Im- 


second 
rence Edwards, Ebensurg, 
first vice-president, R. M. 
schweiler, Tremont, Pa.;: 
Del.; retiring president, George 
Park, Jr., Wayne, Pa., who be- 
came a member of the advisory 
board. Other advisory board 
members are: R. D. Howell, 
Perth Amboy, N. J., M. C. Gay, 
Jr. Tunkhannock, Pa.; L. S. 
Kelso, Pittsburgh, Pa.; Clarence 
S. Newcomer, Mount Joy, Pa., 
and Charles J, Ritterhoff, Balti- 
more, Md. Executive committee 
members are: M. W. Allen Car- 
lisle, Pa.; Hartzel Huston, New 
Castle, Pa., and Chauncey W. 
Anderson, New Bethlehem, Pa. 


BOOK ON FIELD OF 
PREFABRICATION 

The Inc., 
has announced the release of a 
book on the entire field of pre- 
fabrication entitled “Prefabs on 
Parade.” 

It has been compiled to serve 
the needs of both the general 
public and the housing and real 
estate field. The book is well 
illustrated with pictures of model 
homes and matching floor plans. 

For each manufacturer listed, 
a typical home is pictured and 
described, complete with speci- 
fications, approximate cost, build- 
ing information, financing data, 


Housing Institute, 


etc. A definite attempt was made | 


to describe and picture various 
architectural types of homes for 
locations in different parts of the 
country. 

In addition there is a listing 
of all prefabricated manufac- 
turers along with an introductory 
chapter on the various types of 
prefabricated construction, ground 
planning and a history of the 


prefab field. The book also deals | 


with prefab garages, accessories 
and similar buildings. 


BOOSTERS SEE WORLD 
SERIES FILM; PLAN 
OUTING FOR JUNE 16 


Films of the 1947 World Series 


were exhibited at the April 30 | 


meeting of the Hardware Boosters 
at Whyte’s Restaurant, 145 Ful- 
ton St., New York City, through 
the courtesy of the New York 
Yankees, E, B, Fisher, New York 


Yankees, gave a brief talk on the | 


series, prospects for this year and 
other data on baseball teams and 
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presi- | 
dent, M. Haswell Pierce, Milford, | 
the 
| friends in the hardware field. 


| golf, 








games, T. J. Crofton, H. B. Sher- 
man Mfg. Co. and a past presi- 
dent of the Boosters showed films 
of his trip, some months back, 
through various parts of Ireland 
and Eire, as well as films made 


during the Boosters 
Minstrel Show of Dec. 18, 1944. 

A surprise feature of the eve- 
ning was the presentation of a 
complete salt water fishing outfit 
to Harry J. Schmitt, Wholesale 
Factors, and secretary and treas- 
urer of the Hardware Boosters, 
gift of a number of his 


Announcement was made that 
a Dutch Treat Outing, sponsored 
by the Hardware Boosters, will 
be held June 16 at Jones Beach, 
Long Island, N. Y., with softball, 
shuffle board and _ other 
games on the program. Festivities 
will be concluded with dinner at 
the Marine Dining Room at the 
West End Bathing Pavilion, Jones 
Beach, Tickets at $6.00 each are 
available from Harry J. Schmitt, 
Secretary and Treasurer, Hard- 
ware Boosters, Inc., 8733 110th 
St., Richmond Hill 18, N. Y. 


DISTRICT DISTRIBUTOR 

FOR FLOOR MACHINES 

The appointment of T. R. Haz- 
lett, 5424 3rd Street, N.W., Wash- 
ington, D. C., as distributor in 
the Washington area, for products 
of The American Floor Surfacing 
Machine Co., Toledo, Ohio, was 
announced by W B. Crew, execu- 
tive vice-president and general 
manager, His Washington office 


sales and service, 


BRUNNER SALESMAN 
FOR NAT’L. SILVER 
The National Silver an- 
nounced recently the promotion 
of Elliott Brunner to salesman. 
After having served in the armed 
forces for four years, he joined 
the National Silver Company as 
assistant buyer in the Flatware 
Division, He will service accounts 
in the Long Island and Staten 

Island area. 


Co. 


APEX SALES MERCHANDISE | 


CONFERENCE FEATURES 
SALES TRAINING 


The recent merchandising and 


| sales conference of the Apex 
| Electrical Mfg. Co., Cleveland, 
emphasized sales training and 


product merchandising at the re- 
tail level. A, C. Scott, vice-presi- 
dent in charge of sales directed 
the program, 

All day sessions were devoted 
to new model cleaners, washing 


machines, Fold-a-Matic ironer and 


the Apex automatic 


Christmas | 





| of his time to the builders’ hard- 


oe ; | his 
has complete facilities for both | 








washer. | where 


Stull, western division, San Fran- 
Thomas, southern 
division, Atlanta; Kamel Hassan, 
eastern division, Amherst, Mass., 
and C. W. Rexford, central divi- 


sion, Cleveland. 


cisco; J. C. 


MILWAUKEE LACE PAPER 
WINS BRAND NAMES 
CERTIFICATE 
Milwaukee Paper Co. 
has_ recently selected by 
Brand Names Foundation to re- 
the Certificate of 
Service for the 50 years its brand 


Lace 


been 


ceive 


| name ‘Milapaco’ has been in use. 


1898 by C. W. 


chairman of 


Founded in 
Hamilton, present 
the board, the company manu- 
factures lace napkins, 
soufle cups, drinking cups, and 
other related items. 


doilies, 


Public | 


HDWE. DISTRIBUTORS, INC. 
NAMES MID-WEST MGR. 
Walter R. 

promoted to 

gional manager of Hardware 

Distributors, Inc., 145th St. and 

Third Ave., New York, it was 

announced by 1. Biltchik, presi- 

dent. 

Mr. Harvey will be in charge 
of the activities 
for mid-west 
stores using the “Planned Mer- 


Harvey has been 


mid-western _re- 


merchandising 
those department 
chandising of Hardware Service” 
created by Hardware Distributors. 
The service, now in operation in 
over 40 leading department 
installing a 
hardware de- 
partment store and assisting the 


stores, consists of 


department in a 


stores to successfully operate the 


| department. 
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W. A. Crawford, Co-Founder and Board 


Chairman, 


With the passing of W. A. Craw- 
ford, 86, the builders’ hardware 
fraternity has lost one of its best 
liked and most highly respected 
members. Though offered many 


positions of public honor and 
prestige, Mr, Crawford declined 
all so that he could devote all 


ware industry. When asked what 
hobby was, Mr, Crawford 

“Selling hinges is my 
hobby.” Despite his advanced 
years, he was mentally alert and 
the Griflin Mfg. 
Erie, Pa., until a week before 
his illness. Mr. Crawford 
co-founder, treasurer and board 
chairman of the company. For 
many years he present at | 
all major national conventions in 
the hardware industry. 

Mr. Crawford died May 7th in | 
Hamot hospital after contracting | 
pneumonia. He started his hard- | 
ware career in 1889 when he 
joined the Iron City Mfg. Co., 


said, 





active in Co., 


was 


was 


Pittsburgh, Pa., for several 
months. For the next 10 years he 
was associated with the former | 


tion. During his affiliation with 
that company, his friend and fel- 
low J. CC. Griffin, 
designed a shelf bracket manu- 
factured by Lindsay & McCutch- 
eon and known as the Griffin 
bracket. In 1889, both gentlemen 
with Morris Backman. started | 
manufacturing this bracket in | 
Pittsburgh, and two years later 
moved the plant to Erie, Pa., 
the expanded 


Lindsay & McCutcheon organiza- | 
| 


employee, 


partners 


Among Apex district sales man- | their business and added more 
agers in attendance were: L, D. | lines, 


Griffin Mfg. Co., Dies 


Mr. Crawford 
treasurer of the company and 
Mr. Griffin, president. Upon Mr. 
Gr..1n’s death in 1904, Mr, Craw 
ford was elected chairman of the 


was secretary 


board. Mr. Crawford's three sons, 
William, John C., 
Robert B., are all associated with 
the firm. He 


Lee, and 


was a member of 


the Church of the Covenant. 
Widely known throughout the 
trade, he will be missed by all 
who knew him. 


Mr. Crawford member 
of the Harpware Ace Fifty Year 
Club, 


was a 


FRED W. HILGENDORF 
Fred W. Hilgendorf, 64, vice- 


president of Charles F. Hilgen- 
dorf, Inc., 1033 N, 3rd Street, 
Milwaukee, hardware concern, 


died recently, 

Mr. Hilgendorf had been with 
the 
30 years. He was vice-president 


Hilgendorf* company about 
for the last several years. He is 
survived by his sister, Alma, and 
two brothers, Walter and Charles 
of Milwaukee, 


DIETRICH W. FORTLAGE 

Dietrich W. Fortlage, 60, sales- 
man for The Geo. Worthington 
Co., died recently after suffering 
a heart attack, In the 43 
he worked with the company he 


years 


served as a sales representative 
to retail hardware dealers in the 
Painesville, Willoughby, Chagrin 
Falls 

Mr. Fortlage is survived by his 
widow and a son, 


area, 
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GILBERT'S GEARED TO 





Look to GILBERT for the 


* Style 

* Dependability 
* Quality 

* Value 


THAT BRINGS FAST, PROFITABLE SALES 
AND WELL - SATISFIED CUSTOMERS 





Distributed thru the wholesaler 







Clock makers to the nation since 1807 


THE WM. L. GILBERT CLOCK CORP. 
WINSTED, CONNECTICUT 


Laconia, New Hampshire 


551 Fifth Avenue 
New York 17, N. Y. 


141 W. Jackson Blvd. 
Chicago 4, Ill. 
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INTRODUCTORY 
OFFER 


FREE 


36 of these SANDERS 


SNUG FIT 
NDY SANDER 


NO MORE SLIVERSII! 


NO SORE FINGERS!!! 
USES UP_ALL SANDPAPER 





with each 
carton of 





HANDY 


PAINTING GUIDES 
you purchase... 


e Take advantage of this sales-building introductory 
offer NOW. For a limited time only, with each carton of 
3 dozen Handy Guides you purchase, you'll get free a 
display carton of 3 dozen Handy Sanders. Use them as 
introductory give-aways with sales of Handy Painting 
Guides and other painting supplies. You'll build goodwill 
and big future Handy Sander sales. 


e HANDY SANDERS are ideal for light sanding of 
wood, metal and painted surfaces. Made of light, flexible 
steel, they fit the hand snugly. Save wear and tear on 
finger tips. Use up all of the sandpaper. Get in difficult 
corners. Sell to painters, carpenters, cabinet makers, home 
craftsmen. 


e HANDY GUIDES enable rank amateurs to obtain 
professional results. Make painting window frames, tough 
corners, and two-toning easy. Excellent for trimming wall- 
paper. Light, durable, flexible steel blade; easy to clean. 
Help you sell more paint and brushes to old and new 
customers. 


e BIG SELLER NATIONALLY with 
jobbers, paint, hardware and chain stores. 


e THIS OFFER IS LIMITED, so ask your jobber 
about it today! Jobbers: Choice territories still open; 
write for details NOW! 


leading paint 

















National Distributors 


Manufactured by 
BRADLEY, LAURENS 
& CAMPBELL 


, DRUGE BROS. 


150 EAST 41st STREET MANUFACTURING COMPANY 
NEW YORK 17, NEW YORK |/888 92nd AVE., OAKLAND 3, CALIF. 
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is your selling display of the 


fastest-moving metal trim shapes! 


TrRiM-ateria does a thorough mer- metal. You sell the handy six-foot 
chandising job for you! It tells and lengths right out of the display unit. 
sells—shows your customers how Your customers will like the extra 
and where they can use Chromedge “quality feel” of these sturdy ex- 
to repair, nf®dernize or decorate. truded aluminum mouldings. Make 
You get quick turn-over, long prof- the most of this new, big, fast- 
its. No cutting, no stock-chasing, growing profit source with genuine 
no waste. Handy envelopes contain Chromedge Metal Trims. Mail the 
screws or nails for each stick of coupon today! 


“YOU GET 100 


free installation 

“idea’’ folders 
for your 

customers 


YOU GET ff 


the ‘‘sellingest”’ 
metal trim 
display ever 
offered 


YOU GET 10 


Fastest-selling 
extruded 
aluminum-alloy 
shapes 


YOU GET FOUR 


75’ rolls of our 
two most. 
popular strip 
mouldings 


a 





Seen 


The 





B«T METALS COMPANY 


Columbus 16, Ohio 


‘se | 


BR 70 Stli METAL TRIMS 


CWA 


the CHROMEDGE TRIM -ateria 






















5 
THE B & T METALS CO., Columbus 16, Ohio 


Please send full details and prices on the 
CHROMEDGE TRIM-ateria to: 


Name 


| 

| 

| 

l 

aeibielinns ‘ | 

Firm ; . nse a ; 
City Zone State | 
Please check whether: (€ Distributor or C Dealer | 
TYPE OF BUSINESS: ( Hardware 0 Floor Covering 
OC Dept. Store © Building Supply © Other (fill in below) 
| 

a oe ee al 
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Inland Steel prices—The In- 
land Steel Co. has reduced prices on 
most of its products, which will give 
its customers savings totaling approxi- 
mately $3,500,000 on an annual basis. 
Inland said it made its reductions on a 
basis of manufacturing costs. On those 
products which are sold at a loss or at 
an inadequate profit (such as rails, 
structural shapes, plates, and galvan- 
ized sheets) no reductions were made. 
“On the other hand, we are reducing 
our price on enameling sheets used for 
stoves, kitchen utensils, refrigerators, 
and other consumer goods by $4 per 
ton” Inland said. “We are also cutting 
our price of floor plates $5 per ton... 
Reductions are being made in the prices 
of all our other products to meet the 
competitive figures.” 

* * . 

Jones & Laughlin—Fffective 
May 5, Jones & Laughlin Steel Corp. 
announced price reductions, which the 
company says will save customers about 
$3,500,000 a year. Products affected and 
the amount of the decrease per ton are: 
Skelp $1, floor plates $3, cold finished 
bars $2, cold rolled strip and sheet $1, 
nails and staples $3, woven wire fence 
$3, barbed wire $2, annealed and gal- 
vanized fence wire $2, hollowware enam- 
eling black plate $2, tin plate and can 
making plate, 10 cents per base box; 
buttweld pipe $2, wire rope 8144 per 
cent on preformed only; atiscoloy and 
jalloy $2. 

* ” * 

Armco prices—Fffective May 
12, price reductions on a number of its 
products, ranging from $1 to $3 a ton 
were announced by Armco Steel Corp. 
Although high production costs, with 
the great demand for steel, justify higher 
prices, W. W. Sebald, president, stated 
that the company decided to reduce on 
certain products “in an attempt to halt 
the threatening inflationary — spiral.” 
Price reductions were made on the fol- 
lowing: Cold rolled sheets $1 per ton; 
steel, also ingot iron, cold rolled strip 
$1 per ton; enameling sheets, $2 per 
ton; ingot iron galvanized $3 per ton, 
and ingot iron galvanized “Paint-grip” 
$3 per ton. “In view of the constantly 
narrowing margin between costs and 
selling prices, the prices of sheet steel 
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products actually should be increased 
rather than decreased,’ Mr. Sebald 
said. “Furthermore, the prices of steel 
sheets have not kept pace with ad- 
vances in other commodities by any 
means. In our opinion, however, if vol- 
untary price reductions on the part of 
steel producers will effectively aid in 
halting the dangerous inflationary cycle, 
then it will be worth while.” 

“At the same time, we believe it is 
only fair to state that we cannot pos- 
sibly hold these new, lower prices if our 
cost trend continues as sharply upward 
as is the case today.” 

* * * 


Glass coffee makers — The 
Silex Co., Hartford, Conn., has an- 
nounced that as of May 5 its prices on 
coffee makers were reduced to the Dec., 
1946, level. 

* * x 

Electric appliances—Effective 
May 10, reductions of five per cent were 
announced on seven new ranges and 
nine new refrigerator models made by 
Frigidaire Division, General Motors 
Corp., Dayton, Ohio. Like reductions 
were made on the Frigidaire automatic 
clothes washer, automatic dryer, elec- 
tric ironer and 17 electric water heater 
models, 

\* * & 

Price changes in paint lines 
—Wholesale offices report that a leading 
paint manufacturer, on May 1, advanced 
prices on part of his line, with reduc- 
tions named on others, Items raised 
included :— 


House Paint up 20c per gallon 
Semi-Gloss up 10c per gallon 
Enamel up 10c per gallon 


Primer-Sealer up 10c per gallon 
Floor Enamel up 10c per gallon 
Flat Wall up 10c per gallon 
Brick and Stucco up 20c per gallon 


Among the declines were:— 
Barn Paint down 25c per gallon 
Varnish Stain down 10c per gallon 
Shingle Stain down 15c per gallon 
Floor Varnish down 25c per gallon 
Spar Varnish down 15c per gallon 
Aluminum Paint down 15c per gallon 
A few manufacturers advanced their 
prices last January. The increases, 
where named, are attributed to higher 
costs on raw materials and e tin plate, 
ranging as high as 38 per cent. It is 
also reported that shellac declined 10 
cents per gallon, effective May 7. The 
new prices to retailers, in Chicago, for 
example, in gallon cans are $3.25 per 
gallon for white, and $3.15 for orange 
shellac. 


. * @ 


Paint brush bristles — The 
du Pont Co., on May 16, announced a 
reduction of $1.50 a pound in the price 
of tapered nylon paint-brush bristles 
in lengths of 3144 in. and under. The 
reduction, amounting to 30 per cent 
puts the price of bristles in those 
lengths down to $3.50 a pound. 

’ * 6 


Westinghouse — Westinghouse 

Electric Corp. has made a 10 per cent 

reduction in the price of its six-tube, 

radio-phonograph combination, The new 

model called the Micarta Duo has a 

suggested retail price of $89.50 or $10 

less than the former model. 

co 

Soldering irons—Lenk Mfg. 

Co., Boston, Mass., has announced price 

reductions of 15 to 20 per cent on many 
standard soldering irons. 
* * 

Car batteries—Electric Storage 

Battery Co. will make price adjustments 

to compensate for increased price of 

lead and other costs, said R. C. Nor- 

berg, president at the annual meeting. 

He mentioned the April 5 increase in 

the market price of lead, from 15 cents 

to 1744 cents a pound, or over 16 per 








ADVANCES 
Some storage batteries. Some paint lines and items. 


DECLINES 


Certain radios. Some small motors. Some steel and steel products. Some 
soldering irons, Some glass coffee makers. Some electrical appliances. 


Paint brush bristles. 
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SCREEN PROTECTION WILL IN- 
SURE FULL-SEASON COMFORT 




















No. 85 Storm Sash Adjuster 


\\ 


4 


No. 86 Nois-Less Storm Sash Adjuster Set 











HE mild spring and summer weather ahead 
will increase the desire to open doors 
and windows to welcome the warm fresh air. 
It's safe to enjoy this seasonal change — if ade- 
quate screen protection has been provided. 


No. 90 Screen and No. 93 Screen and 
Storm Door Set Storm Door Set 


SCREEN HARDWARE 


Here are but a few of the many fine hardware 
accessories included in the extensive National line, 
designed to serve door and window screens. 


Your trade will enthuse over the completeness of 
the No. 90 or No. 93 Screen and Storm Door Sets 
which include every hardware requirement for a 
first-class installation, with nothing extra to buy. 


The No. 85 Storm Sash Adjuster, shown at left, will 
serve either screen or storm sash and in its double- 
duty role performs with accuracy and precision. 


The No. 86 Nois-Less Storm Sash Adjuster Set is all 
that its name implies. Holds sash firmly in any de- 
sired position and prevents rattle. Easy to install. 


Your stock should include these sales leaders of the month! 


NATIONAL MANUFACTURING CO. [TRING 
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“ae r 
with HOWARD 
Pulsaire profit LINE 


OF COOL AIR 
CIRCULATORS 





Retail Price 


no-dratt circulation 19.85 
Tax Included 


Model A-3, for 


The completely different HOWARD leaves no 
“‘dead spots’’ in any room it cools. And it leaves 
no dead spots in your merchandising set-up! Every 
unit bearing the name HOWARD is saleable . . . 
at BIG profit. 


Your customers get real relief on the hottest, 
stickiest day, and never feel drafts. The HOWARD 
Cover Cone deflects cool air in softly pulsating 
waves that ripple behind objects and into all 
corners. 


National advertising reaches your customers 
and prospects month after month, all through the 
year . . . pre-sells them for you. Stock up right 


now for big-season profits. 


HOWARD INDUSTRIES, INC. 


Makers of Famous EMC Motors 


— ee ey 


F Howard Appliance | Division, ' 

| HOWARD INDUSTRIES, INC. l 
231 S. LaSalle Street 

I Chicago 4, Ili. ] 

| Weare jobbers 0. We are dealers 1. | 
Send information © Ship...... Model A-3 

| units, less discount. “4 

| PUI UAE ce ois occ dacs ones dsnevtaes } 

{ aa iiss sib te 6 vckbien sine cite ve | 

} GE Mg RMD ee se és certs 08545255. 00s ane 

if nS, ert, FETE TEY KER ELET seein 
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cent. This compared with a price of 
614 cents a pound during the war years, 
“When it is understood that lead is a 
large portion of total cost of an auto- 
motive battery, it becomes apparent 
that the company cannot absorb any 
further increases in costs,” Mr. Nor- 
berg said. He could not disclose how 
much battery prices would be increased, 
since the amount had not been fully 
determined. The company’s sales during 
the first quarter of 1948 totaled 
$24,306,780, compared with $18,095,936 
a year ago. Despite this substantial in- 
crease in volume, earnings for the 
March quarter were slightly lower than 
for the comparable period of 1947. 


* . * 


Small motors—Redmond Co., 
Inc. has reduced prices as much as 16 
per cent on its fractional horsepower 
motors. Motors in the $2.50 to $8 price 
range have been cut an average of 10 
per cent. This is in addition te a 5 
per cent cut made by the company last 
December. 

* * . 

Copper—Demand for copper is 
strong but Kennecott Copper Corp. will 
oppose any increase in the price, E. T. 
Stannard, president, told the company’s 
annual meeting. He added that he was 
sympathetic with the action of the steel 
and other industries in their recent 
attempt to combat inflation by reducing 
prices. At the stockholders’ meeting of 
another company, it was revealed that 
the first quarter of 1948 was “satis- 
factory” for Revere Copper & Brass, 
Inc. C. Donald Dallas, chairman, said 
that a year ago the company had a 
large backlog of orders, but by the end 
of 1947, it was working on a current 
order production basis. “That pattern 
still holds, and while shipments in 
pounds are running slightly behind the 
first half of 1947, they are running 
ahead of the rate of the last half of 
1947,” Mr. Dallas stated. The most im- 
portant markets for the company are 
the electrical, automotive and building 
industries, all of which are active in 
expanding, stockholders were informed. 
Mr. Dallas’ predicted a tight copper 
supply situation as a definite possibility 
in 1948, adding that: “While we do not 
expect serious shortages of the metal 
Revere’s business, we cannot 
look for any lower 


need in 
with confidence 
prices.” 

* *« © 


Leather “picking up’’—The 
leather business is picking up after 
being in the doldrums in February and 
March. More manufacturers are now 
buying leather. C. F. Danner, president, 
American Hide & Leather Co., says 
business is “much better.” Most buying 
by shoe manufacturers, however, is for 
immediate use, he added; there is little 
inventory building. The quarter ended 
March 21 saw the most precipitate drop 
in prices ever experienced by the lea- 
ther industry, Mr. Danner said. Light 
packer calfskin prices dropped from 
$1.15 a pound at the beginning of Janu- 
ary to 50 cents a pound on March 31. 


Light native steel hides dropped from a 
post-war high of 37 cents a pound last 
November to a low of 1914 cents on 
March 19. Since then, however, the 
packing-house strike and improved 
Easter shoe sales have contributed to a 
price recovery in hides and _ leather. 
Hide quotations for light native hides 
are about 29 cents, and there is even 
talk now among the tanners about rais- 
ing prices, 


Price index off slightly — 
Wholesale commodity prices declined a 
fractional 0.4 per cent during the week 
ended May 8, the Bureau of Labor 
Statistics reported. It was the second 
consecutive weekly decline, B.L.S. said 
the slight drop resulted mainly from 
moderate decreases in prices for most 
farm products and foods. It brought 
the bureau’s index of wholesale prices 
to 161.9 per cent of the 1926 average, 
and 10.4 per cent above the low point 
of the price recession in the spring of 
1947, 


* * * 


Some commodity compari- 
sons — A look at todays (May 13) 
prices on leading commodities, com- 
pared to their status on Jan. 1, is illu- 
minating. Foodstuffs and grains are 
away down; flour from $7.45 to $6.10 
cwt.; sugar from $0.84 to $0.75 I|b.; 
butter from $0.90 to $0.80 lb.; wheat 
from $2.98 to $2.40 bushel; corn from 
$2.79 to $2.40; flaxseed from $7.10 to 
$6.10 bushel. Cotton (at New York) 
was up from $26.16 to $37.80 cwt.; 
wool from $1.25 to $1.31 lb.; rubber 
from $0.213% to $0.2344 lb. Linseed oil 
was down $0.3270 to $0.2780 Ib., and 
turpentine from $0.63 gallon to $0.5944. 
Among the metals, steel billets were 
unchanged over the four months, at 
$45.00 ton. Copper remained at $0.211% 
\b.; lead rose from $0.15 to $0.1744 
lb., and zinc from $0.10%4 to $0.12. 
This was unchanged at $0.94 Ib. and 
aluminum at $0.15,—while silver, too, 
holds its first-of-the-year level. 

*. * * 

Zine stocks very low — The 
American Zinc Institute reports that 
inventories of slab zinc at U. S, smelters 
totaled 42,910 tons at the end of April, 
a new low in several years, and a drop 
of 2,319 tons from the March-end stock. 
There were 72,649 tons of zinc shipped 
in April, against 76,241 tons in March. 
April production of slab zinc totaled 
70,330 tons, compared with 73,209 tons 
in March, while unfilled orders at the 
end of April 71.691 tons, 
against 61,610 tons in March. 


stood at 


* * * 

Some _ insecticide shortage 
feared—The U. S. Agriculture Depart- 
ment advises farmers and home gat- 
deners to purchase or place orders now 
for insecticides, Supplies of a number 
of insecticides probably will be sufi- 
cient to meet needs this year, but in 
other, and perhaps several, cases there 
may be tight supply situations toward 
the end of the growing season. 
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“Whistles” away your coffee- 
making troubles! Durable porcelain 
enamel on an unbreakable steel shape. 
Saves money, bother and time! 


Makes coffee that’s super-fine. 


VACUUM COFFEE MAKER 





Welding equipment makers 
® o7°@ busy—One of the less known industrial 
he developments resulting from the war * 
has been the widespread adoption of [| 
resistance welding in the metal work- ‘ 
i SHOVELS * SCOOPS * SPADES 


| ing industries. Welding has advanced 
| so rapidly, the Resistance Welder 
Manufacturers Association reports, that 
deliveries of welding equipment last 






year were five times above the pre-war 
level, and double the peak war year of 
1942. According to the Association, 
mass production requirements spurred 
the swing to welding during the war, 
and manufacturers have since continued 
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to utilize spot, seam, projection and 
butt welding at an unprecedented rate 
GOLD for civilian production, Naturally, this 
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spells added competition for fastening 
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devices, — bolts, screws and rivets. 


* * * 


Customers ask for durable, 
tough Magor brands by name. 
Magor meets every need. 


Conveyor belts short—One of 
industry’s greatest time and labor savers 
is the rubber conveyor belt. Right now, 
according to B. F. Goodrich Co., these 
are being installed so rapidly that 
despite a doubling of production since 
1940, conveyor belts are the only major 


MAGOR rubber item still in short supply, Belt 


manufacturers now are said to have a 
CAR CORPORATION four to seven month’s backlog of orders, 
SHOVEL DIVISION with prospect that the current shortage 


will continue for at least another year. 























50 CHURCH ST., NEW YORK 7,N.Y. oe 
v Revised rubber controls — 
The U. S. Commerce Department has 
@ 398! revised its specifications controls over 


rubber products, under the new rubber 
law passed by Congress in March. The 
° main change is in the control of the 
WITH THE FAMOUS relationship of natural rubber to syn- 

| thetic in “transportation items’’—tires. 
RUBBER POPPET Up to now, these “specification con 
| trols” have fixed the maximum amount 
of natural rubber that could be used. 
Hereafter, the Department will stip- 
ulate the minimum amount of synthetic 





rubber that shall be used. 
* *z * 

China-ware sales eff—Among 
the recent reports of the Census Bur- 
eau, it is noted that shipments of china 
tableware by manufacturers in_ the 
United States, January through March, 
1948, were valued at $10.3 million—a 
six per cent decline from the value 
of shipments of such ware for the pre- 
ceding 3-month period. Part of the * ¢ 
decline was normal and seasonal. How- f 
ever, spot reports from a great many 





Better Saws from 
Better Heat Treating 











stores say that china, glassware, and 


Heat-treating is an im- plated ware settings were in_better- F 
portant phase of saw than-ever demand, with the frequent * E 
: : changing of china-ware patterns becom- 
making. Skilled heat- ing quite a seasonal fad. t 
treaters, supervised by x * * . * 
The light metals—Reporting ‘ 


for March, the U. S. Commerce 
Department says that the month's net 
ty shipments of aluminum wrought prod SE| 
i ucts amounted to 159 million pounds, 
type pumps. Ask for bulletin 301. the highest monthly figure reached in 
Onder from your Dobler the post-war period. They were 17 per 
cent higher than February shipments. See B 
March shipments of magnesium wrought 


Sts es ee WHITE MACHINE WORKS products amounted to 460,000 pounds, deals 


FORT WAYNE 1, INDIANA 12 per cent above February shipments. 


a competent metallur- 
gist insure the quality 





of every Chicago Saw. 





Send for Bulletin 107 





5032 S. Wentworth Ave., Chicago 9, II! 
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display ‘em for easy sales, big profits 





FLASHLIGHT 
BATTERY 





* Quality-built cells preferred by millions 
from coast to coast. 

* “Give More Bright Light Longer’ — 
proved by actual test. 

*& Extra, easy profits whenever displayed 
to store traffic. 


* Pop-up container self-sells 2 dozen 
standard metal top batteries. 


SEE THE POPULAR NEW Corrosion-Proof PLASTIC FLASHLIGH 





See Bright Star's value-packed merchandise display 
deals. Your local jobber can give you full details. 
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BRIGHT STAR 


FLASHLIGHT 


R SERVICE 





* New design, sturdy construction appeal 
to widest consumer market. 

* Big profit margins protected by fixed 
price policy. 

* Colorful cut-out display nestles 3 No. 
216 Prefocused Metal Flashlights. 


* Fast sellers at $1.65 retail, complete 
with cells. 


BRIGHT STAR BATTERY CO., 


main office and factory: CLIFTON » N 


branches: 


CHICAGO 


» Bq 
SAN FRANCISCO 








TS! 
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Cumiiast 
LETTER 
BOX 


Aluminum 
to last a 
Lifetime” 


* A smart new letter box sturdily built 
of %’ cast aluminum with sheet alumi- 
num back. Requires no painting or upkeep 
- +. Stays beautiful for a lifetime. 

Your best buy in fast selling Alumicast 
Letter Boxes is an assortment of a dozen, 
including 3 Plain Aluminum (without 
magazine clip), 3 Plain Aluminum (with 
magazine clip), 3 Baked Enamel Brown 
Finish, 3 Baked Enamel Blue Finish. 





ANOTHER PROFITABLE SELLER 


Alimicasé Garden Trowel 


One piece aluminum, rustproof, light but sturdy.In 
regular and transplanter widths. Retails under 50 cents. 











See your jobber for complete details—or write 
us for the name of your nearest jobber. 


Meanvtita pd £2*P RATION 


1515 N. KILPATRICK AVE. + CHICAGO 51, ILL. 











EACH ONE A 
“SPECIAL” 


Making wire forms accurately and 
economically, even some simple look- 
ing hooks, requires long experience 
and intricate machinery. if you need 
special or standard wire parts of any 
kind, you’ll be wise to order them 
from “‘Brooks’’! 


M.S. Brooks & Sons, Inc., Chester, Conn. 
Since 1848 


BROOKS # HOGKS 
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Thus, of course, March shipments did 
not reflect a really higher activity, be- 
cause of the fewer days in February, 
but they were higher than for any 
month since March, 1947, 


* * * 


Flaxseed and oil imports 
regulated—The U. S. government has 
ordered a practical ban on additional 
imports of flaxseed and linseed oil for 
the remainder of 1948, The action was 
taken by the Department of Agriculture 
to keep this country from getting more 
than allotted by the international emer- 
gency food committee. Aside from 
helping to carry out the allocation plan, 
the order is expected to help stabilize 
prices of home grown flaxseed at or 
near the levels guaranteed to farmers. 


* * * 


Construction stepped up — 
Private housing completed in April was 
valued at $500 million, some five per 
cent above the March figure, and 61 
per cent above April, 1947, the Com- 
merce Department reports. Home build- 
ing has been on the increase since 
February, when a seasonal low was hit. 
Total new construction in April was 
estimated at $1,269 million by the Com- 
merce Department. This is a 9 per cent 
increase over the revised March total, 
a rise which the Department said was 
“somewhat smaller” than the normal 
seasonal advance between March and 
April. It added, however, that April 
construction was 37 per cent higher 
than in the like month last year. Total 
new private construction in April 
amounted to $990 million, also five per 
cent higher than in March. Within this 
total, farm and public utility construc- 
tion increased, along with residential 
construction, while a small decline oc- 
curred in non-residential building. In- 
dustrial construction, representing more 
than two-fifths of all non-residential 
building, was valued at $115 million, 
continuing its steady decline of the past 
16 months, the Department said. 


* * * 


Furniture sales gain — The 
dollar sales volume of retail furniture 
stores in April was 10 per cent higher 
than a year ago, according to a survey 
made by the National Retail Furniture 
Association, among its 8,000 members. 
Increases in dollar sales ranging from 
15 percent to 162 per cent were re- 
ported by 70 per cent of the stores, 
while 30 per cent of the association’s 
retail members reported declines in dol- 
lar volume ranging 2 per cent to 39 
per cent. A certain amount of consumer 
resistance to prices was noted by the 
retailers. To combat the downward 
trend and raise business volume, the 
retailers are cutting their margin of 
profit, according to R. R. Rau, vice 
president of the Association, Inventories 
of the furniture retailers average 15 per 
cent higher than, a year ago. Reporting 
for furniture manufacturers, Seidman & 
Seidman said that new orders booked 
in March were 5 per cent higher than 
those booked in the like 1947 month, 


but were 37 per cent lower than Feb- 
ruary. Cancellations, which have been 
growing each month, ran 55 per cent 
higher in March than in February. Re- 
cent heavy shipments, together with the 
large cancellations, cut deeply into the 
industry’s order backlog. Unfilled orders 
dropped 18 per cent in March, to 
slightly below the amount unshipped at 
the same date in 1947, Nevertheless, 
the industry’s backlog of orders at 
March 31 was still good for two months 
shipments, even at the high recent ship- 
ping rate. 
+ * * 
Plumbing and heating com- 
ment — Crane Co.’s president, J. L. 
Holloway, said recently that, based on 
current conditions and prospects, de- 
mand for the industrial products of 
Crane Co. will likely be maintained 
during 1948, at or near levels of 1947, 
At the same time, the demand for new 
housing remains at a high point, and 
calls from that field should be very 
good, unless curtailed by the growing 
handicap of high costs of construction, 
or lack of adequate financing. Crane's 
sales last year reached a new high of 
$191,672,400, an increase of more than 
$49 million over the previous year. Mr. 
Holloway said important factors in the 
final results of 1948 will be the avail- 
ability of raw materials. He said that 
over-all supply of plumbing and heating 
materials has caught up with the de- 
mand to the point where china water 
closets and iron and steel pipe are today 
the only items urgently short. 
. « © 
Washers and ironers—F actory 
sales of standard-size household washers 
went to a new high in March, totaling 
598,298 units, an increase of 10.5 per 
cent over February, according to the 
American Washer & Ironer Manufac- 
turers’ Association, March sales also 
were 37 per cent higher than in March, 
1947. Sales of small washers, with a 
capacity of three pounds or less, 
amounted to 40,038 units, compared to 
32,312 in February and 47,000 in March, 
1947. Sales of ironers in March totaled 
53,686, as against 51,651 in the pre 
ceding month and 42,442 in March 4 
year ago. 
* *¢ ¢ 
Television ‘“‘the | brightest 
prospect” — While the days of shirt 
sleeve selling in the radio industry have 
now returned, Paul V, Galvin, presi 
dent, Motorola, Inc., recently said that 
the brightest prospect in the industry 
is the response to television. He reported 
that the industry is now turning out 
50,000 sets a month and that even that 
number is not meeting the demand. 
Meanwhile, the Radio Manufacturers 
Association reported that its member 
companies turned out 118,027 television 
receiver sets during the first three 
months of 1948—nearly three times the 
production rate for the first quarter of 
1947, and 66 per cent of last year's 
total output. Basic set production also 
stood at a high level, Output of com- 
bination F.M.-A.M. sets reached 437,829 
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GE7 SET FOR SUMMER 


Fopete. 


WITH THIS FAST SELLING BRIDDELL KIT 








Be sure to see our display at the 
National Houseware Association Show 
in Atlantic City... 

MAY 30 — JUNE 4... 

Booth Nos. 666 and 668 











Steak Knives @ Cleavers 


@ Butcher Knives 
Boning Knives @ Ice Picks @ Ice Chippers 
Oyster Knives @ Clam Knives @ Awls 
Scimiter Knives @ Corn Knives @ Machetes 


Oyster Tongs @ Clam Rakes 


MAY 6, 1948 


Here's a compact, 62-piece kit of Briddel ice 
tools. Nine With 





million families still refrigerate with ice. 
summer picnics and parties coming up. there’s a big ehance for 
greater sales and profits for you in ice fools. 


Here you get the right assortment of our most popular 


numbers, all in one compact, easily stored carton. Each carton 


contains the colorful, easeled counter card, shown here. The 


card takes up little counter space .. . does a real selling job. 


Ask your hardware jobber about Briddell No. 10 lee Tool Kit. 


It’s priced right to make an easy, quick 40% for you, 


<<OVER 14,000,000 WOMEN 
READ ABOUT BRIDDELL 


They prefer Briddell household 
cutlery because they see it in Good 
Housekeeping and Better Homes 
& Gardens. They like the mirror 
like, stain-resistant finish of 
Briddell products. They go for 
Briddell Carvel Hall steak knives, 


the handsome little knives that 


go with the finest silver. 





Stock, Sell, 
Complete Briddell Line 


Briddell household products are 
hand-finished, chrome-plated and 


Profit with the => 


hold their edge longer. They 
satisfy your customers. They 
bring you consistent sales and 
profits. Ask your hardware jobber 
to show you the complete Briddell 
line. Ask to see Briddell’s FREE 


riddel 


? INCORPORATED 
CRISFIELD, MARYLAND 


Brne Quality Cnlle "Y 
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Retail Price 


109°”° 


F.0.B. Norfolk. Va. 


18” Cutting Width 


Average Capacity; 
pesiee 1/2 to 2 Acres a day 
TERRITORIES 
AVAILABLE 
write to 
HALLERAN SALES Inc. 
51 Chambers Street 

New York. N. Y. 


@ ENGINE: Gascline powered GARY 
engine — 134” hore, 114” stroke, 1 
H.P. Of die-cast aluminum alloy for 
lighter weight. 


@ STARTABILITY: Quick and easy 
to start by rope starter, simple to 
operate. 


@ BEARINGS: Ball bearings for quiet 
operation. 


@ CUTTING UNIT: A 6’ diameter reel 
powers the wheels through spring 
clutches for smooth action. No ratchet 
noise. High chrome alloy steel blades 
hold a keen cutting edge. Hardwood 
roller operates quietly, 


@ KNIFE BAR: Lipped type chrome 


alloy steel, spring loaded. 


@ DRIVE: By means of V-belt and 
roller chain to jack shaft and clutch. 


@ CONTROLS: Automotive type, ex- 
tending through tubular handles, 
controlling clutch and speed. 


@ CUTTING HEIGHT: Low, %”, high, 
21," 


72° 


@ NET WEIGHT: Approx. 60 Ibs. 
Light enough for high maneuvera- 
bility and effortless operation; heavy 
enough to hold the ground and cut 
clean as a whistle. 


POWER LAWN MOWER| 











GARY STEE 


PRODUCTS CORPORATION 


Lawn Mower Division 


NORFOLK, VIRGINIA 








for the first quarter of 1948, or 214 
times the number made in the first 
quarter of 1947. All set production, in- 
cluding television, totaled 4,352,296 
during the first three months of this 
year, compared with 4,321,406 for the 
corresponding period of 1947. March 
sales of radio receiving tubes by R.M.A. 
companies totaled 18,208,842, an in- 
crease of more than one million over 
the units sold in February, but below 
the 19,048,950 tubes sold in March, 
1947. 


Atlas Tack Co. gains—lIn the 
first quarter of 1948, Atlas Tack Corp. 
sales increased 25 per cent over the like 
period of 1947, Although the average 
price per pound decreased 8 per cent 
from the price received in the first 
quarter of 1947, the tonnage shipped 
was about 25 per cent ahead of last 
year — r record volume for a first 
quarter. 

* * * 


Implements, tractors, appli- 
ances—Production, sales and employ- 
ment of International Harvester Co. 
during the first six months of its fiscal 
year reached the highest level in the 
history of the company. While sales 
and production went up, net income did 
not keep pace. Throughout the six 
months ended April 30, there was a 
steady upward creep of costs, especially 
for materials and services. Total sales 
for the half-year were 26 per cent 
greater than a year ago, and April 
brought the largest gross billings of 
goods of any month in the company’s 
history. Said president J. L. McCaffrey, 
although sales of Harvester products 
were large, they were still not able to 
meet customer requirements, For this 
reason, the company has given special 
attention to the production of service 
parts, in order to maintain the equip- 
ment already in the hands of customers. 
Harvester had to make moderate in- 
creases over the past five months in 
the price of some products, based on 
careful individual consideration, How- 
ever, the cofnpany’s fundamental policy 
of pricing products as low as possible 
remains unchanged, and in accordance 
with this, it has been able to reduce the 
prices of a few products and has done 
so. Harvester’s six-month farm tractor 
production was 73,303, compared with 
59,693 in the first half of 1947, an in- 
crease of 22.8 per cent. The increas 
in tractor production was largely due 
to the new small Farmall Cub tractor, 
not in production in the like period 
of 1947. The most rapid growth was 
in refrigeration production. Output of 
the refrigerator division for the six- 
month period this year, including 
freezers, refrigerators and milk coolers, 
was 45,467 units, compared with 7,552 
a year ago, an increase of 502 per cent. 
Farm income still is at high levels and 
the general national income is high. 
“So long as these two conditions con- 
tinue, it seems certain that there will 
be a large and effective demand for all 
the products we can produce, Qur 


ability to produce will be governed 
largely by two factors, the availability 
of materials and the state of labor 
relations,” said Mr. McCaffrey. 

* * ok 

Wholesale sales — Sales of 
service and limited-function wholesalers, 
of all types in March were estimated at 
$5,608,000,000, the Office of Business 
Economics, U. S. Department of Com- 
merce announced recently. After adjust- 
ment for seasonal variation, sales in- 
creased five per cent over February. 
Comparable increases amounted to five 
per cent for nondurable goods and to 
six per cent for durable goods. Durable 
goods sales by wholesalers in March 
were $2,035 million. At the end of 
March, inventories of service and 
limited-function wholesalers, of all 
types, were $5,823,000, an increase of 
$259,000,000, over February. After ad- 
justment for seasonal variations, March 
stocks were almost 4 per cent above 
the previous month. 

* ~ * 

Farmers receive (and pay) 
more—Prices received by farmers rose 
nearly three per cent in the month 
ended April 15, says the Bureau of 
Agricultural Economics. During the 
same period the index of prices paid by 
farmers, including interest and taxes, 
advanced nearly one per cent. The most 
pronounced increases in prices received 
by farmers during the month occurred 
in the prices of cotton, soybeans, beef 
cattle and lambs, while all grains ex- 
cept barley made gains. Decreases 
occurred in the prices of hogs, and 
oranges, other fruit, hay, milk and flax- 
seed. These changes for the month re- 
sulted in the index of prices received by 
farmers rising to 15 points above a year 
earlier. At this level, the index was 
only 5 per cent lower than the record 
high of Jan., 1948 On the “paid out” 
side, the increase was much smaller 
than for prices received. Higher prices 
were paid for feed, food, building mate- 
rials, furniture and fertilizers, and 
lower prices for clothing and_ seeds. 
Prices of farm machinery, trucks and 
autos were unchanged, The “paid out” 
index is now within less than one per 
cent of the record high of Jan., 1948. 

* * ” 

Foundrymen planning de 
fenses—Gray iron Founders now are 
mobilizing the industry’s merchandising 
brains for a 10-year, $2 million drive, 
to do battle with lighter materials and 
newer methods of forming metal, Alu- 
minum and magnesium already have 
cut into their markets. Sheet metal 
stampers, also, who form steel in heavy 
presses the way automobile bodies are 
shaped, have a big foot in gray iron’s 
door. Electric welders, too, are com: 
peting — with their ability to fashion 
steel sheet and plate into machinery 
bases and frames. These frontal attacks 
on gray iron’s stronghold in metal- 
working industries has aroused the 
foundrymen to a counter-offensive. The 
20-year-old Gray Iron Founders’ Society, 
Inc., whose 600 members represent bet- 
ter than 75 per cent of the total output, 
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is spearheading the drive. A long-term 
advertising campaign, the industry's 
first sustained, co-operative effort of 
this kind, will be launched in trade 
journals this month. Work is about to 
start on a two-year job of compiling a 
gray iron castings handbook, bringing 
together for the first time statistical, 
technical and metallurgical data on the 
industry. Member companies will be 
instructed on how to conduct “open 
houses,” using colored slide films and 
eye-catching gray iron exhibits for in- 
dustries and consumers, The immediate 
need for such a thorough sales promo- 
tion drive is not too pressing. Right 
now gray iron men are selling all the 
castings they can make from their lim- 
ited supply of pig iron, scrap and coke. 
The critical shortage of these three 
basic raw materials since the war has 
kept order backlogs heavy, held the in- 
dustry’s production substantially below 
capacity, and invited more readily avail- 
able metals, like aluminum and mag- 
nesium, to edge into gray iron’s markets. 
Last year, gray iron founders produced 
more than 12.5 million tons of castings 
—a tonnage about double pre-war aver- 
ages. Despite the current demand for 
gray iron castings, signs are pointing 
to a 1948 production 5 per cent to 10 
per cent short of last year’s record 
tonnage. 
* * * 

Quarterly sales betterment— 
Chain store and mail-order dollar sales 
for the first quarter of 1948 were 14 
per cent above sales for the like 1947 
period. The Commerce Department 
reported these sales for the first quarter 
totaled $6,197 million. The increase 
reflected earlier Easter purchasing this 
year, as well as the generally higher 
price level, according to the Depart- 
ment. Furniture, general merchandise, 
apparel, hardware and automotive parts 
and accessories stores showed declines 
from 2 per cent to 12 per cent, con- 
trary to the overall trend, 


* * * 


Some April figures—Ups and 
downs both appear in the sales reports 
of leading chain-store groups for April. 
F. W. Woolworth Co. with an April 
total of $43,317,435, was 4144 per cent 
under its April, 1947, week, but its 
years sales to date were up 7.7 per 
cent. S. S. Kresge Co. lost 5.1 per cent 
in April, but gained 7.8 per cent in 
the four months, compared with a year 
ago. J, C. Penney Co. increased 5.2 per 
cent in April, — 9.8 per cent in the 
year to date. Gamble-Skogmo, Inc, was 
up respectively 7.7 and 2.9 per cent. 
Butler Brothers reported a gain of 14.1 
per cent for April, and of 15.8 per cent 
for the four months, over the 1947 
comparisons, 

* * * 

Another transportation prob- 
lem—On the basis of current statistics, 
gasoline supplies this summer will be 
three per cent to four per cent short of 
demand on a nation-wide basis—prob- 
ably more in the mid-west and the east. 
The United States demand for gasoline 
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Increase Store Traffic 
with 


io, Ome 


GARDENS 





@ Double Markup 


Shipped direct 
from Texas 


¢ Require almost a 1 
© Avg. Ht. 3" | —_ 


Special 91-pc. Assortment E-4 only $19.75 








6 Cats 6 Mexican Pigs 8 Gardens with 7 Strawberry Jars 
6 Donkeys 10 Fruit & Vegetables Figure 12 Gardens 
6 Logs Subjects 6 Mesa Indian Bowls (6 ea, of 2 kinds) 
6 Horses (2 ea. of 5 items) 6 Miniature Gardens 6 Pineapples 
THESE FREE! | ; Rush Cactus Assts. E-6 at $19.75. 
Special $19.75 price | ; Name 
is for regular 85-pc. Address 
assortment. Order : : 
promptly and get 6 ' City State 
Mesa Indian Bowls at ' Remittance C.0.D Open Acct. 
Enclosed 25% Enc. Refs. Enc 





no extra cost. 


GEORGE KOCH SONS ., lnc. 


EVANSVILLE. INDIANA 


GEORGE KOCH SONS, Inc. «+ Evansville, Ind. 

















CRUMP 


MASTER-MADE 


HORSE COLLARS 


AND 


FARM HARNESS 


SHOWN HERE: 
No. 553 RUSSET COLLAR 


Made of full grain selected leather, with 
extended lug, straw stuffed and patent fas- 
teners. 17!/." draft with 5!/." rim. No. 
533'/2 same in Half Sweeney. 


No. 3303 SLIP HARNESS 


Medium heavy plain; 5" saddle with 
1¥_" bearer, 2/4" breeching, 1/g" shaft 
tugs and hip straps. 








WRITE FOR DETAILS OF COMPLETE LINE 


FARM HARNESS @ HORSE COLLARS @ ENGLISH & WESTERN SADDLERY 








s. t. CRUMP COMPANY, unc. WE SELL 
WRITE: MAIN OFFICE & FACTORIES, 
RICHMOND, VA. OnLy Teneuen 
N. Y. OFFICE: 76 READE ST. RELIABLE 


CHICAGO OFFICE: 666 LAKE SHORE DRIVE 
Manufacturers and Importers Since 1875 
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Animal Shampoo 


(Highly Concentrated) 
Wet animal’s hair. Apply 
shampoo. Wash thoroughly in 
circular motion with brush, 
cloth or sponge. Rinse and dry. 
A superior and economical 
shampoo. A non - irritating 
cleaner for hair and skin. 





SHEPS ANIMAL 
Hair Dressing 
Made Especially for 

SHOWTIME 


Racing, Salen, 4-H Clubs, Cir- 
C) 

















cus, es — wherever horses, 
colts, cattle, calves, dogs, and HAIR 
vets are featured. E 
Makes all animals hair slick 

and glossy. yt 
Economical — Only a= small 


amount required. 











Liquid Seddle Soop 
A Leether Cleaner 





’ 0 
Highly concentrated. For saddles, 
shoes, boots, leather jackets, golf 
bags, riding and harness squip- 
~auau el ment—all fine leather. Cleans— 


Softens—Preserves. 


A Superior Soap for the Shine Trade 
Sold by jobbers everywhere 
Manufactured by 


Neatslene Co., Omaha 8, Nebr. 


ROY W. SHEPAKD, “snEr 


LAE 4 


LANTERNS @& 


GIVE THOSE EXTRA 
HOURS for SPRING 
GARDENING— 














(DIETZ 
LANTERNS 


——— 








IT 1S YOUR PATRIOTIC 
DUTY TO ENCOURAGE 
"FREEDOM" GARDENS... 


R.E. DIETZ COMPANY - 
“194 
NEW YORK 


GUTPUT DISTRIBUTED THROUGH THE JOGBING TRADE EXCLUSIVELY 


1840 
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so far this year is running about 9 per 
cent above the like period of 1947. Top 
men in the industry forecast “at least 
spot shortages” if demand for any one 
oil product is raised by more than five 
per cent this year over 1947. So it now 
appears the mid-summer situation will 
be even worse than “spot shortages.” 
A subcommittee of the American Petro- 
leum Institute says production of gaso- 
line, fuel oil and kerosene will be larger 
this year, but any excess production 
must be used to build up stocks of the 
refined products in short supply. De- 
mand for gasoline has been steadily 
climbing. The nation is now entering 
its largest gasoline consuming season. 
Good weather brings out the auto drivers 
in greater numbers and there are more 
cars than ever on the roads; it starts 
up the tractors on farms and lures motor- 
boating enthusiasts to their hobby. 
While the demand for gasoline rises, 
the latest stock reports from the Ameri- 
can Petroleum Institute do not show 
any healthy margin of additional gaso- 
line this year over last. In fact, in some 
areas those, most likely to face short- 
ages because they are farther from the 
primary source of oil, stocks of gaso- 
line are even below a year ago. 


* - * 


Oil pinch to continue—The 
Economics Advisory Committee, meet- 
ing this month in Chicago for a survey 
of the oil supply, says the probabilities 
of the nation’s petroleum supply pinch 
will last amother year. It said “produc- 
tion .. . will need to increase through- 
out the year, and to average 200,000 
barrels above current levels during the 
first quarter of 1949.” 

“The principal supply problems will 
occur in the midwest and east coast 
areas.” 

“In the region east of the Rocky 
Mountains, the industry will be hard 
pressed to provide sufficient crude to 
meet refinery requirements and to build 
up needed inventories.” 

“Transportation will continue to be a 
problem for some time, but the com- 
pletion of some of the projected pipe- 
lines into the midwest should improve 
this situation considerably.” 

“A record domestic supply, and an 
excess of imports over exports for the 
first time in a quarter-century, will be 
required to satisfy the 6,000,000 barrel 
daily domestic demands during the next 
12 months, if spot shortages are gener- 
ally to be avoided.” 

* * * 

Loadings higher in May 1 
week—Coal loadings on the nation’s 
railroads in the May 1 week amounted 
to 204,191 cars, the largest in any week 
since late 1946. Total freight loadings 
for the week rose to 891,638 cars — 
29,329 above the previous week and 
9,064 greater than a year ago. 

+ * * 

March figures all higher — 
Manufacturers’ sales rose to $18.2 bil- 
lion in March, $2.2 billion above the 
February total, Commerce Department 
estimates show, The department said the 


increase was largely due to the longer 
March work-monih, Month-end book 
value of manufacturers inventories, at 
28.9 billion, showed only a fractional 
rise over those at the close of February, 
valued at $28.8 billion. March sales of 
retail stores were 13 per cent above the 
like month in 1947. The dollar volume 
reached was $10,475 million, 17 per 
cent above February. Durable goods 
sales were $2,575 million, up $453 mil- 
lion over March, 1947. Non-durable 
goods sales totaled $7,900 million, $739 
million above March last year. March 
sales of independent wholesalers rose 
5 per cent over February, the Com. 
merce Department announced. Their 
March dollar sales totaled $5,608 mil. 
lion, compared with $5,014 million in 
February and $4,996 million in March, 
1947, Durable goods sales rose from 
$1,907 million in February to $2,021 
million in March; non-durables _ in- 
creased from $3,607 million to $3,770 
million, Wholesaler’s inventories also 
showed an increase, At the end of March 
they were valued at $5,823 million, a 
rise of $259 million over the close of 
February. i 2 « 


Department stores report — 
The Federal Reserve Board reports that 
dollar sales of the nation’s department 
stores were up 11 per cent in the week 
ending April 24, over the corresponding 
week of 1947. All reporting districts 
shared in the sales gain. For 1948 to 
date, the average rise, over the 1947 
comparison, was six per cent. 

* . ot 

The wheat outlook — Winter 
wheat production this year will amount 
to 845 million bushels, the Agriculture 
Department predicted on the basis of 
May 1 conditions, This is 15 million 
bushels below the forecast a month ago. 
The Department said the winter wheat 
outlook deteriorated somewhat in the 
Great Plains during April, but the crop 
is in “good to excellent” condition in 
most other areas. While no forecast was 
given for spring wheat, the Department 
has said at least a 272 million bushel 
yield appears likely. Thus the combined 
winter and spring wheat crop in 1948 
would total about 1,117 million bushels, 
and would compare, quite unfavorably 
with last year’s record yield of 1,364 
million bushels, 

* * * 

Employment up again—Civ- 
ilian employment rose by one million 
persons in April, to a total of 58,320, 
000, the Census Bureau reported. The 
gain was ascribed to seasonal factors— 
spring planting on farms, and more 
outdoor work opportunities. The num- 
ber of agricultural workers rose to 7.9 
million—600,000 over March. Other 
types of work used 400,000 more peo 
ple; non-farm employment rose 1 
50.8 million, Including the armed 
forces, the number of persons employed 
in April was 59,566,000, thus the 
nation’s over-all work forces climbed 
back toward the 60 million level, which 
is expected to be surpassed again this 
summer. 
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GOULDS Jet-0-Matic 


Same unit for Shallow or 
Deep Wells. Wide range of 
capacities and pressures. A 
complete, packaged unit. 


Also feature GOULDS “Cid” and 
“Pyramid” pumps—leaders in the 
reciprocating type field for more 
than a generation. 








SHORT ON STEEL PIPE? 
Write us for details on the appli- 
cation of copper pipe for water 
system installations. 
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WE TELL 'EM-- 


IN NATIONAL ADVERTISING 


We Feature GOULDS Balanced-Flow Jet 


Tankless, with self-adjusting capacity. For Shallow 
Wells. Supplies any volume, with no fluctuation. 
Capacities up to 540 gallons per hour. 





With the Goulds line, you are truly able to offer a dependable water 
system “for every farm and home need.” And in our consumer ad- 
vertising, we're urging your customers to buy the Goulds Water 
System that’s best fitted to their requirements. 

We urge you, too, to take full advantage of Goulds complete line. 
Sell the Goulds that’s designed to fit your customer’s particular need 
... to furnish him dependable, trouble-free water service .. . the sys- 
tem best fitted to his requirements. ‘ 

And the completeness of the Goulds line permits you to adjust your 
recommendations to suit your customer’s pocketbook. What other 
line of water systems gives you such flexibility ? 

Write us for the name of your nearest Goulds distributor. 


GOULDS PUMPS INC. SENECA FALLS, N.Y. 





WATER SYSTEMS 


—S 


FOR EVERY FARM AND HOME NEED 


1848-1948 - 100 
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fireplace furnishings 


Outstanding promotional numbers . . . Many new items 
with that sales appeal that makes them walk away from 
competition — at reduced prices that say: ‘Let's gol” 


All that adds up to a must - - 
SHOP ROYAL BEFORE YOU BUY! 


SPACE 707-709 . . . NATIONAL HOUSEWARES AND MAJOR 
APPLIANCE MANUFACTURERS EXHIBIT .. . 
ATLANTIC CITY AUDITORIUM 
ATLANTIC CITY, N. J... . MAY 30 - JUNE 4, 1948 


CHATTANOOGA IMPLEMENT & 
MANUFACTURING COMPANY 


CHATTANOOGA, TENNESSEE 


ROYAL IS RIGHT WITH GAS SPACE HEATERS, TOO! SEE THIS 
NATIONALLY FAMOUS LINE THAT YOUR CUSTOMERS WANT 














AVAILABLE IN COLORS! 


















Rival has done it again! The world’s largest manufac- 
turers of juicers bring you the Tilt-Top Juice-O-Mat—a 
new model of the most popular of all juicers. And this 
one is a ‘‘miracle-in-action’’ that helps you work miracles 
in sales. Yes, this new Tilt-Top Juice-O-Mat gives you 
features to sell that your customers have been waiting 
to buy. Once they see its amazing new action, 
you'll ring up sale after sale: this means Bigger 
™ Profits . . . faster turnover! 
> It’s a beauty, too. Streamlined. Just 
We. what you've been looking for to build 
264 greater store traffic. So don’t 
wait! Add the new Tilt-Top 
» Juice-O-Mat to your Rival 
line-up of sales and profit- 


makers NOW. 
=) 
FOUND ONLY IN THE 
TUGRVOP pucomee’ 


nite pase Rw | 5 hi! * TILTING EAB! x SINGLE ACTION! * CLEAR FRESH JWICE! 











A yrcher: ots. 

Hind wee par Gives clear view of fruit Ahalfturnofhandietiits Patented KonvaKone 
mare juieind F A ST in position—no fumbling. the top and permits juic- strainer—fluted edges an- 
min 3 ing with 84% less effort chor fruit. You get all the 

rail $ The Tilt-Top Juice-O-Mat "even the pressure of juice without bitter rind oil 

erie’ me | Jame lr / Ree eee oe tear by one finger does it! » =. NO pulp, no ! 
pre y-chre (4 +4 ie 


aiso 1 O95 \ER +r er * OTHER FAMOUS 
$9.79 9) SAVES TIME! ALL ENCLOSED! 
: prec! || tegamstiae: tars eect JUICE-0-MATS 
iovmes ond deans TLT-TOP Juice-OMet. ones 




















Rival MANUFACTURING COMPANY, Kansas City, Missouri 
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H. J. Allison's Address 
(Continued from page 124) 


us to have to take over controls 
and management, which, as I say, 
we were quite unprepared for, 
The value of that report of what 
the folks in our line of business 
were doing all over the country 
was of incalculable benefit to us, 

The mill supply and the whole. 
sale hardware business are very 
closely akin in general methods, 
They are parallel in so many re- 
spects. We have a lot in common, 
and there is a lot we can learn 
about improving our efforts along 
that line. 

This matter of controls, so far 
as the associations are concerned, 
in addition to being exceedingly 
valuable, is not a one-man or 
one-year proposition. The value 
of it comes from continuously 
working to try to improve the 
methods of classification and the 
accumulation of figures. 

Mr. President, as I say, I just 
wanted to make a guinea pig out 
of myself, telling you of some of 
the things we are doing. I feel that 
if we could get a healthy discus- 
sion going here — well, I know 
I would learn a lot, and maybe 
we can talk about the things we 
are most interested in. . 

I would like to finish my 
formal remarks with that and ask 
you to see if you can get these 
fellows to exchange ideas, 


Questions and Answers 


Question: Mr. Allison, will you 
tell me how many employees you 
have in your business? 

Mr. ALLIson: At the present 
time, between 175 and 200. 

Question: How quickly do you 
get your figures in, where you can 
have day-to-day controls; say, 
your inventory? 

Mr. ALuison: It began to dawn 
on us, two or three years ago, 
that these figures that we had 
could be more or less added up 
on the cuff, if you please. 

To bigin with, we decided that 
so far as these current, daily, up- 
to-date controls are concerned, 
we didn’t have to actually have 
dollars and cents. In other words, 
thousands-of-dollars are small 
enough units for you to know 
what your inventory and accounts 
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ARE YOU 
GETTING 
YOUR SHARE 


OF 
KAY-TITE 
SALES TO FARMERS 


Ask the next 100 farmers who come into your store if they have a water seepage 
problem... 





You will find that many of them have silos, hog pens, potato cellars, dams, cellar 
walls, dairy barn walls, graineries, or some other masonry wall that leaks 
water... 


They may wonder why you asked the question... 


If they ask you why . . . you are on your way to make a nice profit . . . because 
you can tell them how to solve their problem. . . 


That is . . . if you know how well their problem can be solved with Kay-Tite Primer 


and Kay-Tite ... 


lf the farmer's wife is interested ... there is a choice of white or 8 different colors 


of Kay-Tite ... 


For more than 20 years hardware dealers in rural districts have been answering 
the farmers $64.00 question with Kay-Tite and making $64.00 themselves . . . 


Ask Your Nearest Distributor 
or write us — if you do not 
stock Kay-Tite 


KAY-TITE 
| pamela COMPANY 


ah roll 
"Ray by 41) Years of Satistal™ Per WEST ORANGE, N. a. 
<< io po E7 fea 
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receivable are. So we have worked 
out a sheet of paper. It is exactly 
the size of a letterhead. It has 12 
or 14 columns on it, and what we 
put on that sheet are, first, of 
course, the date; basically, in our 
business, we are on a five-day 
week, so we only put down our 
billing days on the sheet. We 
leave a space to segregate the 
weeks, just so as to highlight that 
division of working days. 

Each day for the new month is 
put down and every day our 
cumulative sales up there that day 
are listed in thousands-of-dollars, 
only. If it is less than $500, the 
few hundred dollars are forgot- 
ten; if it is over $500, it goes to 
the next thousand. That is the 
first sheet. 

We use an estimated margin to 
reduce those sales to cost. We 
have found that, as a matter of 
fact, when we used to figure our 
profits on every order, I have 
often said and have had other 
hardware men to confirm it, that 
when you got to the end of the 
year you knew more accurately 
than you could figure it, what 











pene oe) 


Oxsc0% 671 


n 
c 
ghly 
r 
ts 
e 
fade fe of the pP Hous june 
the life sail? of ot? 30 ghee Jv 
- = oxco’s ine sjantic © 
oe 
Boot 














your margins have been. We use 
an average margin to reduce those 
sales to cost. 


Up to Date 


We have the sales to date and 
the cost of those sales to date. We 
knew what our accounts receiv- 
able were on the first day of the 
month. Until our books had been 
balanced, we used the last day 
of the preceding month. What- 
ever the number of thousands, that 
goes at the top; if it is a million 
dollars, a million goes at the top 
of that column, and each day 
during the week we take that be- 
ginning accounts receivable and 
add our sales to date. Our book- 
keepers report to us our collec- 
tions-to-date, and we have our 
purchases-to-date, on a cumulative 
basis. So we get our sales-to-date, 
our collections-to-date, our pur- 
chases-to-date and our disburse- 
ments-to-date. That just becomes 
routine. The bookkeepers have that 
information; it is just a question 
of reporting it to somebody. 

Those figures go down in their 





proper columns in this control 
sheet. We have sales-to-date and 
collections-to-date, and we can 
keep up with our accounts receiv- 
able-to-date, and we immediately 
convert that to the number of days 
of business, so we know every day 
how many days’ business we have 
got on the books. 

We move over, then, to our in- 
ventories. We have got our sales- 
to-date at cost. We have got our 
purchases-to-date, and we use an 
average percentage of freight— 
we have found our average freight 
bill—so we have got cost of sales- 
to-date and our purchases-to-date. 
That gives us our inventory every 
day of the month, and convert that 
into a turnover immediately, so 
we know every month what our 
percentage of turnover has been 
and on a comparative basis, month 
after month. That becomes an ex- 
ceedingly valuable thing to us, 
and we convert it into the number 
of days’ inventory. 

I am not lying to you when I 
tell you we do not spend over five 
minutes a day converting sales, 
etc., into these various figures, and 


SELLS THE LADIES . « « 


To a man perhaps, a brush is a brush; so long as it does its job 


satisfactorily, what difference does it make how it looks. But, to a 
woman, color creates excitement; it gives her one more way to 
express her personality in her own home. That's why Oxco designed 
a special display rack and planned the special deal below to put 


s 
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its new Wynene brushes in glorious color out where women shoppers 
can see them. To women, their color is irresistible. 


oxco’s RAINBOW DEAL: 


Brushes for everyday household and kitchen needs — all in differ- 
ent, glorious, permanent Wynene colors; 14 dozen items—12 
different styles of brushes, all packed in one shipping con- 
tainer with attractive, pearl gray enamel sales displayer free. 
Complete Rainbow Deal — 20c to $1.00 items —to retail at 
about $74.00 (slightly more on the West Coast) — special 
sales displayer — FREE! 

Your jobber knows all about Oxco’s new 
Rainbow Deal—can get yours to you—quick! 


~=O 


OX FIBRE BRUSH COMPANY, INC. 
FREDERICK <eleblished /SS4F 


MARYLAND 
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’ These four different R/M wicks will give your 
customers long, trouble-free service. They're 
made of highest quality materials by one of 
America’s best-known manufacturers of asbestos 
products. They're the kind of product your cus- 
tomers will remember and come back for. Ask 
your jobber for R/M .. . the pick of the wicks. 


woven glass 





The acme of perfection in stove kindlers, assuring long 
life and maximum stove performance. The only glass 
wicking woven with a wire core in every strand to 
protect the burning edge. Packaged 6 ft. and 100 ft. 
to the box in widths of 7%”, 1”, 14” and 13@”. 


R/M’s standard quality woven asbestos kindler. A sturdy 
long-lived wicking with wire core in both warp and 
filling yarn. Packaged 6 ft. and- 100 ft. to box in widths 
of %”, 1”, 14” and 138”. 


kindlerite 














RAYBESTOS-MANHATTAN, INC. 


ASBESTOS TEXTILE AND PACKING DIVISION 


MANHEIM, PA. 


We also manufacture a complete line of Mechanical Pack- 
ings, Friction Materials, and Industrial Rubber Products. 
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quik-flame 





The most efficient kindler ever developed for range 
burners. Patented open-mesh construction provides best 
possible results with distillate oils. The extra heavy wire 
core yarn keeps the kindler upright in the burner 
channel. Glass yarn at burning edge facilitates the 
removal of carbon deposits. Packaged 6 ft. to box, 
%” and 1%” wide. 





The patented Tri-Ply construction rivals woven asbestos 
wickings in stove performance. It's the only asbestos- 
paper wicking furnished in standard 100 ft. rolls. Also 
packaged 6 ft. per box. In 7g”, 1”, 14” and 138” widths. 


tri-ply 

















ONLY 
American NON-SAG 
Grilles 
Lift saccine, BINDING SCREEN DOORS! 


WHOLESALERS — RETAILERS 
TERRITORIES OPEN 
New Profits! 








IMPORTANT: THIS ADJUSTABLE NON-SAG 
FEATURE IS AN EXCLUSIVE PATENT OF 
AMERICAN GRILLES. NO OTHER SCREEN 
DOOR GRILLE IN THE UNITED STATES OF- 
FERS THIS ADVANTAGE. 





TWO ADDITIONAL MODELS ALSO SUPPLIED. 
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Manufactured for 16 years, 


ACT TODAY: 


” ‘ PLLA EPO 
Wire or write for folder and prices. Please state territory you serve. 


Guile AND Screen Works 


Dept. A 


American 
2434 S. Harwood 





Dallas, Texas 






















COMPARE 


DURATITE WITH ANY OTHER 
WOOD BASE PLASTIC FILLER 


See why it’s better! 












ONLY DURATITE 
has all these | 
ADVANT AGES! 

@ Shrinkage 30 sign om 
1 Application needed: 

@ tasy to _ 

r) 
v4 ak sands 

@ fine en 

a therproot 
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When you see how much faster and easier 
Duratite is to work — fills holes in wood, metal 
or plastic in just one application, dries with only 
1% shrinkage, stays in, can be cut, sawed or 
sanded to a smooth surface — you'll stock and 
recommend it. Complete line of sizes, Try it 

at our expense. Nationally Advertised! 


WEBB PRODUCTS COMPANY 


238 South G Street ¢ San Bernardino, California 
Dept. H, Norcross, Georgia 
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we wouldn’t be without them. 

Question: What are your ap. 
proximate working 
week ? 


hours per 


Mr. ALLison: In our ware- 
house, we work 44 hours, and in 
our office we work 40 hours, and 
in the industrial we work 48. 

Question: Do you work the 
staggering system? 

Mr. A .uison: No, sir. Our 
warehouse works a little longer 
hours than our office, but every- 
body comes and goes at the same 
time. We stagger our lunch pe- 
riods, of course. 

Question: The fiscal year ends 
when? 

Mr. ALLison: May 31. 

Question: Most fiscal years end 
Dec. 31. I was interested in what 
your inventory was as of May 3] 
and what percentage of increase 
you got in your inventory in the 
three months following the end of 
your fiscal year. [ am much in- 
terested in inventory at this time, 
and I find my inventory as of 
Jan. 1 has increased materially 
during the months of January, 
February and March. I am just 
wondering what the trend of other 

people was in inventory during 
those three months? 

Mr. Atuison: I don’t mind tell- 
ing you; that was through March 
at. 

Question: My figures increased 
during 
March. 

Mr. Atuison: The latest figures 
I have, and I just copied that off 
our control sheets the other day, 
happened to be up to April 15, 
and our increase in inventory on 


January, February and 


April 15, by comparison with Jan. 
15, shows an increase of 33 per 
cent. What are you fellows wor- 
rying about? 

Question: One thing worries us, 
because we pay our managers an 
overriding commission on annual 
sales, and that is what to do in 
regard to charging branches with 
building expenses and executive 
expenses and the expenses of ex- 
ecutives and sales engineers and 
taxes, and things of that nature. 
We have one manager that raised 
those questions pretty extensively 
with us, and it affects the income 
of the branch managers. 

Mr. ALLISON: In our particular 
case, we keep the records on them. 


HARDWARE AGE 








TI e Wi; 
pbinatio 
by cary 
ists; in 
tool for 
Mater 
old or 
promy 
When 
convil 
report 
WIR 
full d 
bette 
statir 
shipr 








MAY 6 








put them. 
re your ap. 
hours per 


our ware- 
10urs, and in 
0 hours, and 
work 48. 

1 work the 


>», sir. Our 
little longer 
e, but every- 
s at the same 
ur lunch pe- 


‘al year ends 


y 31. 

cal years end 
ested in what 
as of May 31 
> of increase 
entory in the 
ng the end of 
am much in- 
at this time, 
entory as of 
-d materially 
of January, 
h. I am just 
rend of other 
ntory during 


yn’t mind tell. 
rough March 


‘res increased 


ebruary and 


latest figures 
ypied that off 
ne other day, 
to April 15, 
inventory on 
son with Jan. 
se of 33 per 


fellows wor- 


1g WOTTies US, 
managers an 
yn on annual 
hat to do in 
yranches with 
ind executive 
penses of ex: 
ngineers and 
that nature. 
er that raised 
y extensively 
ts the income 
ers. 

ur particular 
ords on them. 


WARE AGE 





DELIVERY Now 


ON THIS STURDY, PRECISION-BUILT 


SAW eee from a plant 


with 29 years experience! 








<% 

PF ai. Dealers, the Wright 10-inch bench saw is a quality saw: backed 
‘3 by a firm with 29 years’ experience in tool designing and pro- 
duction You are offered a really good margin of profit, too! 

A FEW OF ITS FEATURES ARE 
* Tilting arbor 45° 
* 10-inch blade, 3'4-inch cut 
* Large table—30x24 inches 
* %-inch spindle, two ball 
bearings 4 inches on center 
* Improved miter gauge 
and rip fence 
* Continuous-contact type 
trunnions, front and rear 
* Double “V” belt drive 


The Wright Model No. 10 saw is the com- 
bination of all important features demanded 
by carpenters, cabinet-makers, and hobby- 
ists; in fact all who need a rugged, precise 
tool for heavy production or occasional use 


Material supply sources of our 29-year- 
old organization are firm. We can make 
prompt delivery of this improved saw.. 
When you see the Wright saw, you'll be 
convinced, and when your customers 
report back, you'll be tickled pink! 


WIRE OR WRITE TODAY for 
full details and literature on this ase , 
better tool to make better profits, % Seon winget any G8 gente 


stating whether you wish saws WRIGHT ENGINEERING & SUPPLY CO. 


shipped with or without motors. 302 south Bannock Established 1918 Denver 10, Colorado 


* Customer eye-appeal 


* Tough aluminum alloy castings 


ousands will be asking 


NIVERSAL S, 


Nationally advertised to millions of consumers, these 
UNIVERSAL sprayers, spearheaded by the “MOBL- ° 


SPRA", greatest advance in compressed air sprayers, 



















are going to be asked for in Retail stores throughout 
the nation. If you want a better than average share 
of the available sprayer business get set at once 
with UNIVERSALS! It's by long odds the best line 
to handle. If your hardware jobber can't supply 


you, write to us direct. 


MOBL-SPRA — a 3!/2-gallon compressed 


air sprayer mounted on a lightweight truck. 


May be towed or pulled with one hand while 





spraying with the other. Eliminates the tiring 


job of carrying. 


UNIVERSAL METAL PRODUCTS COMPANY 
SARANAC MICHIGAN 
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No. O © EMBURY 


AIR PILOT 
LANTERN 


Order through Your Jobber 
EMBURY MFG. CO., WARSAW, N. Y. 








ONE-BORE 
LATCH 


ACTION 


Push the handle if the door swings 
away from you; pull it if the door 
swings toward you. That's the simple 
principle of the Ideal Lateh for screen 
and storm doors as well as many for 
other applications. New ‘48 model in- 
cludes latching action in the strike... 


silent operating .. . easier latching 


stronger handle. Trouble-free abso- 
jlutely guaranteed against breakage re- 
gardless of cause. Requires no mortis- 


ing—just bore one hole and_ insert 


screws. Available with or without lock- 
ing lever. Handles furnished in cast, 
brass, bronze, and aluminum. Also 
latch with stamped steel handle manu- 
factured as previously. Ask your job- 


ber, or write for literature. 


Tock 


BRASS WORKS. INC. 


Display Models 
For Dealers 









ST. PAUL 1, MINNESOTA 








PUSH or PULL 


LL TE Te 
250 EAST FIFTH STREET 












We have perpetual inventory con- 
trol on items in those branches, 
though we do not have that 
throughout our business generally, 
and we have a dollar-and-cents 
control on inventories that are in 
the branches, and, of course, we 
keep up with the volume of sales 
and we keep up with the expenses 
that these branches incur; but 
they are not treated as branches in 
the usual sense of the word. 

Question: You do not draw up 
balance sheets? 

Mr. ALtison: No. 

Question: We know pretty well 
at the end of each day just about 
how we stand, and we draw up 
the monthly balance sheet for the 
business as a whole and separate 
balance sheets for the branches. 

Now, what we want to know is 
what to do about making these 
branches stand on their own hind 
legs to the extent of bearing their 
share of taxes and these other ex- 
penses that I have just mentioned? 

Mr. Auuison: I believe we have 
done a fairly good job of break- 
ing down our expenses by our 
four major divisions and allocat- 
ing the expense, and the results 
that we get seem to make sense, 
because they compare with the ex- 
perience of firms who are only in 
those classes of business, and I 
believe that can be done with 
branches. It has to be a hard- 
headed, realistic thing, but these 
branches have to be assigned with 
their pro rata share of expenses. 

Question: How many _ depart- 
ments do you have in your busi- 
ness ? 

Mr. ALLison: Twenty-two, I 
think it is, but they are divided 
into four major divisions: Hard- 
ware, home furnishings, major 
appliances and industrial. 

PRESIDENT KENNY: I would like 


to make a suggestion. We started 
a year ago January. We made a 
record by departments of the total 
commitments outstanding and 
when we placed a purchase order 
we calculated the amount of that 
and added the amount of that. 
When we see the invoices. we de- 
duct it, so it gives us an inventory 
of our commitments outstanding. 
more or less. 


When you prepare your budg- 
et, as you mentioned before, you 
have certain unusual expenses. Do 
you prorate those? 

Mr. AuLison: No, it goes in as 
a cumulative figure, and, of 
course, with this big overhead- 
expense chart and preceding years 
to refer back to, if a certain ex- 
pense item appears to get out of 
line you probably knew before 
you saw that figure that it would 
happen. If you pay your fire in- 
surance once a year, for instance. 
that shows up as a blank until 
January and then it goes in for 
January. Well, it is no difficulty 
with us to realize that that is an 
item that is a one-year proposi- 
tion, and you know approximately 
what your volume is going to be 
and you calculate where it is out 
of line. 

PRESIDENT KENNY: That goes 
into one month? 

Mr. ALuison: Yes. We _ have 
had too much experience in pro- 
rating; it just doesn’t seem to 
work. There is one thing we do. 
We have our year-end change- 
over; that is our depreciation, our 
property taxes and life insurance. 
For those we have adopted a uni- 
form entry that we put at the 
bottom of our sheet every month. 
It is put on the control sheet so 
at the end of the year we have 
those items listed. 


Cement Ruling Spurs Attack 
On Steel Basing Point System 


(Continued from page 180) 


officials are seriously worried 
over the implications of the 
cement industry decision over- 
shadows the concern which cus- 
tomers will show when the possi- 
bilities have been fully explored. 
Some well-informed observers be- 
lieve that the cement industry 
case is too similar to the steel 


case to leave much room for 
hopes of a _ different outcome. 
They think that similar action 
against the steel producers will 
also be a decision against their 
customers. 

“It follows that to some extent 
the big consuming points will 
be the big producing points of 
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Fitted with one plumb, one Level, and one 
45 degree. 

Casting of lifetime durable polished aluminum 

with nickeloid top plate for fullest protection. 

Accuracy guaranteed. 


Size: 9 long x 11/4" x 34" 
Packed 6 in a box 


Manufacturers of wood and aluminum levels for carpen- 
ters, machinists, bricklayers, plasterers, millwrights, 
masons, etc. 








— ~ MAYES” MARCH OF LEVELS 








MAYES BROTHERS TOOL MANUFACTURING CQ. 
PORT AUSTIN, MICHIGAN 
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- SUPERIOR | 
MARKERS | 
Odes Fastliful 
LUMBER | 
CRAYONS || 
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LUMBER 


Bright, 
Weatherproof 
marks. 


Favorites in 
camps, yards 
and mills. 
Guaranteed 
by a company 
113 yeers old. 













Send tor 
FREE Industriel 
‘| Crayen Guida 

Dept. HA-22 












REPAIR PARTS 


PREPARE TO REPAIR ALL MAKES, 

ORDER COLLOT ASSORTMENTS AS 

THEY HAVE WHAT IT TAKES . . . 
AND YOU SAVE MORE 


PINIONS, PAWLS, SCREWS, ETC. 
Order Catalog No. 3 


A. M. COLLOT SUPPLIES 


221 N. W. 8th AVE. @ MIAMI 36, FLA. 


BUY 
BONDS 























the future, and thus the decision 
will have a salutary effect on new 
steel plant construction. Chicago 
looms as a likely spot for future 
expansion, but the coming short- 
age of iron the Lake 
Superior district makes the con- 
struction of new facilities in the 
Great Lakes area a questionable 
the opinion of some 


ore in 


move. in 
producers. 

“Detroit is another possibility, 
even with the cost of raw mate- 
rials against it. The automobile 
industry is decentralizing, but it 
is still as big as ever in Detroit— 
it is simply growing elsewhere. 

“The decision also brings the 
U. S. Steel Corp.'s Atlantic Coast 
plant plans. presumably in the 
Chesapeake bay area, into sharp 
focus, with foreign ore and for- 
eign markets. 

“Steel consumers who are pro- 
ducers of products with a high 
steel raw material cost will be in 
a jam, particularly those located 
in California, Texas, Kansas. 
lowa and other dislocated areas. 

“Consumers in the river towns, 
St. Louis, Louisville, ete., will 
also be hard put to pay the 
freight haul and still meet com- 
petition from producing areas. 
St. Louis conceivably could be 
however, if the Granite 
point prices were 


saved, 
City 
higher. 
“Contrary 
ception, the 
be the 
trial carnage, is not aimed at uni- 


basing 


to a popular miscon- 
FTC which 


cause of this indus- 


order, 
will 


form basing point prices, but at 
more basing points.” 


1947 Bad Debt Losses 
Average 7 Cents per $100 


AD debt losses 
ceivable written off as uncol- 
lectible) of merchant wholesalers 
are increasing at a somewhat fast- 
er than their dollar volume of 
hardware credit sales, according 
to recent information compiled by 
the Census Bureau indicates. 
With the dollar volume. of 
wholesale hardware ac- 
counts expanding last year by 23 
per cent, the bad debt rate in- 
creased 2c on each $100 of sales 
or 80 per cent. On the basis of 


(accounts re- 


credit 





ASCO 


GLYCERINE 
SADDLE 


This BAR soap 
—a product of 
outstanding quality 
— CLEANS and CONDITIONS 
all leather articles quickly and 
thoroughly. 


ASCO CHEMICAL CO. 
Ave., Brooklyn, WN, Y, 


641 Lexington 


















If you use a Chalk Line 


Reel, of course you need 
our specially - processed 


BLUE 
POWDERED 
CHALK 


Packed 144 cans to the carton 





NATIONAL CHALK COMPANY 
2025 W. Fulton Street, Chicago 12, Ill. 





GOODYEAR LOADBINDER 


BLOOMDALE, OHIO, USA. 





GOODYEAR & MILLER CO. 


















“‘GUNSHINE 


>) ess 
grench ol 
MADE IN U.S.A. 


ASK YOUR JGOBBER 


FOR OUR DOUBLE DUTY CHAMOIS 
DOUBLE VALUE TO THE CONSUMER 


HOYT & WORTHEN TANNING CORP 


HAVERHILL MASS 


YOU MUST SELL BRACKETS 












NEWARK LADDER CO CLARK ‘Raby 


HARDWARE 








Otherwise your cv 
tomers will buy them 


et your competitor. 


BIG REPEAT PROFITS 


MERD. FOR SCAFFOLDING-ROOFING-LADDERS 
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122 reporting firms, doing an 
annual business of more than 
$477.000,000 (97 per cent. on 
1947 
cause averaged 
worth of 


from this 
7 cents per $100 


terms), losses 
sales. 

This is the same rate as the 
average for all 
industries or businesses; 
it is 
many specific lines. Rates for in- 
dividual fields range from a low 
of le per $100 for footwear (not 
including leather and shoe find- 
to a high of 23c for 
mercial refrigeration and_ parts. 


national major 
howey er, 


considerably less than for 


ings) com- 

On the basis of 2331 reporting 
firms. losses were the highest 
firms wholesale 
sales volume was less than a half- 
million other 
hand, viewed from another angle, 
firms with 1000 or 
customers reported the 
loss rates. 

The 1947 Joss rate, although 
increasing 2c per $100 over 1946, 
is still far 
prewar rate. 


among whose 


annually. On the 


more credit 
highest 


below the immediate 
According to a joint 
survey by the Commerce Depart- 
ment and the National Associa- 
tion of Credit Men in 1939, the 
rate for 1937 and 1938 was found 
to he 37c per $100 for 2400 re- 
porting firms as compared with 
the present rate of 7c for 233] 
wholesalers. 

Further analysis of the statistics 
revealed that credit accounts with 
hardware doing an 
annual business’ a half-million or 
Credit 
firms from 
one-half million to a million in 
annual $810; 
accounts with firms selling a mil- 
lion or more 
about $1.930. 

The highest rate of 
hardware credit loss (1l3c) was 
found to center in the East South 
Central 


wholesalers 


less averaged about $660. 


accounts with doing 


sales averaged 


on credit averaged 


wholesale 


group of states where 


business increased last year by 


4 per cent; these figures are 
hased on reports of eight whole- 
salers whose credit 
lalled $27 million. 

The lowest loss rates (4c) were 
found in the Middle Atlantic and 
West North Central state 
where 38 


business to- 


groups 
reporting firms did a 
credit business last year of $163 
million. 
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Graphite asbestos packing—quickly re- 
pairs leaky faucets, valves, traps & 
Pipe connections. Suggested retail— 
10c each. 


766 Woodland Avenue 





£ ters. 
4 faucet. 
a Suggested 


C. P. Brass ball joint shower 
head. 
cleaning. 
Suggested retail—$2.50 each. b 


THE SPEARHEAD BOILER PLUG & SPECIALTY CO. 
Cleveland 15, Ohio 


Worn out parts get much needed 


Bibb seat dresser unit with 3 cut- 
Makes a smooth seat on any 


faucets. 


NOW IS THE TIME FOR HOME REPAIRS 


Pick up extra profits on these easy-to-sell, always-in-need, plumbing specialties. Now is 
the time to cash in on these fast-moving items. 
attention after the cold weather is gone. Stock them on open counters and watch them 
go. If your jobber can't supply you, write direct 
Fit-All tank ball—flush ball 
for toilet tank. High qual- 
household 
necessity. Suggested retail 










Bibb stem _ repair 
unit. An easy re 
placement unit for 


Complete 





ox 


with hand (H or C) 
other tools needed Suggested retail — 
— $2.95 each 85c each. 
Galvanized , OlRs. straps, 
spray. Self sizes for 4 Y% 
to install. 1° pipe Packed 250 per 








@ ELECTRO GALVANIZED 
@ NUTS ARE ATTACHED 


@ PRICES AND SIZES CLEARLY MARKED 


@ ALWAYS NEAT AND IN PLACE 
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40 


STOVE BOLTS 


FOR FLAT HEAD SPECIFY FS GROUP 
FOR ROUND HEAD SPECIFY RS GROUP 


SIZES 


1633 PIECES 


OF SPACE! 


Yn" 


Each Group Consists of: 
1—731 4" 
," & 5/32” dia. from 


Assortment 


to 2” long 











ALL IN ONE FOOT 


1—394 3/16” Assortment 


3/16" dia. from 1/;” 
3” long 
1—269 1/4," 


Wy," 
long 
long 


¥," 
long 


dia. from 1/2” 


1—96 3%". Assortment 
dia. from %" to 


Assortment 


to 3 


1—143 $/16” Assortment 
5/16” dia. from %," to 3” 
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Le aud Scheu! Lo. 


Boston, Mass. 











Atlantic City 


Auditorium 
Atlantic City, N. J. 








HOUSEWARES 
MANUFACTURERS 
ey} lele wile). | 


(Incorporated not for profit) 


Executive Offices: 
1402 Merchandise Mart, 
222 North Bank Drive, 
Chicago 54, Illinois 


Telephone: 
Delaware 8585 
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Coming Conventions 
And Events 


Corrected Each Issue According | 


To Latest Data 


American Hardware Manufac- 
turers’ Assn., 95th semi-annual con- 
vention to be held jointly with the 54th 
annual convention of the National 
Wholesale Hardware Assn., Oct. 18-21, 
1948 at the Marlborough-Blenheim 
Hotel, Atlantic City, N. J. Charles F. 
Rockwell is secretary of the manufac- 
turers’ association with headquarters at 
342 Madison Ave., New York City 17. 
Thomas A. Fernley, Jr. is 
secretary of the wholesalers’ group with 
Arch St., Phila- 


executive 


headquarters at 505 
delphia, Pa. 


Carolinas, Hardware Association of | 


the, annual convention, June 10-11, 
1948, at Hotel Robert E. Lee, Winston- 
Salem, N. C. Mrs. Sally Couch Masten, 
110 East 4th St. P. O. Box 2008, 
Charlotte 2, N. C., acting secretary. 


Hardware Golf Association, 22nd | 


annual tournament, Sept. 9-11, 1948, at 

the French Lick Springs Hotel, French | 
Lick, Ind. Dietz Lusk, Henry Disston & | 
Sons, Inc., Kansas City, Mo., secretary- 

treasurer. 

Institute of Cooking and Heating | 
Appliance Manufacturers, mid-year | 
convention, June 7-9, 1948, at Nether- 
Plaza Hotel, Cincinnati, Ohio. | 
Dunckel is managing director | 


land 
Samuel 


| of the Institute with headquarters at 


Shoreham Hotel, Washington 8, D. C. 
Louisiana Retail Hardware Assn., 
annual convention and exhibit to be 
held jointly with the Mississippi Retail 
Hardware and Implement Assn., June 
7-9, 1948, at the Hotel Buena Vista, 
Biloxi, Miss, David O. Mansfield, 226 S. 
State St., Jackson, Miss., secretary of 


both associations, 


National Hardware Show, Oct. 
12-16, 1948 at Grand Central Palace, 
New York City, Frank M. Yeager, 


321 Madison Ave., New York City, is 
managing director. 

National Retail Hardware Asso- 
ciation, 49th annual Congress, July 
12-15, 1948. Chalfonte-Haddon Hall | 
Hotel, Atlantic City, N. J. Sessions at 
Haddon Hall, Rivers Peterson, 333 No. 
Pennsylvania St., Indianapolis, Ind., 
managing director. 

National Wholesale Hardware 
Assn., 54th annual convention to be 
held jointly with the 95th semi-annual 
convention of the American Hardware 
Manufacturers’ Assn., Oct. 18-21, 1948 | 
at the Marlborough-Blenheim Hotel, 
Atlantic City, N. J. Thomas A. Fernley, 
Jr., is executive secretary of the whole- 
salers’ association with headquarters at 


| 505 Arch St., Philadelphia, Pa. Charles | 
| F. Rockwell is secretary of the manu- 


facturers’ group with headquarters at 
°12 Madison Ave., New York City 17. 

New York State Retail Hardware 
\ssociation, annual convention and ex- 
hibit, Feb. 15-17, 1949, at Buffalo, N. Y. 
N. H. Kiley, 508 Hills Building, Syra- | 
cuse, N, Y., secretary, 
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MULTI-PURPOSE 
TROUBLE LAMP 


Generous profits are yours when 
you feature this all purpose trouble 
lamp. These outstanding features 
cost no more: Easy open heavy 
duty guard. Push through safety 
switch. Improved shockproof rub- 
ber handle. Convenient tool tap. 
Underwriters approved cord, 
molded machine type plug spring 
action prongs. Everyone who sees 
this outstanding trouble lamp buys 
it—even those who own old style 
lamps. Complete line of trouble 
lamps covering all price ranges. All 
parts available. Deal direct at best 
factory discounts. Write or wire for 
catalog and prices today! 


SONTOS ELECTRIC CO. 
48 No. Valley Street, Akron 3, Ohio 
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| 2963 Carroll Ave., Chicago 12, Illinois 
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Every Season Is 


SELLING SEASON 





Here’s why Hotpoint is 


the Franchise with a Future 





1. 12 major appliances for 12 
profitable months. 


2. Custom-matched appliances 
for more sales per customer. 


3. New appliances mean vast 
new markets for dealers. 


4. Five great plants turning out 
more and better products. 


5. Powerful merchandising, 
complete sales training. 


6. Greatest advertising cam- 
paign in Hotpoint history. 











Everybody's Pointing To 








~~~ For Hotpoint Dealers! 


12 sensational new Hotpoint appliances assure 12-month 
profit—more sales per customer—great new markets. 


Year ‘round selling is assured with 
Hotpoint’s great new 1948 line. Twelve 
major appliances, matched in styling, 
mean profit opportunities month in, 
month out—plus a sales potential of 
$2,000 per customer! 


There's increasing supply, too! Hot- 
point is building fast —spending 
$20,000,000 now for new factories and 


equipment to assure a steady and grow- 


HOTPOINT INC. 
5624 West Taylor Street « Chicago 44, Illinois 


The Franchise With A Future 


MANGES «REFRIGERATORS © WATER HEATERS » DISHWASHERS + DISPOSALLS +HOME FREEZERS « WASHERS » DRYERS » FLATPLATE IRONERS ROTARY IRONERS + PORTABLE IRONERS + CABINETS 


ing stream of Hotpoint appliances mov- 
g 


ing to dealers throughout the country. 


You'll profit with Hotpoint in every 
way! Hotpoint’s new appliances, such 
as the Dishwasher and Disposall*, mean 
vast new unsaturated markets. Hot- 
point’s record-shattering advertising 
program offers complete dealer support. 
That's why dealers everywhere are 
pointing to Hotpoint for greater profit. 


REG. U.S. PAT. OFF. 





A GENERAL ELECTRIC AFFILIATE 





Be Safe/ 


WHEN WORKING WITH seeCTRNCITY 
a: ee wins ie i : 
NO.55 «°° = mt 

Gike>, J Gd 
“UTILITY f/, : 
f é 











Repeat Sales... Be- iS el = ‘hen 
cause They’re What a Le 3S “ele ie the 


fveryene. 


Women Asked For Lf 
Write for of end Triy 







Instantly popular because 





‘ ’ for infermatie& © PECIAL 
Ebonettes got rid of every UTILITY TESTLITE QEMONSTRA- 
objection women have to TOR DISPLAY for increased voh- 
old-style gloves. Easy on age tester hooped 


as a cotton glove — no 


tugging, satinized inside. POWERS MANUF 


Short fingers fit every Cenk See 
ends. New comfort ia i 
curved fingers and room- 
ier palms. Amazing non-slip finish holds wet things 
as if dry! Extra wear — Pioneer-processed DuPont 
neoprene. Women love ’em and keep buying ‘em. 





COMPANY 


ISCO 3, CALIFORNIA 











Easy Sales...Because of Over 
80 Million National Ads 


Your customers are pre-sold on Ebonettes, most 
popular housekeeping gloves in America. They 
read about them in Good Housekeeping, the 

@ Journal Household, Charm, Better Homes & 
Gardens, Sunset. Stock and show Ebonettes and 
you do more glove business — repeat sales — 
for more profit than ever before. 


r 
all adver- 
Ce actively 





——eeeeaeee—e 


JUNIOR 
Smaller stock to carry — only 3 sizes, small, 


CAN OPENER ~~ 
medium, large. Attractive dozen display carton. ~ 
QGood profit at 59c MFT. T a) | | 34 (@) F 


aE Oe CeCe eee 
Ebonettes make household gloves important to you. 
It pays to sell the leader. Order from your whole- 


saler today — or write us. The Pioneer 
for 


Rubber Company, 306 Tiffin Rd., Willard, 
BETTER KITCHEN TOOLS 


Ohio; Los Angeles, U.S.A. 
EDLUND COMPANY BURLINGTON, VT. 


Extra Ebonettes Advantages For You 











over 30 Years of QUALITY GLOVE MAKING 
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ARCHITECTS and BUILDERS 
Who Want the Best 


Specify 


~«(CHICAGO) ~~ 
SPRING HINGES 


Over 60 years of experi- 
ence and knowledge go 
into the design and manu- 
facture of ever) Chicago 
Spring Hinge. This advan- 
tage of experie nce, to- 
gether with our earnest de- 
sire to produce the finest 
Spring Hinges obtainable, 
has given our products an 








enviable reputation with 
Architects and Builders 
who want the best. 


Hardware Dealers who sell 
Chicago Spring Hinges 
know that they are not 
only easier to sell, but 
what is more important, 
they give lasting satisfac- 
tion to Architect, Builder 
and Owner. 
There is No Substitute 
for Quality! 








Triplex Laboratory Spring 
Hinge Type 2242 


Chicago Spring Hinae Co. 


NEW YORK 











CHICAGO _ U.S.A. 


A NEW SALES FEATURE 





on the 


NU-TOP 


CHROMIUM PLATED 
STOVE PAD 










* 


$" Guaranteed wy "a 
Good Housekeeping 





rrr yey 


This seal sells! Yes, it's a silent 
salesman that tells your custom- 
ers that the Chromium Plated Nu-Top Stove Pad is everything 
we say it is... and we say it's terrific. 

For appearance, construction, and quality, the Chromium 
Plated Nu-Top Stove Pad can't be “topped”. Its beautiful 
long- -lasting finish, heavy air-cell insulation and asbestos back, 
and rolled edges make it the perfect protective pad. 


SEE OUR DISPLAY — NATIONAL HOUSEWARES SHOW 
BOOTH 838-840 ATLANTIC CITY 











The METALOID Co. 


5815 KINSMAN RD. * CLEVELAND 4 OHIO 
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The thing tha? 
SELLS ‘EM 





and the thing 
that KEEPS ‘EM 
SOLD \ 


TOP LINE 


ce sheets now, and put TOP LINE to work for you 


Addre _Deg + H 


Tor S STINE 


APPLIANCES 


TENNESSEE VALLEY 
MARKETERS, INC. 


117 NINTH AVE., NO., NASHVILLE 3, TENNESSEE. - 











Pioneers in Electrical Appliance Manufacture , 
in the Tennessee Valley 
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CHICAGO Locks are 
Security-Engineered 


Quality- Built 


Economy-Priced 


@ For prompt delivery on quality locks, look to 
CHICAGO for all your needs! Famous for top 
security, smooth operation and easy installa- 


tion. And—economy-priced for volume sales! 


The full CHICAGO line includes locks for 
household and industry—for new and replace- 
ment use. Pin-tumbler Cabinet, Locker and Cup- 
board Locks. Padlocks that lock both sides of 
the shackle. Single-bitted disc-tumbler, and 


double-bitted criss-cross-tumbler models. 


Many other types, too, to meet every need. 
Drawer Locks, File Cabinet Locks, General Pur- 
pose Cylinder Locks, Switch Locks, Automobile 


Locks. 


Ask your jobber to show you the CHICAGO 
line—-then specify CHICAGO Locks on all your 


orders! 


CHICAGO LOCK COMPANY 


2024 N. Racine Avenue « Chicago 14, Illinois 
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SOUTHINGTON 
SCREWS 


For Wood or Metal 


Southington Wood Screws, Drive 
Screws and Sheet Metal Screws 
have upheld their quality since 
1867. All standard sizes with vari- 
ous styles of heads in the most 
called for types. Send for screw 
catalog, also our catalog covering 
steel squares, tri-squares, bevels, 
etc. 

PHILLIPS RECESSED HEAD SCREWS 
FOR WOOD AND SHEET METAL 


Driver fits se- AY Supply the in- 





curely into ta- creasing de- 
pered recess — mand for these 
will not slip modern, time- 


saving screws. 
out, or work to All standard 
one side. i 


81Zes. 
THE SOUTHINGTON 
HDWE. MFG. CO. 
esr SOUTHINGTON, CONN. 53; 


““@ear-Train”’ 


Transmission 
Delivers 
More Power 







The “Heart” of the Mighty Men 


Fourteen 
Factory-built 
Attachments 

and 
Implements 







lustrated: 
3 4H. P. 
Model 


Dealerships still available . . write or wire 


Mighty Man's exclusive gear-train transmission delivers 96% of the 
engine's power to the wheels. This, and other advanced mechanical 
features make the Mighty Man the preferred small tractor for farmers 
and estate owners everywhere. Fourteen rugged attachments and 
implements make this a year-round profit maker. 


Manufactured and guaranteed by 


FARM EQUIPMENT DIVISION. MARINE IRON WORKS, Inc 
1120 East “‘D’ St.. Tacoma, Wash 
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IMMEDIATE DELIVERIES IN ANY QUANTITY 


Ney 
| : 70d Looks 
me Wing tyre 









When you offer your customers GRC 
Wing Nuts, you’re offering them the best! 
GRC makes them better looking, strong 
and durable—to sell at lower prices. 
Rust-proof zinc alloy in all commercial 
finishes. All popular thread sizes. 


SEE YOUR JOBBER 


Jobbers' 


Inquiries 


Invited 


] one i } 
789 East 132nd Street, New York 54, N. Y. 








SS 
Prices mate 
Sell Faster - 


Also makers 
of fast- 

selling E-Z 

Cup Hooks 


















Power 


Mower 
in 10 
minutes 
from 


Your Own 


Lawn- 


Mower 


6, 1948 


Qy__ NEW, AMAZING 
\ MO-TRAC 


Lawn-Mower 


POWER 
UNIT 


No dismantling 

necessary. No drilling 

or machining required. 
Just a wrench and 


screw-driver. 


INDUSCO 


CORPORATION 
1201 W. 29th St. 
Minneapolis 8, Minn. 































— 











Fits 
any 
standard 
hand 
mower 
new 
or old. 
Write for 


Full 
Details 










iy 
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Temperature at a glance 







\ INDOOR-OUTDOOR 
\ THERMOMETER 


The new Marsh Duo-Temp is certainly one of the outstanding 
sales successes of the year—or any year! So right now— 
while the added appeal of something new in indoor-outdoor 
thermometers is giving it extra sales power—is the time to 
cash in with Duo-Temp. 

We have developed a “package” that brings you six Duo- 
Temps, an attractive full color display for window or coun- 
ter showing an actual Duo-Temp in use, and a generous 
supply of descriptive circulars, also in color. 

Duo-Temp is the first and only fully mechanical indoor- 
outdoor thermometer. Outdoor temperature is shown on the 
top scale; indoor, on the bottom scale of Duo-Temp’s big, 
easy-to-read dial—a welcome change from the hard-to-read 
glass tube thermometer, It is attractively different to look at, 
handsomely styled for the finest interior. Because it is entirely 
mechanical, there are no glass tubes to break; none of the 
inaccuracies due to separated columns of mercury or spirits. 
Installation is a pleasant task anyone can perform in a 
few minutes. 

At the retail price of $6.75, Duo-Temp is a truly sensational 
value. Only the large-scale production through Marsh mass- 
precision methods in our new, ultra-modern plant makes 
this possible. 


Duo-Temp measures 3'2 in. square, and is 


Your jobber will show you the good profit margin for you in 
equipped with 5 ft. of capillary tubing. Retail 
price, complete with outside bulb, mounting 


Duo-Temp—or write us direct. 
bracket and tubing. b 


JAS. P. MARSH CORPORATION 


“DEPT. 20, SKOKIE, ILLINOIS 


7 
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SPRING | 
HINGES y 
ARE THE | 
BEST 
The 
ing 
by 
tag 
Mic 
STANDARD ( 
TYPE 
No. 29 
Cahil FIVE-WAY "Quintuplet''* Si 
Model 205 (illustrated above): Wall type, 
drops out of the way when not in use, The 
opens tin cans of any size or shape—milk = 
cans too; friction top and anchor top jars; Fole 
pierces milk cans; and can be used as 


screw driver. Guaranteed 5 Years. 











Cahil FIVE-WAY "Quintuplet"* 
Model 110: Hand type with plastic handle, 
as versatile as above but without the wall 
bracket. Guaranteed 5 Years. 









Brass Plated, Flat Face 


( 
( 
UTILITY iE 


HAND SCALE Fe: 
To retail at 50: ! - 





Cahil FIVE-WAY “'Quin- 
tuplet''* Model 79: High 
a EEA grade hand type opener 
om “— similar to No. 110 but with 
metal handle with corkscrew in 
handle. Guaranteed 2 Years. 











Designed by specialists in can openers; 
versatile in performing a multiplicity of house- 
hold tasks; sales builders as a result of un- 
usual consumer acceptance; there is a com- 
plete line of CAHIL OPENERS to meet every 
purse and every need. 


Cahil FIVE-WAY Quintuplet* Openers are san- 
itary, do not dip into liquid contents of cans, 
always build enthusiastic customer satisfac- 
tion. Moderately priced with profitable mar- 
gin. Fair traded. 

Ask your jobber salesman. 
*Trademark Reg. U. S. Pat. Off. 


Hundreds of uses around the home, 
office, laundry, etc. 


Accurate, all metal spring balance @ 
50 |b. capacity @ Sturdy construc- 
tion @ Polished brass plated face 
with pound indicator numbers clearly 
shown ® Nickel ring and hook. 


Literature on this and 


( 

( 
other OXWALL products I All ¢ 

( 

( 


on request. Write today! 


| OxwaLL | TooL C0. «. 





CAHIL MANUFACTURING CO. 
928 BROADWAY + NEW YORK 10, N. Y. 


500 West 52nd Street, New York 19, N. Y. 
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1, etc. 


pring balance ® 
Sturdy construc- 
ass plated face 
numbers clearly 


y and hook. 


e on this and 
VALL products 
. Write today! 
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That tedious task of check- 
ing inventories is simplified ; 
by marking your articles with a code imprinted on string 
tags and labels by the automatic, easy-to-operate, Kimball 
Midget marking machine. 


DEALER'S NAME: 
Furnished in one solid piece of 
type. 


DEF: Manufacturer or~ supplier: 
DEALERS NAME 


“| 714: Quantity 
DEF-714 10/47: Date purchased. 
10/47-REP —— REP: Cost Code. 


ALM-2QTS ——..., ALM-2 qts.: 
$6 95 so Description and capacity: 
$6.95: Retail price, 
The above ticket shows but one sample of a typical im- 
printed set-up. The flexibility of the Kimball system permits 


every article to be marked with its complete history. 
Folder on request. 











“COMPANY 


NEW YORK 13, N. Y. 


A. KIMBALL ~ 
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‘These built-in advantages , 
| are points that sell 


| EAGLE HYDRAULIC 


PUMP OILERS 
@ Ease of operation 


@ Delivers any oil that 
flows 


@ A drop or a full stream 
®@ Positive action pump 
—all parts renewable 


@ Easy to clean and 
operate 


@ Sturdy construction— 
no soldered connections 


® Seamless drawn steel aim 
bodies. Double seamed it “ie \Z 
bottoms. Guaranteed a Oilers 
leakproof ‘lnoovel Genuine Eagle Hydraulic Fump 


@ Detachable welded 
steel spouts—straight 
—angle—fiexible 





Oil With An ‘‘Eagle"’ Oiler 


All good reasons why millwrights, mechanics, farmers 
and home hobbyists prefer Eagle Hydraulic Pump Oilers 
—and why enterprising Hardware Dealers show these 
| quality oilers on their counters. 


Order From Your Jobber 


EAGLE MANUFACTURING CO. 6 


SS OD Se Se DESEO E—— 


DEPT. HA548 WELLSBURG, WEST VIRGINIA ( 
— 2 <-> <-> <p <S =< <> ye REL, 


MAY 6, 1948 
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wf 300 — Chip-resist- 
ant porcenamel — fully 
equipped with food thick- 
ness gauge, spur food 
came stainproof rotary 
nife,a pop- 

— retailer 0 | )95 













lined and clened | in beautiful chrome! 
Has all slicing and 


safety features of big- 
ger machines. " $19%° 
Retails for... ..- 




















» de 
MODEL 319—White “vee finish, 


has professional slicing and safety 
features comparable to a | machine 


within @ hundred dollars of its price! 


For larger homes and 
small shops. $9495 


Retails x s+e ee 








Starting in ‘46 with a single slicer, GENERAL 
has, in response to popular demand, devel- 
oped a complete line, a GENERAL fer every 
need end a need for every GENERAL! Eye- 

tional advertising carries the 
GENERAL message of quality to twenty mil- 
lion readers. Dealers report sales increases 
with the introduction of each new model... 
now the full line insures record profits for ‘48! 


BOOTHS 1319 & 1320 
HOUSEWARES SHOW 
Atlantic City Convention Hall 
May 30—June 4 














GENERAL 


SLICING MACHINE CO., INC. 





100 South 3rd Street Brooklyn 11, N.Y 


219 














MAIL THIS COUPON TODAY TO: 


HOLT MANUFACTURING COMPANY 29 
651-681 20th STREET - OAKLAND 12, CALIFORNIA 


Please send me free floor care booklet and catalog: 


NAME 





ADDRESS 





CITY STATE 


HOLT MANUFACTURING COMPANY 


12. Calif Newark, N. J 





Oakland 
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CASTER! 





SAFEST Ladder-Jack! 
CASTER “HI-JAK” 
Stops Broken-Rung Accidents 





Painters, Repairmen, Electrical Workers — id 
ALL ladder-scaffold workers are interested in _.. ie 
the greater SAFETY of the Caster HI-JAK.  // 


Caster HI-JAK attaches 
to ladder RAILS—rather 

than on weak rungs, as 
most other jacks are at- 
tached. At NO POINT does 
the HI-JAK contact rungs. 
The Bracer Bar provides solid 
rest, absorbs all strain. Assem- 
bled by 4 machine bolts, easily 
replaced. 12 notch Adjustment 
Bar permits the Caster HI-JAK 
to be used over or under ladder. 
Constructed with heavy gauge 
steel, yet weighs only 12 Ibs. 
HI-JAK folds for easy carrying, 

storage. Red lacquer finish. 

Packed 3 prs. to carton. 






Jobbers, Dealers write nD 
for complete information. 


MOLD AND 
MACHINECO. 


R TO? ROAD 
BARBERTON, OHIO 


STiksS 


HANDY! CLEAN! ECONOMICAL! 


PIPE JOINT SOLDERING 
COMPOUND Ye FLOX in 














All Metals « A 
Type for Alum- 
inum @ 2 Types. 


tains No Injur- 
ious Ingredients 
@ 2 Sizes. 











IN STICK FORM mSTICK FORM 
: = 
@ Won't Dry = @ No Surface 
= Out e Handy ee Cleaning @ No 
fa as a pencil Wt) ie Liquid e No 
mt 6. @:«*~Positive Seal .~) $ Paste e@ Just 
” for Oil, Butane, om = Apply — then 
Ri Propane, Freon, GIR Solder e For 
2 Air, Water, Gas, a Hot and Cold 
< Gasoline, Acid, z Surfaces e Non 
m= 6Steam, Brine, a Running e Ideal 
Fi Refrigerants. S for Copper and 
Fy «0 @ ~Contains No wet m Brass Sweat 
Fy Lead e Con- fm © Soldering @ For 
g IE 
¥ = 
_ “ 
= 
° 
+ 
a 
“4 








NO MESS » NO BRUSH - NO ——— 


Attractive Counter Display Boxes 
Stiks Sell Themselves. Write for FREE CAMPLES 
SL f Gh ° (GA 633 N. WESTERN AVE. 
hemical G. CHICAGO 12, ILLINOIS 
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Hand and Power 
Movers — built 


for service 
and 
durability 







TRULY A 
QUALITY 
/’ PRODUCT 








Homko Products for Home Comfort 


WESTERN TOOL & STAMPING CO. 


2725 Second Ave. ° Des Moines, lowa 
DESMOND-SIMPLEX :i/>: VISES 
have greater strength 


Removable hardened 
steel jaw inserts 



























Cross-section 
view of slide 









One piece non- 

pinching handle 

Body casting extra 

heavy semi-steel Swivel base 
360° 


Above is given the “inside story’ bination pipe, welders’, filers’, 
of the Solid Steel Slide on drill press and milling machine, 
DESMOND-SIMPLEX Vises that utility or garage, and wood- 
makes them much stronger than workers’ vises. 

a aa, a ia All Desmond products — includ- 
also, all oa which are cae pe ing grinding wheel dressers and 
close study. But, above all, is cutters for all requirements — are 
Desmond’s long experience. in available through leading indus- 
making vises for practically all trial supply distributors. Write 
requirements — machinists’, com- TODAY for complete catalog. 








, 


The Desmond-Stephan Mfg. Co., Urbana, Ohio 
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HERE’S THE ICE CUBE 
CONVENIENCE ALL 
AMERICA HAS BEEN 
WAITING FOR! 


Ice cubes so easy even a 
child can get them! 


Twist ESKOTRAY and all 
cubes fall out, or press 
thumb against bottom of 
cups to release one at a time. 
No running water .. . no 
gadgets required. ESKO- 
TRAY does not stick to the 
refrigerator. 


Stock ESKOTRAY today by 
asking immediate delivery 
from your jobber. Make cer- 
tain of your share in the 
enormous 1948 demand for 
ice cube convenience. 


ESHOTRAY ESHOTAAY ESHOTARY 






Altroctive disploy pecked in each 
1 dozen corton! 

Newspoper Mot Service! 
Notional Newspoper Promotion! 







In Canada: ONTARIO STEEL PRODUCTS CO., LTD. 
Chatham, Ontario 











That’s a lot of women. But more 
than twice that number read 
the year ’round advertising of 


THE 
CHORE 
GIRL 


POT CLEANER 


And this advertising directs customers to your 
store to ask for The Chore Girl. No wonder 
this famous, all copper, knit wire mesh ball of 
long lasting quality and safe, sanitary con- 
struction has come to be 


The POT CLEANER of the NATION 


FOR YOU 


THE CHORE GIRL — 
OFFERS 


BIGGER PROFITS 
REPEAT SALES 

RAPID TURNOVER 

CONSUMER ACCEPTANCE 


And Always at Protection to Your Full 
Profit. 





METAL TEXTILE CORPORATION 


Orange, N. J. 


Feature The Chore Girl Family Line 











IMMEDIATELY 


EFFECTIVE 


PRICE REDUCTION 
ON 


WITH 
BUILT-IN 
SPRAY 






NEW 
Fair Trade Price 


98/7 


Filter Pads still 6 Doz. for 49 


Adapter for Unthreaded 
Faucet, 25¢ additional 





WRITE FOR 
SAMPLES OF 
THE NEW 
IMPROVED 


FILTO-KLEEN 


or ask your jobber 


FILTER-KLEEN MFG. CO. . Everett, Mass. 















Featuring: mr 


Attractive assortment of pictures lithographed on 
metal blanks permanently clenched into the face 
of the flue stoppers. Folding wire fasteners at- 
tached to slots raised from the metal of the blank. 


Blank Shipping Weight 
Diameter Fasteners Per Doz. Per Gross 
#3 Ivory 8-17/64"" 6"" or 7"" 3 Ibs. 7 oz. 43 Ibs. 
#8 Ivory 934"" Tor 8" = ‘5 Ibs. 62 Ibs. 
Packing—! dozen per carton, | gross per case 


Order from Your Wholesaler, or Write Us for Reference 








J. L.CLARK MANUFACTURING CO., ‘thas: 
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parts cabinet... 
built for afficioncy 


and. sAgrwice 









Cabinet assembled 
with eighteen drawers, each 
3312”x12"x1334" drawer equipped with adjustable divider. 
Here is a cabinet which is neat in ap- 
pearance and sturdy in construction. In- 
dispensable in Mills, Factories and Shops 

where smal] parts are used. 


ESTABLISHED DISTRIBUTOR REPRESENTATION SOLICITED 














the patented automatic 
“silent watchman” for 
extra safety. 


ih had Super Whirl is the deluxe beater that sells 
we ie, Sia on sight — and stays sold! Its die-cast (not 
£ MODEL 65 stamped) frame and stainless steel blades are 


: ” QT. SIZE rugged, long-lasting. Its strong, smoothly 





finished gears give positive and quiet action 

at both slow and fast speeds. Colorful plastic 

handles will not chip or crack. Super Whirl 

is easy to sell — the kind of quality beater 

1 your customers want. Write now for prices 
at | and complete information. 

apnagit See your jobber 


] 3% FAIR TRADED for discounts and 
Slightly higher in 11 western states © mats, displays, etc. 


TRAUBEE PRODUCTS, INC., 1150 Broadway, New York 1, N. Y. THE TURNER & SEYMOUR MIG. CO. 


LAWTON STREET, TORRINGTON, 





CONN 





*Reg. U. S. Pat. Off. 


MAY 6, 1948 
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SAVES 2: 


“The greatest improvement the paint business has 
ever known.” That’s what they’re saying about the 
amazing new Hudson Lektrik Paint Gun. And Hud- 
son is giving it terrific backing in national advertis- 
*hg, promotion, and display. Get on the band wagon 
NOW and get YOUR share of the profit. 


», 





eee 
Se ies 


awh i] Nh 74 
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Equipped with Portable Motor ¢ 











Hudson’s 110-120 Volt AC/DC motor 
develops 22 lbs. free air. Practical for 
homes and farms. A “must” for hob- 
byists. Paints smoothly with little 
effort, You always get a miaster- 
craftsman job. 











Every Kind of Painting 


Glass jar holds 24 oz. enamel, var- 
nish or paint. Paint Gun is equipped 
with adjustable sprayheads and di- 
rectional nozzle, for painting up, 
down, sideways or straight ahead. 
Fingertip control. No painting mess. 





Saves Time — Paint — Money! 


A lifetime investment. Sells for only 
$34.95 complete with motor, higher 
in western territories. Guaranteed. No 
extra gadgets, gimmicks or spare parts 
required. Just 8 pounds complete. 





NATIONALLY 
ADVERTISED 
IN 


THE SATURDAY EVENING 
POST 





©T. M. Reg. U. S. Pat. Off. 


HUD: 





@H. M. Co. 1947 
H. D. Hudson Manufacturing Company, Chicago, Illinois, U. S. A. 
A Hudson Sprayer For Everyone Everywhere 
ORDER FROM YOUR JOBBER TODAY—OR WIRE HUDSON TODAY! 
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COMBINA 








The leader in reputation and in distribution, because our 
Flamemaster Wick gives better service than any other 
asbestos wick. Woven of wire re-inforced, high grade asbes- 
tos yarn. Distributed by leading jobbers everywhere and sold 
by more hardware stores than any other wick in America, 














GN loans 


ASBESTOS COMPANY 


NORTH WALES, PA. 


MAKERS OF GLASWIK, FLAMEMASTER, TOP NOTCH ANO VICTORY WICKS 

















The lush war years are past... in '48 
it tokes seif to make a scale! United 
States Hardware & Paper Co. dealers 
are cashing in because we were ready 
in ‘48 with a selling pian . . . increased 
buying power to give dealers full-profit, 
competitive prices! Consumer advertis- 
ing to build store traffic at no cost to 
deaters! Salesmen trained to help their 
dealers sell! . . . A plan for more profit, 
more volume . . . for all Western dealers. 


UNITED STATES HARDWARE & PAPER CO. 


Established 1927, Los Angeles, Calif 


So. California's Leading Housewares Distributor 





HARDWARE AGE 


The on 
blade ' 
“Easy-: 
Teeth” 
an exc 
MILFO! 
feature 











MAY 6. 




























MILFORD 


FLEXIBLE REZISTOR 
BLADES cannot break 


or shatter in the frame... 


_ . \ 






The only safe on every job in skilled 
blade with or unskilled hands.... 
“Easy-Starting Made of a new high- 
Teeth” speed steel with only 
an exclusive the teeth hardened 
MILFORD . +. the back is tough 
feature. and flexible. Cuts 






stainless steel with 
* KEEP YOUR STOCK 


ASSORTMENT UP 





THE HENRY CG. THOMPSON & SON CO. 


vely for Over 


NEW HAVEN 5 CONN U 











Accurate and Dependable 
CARPENTERS’ and MASONS’ 


LEVELS 


Known from Coast 
to Coast! 


Guaranteed, 
Tested. Made from 
fine, seasoned woods. 
r 

Packed in individual cartons. 
At,'Zova ceet-betjobsomnact-tam et-t i cet-\ele waaula 

a leader for over 30 years. 

« 


Sold only through recognized jobbers. 
Write for new Peerless literature. 


LEVEL & TOOL 
COMPANY 
STERLING, ILLINOIS 


MAY 6, 1948 
























SOLD THROUGH JOBBERS ONLY 


HALL-WESSEL CO! 


1719 NORTH SECOND ST., PHILADELPHIA 22, PA, 
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IMMEDIATE DELIVERY! 


DIRECT FROM MANUFACTURER 





(A) PARTS BINS, 87” high, 36” wide, 12” deep. Built 
to your specifications with interchangeable units. Figures 
prove STANSTESBL parts bins built to your specifications 
cost less than ready built equipment! Write for separate 
circular and easy-to-order form. 

(B) LOCKERS, 78”x12”x18”. 78%x15”%x 18" and 
78” x 18% x 18". Single tier 3 or more wide, 

(>) SLIM JIM UTILITY CABINET, Storage Style, 
21ST; Wardrobe Style, 24WA. Ideal for narrow spaces, 
measures 72”x21”x18”. There’s 10 feet of shelf space in 
24ST, or plenty of room for clothes in 24WA. Both styles 
easily interchangeable. 

(D) STORAGE CABINETS, 727x34”x18”. Style 4ST shown 
with 4 adjustable shelves. Also available Wardrobe type 


Stvle I1WA; Combination Wardrobe and Storage Cabinet, 
Style 3C¢W. All with 2 chrome handles. Yale lock and 
kevs with 3 point locking device. 


(E) COUNTER HIGH CABINETS. Two adjustable shelves 
in this low-priced 42”x34”x18” steel cabinet. Style 2CH. 
(F) DESK HIGH CABINET. 29'2”%x2i”x18” 1 adjustable 
shelf. Style IDC. 


LET US QUOTE ON YOUR STEEL SHELVING NEEDS 
EXTRA HEAVY GAUGE CONSTRUCTION 


Available in quantity. Extra shelves available 
cabinets. All items finished in baked Olive Green enamel. 


Send for Complete Catalogue and Price List 


STANDARD STEEL 
EQUIPMENT COMPANY, Inc. 


Manufacturers of Steel Cabinets, Lockers and Shelving 


Dept. HA, College Point, L. I., N. Y., FL 9-8090 











for all | 


POWER KING 


Lawn Mowers. 


LIGHT, STRONG, MODERN 
Tough, light, aluminum alloy cast- 
ings, combined with finest special 
steel, bronze and rubber. Self-pro- 
pelled by reliable motor. Modern de- 
sign and a truly moderate price that 
instantly attracts prospects. 


























5-blade ball bearing reel. Knives crucible LAWN 
tool steel. 20” cut. Excellent 4-cycle 

gasoline motor; throttle’ control; MOWERS 
chain transmission; friction disc SINCE 


clutch. Tubular steel handle; rub- 
ber grips. Goodyear Tires, 10.50 
x 1.75. Easily mows two to 
three acres per day, yet 
weighs only 87 pounds. 















MODEL ‘‘76" 
Power Mower and 
our light weight 
MODEL 550 
Hand Mower are 
equally fast sellers. 
Ask for particulars. 


WRITE TODAY 


ASF OOS 7222 2ctring Co 


HAND AND POWER LAWN MOWERS 


Springfield, Ohio 

























... new features, 
even finer per- 
formance! Fast 
seller at $2.00 (Fair 
Trade Min. $1.95) 


BACK AGAIN! 


THE FAMOUS APSCO 


CHICAGO soe 


Immediately 
available 

in two 
models... 
transparent 
or all-nickel 
receptacle. 
Get details 
now. 


AUTOMATIC PENCIL SHARPENER CO. 
World’s Largest Producer of Pencil Sharpeners 


ROCKFORD, ILL. * LOS ANGELES * TORONTO 
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World's Most Complete 
Hand Tool! 


New Knurled Jaw Tips hold work at the very tip. New Involute 
| Jaw Curve provides better gripping of all shades. New Thin Nose 
| gets into close quarters. New powerful Wire Cutter cuts wire and 

small bolts. New geometry provides greater power and easier opening. 

Locks to the work with Ton-Grip. Adjusts to ratchet action. Made 

of fine alloy steel. Nickel plated. Two sizes: 7" and 10” 
without cutter. 
WITH cutter.......... 7", $2.25; 10", $2.50 
WITHOUT cufter....7", $1.85; 10", $2.25 
Sold by Tool Dealers and Jobbers 


—with or 


| PETERSEN MFG. CO., Dept. H-5 DeWitt, Nebr. 
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A |ap\| MORE PROFIT 
te ~, ON GLUE 











1h4hssdad nk Sa 
[7 SELL THE GLUE SCBA AN 
| that’s FREE from Price Competition 23 ny? 


| Gg 2 
| Rogers “Gorilla Grip” is not subject to 49 2 
cut-price competition because it’s sold \ 
exclusively to independent hardware re- ’ 
Q 


| 

cn 

| Soyemand maonderhowsee PS ZOD 
2 SELL THE GLUE | OR? | 


with the Grip of a Gorilla” 


Tremendous strength is what loeys users want in glue 
-and Rogers gives it to them-—holding power of more 
+ than 3885 Ibs. per te inch! 


Poepaiial 6 mee 


Ask your jobber for ROGERS talbey, 
Stay FREE of competition— 
Ask your Jobber for ROGERS ny 











the bedt’ LIQUID FISH GLUE 
GLOUCESTER, 





JERSEY 
SHOE LASTS AND STANDS 





The lasts are the latest 
_ style toe. One last espe- 
cially for ladies shoes. 
Also extra heel to repair 
all sizes of heels. Made 


strong and practical. 
14" and 20" Stands. 


THE POPULAR "STAR HEEL PLATES" 
ALWAYS IN DEMAND AND PROFITABLE 
FOR YOU TO HANDLE. MADE IN SIZES 
000 TO 6. ORDER YOUR SUPPLY TODAY. 


< yn ee Ty 
oS 
\y 
‘) 
» a 


> 
S 
> 
— 
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STAR HEEL PLATE CO. 


NEWARK, NEW JERSEY 




















MAY 6, 1948 


PARKER 


IMMEDIATE DELIVERY 


PIANO TYPE 


CONTINUOUS HINGES 


e Steel e Brass e Nickel Plated On Brass e 
e Aluminum e Stainless Steel ¢ 





e Cabinets e Truck Bodies ¢ Boxes @ Pianos 
for: * @ Shower Doors ¢ Fluorescent Fixtures 
e Displays e Firescreens ¢ Store Fronts e Etc. 
VAC Atias From the very narrow lightweight size for boxes 
of Sizes! to the wide extra heavy for truck bodies. 
Stock lengths: 6 ft. © Can be furnished Ios 
any length, in quantity, to order. of Metals and Pins! 
@ Can be had with screwholes or blank for spot welding. 


@ Special hinges of all types to order, 


in quantity, for every purpose. Are you 
on our 


eA TAIINAI TST) meiting fier? 
S. PARKER HARDWARE MFG. CORP. 


SINCE 1900 









“From Foundry to Finished Product 
27 LUDLOW STREET * NEW YORK 2, N.Y. * Phone WAlker 5-6301 





WERES THE RIGHT 
EQUIPMENT FOR 
INCREASING SALES 


Send sketch of your store 
with measurements for 
free store plan 
and No. 548 catalog. 


W. C. HELLER & CO. 


5628 BRYANT STREET 
MONTPELIER, OHIO 











SALES OFPORTUM/TV 


WATER SYSTEMS — CELLAR DRAINERS 


BOOSTER PUMPS. 









@ Cash in on this ready-made 
market. Sell the Roth line 
to homes, farms, summer 
cottages, tourist camps; also 
to small towns that have a 
shallow well water source. 


“ 
ROTH SHALLOW WELL WATER SYSTEMS 


Complete packaged unit available in capacities of 320 and 420 


w OW you can sell an Electric Sprayer GPH. Vertical tank systems up to 3000 GPH. Fast automatic 

that gives complete satisfaction! priming—supplies a steady flow of water on lifts up 
to 28 ft. Dependable, economical—less power per 
gallon pumped. Deep well turbo-jet water systems 












Motor driven for instant action without tiresome pumping, | 








spreads a fine, effective spray from 8 to 10 feet with diffusion aloo available. 
and power. Equally effective with oil-base and water-base PUS 
insecticides. Universal AC-DC motor; light weight, perfectly ROTH CELLAR DRAINERS 
balanced, pistol grip handle; equipped with 1 pint or 1 quart Furnished complete with centrifugal type pump. Pro- | 
glass jar. vide fast, efficient drainage ... fully automatic ... , 
Here is the truly universal electric sprayer you have been seek- rugged construction .. . capacity up to 3000 GPH. 
ing for ready sale, quick turnover and steady profit. Compact _ 
aa e Neen it aes repeated insecticide sales and Se a EXCLUSIVE DEALER FRANCHISE 
ready market among better home owners, estates, restaurants, © Write for complete details on the money-making benefits 
stores, public buildings, etc. of the Roth Franchise and full information on the Roth line. 
Write today for complete details Ask for Catalog No, 3. 











of our dealer franchise 


Spee CORPORATION °‘ AMERICA 


2132 Dewey Avenue, Evanston, Ill. 





ROY E. ROTH COMPANY, 2452 Fourth Ave., Rock Island, Ill, 


| Mini 
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'|Value and Quality the BEST |, @)\e5 = 
HENRY’S SHEARS|K@degoarcs. 
: >=" 4 BETTER IN QUALITY 
wa bP ... THAN PUTTY 
Yr Lasts longer! Does the work better! That's 
— & r u m © r Ss a oy more and more customers demand Flexiseal 
Mark lazing Compound. Used for glazing wood and metal 
L oO Pp p ers sashes, pointing, etc. Flexiseal adheres tenaciously, sets 
ANVIL TYPE firmly forming a tough weatherproof surface, remaining 
| plastic underneath. Flexiseal is the perfect seal against the 
PRUNER elements. Makes money for you. : 
oe = gn 3 tn For additional data and prices write 
a } am fe Tp yp \" Ad oe Te a 
oe tg epee 10% LYATN IDE IN BPI BT aT ay anv OR ates 
| pruning. 
RETAILS, $2.25 45 IRVING STREET MALDEN, MASS. 
LADIES FLOWER When you call for 
PICKER AND ; 
PRUNING SHEARS DURO CHROME 
Chromium plated. Drop- ’ . 
fined tendon. tase , ou're e of gettin 
HENRY'S No. 4770 7” ee Se eee or Bi — = 
RETAILS, $3.00 
LOPPERS 
Forged steel blad 
hook hardened and ¢ 
at kee 
balance. Adjustable | 
ng nut, 
HENRY'S LOPPER No. 2026 26" RETAILS, $4.00 
Prices slightly higher on West Coast. Send for Henry Catalog 
DURO METAL PRODUCTS CO. 
T H E J . T . H E N R Y M F G . C + a 2649 N. Kildare Ave., Chicago 39, Wl. 
Finest Shears Since 1860 HAMDEN, CONN. . Also Makers of DURO Machine Tools 
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DUCTS CO. 


“hicago 39, Wi. 
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mEnameling Lacquering Marking Pre of 





aN ig 


Order from your jobber. Write direct fo us 
for new Catalog Sheet illustrating all styles 


Soft Hair or Bristle 








: ANG UP: PIN UP thing 


PUSHLESS PICTURE HANGERS » PUSH-PINS 


The VERY BEST that money can buy. Sell them to your cus- 














tomers with COMPLETE CONFIDENCE. Nationally advertised. 
- 


MOORE PUSH-PIN CO. Since /900 


PHILADELPHIA 44, PA 


113-25 BERKLEY ST. 









30 popular sizes 
.050 steel frames 








Teka l 7 Cope 


» ° 7 
SL miarday Soe ypviaate 


HAYING TOOLS 


Hay Carriers, Carrier Track, Track Fixtures, 

Hay Forks, Hay Slings, Sling Attachments, He? 
Hay Pulleys, Gable Hinges, Hay Rack We 
Clamps, Power Hoists, Hay Knives, etc., etc. Q 


Establ ished 1879 


atso BARN EQUIPMENT anp 
HARDWARE SPECIALTIES 


**Guaranteed to satisfy the user’’ 





THE NEY MFG. CO., CANTON, O. 








BRANCH HOUSE - COUNCIL BLUFFS, IA 








« 

2 e Guides with each screen 
. e Bronze wire screening 
e 


Reinforced, welded corners 


DEALERS! Check NATIONAL METAL SCREENS 
f ~-- FOR VOLUME "FLY-TIME" 


SALES 


These sturdy, simply-designed metal screens are 
built for long life and complete fly-protection. 
Installation and removal are easy. Screens slide 
in metal channels, Painted neutral gray. 

Our discounts are very generous. Write for liter- 
ature and price lists. 


National Metal Products Company 


1025 CHATEAU ST. e@ 


PITTSBURGH 12, PENNSYLVANIA 

















SALESMEN AND 


We are manufacturers 
of woven-splint prod- 
ucts, making market, 


SALES ORGANIZATIONS 
PLEASE NOTE— Aatien, wat ee an 


and related items. Our Wisconsin plant has modern 
equipment, enabling us to make quality products on 
a volume basis. Lucrative territories available for 
salesmen to contact jobbers, chain stores, and other 
basket outlets. Earning possibilities exceptional. 
Commissions paid monthly. 


Apply Sales Manager—Dept. B 


ALTHEIMER & BAER ‘ 


INC. 404 N, Wells Street 
Chicago 54 


For Every SPONGE " 
and CHAMOIS Need 


Ss 
AMERICAN 
FIRST 








Specialists in Sponges and Chamois 
for 78 years, AMSCO produces 
the finest for the purpose ... per- 
sonal or industrial. 







For Value, For Service, For Resale 
Demand these Brands: AMSCO, 
MERMAID, TOT, PLEX, DUET 


AMERICAN SPONGE & CHAMOIS CO., Inc. 


The finest quality since 1869 


49 Ann Street * New York 7, N. Y. 
245 Mission - ee * San Francisco 5, Callf. 





* MARSHALLTOWN TROWELS ® 


MARSHALLTOWN TROWEL COMPANY 











MAY 6, 1948 


* MARSHALLTOWN, IOWA 








































EASIEST TO Tr | eee 


HA 


ALL OTHER TYPES 



















LIFE: LOK, Adds Extra 
YEARS fo BURKS Systems 


ONLY WATER SYSTEM WITH [a 
THIS MONEY SAVING FEATURE 


“LIFE-LOK” means more years of run- 
ning water service for users... but it 
also means more water system sales for 
BURKS Dealers. 
Full line of Shallow and Deep Well 
Systems—-backed by effective ad- 
vertising. If you want to be a 
BURKS Dealer, write for details. 


DECATUR PUMP CO., 52 Elk St., Decatur 70, Ill. | 





GOOD-BYE DANDELIONS! 
CUTS ‘EM OFF — LIFTS ‘EM OUT 


The Automatic ‘'One-Punch" 
Dandelion and Weed Dig- 
ger sells itself. User 
stands erect avoid- 
ing tiresome 
stooping or 
crawling. 






AUTOMATIC 











DOES NOT 
DAMAGE LAWN 


Just place tool on a 45° 
at base of weed...punch and with- 
draw...weed is lifted out cleanly, in a 
hurry. The automatic “One-Punch" puts 
fun into a tedious chore. Made for long service. 
WRITE TODAY FOR FOLDER AND PRICE 


AUTOMATIC “‘ONE PUNCH’’ 
DANDELION AND WEED DIGGER 


Schartow iron Products Co., Dept. 108-E-1, Racine, Wisconsin 


6 TRAY «cc. 5¢ TOOL BOX 


POSITIVE CANTILEVER ACTION, 18" x 10" x 13” 








Plenty of room for tools, A 
avorite of mechanics everywhere. 
Individu ully packed, shipping wt. 
2 Ibs. Also available in 15” single 


tray and 17”, 19”, 21” tray 


streamline, 


Sturdy, 

steel. 

Strong handle. 

Reinforced throughout. 

Rounded corners. 

No raw edges. 

Built in continuous 

hinge. 

Write for catalogs and 

new 1948 low prices. 
SIMONSEN INDUSTRIES INC. 


Sales Office: 
1414 Seuth Michigan Ave., 


, double 





heavy gauge 


Chicago 5, 











naenwe e CROSSCUT SAWS* CIRCULAR SAWS 
4 HACKSAWS ¢ KEYHOLE SAWS 
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SIEST TO SELL..--- 


ATKINS “co: sams 


E. C. ATKINS AND COMPANY 
402 $. Mlinois $t., indi polis 9, Indi 

























| ; K-D NAILPULLER 


K-D #90 Nailpuller is only 12” long 

. . Small enough to carry in your 
pocket! Pulls up to tenpenny nails 
easily. Counteracting jaws, rustproof 
finish. Packed 6 to carton with at- 
tractive counter sales display. Easy 
to sell. Order now. 


Drive Jaws §& 
under nailhead & 








K-D Mfg. Co., Lancaster, Pa. 
Write for Catalog 




































IN METAL EDGE BOXES 


Increase your unit sales on small items by dis- 
playing 
counter. Each box includes one type of fastener 
in a wide variety of sizes and styles. No scattered 
or mixed up pieces. Customers serve themselves 
—_- More units sold, Jess time in selling. 

sk your jobber or write direct to Stronghold, 






TTRONGHOLD SKRU-KITS on your 








20 ASSORTMENTS 





Ideal for workshops, me Screws Wing Nuts 

home repair kits, Cotter Pins ¢ EA. 
garages, repair shops, Weed Screws Carriage Bolts — 
hobbyists, mechan- | Washers Machine Bolts LIST 





ics, etc. 


STRONGHOLD SCREW PRODUCTS INC." ™- "si “hs” 








automatic grip 


SCREW- 


DRIVERS 


UNSURPASSED 
QUALITY 
plus the 
EXCLUSIVE GRIPPER 


UPSON BROS., INC., 84 EXCHANGE ST., ROCHESTER 4, N.Y. 











FOLLOW THE LEADER IN 


Year after year HARDWARE AGE has led its field in the 
volume of classified as well as display advertising. Its 
classified columns bring together buyer and seller, em- 
ployer and employee. 


HARDWARE AGE  crasipes opperinntsis Dept. 





""Want Ad'‘' 


ADVERTISING — 


Those who contact the hardware trade know from experi- 
ence that HARDWARE AGE is the logical medium to use 
to secure RESULTS from their classified advertising 
Follow the leader. 


100 East 42nd St., New York 17, N. Y. | 
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© CABINET HARDWARE 
© BUILDERS HARDWARE 
@ CABINET LOCKS 

e SCREWS AND BOLTS 
© SASH HARDWARE 


i ow 














“VITAL CAULKING GUNS 


HAVE NO EQUAL" 











AND 
CARTRIDGES 


The complete original 1st 
line of guns and cartidges 
rotary style single unit handles, all styles; sizes 1 pt. 
to 2/2 qts. Nozzles from 1/16" up. Vital Caulking Guns feature the 
new "Clear-flow" one-piece tapered nozzle—no strain, no slipping, no 
excess weight. Vital-Pak top grade compound cartridges keep guns 
clean, eliminate messy filling. List: from $4.00 to $17.00. Cartridges 
at current prices. Liberal terms. Call your jobber. 


The VITAL Products Mfg. Co. 


Cleveland, Ohio 











7500 Quincy Ave. 








-FOOD 
M | LL, 






form ots si1e08 oF 


Seareticed by @ 
= Housekeeping 


Leas sovcenst wer 


POTATO RICER 
VEGETABLE MASHER 
FRUIT STRAINER 
ed Food Mill slashes minutes 

y. Strz s 
aC iicn aaa taasien $189 
time. Nationally advertised. 


Foley Mfg.Co., Minneapolis 1 8, Minn. 


AVAILABLE ONLY THRU JOBBERS 


*Trade Mark Reg. U.S. Pat. Off. 










ws) Also Mokers of 


FLOUR SIFTER 
FOLEY BLENDING FORK 
CHOPPER 








DISTING Ld EK 


LP Wile}, 1. Ge dele alee) (17-1. ) aaa, 
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PRICE ff and SQUEEGEE 


MINUTE MOP CO. 


THE IMPERIAL BRASS MFG. CO. CHICAGO 7. ILLINOIS 


LL ARDWARE 


ROCKFORD, ILLINOIS 





winpow Brush WGA) ue 





There’s a Minute Mop fast-seller to speed every hous: 
hold cleaning job. Women want and at the popu 
Minute Dish Mop, Soap —" e ath Tub Brush, Wi: 


dow Brush and Squeegee. Toi-La-Kleen, and the | 
famous standard size Minute Map and Drainer, a: 
also the new Jumbo Minute Mop for large floor area 


All made of Du-Pont Cellulose 
your jobber today. 


Sponge. Write or pl 


13 E.23rd.St. 
CHICAGO 16 ILL. 


he 
Kromex 


FRIG-I1-TOR* 


— high-style insulated ice bucket at a take-it-away price. 


KROMEX, CLEVELAND 8, OHIO 


* Trode-mork 


IMPERIAL Self-Closing 


BARREL FAUCETS ** se 


Made with Metal-to-Metal Seat 
No Washers to Wear Out 











Holds oil, gasoline, ker- 
osene, alcohol, thinners, 
solvents, clear lacquers, 
light varnishes, etc. Easy 
to operate . . . closes automatically. Can be locked 
open or closed. Many millions in use. Has 34” 
pipe thread. Here's a fast moving item you'll 
want to handle . . . and use in your own store. 

No. 261-G .. . Barrel Faucet 
IF YOUR JOBBER CANNOT SUPPLY YOU, WRITE TO 














BINDER TWINE 
BALER TWINE 


YOU CAN TRUST 


PLYMOUTH, MASSACHUSETTS 
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assified Advertising Rates 














Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 








Set solid, maximum, 50 words....... $5.00 
Each additional word.......- ° 10 
Positions Wanted 
(Special Rate) set solid, maximum, 
Pe MOD: oiiconciaseccaseeveeess $2.00 
Each additional word......... 05 
Allow Seven Words for Keyed Address 
or Your Address 





*BOXED DISPLAY RATES 
$8.00 Per Column Inch 








Cuts or special borders not allowed. 
*DISCOUNTS FOR BOXED DISPLAY ADS 
5% discount for 4 or more insertions 

No Agency Commission allowed on Classified 
Advertising. 
REMITTANCE MUST ACCOMPANY ORDER 
Send check or money order, 
not currency OF stamps, 


Samples of Merchandise, Literature, Catalogs, 
etc., will not be forwarded to box number 
advertisers unless accompanied by sufficient 
postage for remailing. 


HARDWARE AGE is published every other 
Thursday. Classified forms close 15 days 
previous to date of publication, 


Address your correspondence and replies to 
HARDWARE AGE 
Classified Opportunities Dept. 
100 East 42nd St., New York 17, N. Y. 




















Help Weanted | 


Help Wanted 





WANTED AN 
WARE MAN to 


EXPERIENCED HARD- 
take charge of Hardware 
Department. The store is located near New York 
City in a growing community. Give age, experi- 
ence and reference, also past and present em- 
ployer. Address Box M-292, care of HarpWareE 
Ace, 100 East 42nd St., New York 17, N. Y. 


EXPERIENCED HARDWARE MAN who has 
worked for a wholesale house, knows tools, 
tric and sporting goods, toys, housewares, etc., 
to do catalogue compilation work, etc. Prefer a 
man with this type experience. Excellent oppor- 
tunity with a young growing Philadelphia jobber. 


Reply with full particulars to Box M-200, care of | 


, 100 East 42nd St., New York | 


if ARDWARKE AGE 
‘7,  - 





EXPERIENCED 
WHOLESALE HARDWARE MAN 


TO ASSUME CHARGE OF PURCHAS- 
ING DEPARTMENT OF A GROWING 
EASTERN PENNA. JOBBER, POSITION 
REQUIRES KNOWLEDGE OF SHELF 
HARDWARE, TOOLS, CUTLERY, 
BUILDERS HARDWARE, SPORTING 
GOODS AND KINDRED LINES. EXPECT 
ABILITY TO DIRECT THE ENERGIES 
OF OTHERS, TO DO A VOLUME OF 
DETAIL WORK. EXCELLENT OPPOR- 
TUNITY TO GROW WITH A YOUNG 
COMPANY. EXPERIENCE IN SALES 
AN ASSET. REPLIES TREATED IN 





elec- | 





CONFIDENCE. REPLY TO BOX M-194, 
CARE OF HARDWARE AGE, 100 EAST 
42nd ST.. NEW YORK 17, ¥. 














A WELL-ESTABLISHED SPECIALTY STEEL 
MANUFACTURER, WHOLLY SELF-CONTAINED 
FROM THE ORE TO THE FINISHED PRODUCT, 
HAS AN OPENING FOR A MAN WITH EX- 
PERIENCE TO HANDLE THE PROMOTION 
AND SALES OF A WELL-ESTABLISHED AND 


ACCEPTED SPECIALTY STEEL ITEM USED 
PRINCIPALLY IN THE BUILDING FIELD. || 
Duties involve sales promotion, supervision of 


field staff, advertising, dealer helps, mail, and 
other trade approaches. Remuneration may be 
expected commensurate with ability. This is an 
unusual opportunity for the right man. State 
age, education and detail qualifications. Char- 
acter references required. All such letters will 
be acknowledged. Address Box M-286, care of 
Hardware Age, 100 East 42nd St., New York 




















DETAIL MAN WANTED 


MUST BE EXPERIENCED IN DETAILING HARD- 
WARE JOBS FROM PLANS AND SPECIFICA- 
TIONS. STEADY POSITION. GOOD SALARY. 
ADDRESS BOX M-290, CARE OF HARDWARE 
AGE, 100 EAST 42nd ST., NEW YORK 17, N.Y. 





CYLINDER KEY BLANKS 
UNLIMITED OPPORTUNITY 


Manufacturer desires representa- 





tives to handle line of key blanks 








|Sales Representatives Wanted | 


WANTED: COMMISSION REPRESENTA- 
TIVE TO SELL OUR LINE of Locksets and 
suilder’s Hardware in Georgia and Alabama. In 
reply give full resume of your builder’s hardware 
experience and nature of other lines handled. 
Address Skillman Hardware Mfg. Co., Trenton 
4, Bis Je 





AGENTS CALLING 
AND DEPARTMENT STORES TO REPRE- 
SENT KEENCO Household Products (stools, 
carts, window exhaust ventilators, etc.). Advise 
territory covered, how often, etc. Keen Equip- 
ment Co., Inc., 402 (403) (404) Pear Street, 
Vineland, N. 








THIS LONG ESTABLISHED HIGHLY RATED 
COMPANY offers 100 factory lines to salesmen 
covering retail stores outside of the larger 
cities. Here are one hundred complete factory 
lines and salesmen earn a good living handling 
them. It would take you a lifetime to assemble 
so varied an assortment of lines. Write Sales 
Manager. Box M-272, care of Hardware Age, 
100 East 42nd St.. New York 17, N. Y. 














MANUFACTURERS AGENTS 
WANTED 


TO CALL ON WHOLESALE HARDWARE JOB- 
BERS AND MILL SUPPLY HOUSES. WRITE: 





—FINEST QUALITY 
| —COMPETITIVE PRICE 
—EXCEPTIONAL COMMISSION 














PLUMBING SPECIALTY FIRM IN NEW 





ON DISTRIBUTORS ; 


YORK CITY has Various Territories Open for 
Representatives to sell Plumbing Specialties to 
jobbers and hardware stores. Akron Supply 
Company, Inc., 315-317 Stanton Street, New 
Yorn. 2, XH. Y¥. 
| REPRESENTATIVE, AGGRESSIVE. FOR 
SPECIALTY ITEM. Well advertised. Must call 


on hardware, mill supply, electrical and plumbing 
jobbers. Also industry. Willing to do some mis- 
| sionary work. Good repeats. Liberal commission. 


Many open territories. Address Box M-298, care 
of Harpware Acz, 100 East 42nd St., New York 
| 174 Bee 
| SALES AGENTS WANTED BY MANU- 
| FACTURER of Electrical Wiring Devices and 
| Counter Items, to cover wholesale hardware, 
| housefurnishing and variety store distributors. 
| All territories in U. S. open. State territory 
| covered and affiliated lines. Address Box M-291, 
| care of Harpware Ace, 100 East 42nd St, 


| New York 17, N. Y. 


SALESMEN—REPRESENTATIVES 


Alyminum and Stainless Steel Mouldings at 





lrims. Complete line—unexcelled qu y 
competitive price. Sell through jobber _ ol 
direct to dealers in hardware, lumber, fi r 
covering and fixture manufacturers. Closed 
territories—full commission on present ac 


Interview in 











THE JORDAN WELDING & MFG. CO. counts if serviced. o-a eda 

17, N. Y territory. Address Box M-210, care of Hard 
9428 CASSIUS AVE. CLEVELAND, OHIO ware Age, 100 E. 42nd St., New York 17, N.Y. 
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Classihied Oppovtumitien.. Section... 








SALESMEN, WHOLESALE HARDWARE 
AND ELEC TRICAL SUPPLY. Experience pre 


ferred. Drawing against commission. Jersey ter- 
ritory. Address Box: M-281, care of HARDWARE 
Ace, 100 East 42nd St., New York 17, N. Y 


ROPE SALESMEN, MANILA ROPE, MAN- 
UFACTURED IN PHILIPPINES WHERE 
HEMP GROWS. Long established trade neces- 
sary, sideline. Write fully giving references. 


Address Box M-222, care of Haxrpwarer Ace, 100 
East 42nd St., New York 17, N. Y. 
HARDWARE SALESMAN CALLING ON 


Hardware, Appliance and Furniture Dealers, as 
well as other outlets for well established Maga- 
zine Type Coal Heaters (fire-brick lined). Name 
territory desired with other particulars. Com- 
mission. Address Box M-285, care of HarpwaRrE 
Acr, 100 East 42nd St., New York 17, N. Y. 


WANTED SIDELINE SALESMEN 
on electrical contractors, retail hardware stores, 
department stores, to sell electrical supplies and 
lighting fixtures. State territory desired and lines 
handled. Write for full details. Commission basis. 
Address Box M-223, care of Harpware AGe, 
100 East 42nd St., New York 17, N. Y. 


SIDELINE SALESMAN WANTED BY A 
LARGE MANUFACTURER of a Full Line of 
leather dog collars, harnesses, leads, muzzles, etc., 
to call on hardware, sporting goods, house fur- 
nishingss, and variety dealers and jobbers. Pro- 
tected territory; liberal commission. Address Box 
M-271, care of Harpwaxe Ace, 100 East 42nd St., 
New York 17, N. Y 


SIDELINE SALESMAN, SMALL TOWN 
COVERAGE, Hardware, Houseware, Appliance 


, 


Commission 744%. Catalog includes auto- 
matic toasters, pressure cookers, gas and electric 
hot plates, stainless steel flatware, playpens, 
kitchen step-ladders, aluminum outdoor, indoor 
kitchen 


Stores. 


dryers, curtain stretchers, boudoir lamps, 
cabinets, rubber steel stools, racks, etc. Address 
Box M-239, care of 100 East 


Harpware Acer, 
New York 17, N. Y 


42nd St 


TERRITORY OPEN 
PENNSYLVANIA, AND NEW 


IN NEW JERSEY, 
YORK STATE 


Quality paint manufacturer seeks man or men 
to cover above territory on commission basis. 
Must have paint and hardware store accounts. 
Full line of white goods, oil and water paints 
iad floor enamels. Send full personal information 
including commercial reference. Address Box 

252, care of Harpware Ace, 100 East 42nd 





St., New York 17, N. 


MAY 6, 1948 





calling | 


| side 








FLATWARE AND TABLE CU 
MANUFACTURER—old established, nationally 
known concern—one of the leaders in its field, 
is re-arranging several important sales areas, on 
a 100% protected territory basis. Will consider 
only sales organizations who, through their other 
supplementary factory lines, have the background, 
connections, and entree, to give our line the 
intensive coverage we require; and also the 
to give it continuous effort. A profitable, 
while major line. Liberal commission arrange- 
ment. Address Box M-277, care of Harpware 
Acer, 100 East 42nd St., New York 17, N. Y 


TLERY 





WANTED — 
THE MARINE 


SALESMEN CALLING 
TRADE. Sell our Line 


Every dealer uses and wants these 
which are vastly superior. 
ritories open. Commission 
covered and lines carried. 
Corp., 18 North Ada Street, 


Several lucrative ter- 
basis. State territory 
Address Plastoline 
Chicago 7, Illinois. 





SALESMEN WANTED BY 
ESTABLISHED NEW 
HARDWARE HOUSE 
trade in New England States, Upper New 
State, New Jersey and Long Island on 5% 
commission basis, no objection to non-conflicting 

lines, write Chas. Weiland, Inc., 149 Cham- 
bers St., New York > | 


LARGE WELL 
YORK WHOLESALE 





SALESMEN 


Bicycle Parts, 


WANTED SELLING 

Juvenile Furniture, 
Wheel Goods, covering West Virginia, Pennsyl- 
vania, North Carolina and South Carolina for 
large wholesale distributor. Representatives with 
side lines can apply. Address Box M-282, care of 
Harpwarre Ace, 100 East 42nd St., New York 
iv, mE 


Bicycles, 
Juvenile 





SALESMEN WANTED: BY 
TURER TO SELL Wholesale and 
ers Supply. A sensational product, essential for 
modern home building, protected territory, leads 
furnished. Men interested in earning $10,000.00 
or more per year apply. Give full details first 
letter. For personal interview address Dept. 10, 
Sales Manager, Box 309, High Point, N, C. 


MANUFAC. 
Retail Build- 


time | 
worth- | 


ON | 
of New | 
Plastic Marine Cordage with proven sales appeal. | 
new products | 


to cover retail hardware | 


York | 


| 





[ales Representatives Wanted] [Sales Representatives Wanted] [Sales Representatives Worted] 





AGGRESSIVE 
LIVE-WIRE SALESMEN 


with following calling on JOBBERS, CHAINS, 
HOUSEWARES, HARDWARE, ETC. for a new 
washable Dust Mop and a sensational Wax 
Applicator, Polisher. Easy selling, HIGH QUAL- 
ITY products with very unusual patented fea- 
tures that are far ahead of ali competition, 
to retail at only $1.00 and $1.50. All territories 
open. In reply state type trade, territory, and 
qualifications in full detail in first letter. All 
replies will be held in strict confidence. 


JAY-LIP CORPORATION 


206 Main Street, JAMESTOWN, N. Y. 

















BUILDER'S AND CABINET HARDWARE 


Manufacturer, due 
now ready to 


to expanded production, is 
appoint additional manufac 


turers representatives to call on Jobbers and 
Contract Builder’s Hardware Specialists, with 
its growing line of Shelf Hardware. State 
lines and products now carried, type of 
accounts called on and territory covered. 
Address Box M-283, care of Hardw are Age, 
100 East 42nd St., New York 17, ¥. 

















PAINT BRUSH SALESMEN 
COMPLETE BRANDED LINE 


Experienced men only with following amongst 
industrials, hardware, paint stores and lum- 
ber yards. Write full details. Liberal commis 
sion. Address Box M-279, care of Hardware 
Age, 100 East 42nd St., New York 17, N. Y. 

















SALESMAN WANTED 


TO SELL BUILDERS’ HARDWARE TO BUILDERS 
IN METROPOLITAN, NEW YORK AREA. MUST 
BE EXPERIENCED AND MUST KNOW HOW 
TO READ PLANS. STEADY POSITION. SALARY 
AND COMMISSION. ADDRESS BOX M-289, 
CARE OF HARDWARE AGE, 100 EAST 42nd 
ST., NEW YORK 17, N. Y. 














SALESMEN WANTED — WE HAVE TWO 
OPENINGS FOR SALESMEN who are now 
calling on hardware, dealers and lumber yards | 


to sell Builders and Shelf Hardware on a liberal 
basis. One opening 


Pennsylvania Area; and one in the 


commission 
Pittsburgh, 


Harrisburg, Pennsylvania Area. Give full par- 
ticulars in first letter as only expeienced and | 
well-established salesmen will be considered. 
Address Box M-276, care of Harpware Acer, 
100 East 42nd St., New York 17, Y 


exists in the |} 


es MEDIUM SIZE LOCK MANUFACTURER 
| ESTABI ISHED FOR TWENTY-FIVE YEARS 
| NEEDS REPRESENTATIVES to sell hardware 


jobbers on commission basis lerritoric 


now 
open, Cleveland, St. Louis, and Detroit. Address 
Box M-273, care of Harpwart Ace, 100 East 


t2nd St., 


New York 17, N. Y 


(Classified Opportunities continued on pages 264-265) 
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{Sales Representatives Wanted] [ Accounts Wanted 











} (Accounts Wanted] 








SALESMEN WANTED 


National Paint Brush Manufac- 
territories for men now 


Prominent 
turer has open 
calling on paint and hardware dealers, lumber 
yards, department industrials, etc. 
Side Line men or manufacturers’ agents 
considered. Good Commissions. Territory 
protected. Write details of experience to 
Box M-190, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 


stores, 








MANUFACTURERS ATTENTION 


We can sell and distribute your products with 
leading jobbers and chain stores in the Hard- 
ware, Housefurnishing, Electrical and General 
Merchandise Field, also Equipment Manufac- 


turers. Territory covered Hlinois, Wisconsin, 
Minnesota and lowa. We have prominent 
ground floor location-—-ideal display space. 


Address Box M-294, care of Hardware Age, 
100 East 42nd St., New York 17, N. Y 


|; RETAIL 
| STORE ACCOUNTS in the States of Oren 
| Washington, Idaho and Montana. Cover the 

| tory regularly and if line accepted will sen 

| business the first day out. Address Box M-2s8 











ESTABLISHED SINCE 











DISTRIBUTORS OR JOBBERS 
TO SELL WELL KNOWN QUICK DRY 
ABSORBENT FOR OILY AND GREASY 
FLOORS. Almost any kind of industrial con- 
cerns use it. All year round seller, hardware, 


janitor supplies, wholesalers, jobbers, etc. 
Write for particulars. All States East of 
Mississippi. 


NATIONAL SAWDUST CO. 
69 N. 6th Street Brooklyn, N. Y. 








MANUFACTURERS REPRESENTATIVE 


1930 calling on hard- 


ware, plumbing, electrical and mill supply job- 
bers in the States of Missouri, Kansas, 
and Iowa wants additional lines of quality mer- 
chandise. Address Box M-268, care of HARDWARE 
Ace, 100 East 42nd St., New York 17, N. Y. 


Nebraska 




















SOUTHEASTERN STATES 


Manufacturer's Agents. Established 1926. 
Staff of 5 men, Cover trade 4 times yearly. 
Commission basis. Inquiries invited. 
McCUTCHEN-SIMPSON, INC. 
9822 N. E. 2nd Avenue Miami 38, Florida 

















PAINT SALESMAN WANTED 

by a First Quality Full Line Paint and Var- 
nish Manufacturer with a Grade A Reputa- 
tion. Outstanding opportunity for right man. 
Side line not objectionable. Several choice 
territories open. Write Box M-280, care of 
Hardware Age, 100 East 42nd St., New 
York 17, X.. ¥. 




















SALESMEN WANTED 


Leading Manufacturer, Complete Line of 
Leather Dog Furnishing-, has a few choice 
protected territories open for experienced men 





with following among retail hardware and 
housefurnishing stores. Liberal commission. 
Address Box M-278, care of Hardware Age, 
100 East 42nd St., New York 17, ° 

















SALES OUTLETS WANTED 


Sensational New Belt 


By manufacturer 
id plane—portable—low 


Sander—Handled — like 
priced high quality every electric drill 
owner a potential customer met with imme 
diate acceptance wherever shown—write for 
literature on letterhead. 

METLPLAS SUPPLY COMPANY 
1420 So. 16th Ave. Maywood, Il. 














IS YOUR 
PROBLEM SALES? 


MIDWEST MANUFACTURER AND DIS- 
TRIBUTOR OF PETROLEUM PRODUCTS 
TRAVELING TWELVE MEN IN SEVEN 
STATES MIDWEST TERRITORY IS INTER- 
ESTED IN TAKING ON DISTRIBUTION 
OF SPECIALTY ITEMS TO BE SOLD 
THROUGH HARDWARE OIL JOBBERS 
OR IMPLEMENT DEALERS. 


SEND LITERATURE AND DETAILS TO 
BOX M-274, CARE OF HARDWARE 
AGE, 100 EAST 42nd ST., NEW YORK 
Le 2 





I AM SELLING OVER 300 WELL RATED 
HARDWARE AND VARIETY 


care of Harpware Acr, 100 East 42nd St., N 
York 17, N. Y. 





MANUFACTURERS’ REPRESENTATIVE 
DESIRES LINE OF MAJOR CALIBRE sale 
able to hardware, electrical, and mill and 
supply jobbers. Covering West Virginia, Easter 
Ohio and Western Pennsylvania. Have traveled 
this territory for the past twenty years. Address 
Box M-275, care of Harpware AGE, 100 East 
42nd St., New York 17, N. Y. 








WELL ESTABLISHED, CAPABLE, PRO- 
DUCTIVE REPRESENTATIVE, Minnesota 
and Surrounding Territory, seeks One or Two 


Additional Lines going to hardware jobbers, 
chains, etc. Competitive wooden ware, house 
wares or cutlery preferred. If your line or name 


is known, we will get the business for you. 
Address Box M-297, care of Harpware A 
100 East 42nd St., New York 17, N. Y. 








YOU NEED RESULTS 


Get results. Regular, aggressive, trustw 
coverage of hardware jobbers, automoti 
jobbers and chains, electrical jobbers a 
other large volume buyers. Southeaste 
States. Consider manufacturers only. Wel 
established. Excellent references. 

R. B. PILKINGTON 
231 Healey Bldg. Atlanta, Georgia 


























MANUFACTURERS’ AGENTS 


INTENSIFIED COVERAGE BY 4 MEN COVERING 
ILL., IND., & WISCONSIN. SELLING HOWE. 
JOBBERS & HDWE. CHAINS, AUTOMOTIVE 
JOBBERS, & RETAIL CHAINS, ELECTRICAL 
JOBBERS, MILL SUPPLIERS, MAIL ORDER 
HOUSES, DEPT. STORE CHAINS—MANUFAC- 
TURERS WHO SELL OUTSIDE PRODUCTS THRU 
THEIR RETAIL DEALER ORGANIZATIONS 
LEE E. LANE COMPANY 
624 Se. Michigan Ave. Chicago, wines | 














HOW TO MAKE MORE 
MONEY —ON EXPORTS 


We can develop sales of your products 
in foreign markets. 

We act as your Export Manager. 

We do all your sales promotion work, 
we advertise your products, we sell 
and ship them at no cost to you 

You take no credit risks. We pay you 
spot cash for your merchandise. 


INTERNATIONAL DISTRIBUTING CO. 


1170 Broadway New York 1, N. Y. 
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[Accounts Wanted | 


| —s Accounts Wanted 





ADDITIONAL HARDWARE AND SPORT- 
ING GOODS LINES WANTED by an experi- 


enced Sales Organization, covering the Jobber, 
Chain and Department Store Accounts, as well 
5 the larger Retailers in Eastern Penna., 
Southern New Jersey, Maryland and the District 
i Columbia. We invite correspondence from 

bie manufacturers only. Harry S. Rheiner 
& A-sociates, 3018 Rawle Street, Philadelphia 
4, Pa 





NATIONAL DISTRIBUTORS 
Established—Reliable Aggressive 
ANCO CORPORATION Pittsburgh 22, Pa. 
Branch Offices 
New York @ Philadelphia @ Detroit 

Cleveland @ Louisville 
ing all classes of jobbers. We 
counts or you can bill direct. 

for further information and references. 


will carry 






the 


Vrite 














MANUFACTURERS TAKE NOTICE 
Our territory covers Upstate New York. We 
are established with all jobbers, chains and 
dept. stores handling electrical appliances and 
housewares. Have had over 20 yrs. sales ex- 
perience. We are open for an additional line. 

LUM AND FLAHERTY 
241 POWERS BLDG. ROCHESTER 4, N. Y. 
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SOUTHWESTERN TERRITORY 


Aggressive effort, backed by 20 years ex 
perience with the Hardware, Sporting Goods 
and General Jobbing Trade. If you require 
this type representation,, please contact us. 


SALES SERVICE CORPORATION 
1115 N. WINNETKA DALLAS 8, TEXAS 


—— 




















ATTENTION MAJOR APPLIANCE MAN- 
UFACTURERS. Salesman with an unusually 
fine following among the hardware and appliance 
dealers in Indiana seeks a good quality line to 
sell preferably on a commission basis. I am 
qualified to give you the best representation, 
Address Box M-296, care of Haroware AGE, 
100 East 42nd St., New York 17, N. Y 





SPECIALIZED, EXPERIENCED 
EXPORT MERCHANTS OFFER 
EXPORT DISTRIBUTION 


We develop anil push the foreign sales of your 

product, handle all difficult paper-work, pay you 

eash, relieve you of expense and headaches, Annual 

turnover $1,500,000. Reterences and details on inquiry, 
KURT ORBAN CO., INC, 

Exporters Purchasing Agents 

1? Battery Place New York 4, N. Y. 














Positions Wanted 





MANUFACTURER. 
distribution hardware 
mill 


| Address Box M-259, 
| 100 East 


SALES MANAGER SEEKS CONNECTION 
Heavy National background 
and tools to jobbers, chains 
supply and department stores. Appointment 
explore possibilities carries no obligation 
care of 
New York 17, 


42nd St., N. Y. 








2? 
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WANTED RETAIL HARDWARE STORE 

Small Well Established Business. Address 

| Box M-293, care of Harow AkE Ack, 100 East 
42nd St, New York 17, 











L_ Positions Wanted | 


MANUFACTURERS AGENT DESIRES 
LINE FOR NEW JERSEY contacting lumber 
yards, hardware dealers, mill supply houses. 12 
years in territory. Aggressive coverage. Com- 
mission basis. Will carry stock. Address Box 

-253, care of Harpwarre Acre, 100 East 42nd 


St., New York 17, N. Y. 


POSITION WANTED 
salesman and merchandiser in Hardware, 
ing and Heating Retail and Wholesale 
desires to locate in Southwestern Ohio. Will con- 
sider wholesale or retail position, or traveling 
in a limited territory. Address Box M-287, care 
of HARDWARE Ace, 100 East 42nd St., New York 
17, ° 


—- Experienced buyer, 
Plumb- 
Business 





PRESENTLY 
MANAGER of 


HARDWARE 
EMPLOYED AS 


EXECUTIVE 
GENERAL 


moderate sized wholesale and retail hardware 
concern. Married, age 40, college graduate, 
eighteen years experience. Primary interest is 
| retail. Seeking change for purely personal rea- 





KANSAS, NEBRASKA, 
IOWA, MISSOURI 


all in what Roger W. Babson 
calls the “Magic Circle", 
“richest in time of peace and 
the safest in time of war". 
Staple quality hardware items wanted 
selling to hardware, plumbing, electrical, 
building supply, and automotive jobbers. 


The E. E. FISHER COMPANY 
2422 Rivera Wichita 9, Kansas 
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references available as to 
ability, financial stability, 
Address Box M-295, 
42nd St., New 


sons. High quality 
business and executive 
trade and social reputation. 
care of Harpw ake Ace, 100 East 
York 17, N. Y 





SALES OR EXPORT MANAGER: Thorough 
experience all export procedures, sales promotion, 
credit-market analysis; excellent sales contacts in 
South America, Near East, India and Orient; 
engineering background covers product and equip- 
ment development, cost analysis, application of 
management controls in manufacturing plants; 
would consider arrangement as consultant with 
manufacturer. Address Box M-257, care of 
Harpware Acr, 100 East 42nd St., New York 
17, N. 





PLASTIC WIRE SCREENING 


29 in. wide, in 60 foot rolls 2c a sq. foot f.o.b, 
West Coast. Immediate delivery. Limited 
Supply. 

M. HIRSCHMANNS EXPORT TRADING CO. 
431 Southern Boulevard Bronx 55, N. Y. 











established over 25 
dollars per 


care 





WHOLESALE HARDWARE 
AND HOUSEWARE JOBBER 


years, doing over a million 
covering entire State of 
to sell with real estate. 
Address Box M-284 
100 East 42nd St., 


annum, 

New Jersey, willing 

Principals only apply. 

of Hardw: are Age, 
» Be 


New York 17, 














FOR SALE 


YOUR OPPORTUNITY OF A LIFE TIME 
Seed Store, Flower and Vegetable Plant Grow 


ing Establishment, Farm Supplies. Heavy 
hardware. Old established growing trade. 7 
room dwelling, storage buildings. Ground 
Rare bargain. $24,000. $17,000 down pay- 
ment. In Maryland. Owner retiring. Address 
Box M-250, care of Hardware Age, 100 East 
42nd St., New York 17, N. 














NAILS FOR SALE 
Depleting Stock 
Bright Common Wire Nails. All sizes $12.50 
per 100 Ib. keg. Box Nails-—Casing Nails 
Cement Coated Nails. Finishing Nails $13.90 
Roofing Nails 154 x 10 Galvanized % Oval 
Head. $13.90 per 100 Ib. Keg. F.O.B. New 
York City Warehouse. Small orders accepted 


BLOCK Co. 


15 Baruch Place New York City 2, N. Y. 
Phone ORegon 3-3347 
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Harpwark Acer, 























with our improved 


Detroit Key Machine 
...an adv: cand cagteal 
of key cutting... all 
types of paracentric 
keys easily made by 
code number or duphi- 
cation. Write today for 
full articulars con- 
cerning this low-priced 
machine and for cata- 
log and prices of 
Stewart improved key- 
cutting tools and 


The Improved 
Detroit Key Machine 


F. W. STEWART MFG. CORP. 
4311 Ravenswood Ave., Chicago 13, Ill. 
West Coast Branch: 431 Venice Bivd., Los Angeles 15, Calif. 


equipment. 





Make Keys... Make Money 




















* 
SELL THE 
EST. 1857 
SADDLE LEATHER LINE 
@ Holsters, shell cases, cartridge 
belts, and other Lawrence saddle 
SEND leather sporting goods are profit 
FOR CATALOG producers. Made in the West since 
+ 1857. Nationally advertised in lead- 
LEATHER LINE ing outdoor magazines. Dealerships 
available. Write for information. 
THE GEORGE LAWRENCE CO. PORTLAND 4, OREGON 
® 








STATESMAN 


NYLON 


BAIT CASTING LINE 


Smoother... stronger... smaller 
diameter ...and unaffected by 
salt water! Carefully made by a 
Norwich special process—in nine 
tests from 9 to 50 pounds. 
Pn _ Jobber Salesman! 


PORE) 


LINE COMPANY, Inc. 
The Line of Champions 
NORWICH, N.Y. 

















Genuin°NhOMES° SILENCE 
SLIDE SILENTLY - SOFTLY- SMOOTHLY 
50 SET-15< SET-10c SET SAVE FURNITURE 

& FLOORS-CREATE QUIET 


““Oomes of Silence 


Glide 


Name 


on each genuine 


Domes of Silence 
Rubber Glides 


For Tile, Marble, Cement and Bathroc 
Noiseless, Sizes for metal cc 
chairs and all furniture 


Cushion 


os, 


Ask yeur Jobber. 


If he is not supplied write to 


DOMES of SILENCE, Inc., 35 Pearl St., N.Y. C. 
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Air Express Div. 173 | Dremel Mfg. Co. 64 
Aladdin Industries 50 Druge Bros. Mfg. Co. 218 
Altheimer & Baer, Inc. 259 Dumore Co., The 167 
Alumicast Corp, 226 duPont deNemours & Co., E. |. 
Aluminum Company of America 41 Fabric & Finishes Div- Pro- Tek 171 
Aluminum Goods Mfg. Co. 55 Rayon Dept. Div. 117 
American Cabinet Hdwe. Corp. 201 Duralux Co. 57 
| American Chain & Cable Co. 86 Durkee-Atwood Co. 157 
American Chemical Paint Co. 68 Duro Metal Products Co. 258 
American Crayon Co. 240 
| American Fork & Hoe Co. 138, 139 
American Grille & Screen Works 236 E 
American Pad & Textile Co. x4 
American Rubber Products Corp... 164 £.Z Do 3 
American Screw Co. 127 | Eagle Industries, Inc 125 
American Sponge & Chamois Co... 259 Eagle Mfg. Co. 249 
American Telephone & Telegraph Edlund Co. 24 

Co. 12 Edwards & Co., Inc. 58 
American Thermos Bottle Co., The 46 Embury Mfg. Co. 238 
Ames Baldwin Wyoming Co. 6 Engineered Products Co., The 208 
Archer-Daniels-Midland Co. 130 
Asco Chemical Co. 240 
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Fraim Lock Co,, The E. T 33 
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Barridon Oil Burner Products, Inc. 267 S 
Basford Co., H. R. 211 
Bassick Co., The 180 Gary Steel Products Corp 228 
Better Homes & Gardens 204 General American Transportation 
| Black & Decker Mfg. Co. 153 Corp. 20 
Bommer Spring Hinge Co. 248 General Electric Co. 
Bradford Machine Tool Co., The. 194 Construction Materials Div 147 
Brearley Co. : 76 Lamp Div. 26-27 
Briddell, Inc., Chas. D. 227 General Mills, Inc 155 
Bridgeport Brass Co. 34 General Slicing Mach. Co., Inc... 249 
Bridgeport Hdwe. Mfg. Corp., The 66 Gephart Mfg. Company 71 
Briggs & Stratton Corp. -. 199 Geuder Paeschke & Frey Co 161 
Bright Star Battery Co. 225 Gilbert Clock Co., William L.. 218 
Brooks & Sons, M. S. 226 Gilmer Co.. L. H. 43 
Burgess Battery Co. 162 | Goldblatt Tool Co 268 
Goodyear & Miller Co 240 
Goodyear Tire & Rubber Co., Inc. 172 
Cc Goulds Pumps, Inc. 231 
; Great Neck Saw Mfgrs., inc 190 
Cahil Mfg. Co. 248 Gries Reproducer Corp 247 
| Caloric Stove Corp. 22 Grimes Co., Bradley E. 70 
Carpenter-Morton Co. 166 Grumbacher, Inc., M. 259 
Caster Mold & Machine Co. 250 F 
Century Plastic Products, Inc. 25 
Champion Hardware Co. 175 H 
Chattanooga Implement & Mfg. 

Co. . 232 | Hall-Wessel Co. 255 
Chevrolet Motor Div. 28 Hancock Mfg., Inc. 246 
Chicago Latrobe, Twist Drill Wks. 191 | Hastings Canvas & Mfg. Co. 70 
Chicago Lock Co. 246 Heller & Co., W. C. 257 
Chicago Saw Works 224 Henry Mfg. Co. J. T 258 
Chicago Screw Co. 203 Hercules Powder Co., Inc. 61 
Chicago Spring Hinge Co. 245 Holt Mfg. Co. 250 
Clark Mfg. Co., J. L. 252, Hoover Company 18 
Cleveland Cap Screw Co. 65 Hotpoint, Inc. 243 
Cleveland Chain & Mfg. Co. 121 | Howard Industries, Inc. 222 
Cleveland Quarries Co. Hoyt & Worthen Tanning Corp... 240 
Climax Engineering Co. Hudson Mfg. Co., H. D. 38, 254 

Farm Water Systems 29°) Hull Mfg. Co. 19% 
Clover Mfg. Co. 158 
Club Aluminum Products Co. 189 
Coleman Co. Inc., The 4 l 
Collot Supplies, A. M. 240 
Columbia Malleable Castings Ideal Brass Works 238 

Corp. 152 | |Ilinois Glove Co. 1 
Columbian Rope Co. 1 Imperial Brass Mfg. Co. 261 
Columbus-McKinnon Chain Corp.. 72 Independent Metal Strap Co., Inc. 14% 
Continental Can Co. Inc. 185  indusco Corp. 247 
Continental Screw Co. 143 Industrial Synthetics Corp. 145 
Cory Corp. 78-79 | International Chain & Mfg. Co. . 8 
Coughlan Co., G. N. 21 International Steel Wool Corp... 164 
Crucible Steel Co. of America... 141 Ives Co., H. B 156 
Crump Co. Inc., B. T. 229 
Cuprinol Div., Darworth, Inc, 214 

J 
D Jackson Mfg. Co. 82 
Johnson & Johnson, 
Davis Mfg. Co. 170 ~=—“*Filter Prod. Div. 182-183 
Dearborn Stove Co. 187 Judd Co., Inc., H. L. m 
Decatur Pump Co. 260 
Dempster Mill Mfg. Co. 177 
Desmond-Stephen Mfg. Co. 251 K 
Devoe & Raynolds Co., Inc. 35-36 
DeWitt Baits, Bill 70 K-D Mfg. Co, 260 
Dietz Co., The R. E. ......_.. 230 | Kay-Tite Co. 233 
| 
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Kester Solc 
Kimball Cc 
Klein & Sor 
Koch Sons, 
Kromex Co 
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Laitner Bru 
Lake Chem 
Landen Put 
Lawrence C 
Leyse Alum 
Libbey-Owe 
Linck Co., 
Lion Steel 
Lockwood | 
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Farm Equ 
Markel Ele 
Marsh Corr 
Marshalltow 
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Master Loc 
Master Met 
Master Rule 
Mayes Bros. 
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Co. 
McGill Me’ 
McKay Cor 
Metal Texti 
Metaloid C 
Met-L-Top 
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Miller, Inc. 
Millers Fall 
Milwaukee | 
Minute Mo} 
Monark Silv 
Montague | 
Moore Enar 
Moore Push 
Myers & Br 


Na-Mac 
National 
National 
National 
National 
Co. 

National 
National 
National 
National 
National Til 
Neatslene ( 
New Britain 
Newark Lac 
Co., Inc. 
Ney Mfg. ¢ 
Nichols Wir 
North Bros. 
Norwich Lin 


Ocean City 
O-Cedar Ci 
Ox Fibre Br 
Oxwall Tool 


Paine Co., 
Parker Hdw 
Parker Mfg. 
Patent Cere 
Pecora Pain‘ 
Peerless Lev 
Peerless Mfc 
Peerless Pun 
Corp 
Pennsylvania 
Petersen Mf. 
Phoenix Tab! 
Pioneer Rub 
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Kester Solder Co. 
Kimball Co., A. 

Klein & Sons, Mathias 
Koch Sons, Inc., George 
Kromex Corn. 


L 


Lafayette Saw & Knife Co., Inc. 
Laitner Brush Co. 

Lake Chemical Co. 

Landen Putty Works 
Lawrence Co., George 
Leyse Aluminum Co. 
Libbey-Owens-Ford Glass Co. 
Linck Co., Inc., O. E. 

Lion Steel Equip. Corp. 
Lockwood Hdwe. Mfg. Co. 
lucas & Co., Inc., John 
Lyon Metal Products, Inc. 


M 


Madesco Tackle Block Co. 
Magor Car Corp. 

Malleable Iron Range Co. 
Marine Iron Works, Inc., 
Farm Equip. Div. 

Markel Electric Products, Inc. 
Marsh Corp., James P. 
Marshalltown Trowel Co. 
Mast-Foos Mfg. Co. 

Master Lock Co. 

Master Metal 
Master Rule Mfg. Co., Inc. 
Mayes Bros. Tool Mfg. Co., Inc. 
McCambridge & McCambridge 


Co. 

McGill Metal Products Co. 
McKay Company, The 

Metal Textile Corp 

Metaloid Co., The 
Met-L-Top Tables Div. 
Meyercord Co. (Nameplate Div.) 
Miller, Inc., Robert E 
Millers Falls Co. 

Milwaukee Stamping. Co. 
Minute Mop Co. 

Monark Silver King, Inc. 
Montague Rod and Reel Co. 
Moore Enameling & Mfg. Co. 
Moore Push Pin Co. 

Myers & Bro. Co., F. E. 


N 


Na-Mac Products Corp. 
National Can Co., Inc. 

National Cash Register Co. 
National Chalk Co. 

National Enameling & Stamping 
Co. 


National Housewares Mfgrs. Ass'n. 


National Lock Co. 

National Mfg. Co. 

National Metal Products Co. 
National Tileboard Co. 
Neatslene Co. 

New Britain Machine Co. 
Newark Ladder & Bracket 


Ney Mfg. ‘Co. 

Nichols Wire & Aluminum Co. 
North Bros. Mfg. Co. 

Norwich Line Co., Inc. 


° 


Ocean City Mfg. Co. 
O-Cedar Corp. 

Ox Fibre Brush Co., Inc. 
Oxwall Tool Co., Utd. 


Paine Co., The oo 

Parker Hdwe, Mfg. Corp., S. 

Parker Mfg. Co. 

Patent Cereals Co. 

Pecora Paint Co. 

Peerless Level & Tool Co. 

Peerless Mfg. Corp., Inc. 

Peerless Pump Div., 
orp. 

Pennsylvania Lawn Mower Div. 

Petersen Mfg. Co. 


Phoenix Table Mat Co. 
Pioneer Rubber Co, exnenm 
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Products, Inc... 68, 


Food Mchry. 


249 | 
66 
229 
261 


70 | 
188 


258 | 
266 
213 | 


yw 
o 


196 | 
253 


159 
17 
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Pitman & Co. 


| Pittsburgh Plate Glass Co. 


Brush Div. 

Paint Div. 
Plomb Tool Co. 
Plumb, Inc., Fayette R. 
Plymouth Cordage Co. 
Porter Corp., The J. E. 
Powers Mfg. Co. 
Puritan Cordage Mills 


R 


Raybestos-Manhattan, Inc. 
Red Devil Tools 
Reynolds Metals Co. 
Ridge Tool Co. 


| Rival Mfg. Co. 


Rockford Brass Works 
Rogers Isinglass & Glue Co 
Roth Co., Roy 


Ss 


Schalk Chemical Co. 
Schartow Iron Products Co. 
Sharon Bolt & Screw Co. 
Shapleigh Hardware Co. 
Sheffield Bronze Paint Corp. 
Simonsen Industries, Inc. 
Slaymaker Lock Co. 

Sontos Electric Co. 


Spearhead Boiler Plug & Specialty 
Co. 


Sprayer Corp. of America 
Standard Steel 
Star Heel Plate Co. 

Stewart Mfg. Corp., F. W. 


Stronghold Screw Products, Inc. 
| Super Tool Co. 


Swift & Co. 
Sylvania Electric Products, 


Telechron, Inc. 
Templeton, Kenly & Co. 


| Tennessee Valley Marketers, Inc. 
Thompson & Son Co., 


Threadwell Tap & Die Co. 
Toastmaster Products Div. 
Traubee Products, Inc. 
Tru-Test, Div. of Oakes & Co. 
Tryon Company, Edw. K. 
Turner & Seymour Mfg. 


Co. 
20th Century Paint & Varnish Co. 


Twix Mfg. Co., Inc. 


U 


United Aircraft Pdts., Inc. 
U. S. Hardware & Paper Co. 
Universal Metal Products Co. 
Upson Bros., Inc. 


Utica Drop Forge & Tool Corp. 


v 


Vital Products Mfg. Co., The 
Vichek Tool Co. 


Ww 


Washington Woodcraft Corp. 


| Webb Products Co., Inc. 
| West Bend Aluminum Co. 


Western Cartridge Co. 

Western Lace & Line Co. 

Western Tool & Stamping Co. 

Westinghouse Elec. Corp. 

White Machine Works 

Whitman & Barnes Co. 

Winchester Repeating 
Arms Co. 

Wissota Mfg. Co, 

Witt Cornice Co. 

Wood Shovel & Tool Co. 

Wooster Brush Co. 


Equip. Co. Inc. 


nc, 


Henry G. 


48-49, 


000 Inden ts Adveriiiors 2 


| Pitegoff Bros., Inc. 





251 | 
133 | 
224 | 
191 | 


137 
175 
149 | 
H 


Wright Engineering & “Supply Co. 237 | 


¥ 


Yale & Towne Mfg. Co, —.. 








FINISHED TOP 
AND SHELLS 


O11 Cook stove with 
body finished in 
black and white 
enamel. Also avail- 
able in one, two and 
t burner mod- 
els. All models can 
be ordered with 
legs and shelves. 
Packed one com- 
plete unit to a car- 
ton or KD—+t 


wo to 
& carton, 
Distributors Ja- 
quiries Invited. 
Some exclusive 
territories still 
open. 





ST-2 
ILLUSTRATED 


BARRIDON oi Burner PRODUCTS, INC. 


Hartford, Conn. 


1427 Park Street 





















“When your customers ask for 


a BETTER OIL they mean 





Teme actiom 


Preferred by Fishermen and 
improved 













Hunters for Reels, Guns, Knives 
RETAIL DEALER PRICE 

SIZE PRICE FOB JOBBER 
EACH PER DOZEN 

3 Oz. Cans $0.40 $ 3.20 

Pints 1.60 12.80 

Gallons 9.60 76.80 








PREVENTIVE 
LUBRICANT 
| On ease me 


McCambridge & McCambridge 


BALTIMORE, MARYLAND 











MR. MANUFACTURER: 
One low-cost contact gives you 


@ NATION-WIDE DISTRIBUTION 
@ AGGRESSIVE PROMOTION 
@ FORCEFUL PRESENTATION 


Tru-Test has an assured buying market of over 
tifty wholesale hardware distributors serving 
aieleey Citekmelmcae tiMir iach e taamela tiaa: plus 
complete promouon to insure you continuous 


sale S 


volume 
TRU-TEST re nae Comeau 


650 SOUTH CLARK STREET @e CHICAGO 5, ILLINOIS 





YOU’LL NEVER MISS A SALE 
wattle 


HYDRAULIC 


Jacks 


© The Most Complete Line 
since 1899 


@ Nationally Advertised 
ren SHIPMENT, 



















TEMPLETON, KENLY & CO., 


Chicapo 44, Illinors 




















py 2 | GOLDBLATT 
Lancs 6°... TROWELS 
S bo. | st Choice 


of Plasterers and 
Cement Finishers 





h 


S 


(H) 
MODEL H-109 


Ask Your Jobber For 
These Quick-Selling 


TWIX Leaders 


QUALITY TOOLS AT PRICES THAT 
WIN INSTANT POPULAR ACCLAIM 


(M) \ {A) *TWIXKLIP—2 in 1 clip for toe and 
MODEL H-116 4 finger nails. Model T.F. 51. 
qv 


vy (B) NEW 6 FT. ALUMINUM FOLDING RULE — 

é e Satin Finish, Black Numbers on Both 
\ . Sides. Model RL-113-2. 

(C) *ADJUSTABLE LEVEL Jr.—Model 


tA) L-111. 
MODEL TF. 51 E (D) CARPENTER SQUARE — with level ~ 
x = } Model C-102. 
) > (E) HACK-SAW FRAMES — Heavy Duty. 
. » Model H-103. 


(F) SLIDING BEVEL—Model B-105. 





WATCH FOR ADDITIONAL TOOLS 


——_ 


(G) JOBBER’S DRILL GAGE — Model 
G-115. 


(H) Electricians & Plumbers HACK-SAW 
FRAMES—Heavy Duty. Model H-109. 


(I) *PROTRACTOR & DRILL GAGE — Model 
P-108. 


(J) COMBINATION SQUARES — with levels 
and scriber. Model 100. 


(K) HANDY HOME TOOL — 6 tools in 1. 
Model D-106. 


{L) ADJUSTABLE BENCH LEVEL (10 inch). 
Model S-107. 


(M) PISTOL GRIP HACK-SAW FRAME «» 
Heavy Duty. Model H-116. 


*Pat. Pending U.S.A. 





ncaa alle * 


NEW NUMBERS APPEARING REGULARLY 
If your jobber can’t supply you, write 


TWIX MANUFACTURING CO., Inc. 


40-09 21st STREET, LONG ISLAND CITY 1,N. Y. 


¥. 6, bags 
ee 














A 
COMPLETE 
LINE OF 
FIRST 

QUALITY 
TOOLS FOR 
ALL MASONRY 

TRADES 


IMMEDIATE 
DELIVERY 


ILLUSTRATED 
CATALOG 
MAILED ON 
REQUEST 


ATTRACTIVE 
DEALER 
DISCOUNTS 

















TROWEL 6 ae [ BRAND 


Waet mane 


ecc.eveate 


Nationally Advertised Since 1885 


GOLDBLATT TOOL Co. 


1622 WALNUT STREET 
KANSAS CITY 8, MISSOURI 


HARDWARE AGE 
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COMPLETE 
LINE OF 
FIRST 


L MASONRY 
TRADES 
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